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IBM hot 
for DB/2 
converts 


BY AMY CORTESE 
CW STAFF 


IBM has stepped up efforts to 
convert non-DB2 users to rela- 
tional ways. However, the re- 
newed conversion campaign is 
targeting customers of IBM’s 
competitors rather than its own 
large installed base of IMS users. 

Many users faced with the 
daunting task of moving long- 
term investments in software 
from older databases to DB2 
have resisted, choosing instead 
to maintain two databases. Al- 
though IBM seems to recognize 
this dilemma and is encouraging 
coexistence between DB2 and 
the older IMS, the company has 
focused its effort to swing users 
of non-IBM database manage- 
ment systems to DB2. 

Cullinet Software, Inc.’s 
IDMS and IDMS/R were the 
first targets of an IBM conver- 
sion campaign in April, when 
IBM invited hundreds of IDMS 
users to its offices throughout 
the U.S. to view a telecast on 
IDMS-to-DB2 conversion. The 

Continued on page6 


BY MICHAEL ALEXANDER 
CW STAFF 


Little Silence just didn’t know 
when to shut up. 

In the first few months of 
1989, the computer hacker al- 
legedly made hundreds of unau- 
thorized telephone calls to some 
60 corporate voice-mail comput- 
er systems across the U.S., in- 
cluding 332 calls in one month to 
acomputer system operated by a 
real estate firm in the Chicago 
suburbs. Once inside the sys- 
tems, the hacker would allegedly 
exchange illegally acquired com- 
pany credit-card and long-dis- 
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Systems snafu stuns Sun > 


BY JEAN S. BOZMAN 
CW STAFF 


MOUNTAIN VIEW, Calif. — It 
built computers for the world, 
but Sun Microsystems, Inc. 
failed to properly install a power- 
ful mainframe system to ru: its 
own $1 billion-plus business. 

Last week, the company ad- 
mitted that a botched cutover 
from a Hewlett-Packard Co. 
minicomputer to an IBM-com- 
patible mainframe complex 
threw a monkey wrench into 
Sun’s bustling business, delaying 
thousands of orders. As a result, 
Sun acknowledged that it may 
post its first quarterly loss since 
it went public in 1986. 

Sun held a nationwide tele- 
phone press conference in New 
York after the close of trading 
Thursday to warn Wall Street 
that fourth-quarter revenue may 
fall below the $497 million mark 
posted in the third quarter. That 
result would be “significantly” 
below the fourth-quarter sales 
for the corresponding period in 
1988, Sun said. But Scott 
McNealy, chief executive offi- 
cer, claimed the bad news would 
not persist beyond the current 
quarter ending June 30. 

Bellwether users said their 
confidence in Sun has not been 


Feds whack hacker ring 


tance calling-card numbers with 
other hackers, federal law en- 
forcement authorities said. 

Now, Little Silence and at 
least seven other reputed hack- 
ers are the targets of a four- 
month-long investigation that 
has involved the U.S. Secret 
Service; the Federal Bureau of 
Investigation; state and local law 
enforcement officials in several 
states; the Royal Canadian 
Mounted Police; and security 
and information systems person- 
nel at several telecommunica- 
tions companies, including 
AT&T, U.S. Sprint Communica- 
tions Co., MCI Communications 
Corp. and nearly all the regional 
telephone companies. 

As many as 50 hackers with 
Little Silence’s reported propen- 
sity for invading voice-mail com- 
puter systems are believed to be 
involved in a nationwide scam to 
steal telephone and computer 
service and to illegally traffic 

Continued on page 107 





Down to earth 


After enjoying years of record 
growth, Sun fears it may see 
a loss this quarter 


Income in millions 


S66 


$29 S531 


SOURCE: SUN MICROSYSTEMS, INC CW CHART 


shaken by the news. Frank Du- 
quette, technology director at 
Greenwich, Conn.-based Green- 
wich Capital, acknowledged that 
his company has seen delivery 
delays of up to 30 days on Sun 
products. “But it doesn’t alter 
our confidence in the company,” 
he added, echoing the senti- 
ments of other users. 

McNealy cited several factors 


FOREIGN ACCENT 


IS seeks opportunities as 
aunited continent looms 


“‘We should all be concerned 
about the future because we 
will have to spend the rest of 
our lives there.” 

Charles Franklin Kettering 
Seed For Thought 


BY JAMES DALY 
and ALAN J. RYAN 
CW STAFF 


avid Mattson may 


spend his working hours deep in the concrete canyons 
of Manhattan, but his thoughts have increasingly car- 
ried him across the waves to Europe. 

First, he must coordinate Sterling Drug, Inc.’s 
changeover there from a bisynchronous communications net- 
work to IBM’s Systems Network Architecture: An order pro- 
cessing system must also be beefed up for more accurate track- 
ing of when and where his product leaves the shelves. Also 
popping is the use of universal product codes and such new func- 
tions as electronic data interchange. 

Why this preoccupation with the Old World? When the bells 
toll at midnight on Dec. 31, 1992, the economic vagaries that 
business community for decades 


have shackled the European 


leading to the expected down- 
turn in sales and profit. Although 
internal systems proble.as were 
tagged as the main culprit, he 
said those and other factors call 
into question the ability of the 
Sun management team to keep 
pace with the company’s mete- 


oric rise over the past several 
| 


years. 
Another factor, 
said, was the April 12 introduc- 


tion of five new products, which | 


greatly increased the complexity 
of internal billing, ordering and 
shipping. In an interview with 


Computerworld two weeks ago, | 


however, he made no mention of 


the company’s impending prob- 


lems (see story page 81). 
“Tt’s bound to happen — any 


time a plane climbs as fast as Sun | 


Microsystems does, it can begin 
to shudder and to shake . . . and 
you hope the wings don’t fall 
off,’’ said Richard A. Shaffer, edi- 
tor of “Technologic Computer 
Letter.” “Sun is involved in so 
many different markets, in so 
many different opportunities. 


Continued on page 8 | 


a 
Europe 


McNealy | 





will be declared legally dead. Mattson and hundreds of IS manag- 


Continued on page 108 
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IBM and the U.S. Department of 
Justice rested their cases after 
12 years of antitrust litigation. 
Seven months later, the Justice 


Department dropped the suit. In 
1978, Congress prepared to 
consider a “‘deregulatory”’ 
revision of the Communications 


Act, not knowing how 


deregulated that business would 


does not 
dream about 
work group 
computing, 
he builds it. 
Page 57. 


\ <4 Stephen Morse 


become. In 1982, a former IBM 
employee went on a shooting 
rampage in Bethesda, Md., 
killing two IBM employees. And 
in 1985, a California jury ordered 
NCR to pay $5.8 million in 
damages for misrepresenting 


one of its systems to a 
customer. 
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@ Some leading-edge IS organizations 
are making their plans today for the 
1992 easing of trade restrictions in Europe. 
The chief business forces expected to shape 
IS management for the 1992 switchover in- 
clude a rearrangement of resources, the 
need for improved communications and the 
ability to handle expanded business through- 
out the European Community. Page 1. Last 
week, GE positioned itself for 1992 when it 
outlined its global network plans for the com- 
ing decade. Page 109. 


@ IBM is trying tc drive mainframe 
shops into the relational world of DB2 
through a new promotional campaign. But 
the effort targets users of IBM competitors’ 
database management systems, not those 
running IBM’s own nonrelational IMS prod- 





uct. Page 1. 


@The take may have 
been as high as $1.5 mil- 
lion, said investigators who 
broke up one of the first 
voice-mail computer fraud 
rings. Eight hackers allegedly 
used voice mail and comput- 
ers to bilk firms. Page 1. 


@ Two seemingly unrelat- 
ed trends — the growth of 
systems integration firms and 
the move toward downsizing 
— are converging. Surpris- 
ingly, systems integrators 
seem to be continuing their 
focus on mainframe applica- 
tions despite the handwriting 
on the wall. Efrem Mallach 
takes a look at the implica- 
tions of the merger of these 
trends in his Viewpoint col- 
umn. Page 21. 


@ President of Sun Micro- 
systems, Scott McNealy, 
is blaming IS failures for his 
firm’s problems — as he 
stares at plummeting earn- 
ings figures. Page 1. But he 
is still touting his company’s 
Sparc technology and Unix as 
gospel for the computer in- 
dustry. Page 81. 


@ Local IS organization 
luncheons may have a 
reputation for blue meat 
and boredom, but there may 
be added benefits to getting 
out of the office for a couple 
hours every month to attend 
such a function. Robert Har- 
grove tells how to traverse 
the lunch circuit and come 
away with something worth- 
while. Page 21. 


@Could the growth of 
end-user computing mean 
an expansion rather than a 
contraction Of the scope bf 
the IS function? Research by 
The Diebold Group indicates 
that may be the case. Page 
i 


BA $1 million transac- 
tion processing bench- 
mark procedure put Tan- 
dem Computers over the top 
in a competition with IBM for 
a key contract with the Cali- 
fornia Department of Motor 
Vehicles. Page 23. 


@iIt’s been a “maturing 
technology” for four 
years. Now, CD-ROM is fi- 
nally making its way into the 
mainstream computing 
world. There is a ground 
swell of CD-ROM activity be- 
hind the scenes at Fortune 
1,000 companies and govern- 
ment agencies, which are us- 
ing CD-ROM asastrategic in- 
formation management tool. 
They are managing and dis- 
tributing massive amounts of 
critical, internally published 
information such as policy 
manuals, product catalogs, 
documentation, management 
reports and market research. 
Page 75. 


@ Work group computing 
may be more of an ideal than a 
reality, as most organizations 
struggle to define what it is 
and what it will require. Page 
57. 


@ The technical advances 
in telecommunications 
that large organizations take 
advantage of are also putting 
those business and govern- 
ment organizations at risk. 
They are becoming more and 
more vulnerable to natural 
and man-made disasters, ac- 
cording to a federal report. 
Page 41. 


WIS professionals have 
to take the Renaissance 


“fifait wppreachte their ca- 


reéers and see the many facets 
of the profession, according 
to ASM’s new President 
James W: Prickitt. Page 49. 
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CUR SOFTWARE CAN'T LEAP 
TALL BUILDINGS. BUT IT IS 
FASTER THAN A SPEEDING 
YOU-KNOW-WHAT. 


© 1988 Syncsort Incorporated, 50 Tice Boulevard, Woodcliff Lake, NJ 07675. 


There's nothing mild- mannered about 
us. We come right out and prove how 
fast we are.. 


Our software has been shown to result 
in dramatic reductions in the use of 
your computer resources: CPU Time, 
SlOs and the like. Typically by as much 
as 50%. Frequently, even more. 


And that goes not only for our sorts, 
but for all our products. 


Of course, the only way to really 
believe the power of our products is to see 
it with your own eyes. To arrange for 
a test on your system, call 201-930-8200. 

Once you've tried our software, you'd 
have to be a man of steel to resist it. 
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All that glitters is not gold 


Net heavies try to dazzle Drexel — but with a few strings attached, of course 


BY ELISABETH HORWITT 
CW STAFF 


NEW YORK — In its quest to 
consolidate resources and cut 
costs, Drexel Burnham Lam- 
bert, Inc. has put itself up for 
grabs in the rapidly escalating 
turf war between the three ma- 
jor long-distance carriers. MCI 
Communications Corp., AT&T 
and U.S. Sprint Communications 
Co. are wooing the cost-con- 
scious Wall Street firm with 
whopping discounts and carte 
blanche network management 
solutions. 

However, the strings at- 
tached to such offerings are like- 
ly to tie up Drexel’s communica- 
tions budget for years to come, 
company spokesmen said. 

Drexel’s dilemma is a familiar 
one for Fortune 500 service 
firms whose informational life 
blood runs through their net- 
works. Upper management 
wants to slice $12 million, or 
about 10%, off Drexel’s annual 
telecommunications budget and 
increase reliability at the same 
time. 

To accomplish this, the com- 
munications department formu- 
lated the plan of consolidating 
voice and communications over a 
single intelligent network back- 
bone. The question is whether to 
go with carrier services or a pri- 
vate network. 

Drexel does not feel ready to 
internalize responsibility and 
take charge of its own network. 


However, it is unsure whether a 
vendor can ensure acceptable re- 
liability and response-time levels 
— at least at a reasonable cost, 
said Charles Koman, vice-presi- 
dent of communications. “They 
say, ‘For the right price, we’ll do 
everything,’ but we don’t know 
the price yet,” he explained. 


Araw deal 

AT&T has been sending the 
same message to all its major ac- 
counts, according to Koman — 
namely, “‘ ‘Our business is being 
eroded; we'll deal if you commit a 
major portion of your busi- 
ness.’ ”’ 

Meanwhile, Spriat and MCI, 
which had previously concen- 
trated on taking bites out of ex- 
isting accounts, are responding 
to AT&T’s Tariff 12 offerings 
and cuts to regular services with 
special deals of their own, saying 
in effect, ‘ ‘Oh, yeah? We'll try 
to take it all away, then,’ ” Ko- 
man added. 

The escalating competition 
has proved a mixed blessing for 
Drexel. All three carriers came 
back with promises to cut be- 
tween 35% and 45% off the in- 
vestment firm’s current budget, 
“which surprised us,” Koman 
said. ‘We hoped for 20% to 
25%.” 

However, the vendors want- 
ed multiyear agreements that in- 
cluded penalties for failure to 
meet certain revenue thresh- 
olds, Koman said. ‘We weren’t 
comfortable with this,” he said. 


Asa result, Drexel has initiat- 
ed a second round of negotia- 
tions around commitment levels. 
The firm hopes to decide which 
network provider or providers to 
go with by the end of this month, 
Koman said. 


Drexel’s Koman expresses 
skepticism toward the vendors 


While it bargains with the car- 
riers, Drexel has a “parallel proj- 
ect going” to evaluate private 
networking — and particularly 
network management — solu- 
tions, Koman said. ‘We want to 
see how much network manage- 
ment we can do with the people 
we have and canned network 
management software,” he add- 
ed. 

Among the products under 
consideration are AT&T’s Uni- 
fied Network Management Ar- 
chitecture (UNMA), Timeplex, 
Inc.’s Timeview and IBM’s Net- 
view. 

Most likely, “there will be 
two ways to view the network — 


Netview or UNMA — with a 
door open to migrate more fully 
into either system,” Koman said. 
Netview will definitely not be the 
overall system, at least for a 
while, because 90% of the com- 
pany’s traffic is voice-oriented, 
and IBM’s system will probably 
not be able to handle telecom- 
munications devices effectively 
for about five years, according to 
Kam M. Saifi, assistant vice- 
president of communications 
planning. 

Drexel wants a management 
system that can take a lot of the 
grunt work off communications 
managers’ shoulders, Koman in- 
dicated. 

“We want a lot of redundancy 
and a network that heals itself,” 
he said, because Drexel sites do 
not send “a lot of low-priority 
stuff. 

“‘We won't be able to say, ‘If I 
lose this, I can bump that.’ It’s all 
hot,”’ he added. The goal is for 
the system to “take the heat off 
work centers in terms of fixing 
immediate failures,” Koman 
added, freeing managers up for 
more active work such as antici- 
pating and fixing response-time 
problems before they become 
serious. 

Consolicated network man- 
agement will also give communi- 
cations managers “‘the big pic- 
ture’’ of network usage, he said, 
potentially allowing them to pin- 
point ways to cut costs in a sys- 
tematic, comprehensive way. 
For example, the department 
only recently consolidated billing 
for various departments’ usage 
of packet-switching services, 
discovering that Drexel qualified 
for a volume discount. Total sav- 
ings so far amount to $200,000. 





Space shuttle computers 
need a high-tech boost 


- BYMITCHBETTS 
CW STAFF 


WASHINGTON, D.C. — The 
U.S. space program may be 
known for its dramatic advances 
in technology, but a revealing 
study by the U.S. General Ac- 
counting Office (GAO) has found 
that the computer technology in- 
side U.S. spacecraft is often 8 to 
20 years old. 

Take the space shuttle. The 
personal computer on your desk- 
top probably operates faster and 
has more memory than the shut- 
tle’s on-board computers, the 
GAO said. 

The space shuttle uses 
AP101 processors — a milita- 
rized version of the IBM 360 
technology introduced in 1964 
—featuring a 16-bit micro- 
processor running at 400,000 
instructions per second (0.4 
MIPS) and 104K bytes of ran- 
dom-access memory. 

The problem is that although 


the space shuttle was first flown 
in 1981, the computer system 
was chosen for it in 1971, the 
GAO said. 

The National Aeronautics and 
Space Administration plans to 
use its first 32-bit architecture in 
the orbiting space station, which 
will use the Intel Corp. 80386 
chip. Of course, by the time the 
space station is launched, in 
1995, the 386 will be 10 years 
old. 


Four reasons 

GAO and NASA officials said 
there are four main reasons for 
the technology gap: 

e Computers must be modified 
to withstand a harsh space envi- 
ronment, including exposure to 
radiation, high-energy particles 
and extreme temperatures, in a 
lengthy process known as space 
qualification. 

e Because a spacecraft’s com- 
puter is such an integral part of 
the design, NASA chooses a 


computer system early in the de- 
velopment stage. 

@ NASA managers tend to be 
conservative, selecting older 
computers with proven reliabil- 
ity. 

e After computers are selected 
and installed, spacecraft launch 
dates may be delayed by several 
years. 

One result of the technology 
gap is that NASA must scale 
down its space missions to those 
that can be supported by the old 
processors, the GAO said. 

For example, the unmanned 
land rover expected to explore 
Mars in 1998 may be restricted 
to traveling a total of only four 
miles in 235 days as a result of 
computer limitations. 

“The question is whether 
NASA can develop and deploy 
newer, more powerful comput- 
ers quickly enough to support its 
ambitious plans for future mis- 
sions,” the GAO said. Future 
space missions will require pro- 
cessors capable of 10 to 25 
MIPS to control robots and pro- 
cess streams of observation 
data. 

Robert Rosen, deputy chief of 
NASA’s Office of Aeronautics 
and Space Technology, said 
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NASA is aware of the problem 
with outdated computers and is 
taking steps to reduce the tech- 
nology gap. 


One year at a time 
However, “it is unreasonable to 
expect to see the technology gap 
reduced significantly below the 
four to six years required to 
space-qualify computers,” Ro- 
sen said in the official NASA re- 
sponse to the report. 

Rosen noted that, in addition 
to ongoing research programs to 
develop special-purpose com- 
puters and optical data storage 
systems, NASA has decided to 
use the 16- and 32-bit space 
computers that are being devel- 
oped by U.S. defense agencies 
for the Strategic Defense Initia- 
tive. 

An IBM Systems Integration 
Division spokeswoman working 
with NASA in Houston said that 
while the AP101 and AP101-S 
have origins in the IBM 360, 
they do not use the same proces- 
sor technology as the 360. 
“They are many generations 
away from the 360. They are 
specialized avionics processors 
that have custom architec- 
tures,” she said. 


"Editor in Chief 
Bill Laberis 
Executive Editor 
_—__PiGia 
News Editor 
Peter Bartolik 
Assistant News Editor 
James Connolly 
Senior Editors 
Clinton Wilder, Management 
Elisabeth Horwitt, Networking 
Patricia Keefe, Networking 
Douglas Barney, PCs & Workstations 
Stanley Gibson, Software 
Michael Alexander, PCs & Workstations 
Rosemary Hamilton, Systems 
Nell Margolis, Industry 
Senior Writers 
Alan J. Ryan 
Amy Cortese 
William Brandel 
James Daly 
Staff Writer 
Richard Pastore 
New Products Writer 
Sally Cusack 


Features Editors 
Glenn Rifkin 
Joanne Kelleher 
Senior Editor 
Michael L. Sullivan-Trainor 
Senior Writer 
David A. Ludlum 
Associate Editors 
Deborah Fickling 
Kelly Shea, In Depth 
Researcher 
Kevin Burden 
Assistant Researchers 
Jodie Naze 
Kim Nash 


"Chief Copy Editor 
Mary Grover 
Assistant Chief Copy Editor 
Donald St. John 
Features Copy Editors 
Julie L. Cook 
Joseph J. Fatton 
Copy Editors 
Cathleen A. Duffy 
Joyce Chutchian 
Carol Hildebrand 
Gary Byrne 
Art Director 
Nancy Kowal 
Graphics Specialists 
Frank C. O'Connell 
John B. York 
Graphics Researcher 
Laura O’Connell 


Assistant to the Editor in Chief 
Linda Gorgone 
Editorial Assistants 
Patricia Faherty 
Lorraine Witzell 
Tammy Gryniewicz 
Rights and Permissions Manager 
Sharon Bryant 


News Bureaus 
Mid-Atlantic 
201/967-1350 

Robert Moran, Correspondent 
Washington, D.C. 
202/347-6718 
Mitch Betts, Bureau Chief 
West Coast 
415/347-0555 
Jean Bozman, Bureau Chief 
J.A. Savage, Senior Correspondent 
Patrick Waurzyniak, Correspondent 
Chris Flanagan, Editorial Assistant 
Midwest 
312/827-4433 

Ellis Booker, Correspondent | 
Computerworld Focus on Integration | 
Editor 
Ann Dooley 
Managing Editor 
Lory Zottola 
Senior Editor 
Stan Kolodziej 
Senior Writer 
Helen Pike 
Art Director 
Tom Monahan 
IDG News Service 
Penny Janzen, Director 
Main Editorial Office 
Box 9171, 375 Cochituate Road 
Framingham, MA 01701-9171 
508/879-0700 


Subscriptions: 800/669-1002 








an Sas enema Sr SI RRR RN Set me 


JUNE 5, 1989 





Asmart generator = ea 
independence. Introducing «9 


og 


the world’s first smart generator—Cullinets ‘% 

Enterprise:Generator™ It's smart because it . SPECIFICRQONS 
allows you to generate and 4 es N Ng 2 
run applications on the La e * . 

database and 

platform of your 

choice, independent of 3 

hardware, operating system or “Ss 

programming language. In fact, only s 


Enterprise:Generator can 4 


(an sa a 
BASIC, 


ADS/OnLine 4 ae 
and Fortran with a 30: 1 pei 


advantage. pea omens 


wal OF apt 
change “ws Pt DOS " 

your compan: > Weenie ae 

programming power forever. ; 

So dont wait. Act a a gi 

now and call a > ae ml as 370 | 


% xe 


1-800-551-4555 | | 4 Fe 


for a white paper On Y=... i.” : | —_ Pits. m7 


Enterprise:Generator. And get ready for Nie rd . i 
breakthrough technology you can add today. mm Cullinet 
And build on. And on. And on. fail ta ea 


Enterpri nee erator, Enterprise:DB, ADS/OnLine and IDMS/R are trademarks of Cullinet Software, Inc. ion we perces ocean of International Business Machines. 
Oracle is a trademark of Oracle le Corporation. n. Rdb, RMS and VMS are trademarks of Digital Equi uipment Corporation. ©1989, Cullinet Software, I 








NEWS SHORTS 


| 
| IBM produces quick chip 

| IBM claimed last week to have made the world’s fastest 1M-bit 
| 


dynamic random-access memory chip. The chip, manufactured 
at the firm’s Yasu, Japan, plant, reportedly retri i 
information in 22 billionths of a second, a rate at least twice as 
fast as the current 1M-bit chips. The chip was manufactured 
using a new CMOS process developed at the Yasu laboratory. 
IBM scientists from the Thomas J. Watson Research Center in 
Yorktown Heights, N.Y., collaborated on the effort. 


California bust? 

The economic slump that hit Silicon Valley in 1985 and ’86 
caused the average wage in the high-tech industry there to 
drop compared with levels of 17 years ago, a recent study con- 
cluded. The inflation-adjusted wages per worker were 
$25,990 per year in 1988, down from their 1972 level of 
$27,793, according to the report from the Association of Bay 


Control Data Institutes sold 

Continuing the cost-cutting it began in April with a $490 mil- 
lion restructuring change, Control Data Corp. last week sold its 
education units, the Control Data Institutes and the Institute 
for Advanced Technology (IAT), to Human Capital Corp. in 
Edina, Minn. A newly formed company, Human Capital plans to 
operate 28 vocational and technical schools in the U.S. and 
Canada under the name CDI Career Development Institutes. 
The organization will operate the IAT seminar business under 
the present name. The two businesses serve 18,000 attendees 
annually, CDC said. Terms of the cash sale, scheduled to be 
completed this summer, were not disclosed. 


Japanese changes urged 

In what may be viewed abroad as a long-overdue policy, Japan’s 
Ministry of International Trade and Industry yesterday issued 
its industrial policy report for the 1990s. The report focuses on 
competition without friction, emphasizing the adoption of glob- 
al corporate strategies by Japanese companies so that they are 
better able to fit in at overseas locations, international stan- 
dards in key markets and better multilateral cooperation with 
trading partners. To relieve trade friction, the report said that 
Japan needs to introduce rules that will make it easier for for- 
eigners to access markets in that country (see story page 18). 


AT&T names integration head 

John Miller has been to executive vice-president of 
Product Business Units for AT&T Paradyne, the vendor’s data 
communications equipment subsidiary. As head of research 
and development and marketing within the organization, 
Miller will direct the vendor’s effort to integrate its various 
data communications equipment lines under the Unified Net- 
work Management Architecture platform. Frank Ianna wil! re- 
place Miller as director of development and network manage- 
ment for the Business Communications Services unit. 





Leading Edge deal cioser 
Daewoo Telecom Co. last week signed an offer to purchase the 


ment are subject to a vote by the company’s creditors and final 
confirmation by the judge, the associate said. The process is 
expected to take at least 30 days. 


Blaze closes data center 

A fire last week shut down Penn Mutual Life Insurance Co.’ s 
headquarters and forced the company to run com- 

puters from a commercial disaster recovery hot site. Applica- 

tions, which normally run on two IBM 3081 K mainframes, 

were running at the hot site the next day. 





Users cool to EMC 3090 
memory extensions 


BY ROSEMARY HAMILTON 
CW STAFF 


HOPKINTON, Mass. — First 
EMC Corp. tried to do 3090 
memory cheaper than IBM. 
Now, it is trying to do it better. 
Even still, users are slow to 
warm to the third-party provid- 
er. 

Last week, EMC offered us- 
ers twice the amount of memory 
that IBM provides on low-end 
3090 E models while also offer- 
ing an asymmetrical capability 
for them. IBM offers the asym- 
metric feature— which allows 
users to configure memory in dif- 
ferent amounts on the two sides 
of a processor complex — on 
3090 S models only. 

While analysts last week 
viewed this step as positive, 
3090 users were not quite as up- 
beat. Some 3090 shops said 
EMC’s actions were interesting, 
but they continue to express 
doubts about doing business with 
anyone other than IBM when it 


DB2 converts 


FROM PAGE 1 


telecast coincided with the publi- 
cation of an IDMS-to-DB2 con- 
version guide and a promotion 
offering discounts and incentives 
to new DB2, SQL/DS and Cross 
System Product customers. 

Similar blitzes are scheduled 
within the next few months for 
Computer Associates Interna- 
tional, Inc.’s Datacom DB, Soft- 
ware AG of North America’s 
Adabas and Computer Corpora- 
tion of America’s Model 204. 

Russ Donovan, database mar- 
keting support manager at 
IBM’s Applications Enabling 
Marketing Center, said a big 
selling point for DB2 is its key 
role in IBM’s Systems Applica- 
tion Architecture scheme. In ad- 
dition, he said DB2 users gain 
the benefits of relational technol- 
ogy over older, nonrelational 
products such as IDMS. 

IBM cites the costs of main- 
taining two DBMSs as further 
reasons for undertaking a con- 
version. However, users who 
keep IMS and DB2 must still pay 
for both. 

While the company stresses 
that all new applications should 
be developed on DB2, it is pour- 
ing resources into making its 
IMS coexist with DB2. Donovan 
denied that converting from IMS 
to DB2 is unduly complex but 
said conversion was not neces- 
sary because the two databases 
can work together. 

Nonetheless, there are obvi- 
‘ous marketing reasons why IBM 
would not want its customers to 
migrate from IMS. “From an ac- 
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comes to their 3090s. 

“T view it as scary because 
you'd have to play around with 
the system a bit to do this,” said 
John Wood, director of computer 
operations at the Royal Bank of 
Canada in Toronto. 

Jeffrey Goldberg, vice-presi- 
dent of sales at EMC, said both 
options require minor changes to 
the system parameters, which 
tell the CPU how it is configured. 
Goldberg said that the low-end E 
models were designed to accom- 
modate the additional memory, 
but IBM has established a lower 
amount as the maximum to en- 
courage upgrades. So EMC 
needs only to change the param- 
eters that tell the system how 
much memory it has. 


Waiting for IBM 
Others are not so sure. Cambex 
Corp., another 3090 memory 
provider, said it does not plan to 
take any of these steps until IBM 
does. 

Wood said he agrees that 


count management point of 
view, it’s to IBM’s advantage 
having customers use [IBM’s] 
database,” said Charles Bach- 
man, president and founder of 
Bachman Information Systems 
in Cambridge, Mass. He noted 
that customers with IBM 
DBMSs are also major users of 
other IBM equipment, such as 
direct-access storage devices. 

Robert Weiler, president of 
Cullinet, stated that his firm’s 
customers are not interested in 
replacing IDMS but rather in co- 
existing with DB2. Weiler char- 
acterized the conversion process 
as “a bear,” adding that IBM’s 
conversion guide is “essentially 
how to rewrite all your applica- 
tions in DB2.” Weiler said that 
although Cullinet does not offer 
coexistence facilities, it plans to 
doso. 

However, one Cullinet user, 
Gail Port, vice-president of prod- 
uct development at Citibank’s 
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IBM’s memory limitations are 
marketing-driven, but “violating 
the system’s architecture isn’t 
the solution.” 

But with EMC’s plan, users 
interested in an asymmetrical 
capability do not have to move to 
the S processors. The offer of 
twice the memory on two low- 
end E models, the 180E and 
280E, could be a boost to users 
who need more memory but do 
not want to spend the money to 
upgrade their processors. 

EMC said it will install up to 
128M bytes of central storage 
and 512M bytes of expanded 
storage on the 180E. It will also 
install up to twice the amount of 
memory on the 280E by config- 
uring up to 256M bytes of cen- 
tral storage and 1G byte of ex- 
panded storage. 

“Tt sounds attractive, but I’m 
not sure the 180 would give you 
the power to drive that extra 
memory,” said Carmine Melito, 
senior product analyst consul- 
tant at Allied Signal, Inc. in Mor- 
ristown, NJ. 

David Vellante, an analyst at 
International Data Corp. in Fra- 
mingham, Mass., said EMC’s of- 
fers could help users get around 
IBM’s limitations, which are 
strictly marketing-driven. 


North American Finance Group 
in New York, is gradually replac- 
ing IDMS with DB2. Although 
some IDMS databases are being 
redesigned and converted to 
DB2, in other cases, the conver- 
sion will be gradual. 

In contrast, a user at one 
large manufacturing firm that 
contributed to the publication of 
the conversion guide said that 
while the cost of maintaining two 
databases might justify a conver- 
sion for a smaller shop, for a big 
shop “‘it’s not cost-effective to 
change for the sake of chang- 
ing.” The user, whose company 
preferred to remain anonymous, 
said that DB2 currently lacks 
features that IDMS and IMS 
have, such as row-level locking. 

Although new development 
at the company is being done on 
DB2, about 90% of the firm’s ap- 
plications are IDMS-based. 

Senior Editor Stanley Gib- 
son contributed to this report. 


Chiseling away at the competition 
At the expense of others, DB2 is projected to gain ground in installed base 


among IBM 370-type DBMSs 

IBM's IMS 

IBM's DB2 

IBM's SQL/DS 
Computer Associates' 
CA-Datacom/DB 
Cullinet's IDMS/R 
Software AG's Adabas 


Other 


*May not total 100% because of rounding 


SOURCE: GARTNER GROUP, INC 


Percent of sites* 
B® 1988 (total: 24,100) 
B 1990 (total: 30,200) 
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Unieasn THE POTENTIAL 
OF DB2 AND SQL/DS. 


A full set of database tools 


to enhance performance and 
simplify administration. 


Making the most of your DBMS is a lot easier with 
the right tools. Now there’s a full set available from 
Systems Center for two of today’s most popular rela- 
tional environments: DB2 and SQL/DS. 


Our DB2 software products (DB/SECURE™ 
DB/AUDITOR™ DB/REPORTER™ and 
DB/OPTIMIZER™) address 

urgent needs with innovative, 

effective solutions — 

streamlining security, simpli- 

fying auditing, speeding report 

ZA a generation, and boosting system 
performance. All while eliminating the 

errors and delays associated with manual 

DB2 administration. 


In the world of SQL/DS, our 
DB/REORGANIZER™ product dra- 
matically enhances performance and 
efficiency in a fast-changing database 
environment. Our DB/EDITOR™ 
offers exceptionally convenient full- 
function table editing. And our 
DB/REPORTER”™ with its out- 
standing data manipulation and 
formatting facilities, makes even 
complex reports a relatively simple matter. 


So why wait? Start making the most of your 
environment — and yourself. Call or 

write today: Systems Center, Inc., 1800 
Alexander Bell Drive, Reston, 

Virginia 22091. 


800-359-5559 
703-264-8000 


FU CENTER 


A NEW YORK STOCK EXCHANGE COMPANY 


RELATIONAL DATABASE PRODUCTS VM SOFTWARE PRODUCTS NETWORK DATAMOVER PRODUCTS NETWORK ADMINISTRATION PRODUCTS 


©Copyright 1989 Systems Center, Inc. DB/AUDITOR™ DB/EDITOR™ DB/OPTIMIZER™ DB/REORGANIZER™ DB/REPORTER™ and DB/SECURE™ are trademarks of Systems Center, Inc. and its subsidiaries. 





Apple mounts big network wave 


BY PATRICIA KEEFE 
CW STAFF 


NEW YORK — Apple Comput- 
er, Inc. will open the floodgates 
next Monday, unleashing a wave 
of IBM and internetworking 
communications products de- 
signed to pump up IS interest in 
its Macintosh workstations. 

The sometimes pricey lineup, 
which is supposed to position Ap- 
ple as a full-fledged supplier to 
enterprise networks, may disap- 
point IS managers seeking to di- 
rectly connect the two environ- 
ments. If this happens, Apple 
could again fail to attract those 
accounts analysts say it needs to 
gather in the Fortune 500. 

A gateway approach to To- 
ken-Ring connectivity based ona 
$1,200 Tokentalk card may not 
appease corporate users with a 
few stand-alone Macs among 
many PCs. They will find the 
cost “extremely outrageous,” 
one analyst said. 

“It’s overpriced, I'll grant 
you that,” said Price Collins, 
program manager at General 
Electric Co.’s internal network. 


This situation could prove 
particularly dicey for Apple in 
view of IBM’s Officevision [CW, 
May 15 and 22], said consultant 
Andrew Seybold, president of 
Computer Insider. “Officevision 
will make it harder to justify a 
Mac than ever before,” he pre- 
dicted. Users who want the 
Mac’s graphical interface will 
find IS managers touting Office- 
vision’s graphics and ability to tie 
seamlessly into IBM hosts. 

What users can expect from 
Apple is a heavy concentration 
on gateway, 3270 and inter- 
network products (see related 
story at right). 

Appletalk enhancements that 
significantly increase the num- 
ber of nodes supported are wel- 
comed by many Ethernet users. 
“Improvements to Appletalk 
would have immediate impact,” 
said Mike Bailey, a systems inte- 
grator at Lockheed Missiles & 
Space. Bo Pitzker, a system ad- 
ministrator at Pacific Bell Direc- 
tory, concurred: “When you plug 
into Ethernet, which can extend 
Appletalk for miles, you can easi- 
ly exceed 254 nodes.” 


MAI back to square one, 


scales down Prime offer 


BY NELL MARGOLIS 
CW STAFF 

MAI Basic Four, Inc. decreased 
its $20 per share offer for Prime 
Computer, Inc. to $19.50 last 
week, sending one of the com- 
puter industry’s most convolut- 
ed hostile takeover attempts 
back to what analysts view as its 
misbegotten beginning. 

“It’s right back to square 
one,”’ said Stephen Dube, an ana- 
lyst at Shearson Lehman Hut- 
ton, Inc., referring to the more 
than 6-month-long battle over 
Prime as “Soap Opera, Part 16.” 

Where does this leave the 
parties? “It’s a puzzle,” said Jay 
Stevens, an analyst at Dean Wit- 
ter Reynolds. The Prime/MAI 
affair, he added, “‘has gotten so 
murky that it’s hard to make any 
meaningful statements, much 
less predictions.” 

On May 15, Prime Chairman 
David Dunn challenged MAI 
Chairman Bennett LeBow to 
make good its vaunted $20 per 
share — or $970 million — offer 
by June 2 or call it off. To give 
MAI a shot at achieving its goal, 
Prime temporarily removed a 
series of legal impediments to 
the tender offer, including a so- 
called poison-pill provision. MAI 
replied only that it was evaluat- 
ing all aspects of its offer. 

A day before the deadline, 
MAI amended its offer. In addi- 
tion to the lower purchase price, 
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which extends only to outstand- 
ing shares — about 75% of 
Prime’s total — the new deal 
proposed that the remainder be 
exchanged for MAI debentures. 
Prime replied tersely that its 
board will meet to consider 
MAI’s latest terms but with “‘se- 
rious reservations about the re- 
vised offer.” 

When Prime issued its mid- 
May ultimatum, analysts noted 
that any retreat from MAI’s 
original offer would be seen as a 
sign that the company could not 
raise the money necessary to 
complete the deal. 

Also, analysts agreed, the sit- 
uation will revert to its pre-May 
15 status, with the players in le- 
gal battles and fast approaching a 
proxy fight, slated to take place 
when Prime holds its annual 
stockholders’ meeting June 14. 

MAI’s markdown of Prime, 
Dube said last week, triggered 
just such an unfortunate scenar- 
io. “The market shrugged the 
[restated] offer off,” he said. The 
fact that MAI’s perceived back- 
off is comparatively minor, from 
the financial viewpoint, discon- 
certed rather than reassured 
market observers, he said. A 
more significant reduction might 
have taken MAI out of the game; 
a cash-backed renewal of the 
$20 offer might have handed 
them a victory. As it is, Dube 
said, ““we’re going to go down to 
the wire on this one.” 


Less pricey is a quartet of 
third-party announcements: 
eSpectrum Systems in New 
York will unveil a Mac versicn of 
its Xcom 6.2 file-transfer soft- 
ware. A version for OS/2 Ex- 
tended Edition costs $950. 
eCayman Systems in Cam- 


bridge, Mass., reportedly will 
unwrap a Localtalk-to-Token- 
Ring gateway. 

e Assante Technologies, Inc. in 
Sunnyvale, Calif., is expected to 
introduce a Token-Ring card for 
the Mac II for about $800. 

e H-Three Systems Corp. in Re- 
search Triangle Park, N.C., will 
introduce Macring, the first in a 
family of Token-Ring cards for 
the Mac SE, SE/30 and II that 


will support IBM’s 3174 and To- 
ken-Ring Interface Coupler. 
Compatible with Novell, Inc.’s 
Netware, Macring for the SE is 
available now for $795. 

Assante and H-Three’s pric- 
ing is more in line with the typi- 
cal cost of a Token-Ring card for 
PCs, which averages about $600 
to $700. The long-overdue To- 
kentalk card will cost as much as 
$500 to $600 more. 


Apple-IBM linking products to come 


Apple will boost its IBM connectivity by unveil- 
ing the following options June 12, sources said: 
Tokentalk NB Adapter — The 4M bit/sec. 
Nubus-based card resides in either a server or 
workstation. IBM Server Message Block proto- 
col support allows file transfer between Macin- 
toshes and PCs. Priced at about $1,200, it is 
scheduled to ship in the third quarter. 
Appletalk 2.0 — This system software re- 
portedly will support up to 65,000 nodes. It is 
available now, possibly as a free upgrade. 
Appletalk Internet Router — This product 
reportedly can tie up to eight Appletalk net- 
works together into a virtual network; multiple 
routers can be linked together. Pricing is about 
$500 with immediate delivery. 

Mac APPC — First announced in early 1988, 
the LU6.2 software works with Tokentalk to al- 
low Mac applications to talk with programs that 
support IBM’s LU6.2 running on Token-Ring. 
It is slated for third-quarter delivery. 

MacX25 and Macpad — Software links Macs 
to X.25-based packet-switched networks. Us- 
ers can use a single workstation or the server as 
an entry point to the wide-area network. 

3270 connectivity — Two products that can 
work together, Mac DFT terminal emulation 
and a Coax/Twinax Card, will expand Apple’s 
3270 suppert. The DFT software supports up 
to five 3270 sessions and file exchange between 
the two environments. The dual-mode adapter 


works with 3270 software to enable the user to 
talk to computers on an IBM Systems Network 
Architecture network. The card costs $1,500, 
and the software $300; both ship next quarter. 
3270 API — Apple will unwrap its own 3270 
application programming interface, which sup- 
ports High-Level Language Application Pro- 
gramming Interface. Digital Communications 
Associates, Inc. and Avatar Corp. — which 
have similar application programming inter- 
faces — have pledged support, sources said. 
Serial NB Card — A board-level controller 
with four serial ports, it supports up to four IBM 
Synchronous Data Link Control sessions. An 
on-board processor handles protocol conver- 
sion between the Mac and host. Third-quarter 
delivery is expected. 
Appleshare PC 2.0 — This enhancement ex- 
pands file server support for MS-DOS to any 
adapter compatible with Apple and Novell, 
Inc.’s Multiple Link Interface driver. The $149 
package ships in the fourth quarter. 
Ethertalk — These provide com- 
patibility with Appletalkk 2.0 and the IEEE 
802.2 standard but are not backward compati- 
ble, according to sources. Included is a version 
for Macintoshes running AU/X. Fourth-quarter 
delivery is expected. 

Also expected is X Window System support 
and CL/1 server products for MVS and VMS. 

PATRICIA KEEFE 


Sun 
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The biggest danger is that man- 
agement is going to be stretched 
too thin.” 

Regarding the systems prob- 
lems, McNealy said Sun installed 
an Amdahl Corp. 5890 Model 
190E, a National Advanced Sys- 
tems AS/XL50 and a NAS 
AS/EX70 last year and started 
testing new applications for a 
planned conversion. 

“For the last six months, we 
ran the systems in parallel, send- 
ing application data back and 
forth. But at some point you’ve 
got to unplug the oid system and 
plug in the new one. Then you 
look for the little brushfires, and 
you put them out,” he said. 

“The Cullinet transition cost 
us time,” McNealy went on. 
“We weren’t able to stop time 
while we switched over. It’s a 
matter of a week or two loss, but 
that can swing a big revenue 
number when you're growing as 
fast as we are. It’s a tightrope 
we've walked because of our 
[high] growth rate.” 

Robert Weiler, Cullinet’s 
president, said of the Cullinet 
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Manufacturing System, “Imple- 
mentation is a complex process. 
Sun is a valued customer for Cul- 
linet. We supported them during 
this implementation, and we will 
continue to do so.” 

For two to three weeks after 
the cutover, the order entry sys- 
tem was in gross disarray and 
production orders were disorga- 
nized. Key components for older 
Sun systems were not stacked 
on the storeroom shelves, and 
orders for those products still in 
strong demand went unfilled as 
new components were ordered, 
McNealy said. 

Sun’s orders for Sun-3 and 
Sun-4 workstations — as well as 
for the five products announced 
April 12 — have been stacking 
up. This resulted in customer 
shipment delays that lengthened 
from 30 days after receipt of or- 
der to as long as 60 days. “Most 
of our products are in the 45-day 
time frame now, and that is long- 
er than we would like,” McNealy 
said. He said he expects a return 
to 30-day shipments by July. 

Other factors leading to the 
loss, McNealy said, were im- 
proper planning by engineering 
and other departments for the 
new product mix. Orders for old- 


er Sun products were stronger 
than forecast, and orders for the 
new products have lagged be- 
hind forecast. The exception is 
the Sparcstation 1, which is ex- 
periencing strong sales in Eu- 
rope. 

McNealy didn’t rule out some 
reshuffling of Sun’s corporate 
structure but stopped short of 
calling it a reorganization. 
“There is a very strong trend to- 
wards simplification and focus,” 
he said. Even the order forms 
themselves will be simplified: 
“Simplification is something we 
embarked on six months ago, 
and it’s a priority with me.” 

In hindsight, he added, Sun 
should have anticipated that it 
would hit a wall in terms of the 
HP system’s capacity to cope 
with its work load. ‘People ask 
me what we could have done dif- 
ferently,”” McNealy said. “Three 
to four years ago, I would have 
made a decision to invest more 
heavily in information resource 
systems to plan this transition 
[to mainframes]. What happened 
was almost an unavoidable cost 
of growing into a $2 billion com- 
pany.” 

Senior Writer James Daly con- 
tributed to this report. 
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What number does The Hartford 
call for application development 
productivity insurance? 


1-800-345-DBMS. 


_ years ago, The 
Hartford’s Group Life & 
Health Insurance Operation 
decided to modernize 39 
company-critical information 
systems. They selected 
Oracle Corporation. Why? 
Because Oracle promised 
tools that would enable them 
to quickly develop applica- 
tions with customizable user 
interfaces, non-procedurally. 
Because Oracle promised 
to become the world’s largest 
relational DBMS company. 
Because Oracle set out 
to be the number one soft- 
ware company in customer 
satisfaction. 
Oracle delivered it all. 


“ORACLE® tools 
increased our 
productivity 300% over 
other application 
development tools.” 


Jim Bosco, Project Manager 
The Hartford Insurance Group 


“With SQL*Forms® 
and ORACLE, 
we've developed over 
one-thousand interactive 
screens, without 
writing a single line 
of procedural 
language code.” 

Dave Annis, Assistant V.P. 
The Hartford Insurance Group 


Dave Annis 


And today, over 50,000 
customers have used Oracle 
tools to build powerful, world- 
class applications. Applica- 
tions that run on everything 
from an IBM PC to a Sun 
workstation to a DEC VAX to 
an IBM mainframe. 


Get your own 
productivity insurance 


Reserve a seat in the next 
free Oracle data management 
conference in your area. Find 
out how Oracle's CASE and 
application tools can instantly 
improve your company’s 
productivity. To insure your- 
self a reservation, call today. 
Conference seating is limited. 
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NEWS 


IBM's 3090 add-ons feed power-hungry users 


BY JAMES DALY 
CW STAFF 


WHITE PLAINS, N.Y. — IBM 


of its Enterprise System/3090 
family last week with the intro- 
duction of a trio of products de- 


essentially 
bees to the RSjBSee WO Laake 
way, which has become a bottle- 
neck on the road to supercom- 


ductions included the following: 
e A High-Speed Channel (HSC) 
capable of transferring data at up 
to 100M byte/sec. 

e Clustered Fortran, which al- 
lows users who have outgrown 
tightly coupled parallel process- 
ing installations to connect mul- 
tiple ES/3090 systems at the 


Fortran application level, exe- 
cuting jobs across as many as 12 


processors. 

e The Parallel I/O Access Meth- 
od, which increases throughput 
by allowing users to read and 
write Fortran and assembler 
files in parallel across multiple di- 
rect-access storage devices. 


THE MYSTERY OF 
THE CHANGED SYSTEM. 


SOLVED AT LAST! 


System crashed? Is a service unavailable or perfor- 
mance impacted? Do you suspect that a change has 
caused the problem? You need the unique new 
MVS software tool that plays system detective, so 


you don’t have to. 


CHANGE ACTION ON THE CASE. 

No more searching for traces of changes made to 
system software. No more wondering where you 
were when the system went out. Change Action 
tracks all alterations made to your system. Lets you 
control changes right from the start. 


SYSTEM STAKEOUT. 


Staying out of sight, Change Action 
tracks and controls every change 
to the system. You just continue 
making changes using the é 


tools you're already 
accustomed to. Controls 


are implemented automatically using on line change 
request and approval processes. 


ALL THE CLUES YOU NEED. 

Change Action records all change information in its 

database. Reveals what resources were changed at 

member level. Who made the change. When it was 
made. Even the content of the change is recorded. 


WHO DUNNIT? 


Change Action charts the history of a change, includ- 
ing its contents. A set of sophisticated programs 
allows the comparison of oid and new 

copies to show what the change 


was. Panels can also be used to build 


> reports and obtain change informa- 
)\__ tion for selected resources on a 
daily, weekly or ad-hoc basis. 
The mystery is solved. Holmes 
would have been proud. 


5: ACTION 


INTERNATIONAL 


Change Action was designed by Action Software International, 
a company that enjoys developing and supporting innovative software 
for the mainframe computing environment. 
Action Software International is a division of Mazda Computer Corporation 
with offices in Canada, the United States and West Germany. For more information, call: 
Canada (416) 470-7113 U.S. (312) 205-1888 West Germany (69) 56-3815 
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“This proves conclusively 
that IBM is deadly serious about 
the scientific market,” said 
Charles Casale, president of The 
Aberdeen Group, a Boston- 
based research firm. ‘Before 
this, the I/O was the real limiting 
factor in using the 3090 for any 
kind of numerically intensive 
computing.” 


Sates their appetites 

The products drew immediate 
praise from power-hungry users. 
“We're very excited about hav- 
ing both the High-Spe2d Chan- 
nel and Fortran cluster on the 
same machine,” said David 


| Caughey, acting director of Cor- 


nell University’s Theory Center. 
“This is exactly what we need in 
order to be able to do interactive 
visualization at the same time as 
running parallel across the clus- 
ter.” 

The rollouts also mark an 
IBM commitment to major im- 
provements in its supercom- 
puter product line. An IBM 
spokesman said the claim that 
the Clustered Fortran can run on 
as many as 12 processors — 
high-end ES/3090s offer only six 
— indicates that the company 
““Sntends to increase the parailel- 
ism of its supercomputing envi- 
ronments.” At Cornell Universi- 
ty, for example, preliminary 
research is being done on cou- 
pling two six-processor 3090 
Model 600Es. 

Low-end computers from 
Cray Research, Inc. may also 
feel the heat. Although IBM will 
still be unable to match a Cray’s 
computational speed, the add- 
ons clear up nagging limits that 
have long dogged IBM’s vector 
facilities, which can provide 
near-supercomputer perform- 
ance at a fraction of the price. 


Reaching goals 

The Supercomputing Systems 
Extensions also signal a gradual 
move toward the performance 
target area that researcher 
Steve Chen is shooting for. Chen 
is working on a supercomputer 
design for IBM that is indicated 
to have up to 64 processors. 

“T don’t think IBM believes 
the ultimate solution in making it 
in the supercomputer market is 
with attached vector processors, 
especially for the high end,” said 
Patricia Laupheimer, vice-presi- 
dent of research at Shearson 
Lehman Hutton, Inc. in New 
York. “‘All these developments 
could easily be applied toward 
Steve Chen’s project.” 

Add-on vendors moved quick- 
ly to line up behind the products. 
San Jose, Calif.-based Ultra Net- 
work Technologies, Inc. imme- 
diately announced that it will of- 
fer network processor connec- 
tions for the HSC that will link 
the ES/3090s to the company’s 
1G bit/sec. Ultranet network. 

Prices for the 3090 additions 
will be available in 60 days, IBM 
Officials said, with delivery 
scheduled to begin no later than 
the fourth quarter. 
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IN ALL FAIRNESS, 
YOU SHOULD READ WHAT 
ASHTONSATE IS SAYING 
BEFORE YOU PURCHASE ORACLE. 


PC Week. January 9, 1989 


Oracle developed the first commercial 
SQL database over 10 years ago. 

And the first SQL database for the PC 
over 4 years ago. 

Its called Professional ORACLE® 

It has the most up-to-date, most power- 
ful and most complete set of application 
development tools available. 

Like SQL* Forms” SQL* Menu? SQL* Plus? 
And SQL* ReportWriter:” 

Its based on ANSI standard SQL and 
runs on PCs, minis and mainframes. 

And it works. 

To order Professional ORACLE for the PC, 
call 1-800-ORACLE1, ext. 8147, 

It's $1,299, and comes with a 30-day, 
money-back guarantee. 


ORACLE 


Compatibility - Portability - Connectability 


UNIVERSALLY ACKNOWLEDGED TO WORK JUST FINE. 


9, 1989. Copyright ©1989 Ziff Communication Company. dBase, dBase IV and Ashton-Tate are reg- 
iu, SQL" Plus are registered trademar* s and SQL* Report Writer is a trademark of Oracle Corporation. 





NEWS 


Most IS policies cover viruses 


BY MICHAEL ALEXANDER 
CW STAFF 


Though your firm’s insurance 
policy may not specifically men- 
tion computer viruses, there is a 
good chance that it will cover 
damages caused by an attack. 


“The general conclusion of 
the insurance industry is that if a 
corporation’s data or even hard- 
ware is destroyed or damaged by 
a virus, they will be covered,” 
said John Lamberson, a software 
industry specialist at Corroon & 


kerage firm, in a recent speech. 

Damages caused by a virus 
fall under the heading of vandal- 
ism and malicious mischief, a 
provision that is common to even 
the most basic electronic infor- 
mation system insurance poli- 
cies, Lamberson said. 


The recent spate of news re- 
ports about viruses has alarmed 
insurance providers, but after 
careful reflection, “they have 
concluded that viruses do not 
pose an unacceptable risk,” 
Lamberson noted. “Damage 
from a virus is not unlike the 
damage that would result from 
power failures or employee er- 
rors.” 

A handful of insurance compa- 


Black Corp., an insurance bro- 


For System 38, 43XX, 9370 Users 


The IPL 6800 Series Turns 
2.3 Gigabytes Of Data 


Into This 


COMPUTERWORLD 


nies offer or plan to offer policies 
specifically aimed at protecting 
computer users against virus at- 
tacks, but Lamberson said he 
doubts that it will become an in- 
dustrywide practice. 

“T think we'll see instead a 
heck of a lot more attention paid 
by insurance companies to the 
basic security procedures taken 
by the insured,” Lamberson 
said. 


Specs for 
X.400 link 
announced 


SANTA CLARA, Calif. — The 
X.400 Application Programming 
Interface Association expects to 
announce specifications June 20 
that will allow different vendors’ 
systems to use the same server 
to communicate with other 
X.400 systems. 

That week, the Aerospace In- 
dustries Association Information 
Technology Committee will hold 
the first demonstration in which 
all eight service providers in- 
volved in its X.400 pilot will use 
the protocol to interconnect 
with each other and private elec- 
tronic mail systems, said Steve 
York, the group’s chairman anda 
manager at Hughes Aircraft Co. 
The demonstration will occur at 
the Electronic Mail Associa- 
tion’s meeting in San Francisco. 

The API group was founded 
by Retix Corp. and Telenet Com- 
munications Corp. last February 
in response to “rumblings from 
big users” who objected to hav- 
ing to implement “five message 
servers and five X.25 gateways 
on one LAN, just because ven- 
dors couldn’t get all their appli- 
cations to talk to one X.400 mes- 
sage center,” said ATI co- 
chairman David Knight of Retix. 

The gateway will “signifi- 
cantly reduce the complexity of 
tying together LAN mail sys- 
tems,” York said. “We have a 
bunch of LAN mail systems and 
would like to use fewer than one 
server per brand.” The API 
group’s release is “one more 
brick in the wall of the reality of 
X.400,” he added. 

The group’s next project is to 
develop an API to allow any soft- 
ware application — not just E- 
mail systems — to access X.400 
functions transparently, Knight 
said, “‘so you can sit at your Lo- 
tus spreadsheet, hit a key, pop 
up a menu with a directory and 
send it to another office or city.”” 

The API group includes 
AT&T, British Telecom, Digital 
Equipment Corp., Dialcom, Inc., 
Lotus Development Corp., Soft- 
Switch, Inc., Sun Microsystems, 
Inc., 3Com Corp. and Novell, 
Inc. affiliate Indesys. 
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: BY JEAN S. BOZMAN 


SCOTTS VALLEY, Calif. — 
Borland International is replac- 
ing its 4-year-old Reflex flat-file 
database management system 
with an updated version, Reflex 


2.0, executives from the soft- 
ware firm said last week. 

The product, which removes 
current restrictions on database 
size by using a personal comput- 
er’s hard-disk memory, was 
demonstrated at the Boston 
Computer Society meeting in 


and 


NEWS 


Reflex 2.0 frees DBMS space 


Boston last week. 

Borland’s strategy is to en- 
hance rather than abandon the 
widely installed Reflex, said Ken- 
neth C. Einstein, director of Bor- 
land’s applications strategy. He 
said several hundred thousand 
copies have been sold worldwide 


Systems software for MVS data centers: 


Enter the world of 


but did not give an exact num- 
ber. 

The new version is intended 
for use on PC-DOS-based IBM 
personal computers such as IBM 
Personal Computer XTs, ATs 
and Personal System/2s. Fea- 
tures supported in Reflex 2.0 in- 
clude interactive cross-tabs, 
high-quality graphics, multiple 
views and hot-linked windows. 

Borland plans to discontinue 
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sales of the older Reflex version 
immediately and charge a $75 
upgrade fee to current Reflex us- 
ers. The firm will charge a one- 
time fee of $249 for a single Re- 
flex 2.0 license, which is $100 
more than the previous version’s 
price tag. Users may, however, 
copy the Reflex code for person- 
al use at home and the office, 
Einstein said. 

Reflex 2.0 is faster than Re- 
flex 1.1, Borland claimed, be- 
cause of a revamping of its un- 
derlying records management 
structure. Reflex 1.1, intro- 
duced in 1986, had an upper limit 
of 30,000 records and required 
340K bytes of memory under 
PC-DOS 2.0. Now, Reflex 2.0 
uses 512K bytes of memory and 
a 20M-byte hard disk to support 
as many as 65,000 records in a 
single file. Users can now build 
DBMSs up to 32M bytes, Bor- 
land said. 

Designed using object-orient- 
ed methods, Reflex 2.0 supports 
Borland’s Virtual Real-time Ob- 
ject-Oriented Memory Manager 
(VROOM), a key component 
of other Borland products. 
VROOM lets PCs leverage the 
extra memory in the system’s 
hard disk to achieve better per- 
formance through less frequent 
paging and I/O calls to disk. 


Bush hints at 
tech sales to 
Eastern Bloc 


BY NELL MARGOLIS 
CW STAFF 


WASHINGTON, D.C. — The 
door to U.S. computer industry 
exports to East Bloc nations, 
which slammed shut after the 
Soviet Union invaded Afghani- 
stan in 1980, inched open last 
week when President Bush said 
the administration will consider 
making exceptions to the ban on 
acase-by-case basis. 

Spokesmen from IBM and 
Digital Equipment Corp. were 
quick to caution that the presi- 
dent’s proposal is likely to have a 
minimal effect on each firm’s 
sales, at least in the short term. 

“We do only a very modest 
business in the U.S.S.R.,” an 
IBM spokesman said. Moreover, 
he said, the proposal, still in its 
infant stages, is likely to apply 
only to low-level technology. 

James Gallatin, an interna- 
tional trade attorney at law firm 
Gaston & Snow, said high-end 
hardware and technology with 
strategic military potential will 
stay on the restricted list. How- 
ever, he noted, that still leaves 
vast territory to be explored by 
U.S. computer manufacturers. 

“Modems, printers, hard disk 
drives, LANs, WANs, Ethernet 
boards — very advanced? No. 
Very big? Yes,” Gallatin said. 
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Get the Facts 
from Your DBMS. 


he SAS System, the most powerful appli- 

Cations software, has joined forces with 

the most popular data base management 
systems. To turn raw data into meaningful facts. To 
analyze, estimate, optimize, simulate. To produce 
custom reports and color graphs. And to protect 
your investment in data base technology. 


Ready-to-use SAS software tools uncover the real 
meaning of all those names and numbers locked in 
your data base. It’s easy to forecast sales and cash 
_ planning models. Create spreadsheets of unlimited 
_ size. Schedule projects for best use of time and 
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NEWS 


An educational smorgas-board 


Chicago Board of Education draws IS managers’ attention coast-to-coast 


Editor’s note: This is one in a 
series of profiles of nominees for 
the Computerworld Smithsonian 
Awards, recognizing individ- 
uals and organizations that 
have achieved outstanding pro- 
gress for society through the use 
of information technology. The 
awards will be presented in a 
ceremony held June 20 in New 
York. 


BY HELEN PIKE 
CW STAFF 


CHICAGO — 
The “compa- 
ny” has an an- 
nual operating 
budget of $2 
billion. 


money, it man- 
ages the sec- 
ond largest 
restaurant chain in Illinois after 
McDonald’s, runs one of the 
state’s biggest trucking fleets, 
does a brisk catalog sideline busi- 
ness and has one million on-line 
clients — all under the age of 21. 

“If you drew up a Fortune 
500 iist, we’d be smack in the 
middle,”’ said Ciifford E. Cox. 

But where computers and ac- 
ademic administration mean 
business, the Chicago Board of 
Education heads the list. 

“‘We’re in the business of de- 
veloping students,” said Cox, 
who left a consultant’s post at 
Arthur Andersen & Co. eight 
years ago to become the assis- 
tant superintendent in charge of 
updating and managing the dis- 
trict’s information systems 


needs vis-a-vis its students. 

Davis, a onetime IBM sys- 
tems engineer with a master’s 
degree in business administra- 
tion, and three high school 
teachers-turned-programmers 
have created a system that is re- 
ducing truancy, giving teachers 
more classroom time and boost- 
ing test scores for 425,000 stu- 
dents in kindergarten through 
12th grade in a district com- 
posed of minority children from 
low-income families. 


Not just any school system 
“Vendors come in here all the 
time thinking we’re just a school 
system they can sell a simple 
software package to. I tell them 
they have to think of us as a cor- 
poration,” Cox said. 

Cox has told that to the Board 
of Education as well, with dra- 
matic results so far. 

To date, the board has given 
him more than $25 million to 
create a modern on-line system 
from one that existed on mag 
cards; a system whose IS per- 
sonnel now work on new applica- 
tions instead of merely running 
outmoded programs; and a sys- 
tem that can instantly transmit a 
student’s complete record from 
any one of 600 schools when it 
used to take as much as three 
months to transfer what was of- 
ten an incomplete paper file. 

Along the way, the country’s 
third largest school system has 
drawn the attention of acade- 
mia’s IS managers from Los An- 
geles and New York — the na- 
tion’s first and second largest 


Bush: Japan hampering 
supercomputer sales 


BY ELLIS BOOKER 
CW STAFF 


The Bush administration last 
week accused Japan of unfair 
trade practices, saying it uses 
structural obstacles to hamper 
U.S. supercomputer manufac- 
turers from doing business in its 
country. 

The citation, compiled under 
the so-called Super 301 provi- 
sions of the 1988 Trade Act, is 
the second major trading viola- 
tion charge against Japan by the 
administration in aS many 
months. It could result in trade 
sanctions against the U.S.’ larg- 
est trading partner within a year 
if the dispute is not resolved 
through negotiations. 

A spokesman for Minneapo- 
lis-based Cray Research, Inc. as- 
serted last week that his compa- 
ny has had years of difficulty 
penetrating the Japanese market 
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— particularly the government- 
controlled public sector. 

Cray, which claims an 80% 
market share of the worldwide 
supercomputer market, said it 
has only a 15% market share in 
Japan, 23% of which is repre- 
sented by sales to the commer- 
cial market. Conspicuously, 
however, the company said it has 
only a 3% share of the public sec- 
tor. 

Cray has complained to the 
Japanese for several years about 
such unfair procurement prac- 
tices as late notification of re- 
quests for proposals (RFP). The 
company also complained that 
Japanese RFPs often contain a 
requirement for instruction-set 
— rather than functional — 
compatibility with existing, typi- 
cally Japanese, computers. 

This requirement, Cray said, 
effectively favored domestic Jap- 
anese computer makers in su- 


school districts, respectively — 
and from as far away as Puerto 
Rico and Singapore. They come 
to look at the school’s electronic 
attendance application, whose 
most talked-about feature is its 


key in her students’ grades in 
about 20 minutes. Previously, 
teachers entered grades by 
hand, taking an entire day to do 
so — a day in which students did 
not have to attend class. 

“This means I can teach a 
whole other chapter of math and 
sometimes more,” explained 
high school teacher Ofelia So- 
lano-Guevara. 

Another example of the at- 


Chicago educators at the Help desk area 


autodialer, which calls the homes 
of students who are absent with- 
out a legitimate excuse. 

The function is part of a one- 
two punch, supplementing 
teachers’ calls to parents. It 
works from data that teachers 
enter during the day on the sta- 
tus of students who do not make 
it toclass. 

At one high school, 88% of 
the student body now shows up 
for classes, neariy a 2% improve- 
ment over last year. 

They also come to examine an 
electronic report card applica- 
tion that, in one instance, allows 
a teacher with 125 students to 


percomputer bids. 

However, neither Cray nor 
Control Data Corp., which folded 
its supercomputer operation in 
April, were among the 39 com- 
panies and industry associations 
that submitted public comments 
to the Office of the U.S. Trade 
Representative for its Super 301 
list. 

“Tf we find that the country is 
not willing to negotiate or make 
progress, then one option avail- 
able to us is retaliate by raising 
tariffs or other fees on goods and 
services from that country,” ex- 
plained a U.S. trade official. 

This retaliation, which is not 
currently planned, would likely 
start with high-technology 
goods but would not be limited to 
these products, she said. 

The Bush administration also 
charged that Japan has a govern- 
ment policy explicitly protecting 
domestic satellite providers and 
maintains unfair tariffs against 
imported lumber. Brazil and In- 
dia were the two other nations 
on the Super 301 list. But Japan, 
which last year had a $55.4 bil- 
lion trade imbalance with the 
U.S., was the primary target of 
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tention Cox’s Comprehensive 
Student Information System is 
drawing in academic administra- 
tion circles is an electronic stu- 
dent record system. When fully 
implemented, these electronic 


files will chart students’ pro-~ 


gress — their grades, atten- 
dance, special needs, medical 
history, transportation needs 
and awards — from when they 
enter kindergarten to when they 
graduate from high school. 

Cox characterized the system 
as “for teachers, by teachers.” 

One teacher is former high 
school math and computer pro- 
gramming instructor Laura 


the White House, according to 
Washington sources. 

On April 28, in a separate ac- 
tion, the U.S. Trade Represen- 
tative charged Japan with violat- 
ing the 1986 Market-Oriented, 
Sector Selective Agreement on 
Telecommunications, or MOSS 
Agreement, which calls on both 
countries to maintain fair and 
open access to each other’s tele- 
communications markets. 


‘Quick, decisive action’ 
Testifying before the U.S. Inter- 
national Trade Commission’s 
301 Committee on May 24, Se- 
matech Chief Executive Officer 
Robert N. Noyce applauded the 
government’s move as showing 
a “willingness to take quick and 
decisive action in a situation epit- 
omizing the Japanese strategy of 
targeting a critical industry.” 

But Noyce went on to warn 
that “well-deserved and well-in- 
tentioned”’ sanctions relating to 
telecommunications could have 
the unintended result of harming 
the U.S. semiconductor indus- 
try. 

He said the suggested sanc- 
tions “will, in fact, harm the U.S. 


Spitzbarth, who switched ca- 
reers to do what she had been 
teaching. It gave her a huge ad- 
vantage in being able to design in 
a fourth-generation language, 
for example, a 12-computer sys- 
tem that handles scheduling for 
both teachers and students. 

Modernizing the system was 
done out of sheer necessity be- 
cause ‘‘we were all getting writ- 
er’s cramp from doing the pro- 
grams by hand. And we wanted 
to eliminate redundancy,” she 
said, adding that high schools 
with more than 600 students 
need access to a computer for 
programming enrollment and 
scheduling. 


For the record 

In Cox’s centrally designed sys- 
tem, student records are main- 
tained on a Unisys Corp. 
1100/94 mainframe while the 
district’s finances are handled by 
an IBM 3033 mainframe. Data is 
downloaded to IBM Personal 
Computer compatibles at indi- 
vidual schools. The district oper- 
ates a private digital network 
based on leased lines from Illi- 
nois Bell. Cox’s annual budget is 
$17 million, with $12 million go- 
ing to hardware operating costs 
and $5 million to personnel. 

“After you’ve gathered years 
and years of data, you have a tool 
for the teachers to help develop 
the students,” said Cox, who in- 
stituted monthly computerized 
reports to track the district’s 
needs. 

With up-to-date statistics at 
his fingertips, Cox continues to 
implement a vision for improving 
Chicago’s public schools that is 
based on computer technology 
— a vision without which, Cox 
said, the future would not hap- 
pen. 


semiconductor industry by forc- 
ing American companies to pay 
tariff-inflated prices for certain 
semiconductor equipment.” 

Noyce referred to the lesson 
of sanctions on dynamic random- 
access memory computer chips, 
which were imposed by the U.S. 
after it was proved the Japanese 
had been dumping the chips, or 
selling them below production 
costs. 

“The retaliatory action by the 
United States came after Japan 
had already achieved domi- 
nance,” allowing the Japanese to 
use their monopoly power to 
“establish an export cartel at the 
expense of the U.S. semiconduc- 
tor users,” he said. 

Noyce recommended an 
eight-point plan, including a 
graduated tariff beginning at 6% 
and increasing 2% per month un- 
til there is a balance of trade for 
telecommunications products 
between Japan and the U.S. 

In addition, Noyce called for 
most of the collected tariffs to be 
used to aid the U.S. telecom- 
munications industry and to sup- 
port high-definition television 
research and development. 
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EDITORIAL 


Filling holes 


HILE IN EUROPE last week, Presi- 

dent Bush spoke eloquently of the 

need to tear down the continent’s 

walls and barbed wire separating 
East from West. 

But it may not be the words of George Bush or 
Margaret Thatcher or Mikhail Gorbachev that 
have the most profound impact on rebridging the 
craters left behind by World War II. This role will 
largely fall to a force that is inherently apolitical: 
computer and communications technology. 

Indeed, technology is the linchpin that will 
bind Europe into a single economic community 
beginning in January 1993 (see story page 1). 
The prudent deployment of computer and com- 
munications technology will determine just how 
competitive U.S. companies will be in what will 
shape up as a booming united Europe. 

Already, several U.S. multinational firms are 
laying the groundwork both to exploit the oppor- 
tunities of a united Europe and to protect against 
supercharged European companies laying simi- 
lar plans. 

There is also a golden opportunity (if not a 
mandate) for U.S. multinationals to unify their IS 
operations at home and abroad and then expand 
this unification to include all global operations. 

As our story points out, there are no magic 
formulas or universal panaceas to prepare us for 
the European consolidation. But certainly there 
is no time like the present for prepping for to- 
morrow, especially when certain elements of the 
future are in such clear focus today. 


Moving ahead 


sa player in the information and commu- 
nications business, AT&T has certainly 
taken its lumps, particularly since 
1984’s court-ordered divestiture. De- 
spite its enormous resources, AT&T was widely 
seen as being light-years behind competitors 
that, unlike AT&T, did not grow up as regulated 
monopolies. It was said that the firm did not un- 
derstand modern marketing, its work force was 
monopoly-bloated and its management was inex- 
tricably shackled to the old days and old ways. 

Now it seems that “Te'ephone” (as AT&T 
was known in the olden days) is showing a differ- 
ent face. That face was really shining last month 
when AT&T and its largest union negotiated one 
of the most progressive labor agreements seen 
in some time. Provisions of the agreement strike 
right at the heart of the most pressing problems 
facing U.S. business today, including the impact 
of rapidly changing demographics and a shrink- 
ing labor force. 

Specifically, the agreement provides for 
sweeping benefits for child and dependent care. 
Moreover, AT&T will voluntarily extend these 
benefits to non-union managerial employees. 

In this case at least, AT&T is way ahead of the 
pack. The old dog has learned some new tricks. 
You have to wonder what else might be in store. 





VIEWPOINT 


LETTERS TO THE EDITOR 


Cry of the clone 


Regarding your editorial “A puz- 
zling game” [CW, April 17], I 
think that most of the editorial is 
right on. However, I don’t think 
its conclusion was accurate. The 
key to the executive suite is 
probably more than a generation 
away because these CEOs are 
cloning the next generation. 
They may not be good at using 
information technology, but 
they’re super at cloning. 

In economically tough times 
like these, cloning thrives. 
There are always a few excep- 
tions to point to but not enough 
to make a difference. Informa- 
tion technologists are not known 
for their courage. Nevertheless, 
keep crying in the wilderness. 

Sigmund J. Bienkowski 
Manager 

AT&T Data Systems Group 
Morristown, NJ. 


Techies unite 


“Help wanted — visionaries 
preferred” [CW, March 20] said 
the industry needs Wizards, Ma- 
gicians and Witch Doctors. What 
we need first is to rid manage- 
ment of Charlatans, Soothsayers 
and Fortune-Tellers — those 
nontechnical managers who 
make technical decisions using 
crystal balls and tarot cards. 

Next, we should get rid of all 
of those hackneyed, worn-out 
phrases and other put-downs 
used by nontechnical managers 
to dismiss the superior capabili- 
ties of the technologist. 

“The way to the executive 
suite” [CW, May 8] lacks focus 
when it says technical people 
can’t manage computer technol- 
ogy. I say the industry an“ the 
technologists have both co.ne a 
long way. We're not talking 
about hard-working computer 
technicians sometimes disparag- 
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ingly referred to as ‘“‘techies” 
but the professional, business- 
oriented technologists of the 
1980s and’90s. 

I don’t know of another pro- 
fession that is not run by the pro- 
fessionals themselves. Let’s get 
computer professionals manag- 
ing their own profession so they 
can use their vast experience to 
make the informed decisions 
needed. 

Jeannette Butterfield 
Green Village, N.J. 


The Fund explains 


We are concerned about misin- 
terpretations that can be drawn 
from ‘‘Title search service puts 
attorneys on-line” [CW, April 
24]. 

The transformation of our 
business with information tech- 
nology was always intended. We 
did not sneak into the informa- 
tion business; we recognized 
that providing title information 
to the attorney was critical to 
the underwriting business of 
The Fund and the attorney. 

We have always monitored 
our revenue sources. It was in- 
teresting that you noted that for 
the first time in 1982, revenue 
for total information sales did ex- 
ceed that of title insurance. 
These two sources of income are 
interdependent, and The Fund 
does not view them as separate. 

Marketing and advertising 
has been a business tool since the 
inception of The Fund. There 
was no new management team 
that entered The Fund in 1982. 
Over the past five years, two or 
three individuals who joined The 
Fund happened to have banking 
backgrounds, but this had no 
bearing on the issue of market- 
ing or management directions. 

The Fund was started by at- 


torneys for attorneys. The only 
reason for our existence is to 
service the attorney. They are 
“dependent on us” only as long 
as we serve them well. 

Your article leaves an impres- 
sion of naivete and management 
ineptitude, which is not the case. 
Confusing the background of a 
few individuals with a company 
management change is simply 
not called for. 

Charles J. Kovaleski 
President 

Turner Coad 

Senior Vice-President 
Attorney’s Title Insurance 
Fund, Inc. 

Orlando, Fla. 


Reslicing the pie 


Your Trends article on minisu- 
percomputers [CW, Feb. 13] 
contained a misleading pie chart. 
The chart, attributed to In- 
ternational Data Corp., shows 
the minisuper market at $206.5 
million for 1988 and shows FPS 
Computing with a 6.1% market 
share, implying $12.6 million in 
revenue. In fact, our calendar 
1988 minisuper revenue was ap- 
proximately $24.5 million, or 
11.9% of the total show. The in- 
crease in FPS’ percentage, of 
course, means that the numbers 
shown for our competitors are 
erroneously high. 
Jeff Wilson 
Public Relations Manager 
FPS Computing 
Beavertown, Ore. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor, Comput- 
erworld, P.O. Box 9171, 375 Co- 
chituate Road, Framingham, 
Mass. 01701. 
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Local IS groups: Boon or bore? 


ROBERT HARGROVE 


About once a 
month, like 
clockwork, I re- 
ceive the well- 
appointed flyer 
or newsletter 
announcing the 
upcoming monthly meeting of 
my local information systems or- 
ganization. 

Whether aimed at trainers, 
personal computer enthusiasts, 
system managers or security 
specialists, these announce- 
ments have a way of seeking me 
out no matter how I try to avoid 
them. 

Upon receiving these nagging 
missives, all the reasons for not 
going begin their old refrain: 

e [haven’t got the time. Because 
having the time would concede 
that I had nothing to do at that 
particular time, it’s an admission 
that might negate my pleas for 
more resources because I am so 
overworked. 

e I’m not a joiner. I like my com- 
puter and maybe two other peo- 
ple. 

eI don’t like blue meat or mak- 
ing conversation with people 
while trying to figure out the 
proper eating utensil or cutting 
through a roll that should have 


Hargrove is security and contingency 
planner at the University of Texas 
Health Science Center at Houston. 


been retired as a paper weight 
months ago. 

e They might make me do some- 
thing like talk or serve on a panel 
or make a presentation. The last 
time I raised my hand at one of 
these meetings I ended up as re- 
cording secretary. 

eI don’t want to drive across 
town to find out that the presen- 
tation is just a modified sales 
pitch. 

e The ambience of out-of-focus 
transparencies or on-line demos 
that are doomed to fail (‘‘Gee, I 
don’t know what happened. The 
phone lines must be down in Ak- 
ron’’) is not my cup of tea. 

Eventually, fighting my own 
inertia, I relent — only to dis- 
cover that my experience is 
much less horrible than I 
thought it would be. It helps if 
you view these meetings not as 
monthly out-of-the-office jun- 
kets, but rather as working labs 
where, with a little digging, one 
can extract some real nuggets of 
information. 

These meetings can provide 
an excellent opportunity to con- 
duct a little real-life research 
about what’s working and what’s 
not. The experiences of your col- 
leagues can prove invaluable, 
and, in an informal setting, 
chances are that the appraisals 
you receive will be much more 
open and easy to evaluate than 
the information you might re- 
ceive at a vendor’s lunch. 


Up and down trends 
in systems integration 


EFREM G. MALLACH 


[= @) A trend can be 
interesting. 
Two converg- 
ing trends are 
more meaning- 
ful and yield 
more _ insight. 
Such a convergence will soon im- 
pact information system users. 

The first trend is the growth 
of systems integration firms. 
While experts disagree on how 
many billions of dollars such 
firms will take in this year — pri- 
marily because they disagree on 
just who is a systems integrator 
— they agree that the total sum 
is big and is getting bigger. 

The second, seemingly unre- 
lated trend is the move toward 
downsizing. Local networks of 
PCs deal with many information 
systems issues at a lower cost 
than mainframes — and more ef- 
fectively for their users. 

The profit picture for vendors 


Mallach is a faculty member at the Uni- 


versity of Lowell in Massachusetts and a 
consultant to users and verdors. 
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that depend on the mainframe 
market for business is far from 
rosy. While nobody predicts the 
total demise of mainframes in six 
months or even six years, the set 
of problems which they solve 
best is shrinking. 

When we look at these two 
trends together, we notice 
something strange and surpris- 
ing: systems integration firms, 
despite the handwriting on the 
wall, continue to concentrate 
overwhelmingly on mainframe 
applications. 

Some reasons for this are ob- 
vious. Customers of big systerns 
integration organizations tend to 
be big user organizations. The 
mainframe will survive longer in 
megafirms and government 
mega-agencies than anywhere 
else. If large systems integrators 
can meet their goals by develop- 
ing mainframe systems for such 
users and, more dubiously, if 
they will be able to do so for the 
indefinite future, such a strategy 
may make sense. 

Also, a key concern of large 
systems integrators, most of 
which are MVS Cobol shops, is, 


These networking efforts can 
give you not only a sense of the 
state of your own local job mar- 
ket (always a handy piece of in- 
formation), but also a larger view 
of your profession and where it is 
going. Many times these meet- 
ings can function as one part in- 


formation and one part group | 


therapy, as common experiences 
and attitudes can prove tha: you 
are not alone. (“Your project 
took how long, at what cost? 
Yikes!’’) 


Homework assignment 
Also, if vendors are present, put 
them to work. One should be 
aware, of course, that vendors 
have the same objectivity as lob- 
byists, but like lobbyists, they 
can provide a great deal of infor- 
mation on almost any subject re- 
lated to their area. This ground- 
work can act as one factor in 
your decision-making process. 

You also might find individ- 
uals who are willing to tell you 
what didn’t work in their envi- 
ronment. They may give you a 
true picture of the resources and 
training needed to support a par- 
ticular product or maybe even a 
demonstration of a product that 
you re interested in. 

Even if you should be roped 
into serving on a panel or, heav- 
en forfend making a presenta- 
tion, don’t despair. These orga- 
nizations are a safe place to fail 
and a good place to try out your 


and should be, keeping up the bil- 
lable hours of technical staff. If 
they can do this most easily by 
finding MVS Cobol systems that 
integrate, that is what they 
should look for. 

A third reason for the main- 
frame focus is good old corporate 
inertia. General Motors Chair- 
man Roger Smith personified 
this in 1987 when he declared 
that “‘the best $7,000 car for the 
American buyer is a 2-year-old 
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picture for 

vendors that 
depend on the 
mainframe market for 
business is far from 
rosy. 


Buick.” Smith’s attitude ex- 
plains why GM lost 20% of the 
U.S. car market. Companies 
that share GM’s attitude may be 
courting GM’s fate. 

Some systems integrators 
are reacting to this situation. For 
example, Arthur Andersen Con- 
sulting, the systems integration 
arm of Big Eight firm Arthur An- 
dersen & Co., recently went to 
great lengths to teach its staff 
about expert systems. However, 
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act before presenting it to your 
management. 

The price is usually right, as 
most of these organizations 
charge just a nominal fee to cov- 
er expenses. This is money that 
can be thought of as training dol- 
lars, always a notoriously scarce 
resource. 

If you already are an officer of 
one of these organizations and 
are struggling to increase mem- 
bership participation, try giving 
your members something to 
take back with them from the 
meeting. It needn’t be a door 
prize. Give them some bit of 


in its own phrase, the teaching 
was an inch deep. Years of main- 
frame focus made it financially 
impractical to give its staff of 
thousands more than this. Real 
artificial intelligence use relies 
on a central team with deeper 
knowledge. 

If this was the best systems 
integrators could do for a new 
application area, imagine what it 
would take to get their local 
staffs to implement a 3Com net- 
work that integrates Macintosh 
Hypercard, Oracle with SQL and 
C under OS/2 with Presentation 
Manager, and a TCP/IP gateway 
to a Sequent Computer Systems 
multiprocessor. 

Some systems integrators try 
to cope with obvious deficiencies 
via strategic alliances with spe- 
cialists. Such matchups are fine 
in specialized areas. Nobody ex- 
pects a major systems integrator 
to be an expert on factory floor 
automation. However, in dealing 
with a basic technology such as 
local-area networks, strategic al- 
liances are not the answer. The 
alliance simply papers over a 
problem and lets a systems inte- 
grator provide some sort of solu- 
tion. By making it unnecessary 
for a systems integration firm’s 
staff to learn new technologies, 
it perpetuates its own main- 
frame culture and inhibits the 
staff from learning enough about 
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knowledge or information thev 
can apply to their day-to-day ex- 
istence, a security technique, or 
a little-known technical tip about 
acommonly used system. 

Time is the most valuable as- 
set that most of your members 
have, so let them take something 
valuable back to work with them 
— something for themselves 
and something to justify their at- 
tendance for their bosses. 

If the potential membership is 
still hesitant, let them know that 
the Surgeon General’s office has 
yet to find any harmful effects as- 
sociated with blue meat. 


the new technology to know a 
better solution. It also ties its 
customers to the vendor with 
which the alliance was made, 
even if competitors have better 
solutions. 

Now put these trends and 
facts together. Systems integra- 
tion is booming, users want mi- 
cro-based solutions, and systems 
integrators aren’t positioned to 
satisfy them. What happens? 

Simply the following occurs: 
The next big success story is 
likely to be a systems integrator 
that starts fresh with a different 
focus. This firm will know that 
cost-effective solutions must 
take advantage of cost-effective 
hardware, have a strategy of 
seeking out users who want the 
competitive edge that such sys- 
tems can provide and maintain a 
commitment to keeping its staff 
at the leading edge of technol- 
ogy. 
The strategy will combine the 
traditional systems integrators’ 
skills in project management and 
systems analysis with the com- 
munications/networking and 
system development skills that 
today’s environment calls for. It 
will not pretend that mainframes 
don’t exist — but it will usually 
see them as the database at the 
other end of that communica- 
tions line. 

For now, we can only wait. 
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Just because you found it doesnt necessarily 


mean you know how 


Until now, the best debugger you could get was a rather primitive tool that 
did little beyond finding and patching. If you wanted to find out how a bug got 
into your program in the first place, you were on your own—with an emphasis 
on intuition and endurance. 

Enter Smartlest™ from VIASOFT. its the first truly intelligent tool for testing 
and ing mainframe COBOL code. 

Smartlest not only hunts down bugs for you, it lets you do it while your job is 
up and running in its native environment. And because SmartTest knows where 
each and every logic and data modification path is located, the com- 
plexities that hide ms are quickly unraveled. 


it got there. 


Beyond debugging, a single integrated analysis and testing session shows you 
how your program and COBOL really work, including a complete analysis of the 
impact of all logic changes. Best of jl, the changes you make are automatically 
updated in the source. 

If youd like more information or a demonstration diskette, call VIASOFT toll- 
free at soins Nien Or in Canada, call eo 78. 

One more thing. If you read everything in this ad very closely, theres 
a good chance you wont lose your S * = 
your next trial evaluation. Thats a hint. 

And a promise. 
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Stanley Gibson 


Can you spell 
‘keyboard?’ 


I was just won- 
dering: Now that 
we are comput- 
er-literate, why 
would we need 
iconic inter- 
faces? 

Seven or eight years ago, we 
needed them. That was when 
personal computers were new, 
and ordinary people needed help 
finding their way with them. 
Come to think of it, Apple’s Mac- 
intosh came along at just about 
the right time for many people 
who were starting out with 
PCs. Now, however, it’s much 
too late. 

The work force has been 
trained, cajoled and forced into 
using computers. Many were 
trained at a considerable ex- 
pense. But that money has been 
spent — it’s water under the 
bridge. 

To take a trained worker 
and give him an easy-to-use in- 
terface that costs twice as 
much as the one he had is a point- 
less exercise unless he is being 
given a radically new application 
to deal with — one to which his 
previous training is not transfer- 
able. 

Though it seems clear that 
an easy-to-use interface — one 
with which a user needs famil- 
iarize himself only once — will 

Continued on page 27 


ANALYSIS 


BY AMY CORTESE 
CW STAFF 


Just when you thought software 
vendors were finally getting a 
handle on relational technology, 
a new model waits in the wings 
for an autumn debut. 

Edgar F. Codd, the creator of 
the relational model of database 
management and chief scientist 
at The Relational Institute, has 
drafted Version 2 of the famous 
relational model that shaped da- 
tabase technology. 

The new version, RMV2, 
brings into a single model ideas 
published by Codd in various pa- 
pers since 1979. While it builds 
on the original model published 
in 1969, RMV2 includes refine- 
ments as well as new design prin- 


ciples that extend the capability 
of today’s relational systems, ac- 
cording to Codd. 

At a recent presentation to 
the Washington, D.C., chapter of 
the Association for Computing 
Machinery, Codd said the new 
model was necessary to provide 
an abstract standard and to re- 
duce the risk of “‘implementors’ 
blunders.” 

While the widely cited 12-rule 
acid test for relational compli- 
ance laid out by Codd [CW, Oct. 
14, 1985] still holds, the RMV2 
has been expanded to include 
333 features considered impor- 
tant by Codd, up from a mere 50 
features in the original model. 

This is certain to cause data- 
base management systems ven- 
dors to groan because, according 
to Codd, none have fully imple- 
mented his original acid test in 





Data View 


Splitting up the mini market 
Their installed bases show IBM and DEC's strengths 


Percent of U.S. 
installed base* 


[= IBM 
mm DEC 


*Includes DEC PDP-11 and VAX and IBM System/36 and 38 and AS/400 


SOURCE: COMPUTER INTELLIGENCE 
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Pioneer Codd revamps model 


their products. He contends that 
even the DBMSs that come the 
closest — IBM’s DB2 and Tan- 
dem Computer, Inc.’s Nonstop 
SQL — are only 50% compliant. 

DBMS vendors that were 
contacted recently were not will- 
ing to venture an opinion on the 
new model until they were more 
familiar with it. 

The new features, grouped 
into 18 classes, deal with a range 
of structural and semantic issues 
including extended data types, 
database administration and the 
systematic handling of missing 
information. 

At the public presentation of 
RMV2, attendees took a keen, 
albeit academic, interest in the 
new model. “I don’t think you'll 
ever see all 333 features, but 
some will start to be implement- 
ed,” said Robert B. Shaine, an 


economic analyst at Mitre Corp. 

Guy Roullier, a senior sys- 
tems engineer at the Computer 
Task Group, concurred, noting, 
“The commercial world needs to 
get their work done, and that has 
to take precedence over theoret- 
ical purity.” 

But users who were at the 
presentation were excited about 
such capabilities as a recursive 
join operation. ‘Users will start 
hammering on vendors for fea- 
tures,” predicted a consultant 
employed at a major relational 

Continued on page 29 


Inside 


e Greasing the financial 
wheels at Sanford C. Bern- 
stein. Page 25. 

@ Motel chain gives thumbs- 
up to Unisys 2200/400. 
Page 25. 

e Oracle announces CASE 
Generator. Page 27. 





Tandem wins bid for 
state vehicle database 


BY J. A. SAVAGE 


CW STAFF 


SACRAMENTO, Calif. — The 
largest vehicle information orga- 
nization in the world, the Califor- 
nia Department of Motor Vehi- 
cles (DMV), will update its 20- 
year-old computer systems to 
employ a relational database en- 
gineered by Tandem Comput- 
ers, Inc. Tandem won the $5 mil- 
lion development contract after 
a benchmark competition in 
which it beat IBM on hardware 


TAKE THE FAST TRACK TO 
ZERO DEFECT PRODUCTION CONTROL —- 
AND UNATTENDED OPERATIONS. 


For MVS, MVS/XA and MVS/ESA environments 


You don’t have to wait for the increased savings 
and productivity of zero defect production control 
and unattended operations. The BETA 91, 92 and 


BETA 92 delivers efficient on-line SYSOUT 
control, archival, and retrieval, managing all job 
output in its own compressed on-line databases. 


costs and transaction perfor- 
mance. 

While Tandem’s 28-proces- 
sor VLX with Nonstop SQL beat 
IBM’s 3090 Model 400S main- 
frame and DB/2 relational data- 
base in a $1 million benchmark 
test conducted by the state, Tan- 
dem’s 70 transaction/sec. for the 
state’s configuration was no- 
where near the company’s top 
claim in its own benchmark, 
which was 208 transaction/sec. 
The benchmark, however, was 


Continued on page 29 


= YES, tell me more about BETA Systems Software: 


All three systems 


BETA 91 - Automated Balancing & Quality Management System 


BETA 92 - Job History & Output Management System 


93 software solutions are already delivering BETA 93 - Report Distribution & Print Management System 


powerful, easy-to-use error detection and 
prevention to more than 300 MVS installations. 


BETA 91 automates virtually any batch verifica- 
tion or restart procedure. This eliminates manual 
balancing and other output checking to speed 
processing, reduce the risk of errors, and save 
printing and paper costs. With BETA 91, you can 
also halt processing as soon as errors are 
detected and avoid costly manhours. 


It enables convenient on-line browsing of JCL, 
SYSLOG JES, and other listings. You no longer 
have the costs and headaches of manual archival 
and retrieval, and you can always find SYSOUT 
quickly—even from jobs that ran months ago. 


oooo 





NAME 

COMPANY 
ADDRESS 

CITY 

TELEPHONE 

CPU MAKE/MODEL 
OP. SYS 


TITLE 


BETA 93 automates the separation, packaging, 
distribution, and archiving of printed reports. It 
eliminates labor-intensive, error-prone manual 
postprocessing tasks to save manhours, money, 
and time. BETA 93's unique multi-level distribu- 
tion definitions let it tackle the most complex 
reporting environments, ensuring fast, reliable 
distribution to all users. 


STATE 


& BETA 


Systems Software, Inc. 


1485 Enea Ct. @ Suite 1333 m Concord, California 94520 mm (415) 682-8715 
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A Comparison Chart of the 


Major Cooperative Processing 


Software Products: 


SUPER-LINK® 
Family 


IBM's APPC™ 
or CPI-C™ 


PC-based onan To Existing Prog | YES | YES | YES | NO | 


SAA/CUA Front-end Seated Without _ Code Changes 


| Distributed Database ——ss—s—S—S—idY Database 


PC Developer's TP Desclpers Tooke ba eee eee 


[I nsesesepninsemersemesenensncenateenteementsl 


DBMS 


| YES | 


Screen Capture Facility YES NO | NO | NO 
Forms Generator / Screen Painter YES | NO YES | NO 


Can Call 3GL Subroutines YES | YES NO 
|__Scripting Facility YESS Partial] NO | NO | 


Scripting Facility 


Virtual Operator Mode YES | YES 
Local Mainframe Communications Simulator 


Debugger 


° i 5S Dee gin eg Syste 


Transfer Of Binary Files & Text Files 
Transfer Under Host Or PC Program Control 


Full SDLC Error Detection/Correction For Asynch Links 
Front-End Processing Support 


SAA / CUA Fully Supported 
Optional Host Screen Pass Through 
Dynamic Control of Field Attributes 


PC FORMS of Up To Four Pages 


Field-level, Context- sensitive 1 ie Facilities 
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SQL*Star® 
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Automator™ 


MULTI SOFT'S 


SUPER-LINK® 
Family gives youSAA/CUA 


now, without mainframe 
coding! 
INFRONT/DS™ (Development System) is a 


complete, PC-resident developer's toolkit, including: an 
intelligent screen management subsystem; a 4GL, with a 
source code debugger; and a PC-resident data base, with 
a series of data base maintenance utilities. INFRONT/ 
DS™ allows a developer to add new functions and a PC- 
resident SAA/CUA-compatible front-end to existing 
HOST applications without changing any mainframe code. 


INFRONT/RT™ (Run-time) is the run-time soft- 
ware that allows INFRONT/DS™ applications to run ‘in 
front’ of standard, 3270-based mainframe applications. 
With INFRONT/RT™ data is exchanged between the PC 
and mainframe by using the 327X screen image as the com- 
INFRONT/RT™ supports a wide 
variety of 327X emulation interfaces including the IBM 
API's (HLLAPI and low level API), IRMA cards, and LAN 
gateways which account for over 90% of the installed base 
of 327X emulation cards and software. 


INFRONT/HPO™ (Host Processing Option) 
extends INFRONT/RT™ into the development of peer- 
to-peer cooperative processing applications. INFRONT/ 
HPO™ provides the cooperative processing capabilities of 
IBM's APPC (Advanced Program-to-Program 
Communications) product for PC/host applications. 
However, instead of requiring the use of LU6.2 SNA 
sessions, INFRONT/HPO™ executes over the LU2-based 
networks that are already in place. INFRONT/HPO™ uses 
INFRONT/DS™ to create PC forms. This allows all 
INFRONT™ torm to be completely portable between the 
screen-based communications of INFRONT/RT™ and 
the peer-to-peer protocols of INFRONT/HPO™. 


munications medium. 


SDF™ (Software Distribution Facility) is an 
INFRONT/HPO™ application that brings the distribu- 


tion of PC software and files under the programmatic 
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NO 
YES TNOTNO 
All Host i Supported YES | NO | NO 
i 
Background Communications Support a 
NO-NO 
Control of Communications From Fore — Prog | YES | 


Toeenmteleaiins Weetennls Sangeniel Peo ere 
LU2 Support | YES | YES | YES | NO | YES 
| Planned | Planned | NO | YES | Planned | YES | NO | 
I ek ee ay 
P¥Es | NOT NO NO] NOT NO TNO] 
| Planned | Planned | Planned | NO | YES | Planned | Planned | 
| Pianned | Planned | NO | NO | Pianned | YES | NO | 
Host Environments Supported 
IBM TP Monitors Supported 


control of the host, and provides a mechanism for ensuring 
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that all users of standalone and cooperative processing ap- 


plications are using the correct versions of all programs, 
forms, files, and tables. 


INFRONT/BCEF™ (Background Communication 
Facility) provides an API (application program interface) 
for PC programs that allows them to communicate with an 
IBM host on a file-by-file or record-at-a-time basis. 
Communications between the host and PC can take place 
on a real-time basis, or in a background mode where the 
communications process can execute as a background task 
managed by INFRONT/BCF™. This background task is 
implemented in a standard MS/DOS environment and 
allows any DOS program to run in the foreground. The 
foreground and background tasks can be completely 


unrelated. 
Call Now! 
800-888-4973 


|| Multi Soft, Inc. 


123 Franklin Corner Rd. 
Lawrenceville, NJ 08648 
609-896-4100 


Fax # 609-895-0072 
Telex # &21073 ® 
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YES | NO | NO | YES | YES | YES | NO | 
a al la he eee 


YES 
DEC VAX Supported | YES | NO | NO | NO | YES | NO | NO | 
Minimum PC Hardware Requirements i ca 
IBM XT or Equivalent With 640k | YES | YES | YES | YES | NO | YES | YES / 


Every effort to present an accurate chart has been made, however no guarantee can be made. Enter/3270® is a registered trademark of Aspen Research. Automator ™ is a trademark of 
Direct Technology. Arbiter® is a registered trademark of Tangram Systems. SQL*Star® is a registered trademark of Oracle Corporation. 





1 = BUSINESS/INDUSTRY (Circle one) 


EYEE ‘7 


“YOU KNOW, WHEN T ASKED To BORROW YOUR COMPUTERWORLD I SORT OF HOPED I'D GET THE WHOLE THING AT ONCE.” 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, |’'ll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First Name Last Nai 


‘Title Company 


Address 


“City 

Address shown: C] Home C Business 1 New C Renew Basic Rate: $48 per year 
“U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars 

Please complete the information to the right to qualify for this special rate. 


* YOU KNOW, HEN T ASKED To BORROW YOUR COMPUTERWORLD I SORT OF HOPED 


GET THE WHOLE THING AT ONCE.” 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept your 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, I'll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First N E Last Name 


Company 


Address 


“City State Zip 


Address shown: (] Home C) Business OO New CO Renew Basic Rate: $48 per year 


“U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars 


Please complete the information to the right to qualify for this special rate. 


COMPUTERWORLD 


10. Manufacturer (other than computer 
Finance/insurarce/Rea! Estate 
Medicine/Law/Education 
Wholesaie/Retai/Trade 
Business Service (except DP) 
Government — State/Feder; cal 
Communications Systems/Publc Ubites, 
Transportation 
Mining/Construction/Petroleum/Rehnung/Agnc 
Manufacturer of Computers. Computer-Reiated 
Systems or Penpherais 
Computer & OP Services. including Software/Service 
Bureau/Time Shanng/Consulting 
Computer/Penpnerai Dealer /Distnbutor/Retaier 
User Other 

95. Vendor Other 

Please specify) 


» TITLE/FUNCTION (Circie one: 


\S/MIS/OP MANAGEMENT 
19. Vice President. Asst VP 
21. Dw Agr. S S/MIS/OP Services 
22. Dw. Mgr 
Adm Ser 
23. Dwr. Mgr. SI 
n 
32 
35. Ow 
38. Dat 


OTHER COMPANY MANAGEMENT 

11. President. Owner/Partner. General Mgr 
12. Vice Presient/Asst VP 

13. Treasurer. C 

41 

51 


OTHER PROFESSIONALS 
60. Consulting Mgt 

70. Medical. Legal. A 

80. Educators 

90. Others 


Libranans. Students 


Please specity 


y involved either as 
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BUSINESS/INDUSTRY (Circle one) 

10. Manutacturer (other t puter) 

20. Finance/insurance/Real Estate 

30. Medicine/Law/Education 

40. Wnholesaie/Retai/Trade 

50. Business Service (except OP: 

60. Government — State/Federai/Local 

65. Communications Systems/Pubhc Unites: 
Transportation 

70. Mining/Construc Petroieum/Refiring/Agnc 

80. Manufacturer of Computers. Computer-Rsiated 
Systems or Penpherais 

85. Computer & DP Services. including Software/Service 
Bureau/Time Shanng/Consuilting 

90. Computer/Penpheral Dealer/Distnbutor/Retaier 

75. Dther 

95. Vendor Other 

Piease specity) 


» TITLE/FUNCTION (Circle one. 


'S/MiS/DP MANAGEMENT 

19. Vice President. Asst VP 

21. Ow Mgr. Supry  IS/MIS/OP Services 

22. Dw Mgr. Supry . of Operations. Planning 
Aam Services 

23. Ow Mgr. Supry . Analyst. of Systems 

31. Dw Mgr. Supey of Programming 

32. Programmer. Methous Analyst 

35. Dw Mgr. Supry OA/WP 

38. Data Comm Network/Systemns Mgt 


OTHER COMPANY MANAGEMENT 

11. President. Owner/Partner. General Mgr 
12. Vice PresdenvAsst VP 

13. Treasurer. Controlier, Financial Othcer 

41. Engineenng Scientific R&D Tech Mgt 
51. Sales/Mktg Mgt 


OTHER PROFESSIONALS 
60. Consulting Mgt 
70. Medical. Legal. Accounting Mgt 
80. Educators. Jou its. Libranans. Students 
90. Others 
Please specity) 


COMPUTER INVOLVEMENT (Circle all that apply) Types of 
equipment with which you are personally involved ether as 
a user. vendor. or consultant 

Maintrames/Supermins 

Mincomputers/Smail Business Computers 

Microcomputers/Desktops 

Communications Systems 

Otfice Automation Systems 

No Computer involvement 
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Grist for the investment mill Unisys: 2200/400 units 


3600s and a handful of IBM Per- morerapid manner. 


ON SITE 


BY JAMES DALY 
CW STAFF 


NEW YORK — For those of us 
who have trouble balancing a 
checkbook, consider George 
Reid’s mind-rattling task. As di- 
rector of MIS and management 
services at the Sanford C. Bern- 
stein & Co. research and invest- 
ment house, Reid oversees a 
computer setup that keeps tabs 
on the financial particulars of 
5,000 customer accounts worth 
more than $13 billion. 

To that end, Reid must use 
the sharpest technological blade 
available to carve through the fi- 
nancial data that arrives contin- 
ually. His latest weapon is DEC’s 
4-month-old Vaxstation 3100 
workstation. 

“From a raw CPU power per- 
spective, it’s just what we’re 
looking for,” said Reid, who 
plans to equip all of the compa- 
ny’s 180 portfolio managers 
with the machine. 

The 25 Vaxstation 3100s in- 
stalled so far were added to an 
environment that included net- 
worked Vaxstation 2000 work- 
stations, a VAX 8530 cluster, 
several Microvax 3500s and 


sonal System/2s. 

The entire setup greases the 
wheels in the company’s portfo- 
lio management service, which 
performs the gentle art of han- 

ing someone’s money as if it 
were its own. Historically, the 
task of money management had 
been consigned to the trust de- 
partment of a nearby bank, but 
during the past 10 years, special- 
ty firms have arisen that will play 
the market, buy bonds and invest 
cash for those who have neither 
the time nor the inclination to do 
it themselves. 


Sophistication 

At Sanford C. Bernstein, the 
3100s are primarily in the hands 
of portfolio managers who rely 
on sophisticated computer mod- 
els running on an IBM 4381 to 
chart a daily investment course 
that is tailored to each portfolio. 

The model consolidates a lit- 
any of assorted financial informa- 
tion, couples that with the indi- 
vidual investor’s preferences 
and then decides what should be 
bought and sold. 

The new machines will be 
networked into this monetary 
lifeline to deliver trade indica- 
tions to the traders’ desk in a 


DG extends mini, cuts price 


WESTBORO, Mass. — Data 
General Corp. breathed new life 
into its midrange line late last 
month with the introduction of 
less expensive models that it will 
offer as preconfigured systems. 
The Eclipse MV/15000S se- 
ries, made up of three models 
with different memory and stor- 
age configurations, was designed 
to lure new customers, accord- 
ing to John Morrell, product 
manager. It is positioned as an 


extension of the MV/15000 se- 
ries, which DG will continue 
marketing primarily to its cur- 
rent customers. 

DG cut the starting price of 
the S series to below $100,000, 
while the 15000 series will con- 
tinue to sell above that mark. 
For example, a 15000S starts at 
$90,700, whereas a 15000 with 
the equivalent amount of main 
memory and storage would sell 
for $120,000. 


On a typical day, stock and 
bond market information is com- 
plete and ready to be entered 
into the 4381 in the wee hours of 
the morning. By 6 a.m., that in- 
formation has been transferred 
into a VAX database environ- 
ment running Sybase, Inc.’s Sy- 
base. The 3100s continually tap 
into the database to see if it has 
been updated. 

When the updating is com- 
plete, the 3100s begin their cor- 
relative gymnastics, pairing the 
updated financial picture with 
the foibles of each portfolio in an 
attempt to optimize the inves- 
tor’s financial picture. Assets are 
bought, sold or traded according 
to what the investor has previ- 
ously requested and the market 
dictates. 


Spring into action 

By 7:30 a.m. each business day, 
the 3100s have updated all the 
portfolios, which will then spring 
into action when the bell on the 
New York Stock Exchange rings 
two hours later. 

Still, it was not always this 
easy. “On some bad mornings, 
this may creep toward 9 or 9:30. 
Then, the stock market is 

Continued on page 27 


Morrell said DG expects the 
15000 to appeal to some existing 
customers who want to upgrade 
but do not want the disk and tape 
subsystems that currently come 
with the S series. 

With the 15000S, the compa- 
ny reportedly hopes to win over 
some users who are looking at 
the IBM Application Sys- 
tem/400 or Digital Equipment 
Corp. VAX 6300 as their mid- 
range system. 

The new models are available 





immediately, according to the 
company. 


For IBM 3270, S/36/38, and AS/400 Users: 


100% IBM 4224 Compatible! . 


Available Now! 


With our plug-compatible IS! 7224 deskto 
printers, you can print everything an IBM 4224 can 


We offer 200 cps and 
400 cps models. Each prints 
high-resolution graphics, bar 
codes, and oversize characters 
with full IPDS support...now! 
Plus, our easy-to-use Escape 


- .and more. 


0224 : 
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dot matrix 


lets you perform 


Language lets you 
these —— —_—— functions without GDDM, BGU, or 


other special 


With an ISI 7224, you can switch instantly from contin- 
uous forms to cut sheets, then back to continuous, without 


vine extra cost 


in and print. 


BY ROSEMARY HAMILTON 
CW STAFF 


SAN ANTONIO Unisys 
Corp. may not have come 
through on time for La Quinta 
Motor Inns, Inc., but the organi- 
zation and its new 2200/400 
mainframe are now receiving 
high marks from this motel 
chain. 

La Quinta, a longtime Unisys 
customer, was set to receive one 
of the first 2200/400s late last 
year when Unisys Corp. an- 
nounced a one-quarter delay in 
shipping the new mainframes. 

For La Quinta, the new ship- 

ment schedule put off a badly 
needed upgrade. But the compa- 
ny decided to hang in there with 
Unisys and not change plans be- 
cause it was assured that the 
new schedule would still bring 
the mainframe in before La 
Quinta’s busiest season — the 
summer months. 
The 2200/400 replaced an 
1100/70, which was no longer 
delivering enough processing 
power for the company’s ex- 
panding reservation system, ac- 
cording to Sam Peace, director 
of operations. 

As La Quinta’s primary main- 
frame, the 2200/400 handles 
this in-house developed reserva- 
tion system alon’g with all of the 
nuts-and-bolts applications for 
the business. 

Currently, it supports ap- 
proximately 300 users, including 
the reservation system staff, 
while running an average of 18 
batch jobs at any time, said Madi- 
son Pruet, a systems analyst. 

The system arrived in March. 
After several weeks of testing 
the operating system release, La 
Quinta switched to production 
mode in late May. 


reloading or losing the top-of- —_ sition. You also get 
no-waste demand-document tear-o 
gadgets. Forms can have up to six pai 

Fully integrated, our IS! 7224 rea connect directly to 
your IBM systems — just plug t 

Extra features and all, our ISI 7224 printers cost much 
less than their IBM counterparts. 

For more information, call 1-800-544-4072 
(in Michigan, 313/769-5900). 


» Our ISI 7224-X01 is a compact, 
economical 200 cps model 


» Our high-speed IS! 7224-XX2 prints 
at 400 cps in up to eight colors. 


Interface Systems, Inc. 


Printer Solutions for IBM Systems 


5855 Interface Drive, Ann Arbor, Mi 48103 
Telex: 810-223-6058, FAX: 313/769-1047 


‘check ‘inn’ at La Quinta 


“It’s hard to criticize,” Peace 
said. “It’s been performing well, 
and the conversion was easy.” 

Peace said the most obvious 
change since switching over oc- 
curred with the reservation sys- 
tem, in which response times 
have been cut by one-third to 
one-half. 

“From just this week, it’s a 
definite improvement,” Peace 
said. 


It’s clways something 

The one complaint Peace has, 
however, concerns the 2200/ 
400’s inability to partition oper- 
ating enviroments. With the 
1100/70, Peace can split the sys- 
tem in two, leaving one operat- 
ing area for systems software 
testing and maintenance. Ac- 
cording to Peace, it cannot be 
done with the 2200. and the lat- 
est operating system release. 

As a result, Pruet squeezes 
time in at nonpeak moments. 
“‘We have a two-hour window at 
night, and we'll have to take 
longer to implement stuff be- 
cause we'll have to bring down 
the systems at those times 
now,” Pruet said. 

But the breathing room the 
new system has brought to La 
Quinta’s user community out- 
weighs this inconvenience, 
Peace said. 

“Tt has much more capacity, 
two and a half times greater than 
what we had,” he said. 

As for the 1100/70, Peace is 
not sure of its fate. He said he is 
considering keeping it as a back- 
up system for the 2200/400 but 
will likely sell it. 

In several weeks, La Quinta 
will enhance the reservation sys- 
tem with Hewlett-Packard Co. 
personal computers installed at 
the 200 La Quinta motels. 
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Now when you buy the world’s leading integrated soft- 
ware package you get more than the ability to seamlessly link 
five applications at once. You can also get Allways, the Spread- 

sheet Publisher from Funk Software, 
allat one great price* So you cancreate 
terrific-looking reports. 

Why is Lotus’*Symphony’so 
popular? First, because it’s the only 
integrated package to link applica- 
tions with a single, unified data model. 
Which means all application work— 
numerical, textual, and graphical—is 
based on the same data source. So, 
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than if youd developed equivalent applications with a high-level 
programming language. That way, your users don’t have to 
know how the program works, only how to perform the appli- 
cations youve developed. 

Third, the Symphony spreadsheet is based on Lotus 
1-2-3? the industry standard. As 1-2-3 advances, Symphony 
will incorporate the latest spreadsheet features, in addition to 
enhancements to the other Symphony applications. 

And with the Allways add-in, your Symphony reports 
will look better than ever. Allways gives you a wide range of 
formatting and printing options, including laser printer support. 
Allways is easy to use, and works 
directly from within Symphony. 

To take advantage of this 
offer, call your Lotus Authorized 
Reseller today. And get your users 
working in a few new directions. 


Lotus Symphony now with Always 


© 1989. Lotus Development Corp. Lotus, Symphony, and 1-2-3 are registered trademarks of Lotus Development Corp. 
*Offer valid while supplies last. Participating resellers only. 
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open, and you’ve got a problem 
because the decision process be- 
comes rushed,”’ Reid said. 

Often those bad mornings 
were the byproduct of the slow- 
er Vaxstation 2000s, which Reid 
is glad to see shuffle down the 
corporate ladder. 

“The 3100s have broken a lot 
of the boundaries the Vaxstation 
2000 had,” Reid said. ““The main 
memory is a lot better, the 
throughput is much greater, and 
we've gotten rid of the RD53 


e 
Gibson 
FROM PAGE 23 


save training money over the 
long run. But, at this point, that 
training money is only going to 
be spent on new employees or 
new applications. 

Is this to argue that old-fash- 
ioned character-based user in- 
terfaces are better? No, not 
generally, but there may be 
times when they are. For many 
users who have become accus- 
tomed to a certain kind of 
screen and instructions, moving 
to a user-friendly interface may 
be a luxury that can be post- 


disk, which is terrible for perfor- 
mance purposes.” 

Those advantages moved to 
the fore recently when Hewlett- 
Packard Co. announced it was 
purchasing Apollo Computer, 
Inc. Sanford C. Bernstein portfo- 
lio managers immediately ten- 
dered their shares of Apollo, 
then had to figure out what to do 
with the sudden glut of cash. The 
information was entered into 
their computers, and the an- 
swers for all accounts were de- 
veloped within 90 minutes. 

“It’s comforting that when 
there’s an opportunity for ac- 
tion, you’re less than two hours 


poned for a number of years. 

Even so, the wholesale aban- 
donment of character-based 
screens is not a good idea. 
Sometimes text is better. To put 
it another way: If pictograms 
were so good, why was the al- 
phabet invented? If looking at a 
picture and pointing to it is all we 
need to do, then a 1-year-old 
child is equipped for life and does 
not need to learn how to read 
and write. 

Of course, pictures have 
their place. Even dictionaries 
have illustrations for words 
where it would be extremely dif- 
ficult to offer a verbal explana- 
tion. But character-based alpha- 
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from a complete answer on a lot 
of portfolios,” Reid said. ‘With 
the slower systems, we would 
have needed up to six hours.” 
Reid said the most difficult 
part of the integration so far was 
integrating the PS/2 Model 50s 
used by 35 research analysts 
into the DEC local-area network. 
“There is no nice, natural pro- 
gression from that environment 
into the VAX environment,” 
Reid said. “It’s that damn Micro 
Channel. Only recently were in- 
terface boards made available 
that will run Ethernet. Up until 
then, it was a question of ‘you 
can’t get there from here.’ ” 


bets have brought civilization a 
long way. 

There are going to be times 
when some up-front training is 
going to save time in the long 
run. Yes, you do have to take the 
trouble to learn which function 
keys to press, but once you know 
the right ones, you can hit sev- 
eral keys in the time it takes to 
move a mouse to one icon. 

User companies ought not 
regard the iconic interface as a 
capital expense that translates 
immediately into happier, more 
productive workers. 


Gibson is Computerworld’s senior edi- 
tor, software. 
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Oracle adds application 
generator to CASE line 


BY STANLEY GIBSON 
CW STAFF 


Oracle Corp. last week intro- 
duced CASE Generator, a third 
component in its suite of com- 
puter-aided software engineer- 
ing (CASE) tools. 

Oracle said CASE Generator, 
which joins CASE Dictionary and 
CASE Designer, generates por- 
table applications directly from 
design specifications. CASE 
Generator takes information 
from CASE Dictionary and 


| translates it into applications us- 


ing SQL Forms, which is an Ora- 
cle fourth-generation language 
(4GL) development tool. 

Alex Mollen, Oracle’s CASE 
product manager, said support 
for other 4GLs will be added in 
the future. He added that CASE 
Generator does not yet work 
with Oracle’s SQL Report Writ- 
er but said that support will 
come later. 

Currently in beta testing, 
CASE Generator will be avail- 
able in MS-DOS, Digital Equip- 
ment Corp.’s VMS and Sun Mi- 
crosystems, Inc.’s version of 


Unix by July 1989, Mollen said. 
Pricing, although not finalized, 
will be according to hardware 
platform and the number of us- 
ers. He said a typical worksta- 
tion price would be $5,000 to 
$8,000. 

Mollen outlined Oracle’s re- 
pository strategy by expressing 
continued support of CASE Dic- 
tionary, which fulfills repository, 
dictionary or encyclopedia func- 
tions. He said it is necessary to 
continue to support the dictio- 
nary to ensure that VAX and 
Unix markets are supported. 
However, he expressed support 
for the Information Resource Di- 
rectory Standard. 

Moilen said that Oracle will 
make sure that all components in 
IBM’s repository will be offered 
in CASE Dictionary. However, 
some objects in Oracle’s dictio- 
nary will not be in IBM’s reposi- 
tory. IBM’s repository, although 
much discussed, has yet to be 
formally announced. 

Mollen also said Oracle’s dic- 
tionary will mimic DEC’s Com- 
mon Data Dictionary (CDD) 
Plus. 
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Aries, Data General sign joint marketing pact 


Aries Technology, Inc. in Lowell, 
Mass., and Data General Corp. signeda 
joint marketing agreement under which 
DG’s sales force will be supported by 
Aries technical personnel in sales to me- 
chanical design engineers. 

Aries makes Conceptstation comput- 
er-aided engineering software, which 
runs on DG’s line of desktop systems 
based on Intel Corp.’s 80386 micro- 
processor. 


Hewlett-Packard Co. and Interleaf, 
Inc. recently announced that Interleaf in- 
tends to port and resell its technical pub- 


lishing software for HP workstations. 
Interleaf said it will begin shipping its 
Technical Publishing Software for HP 
9000 Series 300 workstations in the fall. 
At that time, Interleaf will become an HP 
value-added reseller, the company said. 


Cognos, Inc. in Ottawa said it signed its 
first European reseller agreement with 
Waterland International in Amster- 
dam, a supplier of manufacturing soft- 
ware. 

Waterland agreed to resell Quiz, Cog- 
nos’ report generator, with Waterland’s 
manufacturing software. Waterland also 


committed to developing future manufac- 
turing applications using Cognos’ Power- 
house application development environ- 
ment, in which Quiz is a component. 


Software 2000, Inc. in Hyannis, 
Mass., a developer of business manage- 
ment software for IBM’s Application Sys- 
tem/400 departmental system, said it 
signed a training agreement with Coo- 
pers & Lybrand. 

The accounting firm’s consultants will 
be trained and certified by Software 2000 
on the vendor’s applications software. 
When trained, the consultants can help 





clients using Software 2000’s applica- 
tions to plan their information systems, 
Software 2000 said. 


Sybase, Inc. in Emeryville, Calif., and 
Dataease International, Inc. recently 
announced a joint marketing agreement 
that will enable customers to build Sybase 
SQL Server applications with Dataease 
database software products. 

Under the agreement, Dataease will 
develop a new version of its Dataease da- 
tabase that incorporates SQL support. 
The new database is intended to transpar- 
ently translate full Dataease functionality, 
including table creation and native lan- 
guage queries and subqueries into SQL 
before going to the Sybase SQL Server 
for processing. 
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Army signs 
on Active’s 
DAP 610 


Active Memory Technology, 
Inc. said it shipped one of its paral- 
lel computers, the DAP 610, to the 
U.S. Army engineers in Vicksburg, 
Miss. The system, which costs 
$360,000, will be used to process 
airborne scanner imagery for mine 
field detection. 





Valley Bank of Nevada plans to buy 
two Unisys Corp. A series main- 
frames and the Unisys Global Fi- 
nancial System for $6.4 million. 

Meanwhile, the Central Library 
Consortium in Lancaster, Ohio, 
signed up with Unisys for a library 
management system. The system, 
which will be based on a Unisys 
2200/201 mainframe and on 80 Un- 
isys Personal Workstations; will run 
the Unisys circulation, on-line cata- 
log acquisition and interlibrary loan 
software systems. 





Qantas Airways Ltd. in Sydney, 
Australia, purchased a $400,000 
documentation management sys- 
tem from Context, a division of 
Mentor Graphics Co. The system, 
which consists of six Context work- 
stations, will be used to produce 
policy and procedure manuals. 


Convex Computer Corp. recent- 
ly installed a mini-supercomputer at 
the Institute of High Energy Phys- 
ics at the Virginia Polytechnic Insti- 
tute and State University in Blacks- 
burg, Va. 


FPS Computing recently shipped 
three Unix-based systems for com- 
putational chemistry applications. 
The new users are the University of 
Pittsburgh, the University of Cali- 
fornia at Los Angeles and the Cali- 
fornia Institute of Technology in 
Pasadena, Calif. 





The Society for Savings in Hart- 
ford, Conn., signed a $1.4 million 
deal with NCR Corp. to purchase 
automated teller machines. 
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constructed to address the de- 
partment’s special needs, includ- 
ing constant uptime, at least 30 
complex transaction/sec. and a 
database with 12 tables in sizes 
ranging from one million to more 
than 80 million rows each. 

In Tandem’s original debit/ 
credit benchmark, each transac- 
tion required five different types 
of SQL statements. In the Cali- 
fornia DMV benchmark, it re- 
quired an average of 11.3 SQL 
statements, according to Praful 
Shah, Tandem marketing man- 
ager. Additionally, the database 
in the original benchmark had 
3G bytes of information, and the 
DMV required close to 80G 
bytes, he said. IBM officials were 
unavailable for comment. 

IBM passed two of seven per- 
formance tests; Tandem passed 
six. “IBM was unable to demon- 
strate acceptable performance 
levels needed to meet DMV’s 
processing requirements,” ac- 
cording to the department’s 
benchmark report. 

IBM bid hardware costs for 
the development system at $23 
million. Tandem’s cost was $10 
million. 

While IBM was found to “‘be 
superior” in the number of third- 


party tools available for the DB2 
environment and was judged 
better in training because DMV 
employees were already trained 
on IBM terminals, editors and 
utilities, Tandem ‘demonstrat- 
ed a higher degree of perfor- 
mance, availability and opera- 
tional ease of use,’’ according to 
the benchmark. 

“We have 50 million rec- 


BM BID hardware 

costs for the devel- 

opment system at 
$23 million. Tandem’s 
cost was $10 million. 


ords,” said Del Pierce, director 
of the department. The current 
hardware platform, a Sperry Un- 
ivac, was customized by RCA 
Corp., he said: “It runs in a 
straight line.” 

However, when the old sys- 
tem was designed, “we never 
contemplated having to keep 
track of parking citations, mov- 
ing violations and pollution con- 
trol permits,” Pierce said. For 
instance, Pierce said he never 
thought he would get a request 
for ‘every 1972 Pinto with the 
last two letters XY on the 
plates.” 

The department can do all 
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those things “with a lot of time 
and lot of expense,” said Don 
Leachman, chief of the depart- 
ment’s division of data process- 
ing. Such information requests 
must be processed through the 
two sequential databases cur- 
rently at the department, one for 
vehicles and one for drivers. 
Many times, the two do not 
match up, according to Leach- 
man. 

The relational database proj- 
ect dovetails with another break- 
through in driver’s license tech- 
nology. By early next year, 
California drivers should be re- 
ceiving credit card-like licenses 
with a digitized signature and 
photo and a magnetic strip on the 
back with address, birth date and 
expiration information. No ven- 
dor has yet been selected to 
complete the license project, but 
Pierce said that the data will re- 
main on the hardware and will be 
accessed by the new registration 
database. 


It is estimated that the final | 


database project will cost about 
$10 million. It will serve 10,000 
terminals in the headquarters 


and 170 field offices, according | 


to Leachman. Applications such 
as personnel management will 
reside on the host computer. Ap- 
plications such as calendaring 
will be offered locally on the Ap- 
ple Computer, Inc. Macintosh. 
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Only a DBMS designed to integrate formatted and unformatted 
data can provide all the answers to all of your information requests. 





Codd 


FROM PAGE 23 


DBMS firm. 

Among the significant en- 
hancements in the new model is 
the notion of updating a view. 
With today’s relational products, 
only views derived from a single 
relation, or table, may be updat- 
ed. Codd contends that this is an 
unnecessary constraint. In the 
new model, he proposes the abil- 
ity to update views derived from 
a join, or more than one table. 
Further, he maintains that the 
DBMS — not the user — should 
determine whether a view can be 
updated at definition time. 

Codd devotes a good deal of 
attention to distributed database 
management, including how data 
should be carved up, and to main- 
taining flexibility to aliow redis- 
tribution of data at a future point. 


He states that in a distributed da- 


tabase, a single relational com- 
mand can operate on data locat- 
ed at two or more sites as if it 
were local, and each database 
should have local autonomy so 
that if it is cut off from communi- 
cations, it can still operate as a 


| DBMS. Codd foresees the need 


for a global database administra- 

tor who knows the content of ev- 

ery database in an organization. 
Additionally, Codd expands 


on integrity, particularly user- 
defined integrity constraints and 
the features required for a rela- 
tional language to support these 
types of constraints. 

Looking ahead, Codd said that 
future versions of the relational 
model will be introduced in 10- 
year intervals, giving vendors 
time to sort things out. 

Version 3, he disclosed, will 
expand the use of integrity con- 


ODD foresees 

the need for a 

global database 
administrator who un- 
derstands the content 
of every database in an 
organization. 


straints, so that in addition to 
preventing something from hap- 
pening, they could be used in a 
more general way to trigger an 
action. For example, an account- 
ing system could automatically 
generate a bill after a certain pe- 
riod of time. 

“This is how businesses will 
incorporate a good part of busi- 
ness activity in the database 
world. The database will be a 
very central thought source,” 
Codd said. 
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So instead of excuses, demand solutions: the —- multi-key 
processing technology only ADABAS 5 can provide. 


For a free copy of an audited benchmark report on ADABAS 5 performance, call toll-free: 
1-800-843-9534. ADABAS is a registered trademark of Software AG. © 1989 Software AG. 
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New relational 
data base system 
helps PC users handle 
large volumes of data. 
R:BASE® is an easy-to-use 
OS/2™ relational data base management 
system that features both menu and com- 
mand-line interfaces. And because it 
includes LAN support for up to three 
simultaneous users (using the multitasking 
and networking support enhancements of 
0S/2), it’s cost-effective as well. R-BASE 
also provides programming language sup- 
port, and over 70 business and scientific 
functions are already integrated into the 
program. For more information on how 
R:BASE can help you manage large 
volumes of data call MICRORIM at 
1 800 624-0810. 
PC Paintbrush 
now available for 
Presentation Manager. 
The 0S/2 version of PC Paintbrush® 
uses Presentation Manager™ to make 
creative expression fun, fast and easy. PC 
Paintbrush for 0S/2 is a graphics creation 
package that includes all the features of 
the DOS-based version. It lets you create 
intricate freehand graphics using the vari 
ous brushes, lines, curves, colors and pat- 
tems. You can also use scores of drawing 
and text tools to create presentation-qual- 
ity documents. For more information call 
ZSoft at 1404 428-0008. 


Presentation and 


© 1989 BM Corp 


Word processing that 
goes beyond just words 
is introduced for OS/2. 
IBM has released DisplayWrite 
5/2 Composer” This advanced word 
processing software lets you scan photos 
and line art into your document, position 


flow around them ....all with- 

Out cutting or pasting. DisplayWrite 5/2 
Composer capitalizes on the protected 
mode and multitasking capabilities of the 
IBM OS/2 environment so you can run it 
as @ foreground or background operation. 
See your IBM Authorized Dealer or IBM 
marketing representative for complete 
information. 


and QBA are trademarks of 


Volume 1, No. 4. 


A continuing report on advanced 
software for personal computers. 


Sophisticated 
reminder system 
helps you automate 
your processing tasks. 
Enyart Development Corporation 
has started distributing Tickler/2"" This 
advanced automated reminder system lets 
the user create a series of reminders to 
occur before, during and/or after an event. 
Tickler/2 can even remind your computer 
when to perform certain tasks. Because it 
can be used in conjunction with your data 
base, spreadsheet, E-mail and project 
management software, it gives you amaz- 
ing versatility. For example, you could set 
up Tickler/2 to take a previously generated 
sales forecast spreadsheet, update it daily, 
print a report and electronically mail it to 
another computer at the end of every 
week ...all while you'e on vacation. For 
more information on the advanced capa- 
bilities of Tickler/2 cal! 1 303 286-8686. 


Symantec's O&A 
provides powerful file 
management for OS/2. 
Q&A” is an integrated flat-file data 
base and word processor that offers 0S/2 
users @ unique combination of power and 
simplicity. With Q&A you can take advan- 
tage of OS/2 benefits like multitasking 
and large memory. O&A OS/2 also offers 
the ability to share data bases on a 
network with the DOS version of Q&A. 


the IBM logo is a registered trademark of international Susiness Machines Corporation. R:BASE, PC Paintbrush and Platinum are registered 
Development Corporation and Symantec aM 


Multifile lookup in Q&A means you can 
merge data from multiple O&A data bases 
into customer-designed forms and reports. 


Q&As executive word processor lets you 
create presentation-quality documents and 
easily perform mail merge with your data. 
For more information on how Q&A can 
solve your data base and word processing 
needs call 1 408 253-9600. 


OS/2-based 

Platinum provides true 
multitasking account- 
ing packages. 

The Platinum® Series of fifteen 
accounting modules from Advanced Busi- 
ness Microsystems is 2 business account- 
ing tool so powerful that on a single 
computer you can print and post several 
hundred invoices and checks, run a 
reconciliation, generate consolidated 
financial statements—and enter new bud- 
get figures at the same time. Platinum also 
makes it easy for you to integrate your 
accounting data with data bases, spread- 
sheets, presentation graphics, word pro- 
cessing, desktop publishing and other 
applications. For more information on 
Platinum call 1 800 999-1809. 


Free OS/2 Application 
Guide available. 

You can receive a 340-page 0S/2 
Application Guide that lists and describes 
over 800 identified applications for the 
OS/2 operating system. For a free copy of 
this guide call 1 800 IBM-2468, ext. 120. 


of MICRORIM, ZSoft 


Corporation, respectively. The Microsott ogo is a registered trademark of Microsoft Corporation. ©)1989 Microsoft Corp. 





NEW PRODUCTS — 
HARDWARE 


Data storage 


Force Computers, Inc. has intro- 
duced a combination hard-disk 
and floppy-disk subsystem said 
to plug directly into standard 
Motorola, Inc. VMEbus back- 
planes. 

The Mass Storage Module 
(MSM) incorporates industry- 
standard drives to provide up to 
either 42M or 84M bytes of for- 
matted Winchester capacity and 
720K bytes of formatted floppy 
capacity, the vendor said. The 
MSM-42 is priced at $1,990, 
and the MSM-84 costs $2,490. 
Force Computers 
3165 Winchester Blvd. 
Campbell, Calif. 95008 
408-370-6300 


Sigma Information Systems has 
announced a controller designed 
to interface as many as seven 
small computer systems inter- 
face (SCSI) drives to a Digital 
Equipment Corp. Microvax II, 
Microvax 3000 or LSI-11 Q-bus 
system. 

Designated the SDC-RQD11- 
SCSI, the product reportedly in- 
terfaces SCSI disk drives of any 
size and data rate to all standard 


DEC operating systems without 
modification. 

Functions include seek opti- 
mization and overlap seek, as 
well as a connector that inter- 
faces drive functions to a front 
panel. The device costs $1,425; 
quantity discounts are available. 
Sigma 
3401 E. La Palma Ave. 
Anaheim, Calif. 92806 
714-630-6553 


Processors 


A multiuser, Unix-based com- 
puter, capable of serving 132 de- 
vice ports, has been introduced 
by Point 4 Data Corp. 

Dubbed the Mark 2000, the 
system uses reduced instruction 
set computing technology and a 
64K-byte cache for instructions. 
Memory is reportedly expand- 
able in 8M-byte increments to 
48M bytes. 

Packaged in a tower-style 
cabinet, the basic system in- 
cludes a 14 million instructions 
per second CPU, 8M bytes of 
memory, a 376M-byte small 
computer systems interface disk 
drive and an Ethernet controller. 

Pricing starts at $54,500, 


SYSTEMS & SOFTWARE 


with shipments scheduled to be- 
gin this month. 

Point 4 

15442 Del Amo Ave. 

Tustin, Calif. 92680 
714-259-0777 


I) 


Mark 2000 supports up to 
132 device ports 


A fault-tolerant Unix-based 
workstation has been introduced 
by Concept Data Resources. 
Hyperstation runs on AT&T 
Unix System V, Release 3. A 
standard configuration supports 
32 users and incorporates 32M 
bytes. 
It is priced from $30,000. 
Concept Data Resources 
8 W. 38th St. 
New York, N.Y. 10018 
212-302-7663 
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DB/DC TECHNOLOGY, 


KNOWLEDGE BASE SUPPORT, 
AND OPTIMUM PERFORMANCE. 
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COMPUTERWORLD 


NEW PRODUCTS — 
SOFTWARE 


System software 


On-Line Software International, 
Inc. has announced an enhanced 
version of its system repair and 
diagnostic tool for IBM CICS. 

Stabilize 3.0 is a menu-driven 
program that automatically de- 
tects and repairs storage viola- 
tions, system abends and loop/ 
wait conditions. The product re- 
portedly offers improved control 
to operators who may not be fa- 
miliar with CICS system pro- 
gramming and includes English 
text descriptions and report- 
generation capabilities. 

The software is available for 
IBM MVS, MVS/XA and DOS/ 
VSE, and pricing ranges from 
$19,000 to $44,000 for a per- 
manent license, depending on 
the operating system. 

On-Line Software 

Fort Lee Executive Park 
2 Executive Drive 

Fort Lee, N.J. 07024 
800-526-0272 


Applications 
packages 


Interactive Software Services, 
Inc. has announced that its finan- 


cial management software sys- 
tem is now available to run on 
IBM Application System/400 
and System/38 platforms. 
According to the vendor, the 
Insight/Financial Management 
System incorporates several ac- 
counting modules, including gen- 
eral ledger, accounts payable, 
accounts receivable and pur- 
chasing. The complete system is 
priced at $45,000, and pricing 
for individual modules ranges 
from $10,000 to $16,000. 
Interactive Software 
Suite 306 
4824 N. Scott St. 
Schiller Park, Ill. 60176 
800-288-8550 


Financial management software 
for Digital Equipment Corp. 
VAXs was announced by Pied- 
mont Systems, Inc. 
PSI-Financials Applications 
Software includes modules for 
accounts payable, accounts re- 
ceivable as well as general ledger 
and reporting. Pricing ranges 
from $22,500 to $33,500. 
Piedmont Systems 
P.O. Box 606 
Middleton, Mass. 01949 
508-774-4223 
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Above you'll find a complete shopping list of all the DBMSs which 
provide text and data integration, distributed processing, integrated 
DB/DC technology, knowledge-based support, and optimum 
performance. 
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Onlyone 
sottware 
company can 


lead you 


into the next 
millennium. 





To meet the challenges 
that await you in the next age of com- 
puting, it only makes sense to follow 
an experienced guide » A company 
with a proven track record of 
success, leadership and techno- 
logical achievement = 

McCormack & Dodge is 
just that company = We can point to 
a 20-year history of leadership in 
Human Resource and Financial 
software = A history marked by ac- 
complishments like the first truly 


integrated processing environment, 


Millennium’ The first DB2 
systems development tool from 
an applications software vendor. 
And now, the first true SAA 
workstation = 

Call 1-800-343-0325 and 
ask for our white paper which de- 
scribes in detail how McCormack & 
Dodge is dealing with your concerns 
about SAA = 

You'll find out why our 
20 years of success is just what you 
need to face the next 20 years of 


change = 


20 YEARS OF SUCCESS IN FINANCIAL AND HUMAN RESOURCE SOFTWARE. 


M‘Cormack & Dodge 


f 
The Dun Bradstreet Corporation 





Kree 
storage 


Hor YOUr 


Storage. 


At 3M, we want you to try our formatted 
diskettes for IBM PCs;* so we're maki 


a terrific offer. First, we'll sell them to you 
for the price of our regular ones. Then, 


just to make sure you can't refuse, we'll 
also give you a free Flip’n’ File” to store 
them in. So look for the specially marked 
boxes at participating dealers. 


Formatted for the IBM PC, XT,™ AT,* compatibles, and IBM PS/2* Offer good while supplies last. 
“Flip 'n’ File” is a registered trademark of Innovative Concepts, Inc. 


©3M 1989 
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Letting your PC do the walking 


US West compresses tts far-flung telephone directories onto CD-ROMs 


MICRO 
BITS 


Douglas Barney 


One lump 


Someone’s 
got to lose. 
Television 
sports programs 
always show 
prefight inter- 
views with box- 
ers. This way, we can see what 
they look like before the lumps 
rise. It’s always the same story. 
The fighter being interviewed 
boasts that he is going to win, 
even if he happens to be taking 
on a more youthful Marvelous 
Marvin Hagler or Mike Tyson 
and is in for a beating. 

The battle for cooperative 
processing business will be like a 
championship boxing match. 
Someone’s got to lose. 

With cooperative process- 
ing, a lot of stuff runs on the per- 
sonal computer, and a lot of 
stuff runs on some kind of a host. 
IBM loves it because it can sell 
both ends of the pipe. On the PC 
side, it’ll sell you an Intel 
80386-based system with 8M to 
12M bytes of random-access 
memory. Of course, that is not 
nearly enough power. You'll 
also need a PC server, an Appli- 
cation System/400 or 370 
mainframe to get the job done. 

Mainframe software houses, 
some of which have been deteri- 
orating rapidly, also love it be- 
cause it gives users reasons to 

Continued on page 38 


SRA Keen Keiroie 


BY DOUGLAS BARNEY 
CW STAFF 


DENVER — Most of us either 
thumb through a book or swal- 
low our pride and call directory 
assistance to get a telephone 
number. 

US West has a better idea: 
Let your computer do the walk- 
ing. In this case, your personal 
computer had best have a com- 
pact disk/read-only memory 
(CD-ROM) player, because you 
are going to get enough phone 
numbers to hog 600M bytes of 
disk space if conventionally 
stored. 

Instead of asking people to 
upgrade their hard disks or make 
room for 600 floppies, US West 
took this information, com- 


pressed it and slapped it onto a 5- 
in. CD-ROM disk. These disks 
are just like the ones holding 
Frank Sinatra’s music. 

The system, called US West 
Locator Plus, is a series of disks 
updated every month. The US 
West offering is typical of what 
several telephone companies are 
doing with directories. The sys- 
tem has more than 12 million 
names, with private residences 
and businesses that cover most 
of the western U.S. Users must 
acquire their own computer sys- 
tem and CD-ROM drives. 

Locator Plus customers are 
not your typical phone callers. 
People who pick up this $5,000- 
to $13,000-a-year system are 
heavy directory assistance users 
such as credit firms that endless- 


ly match phone numbers with 
names on credit card slips. 

There is a surprising array of 
companies that use the system, 
said Bill Farrell, new product de- 
velopment manager at US West. 
High school reunion organizers, 
magazine fulfillment houses, 
banks, retailers and police de- 
partments are all using the sys- 
tem. 


Not a lone wolf 

US West did not do this alone. 
The firm contracted with 
Dataware Technologies, Inc. in 
Cambridge, Mass., which pro- 
vides data access software and 
algorithms to compress and in- 
dex the data. With the Dataware 
software, users can search 12 
million records and get a re- 





IS meets the mavericks 
of desktop publishing 


BY ELLIS BOOKER 
CW STAFF 


CHICAGO — Desktop publish- 
ers can be found sprinkled 
throughout the departments of 
many large corporations. They 
are the ones putting out those 
eye-catching publications, pre- 
sentations and marketing mate- 
rials that have helped add pa- 
nache to the look of corporate 
America during the past couple 
of years. 

But like the personal comput- 


ers on which these publishing 
programs run, desktop publish- 
ing entered the corporate world 
in a haphazard fashion, which 
presents a worrisome issue for 
information systems executives 
looking at long-term issues of 
standards and companywide 
computer integration. 

The recent Corporate Elec- 
tronic Publishing Systems 
(CEPS) ’89 conference here 
tried to address these issues, of- 
fering a program track targeted 
at executives and devoted to the 
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relationship of IS to desktop pub- 
lishing. 

“Corporate electronic pub- 
lishing is happening at a number 
of levels in corporations, and the 
most apparent is at the desk- 
top,” said Evelyn Selzer Wilk, 
president of ESW, a Chicago- 
based office technology consult- 
ing firm. 

“Because it came in first on 
the Macintosh, MIS didn’t pay 
attention,” Wilk said. “Now, 
they turn around and say, ‘My 
God, there are 50 Macs out 
there,’ and they realize they 
must support these applications 
and grasp their functions.” 

This scenario is the rule, Wilk 
said, although some in IS are 
thinking ahead toward integrat- 
ing desktop applications with 
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spense in less than a second. 

The interface is simple, with 
few pop-up or moving windows, 
Farrell said. Despite the clean 
look, the system can perform 
some pretty sophisticated que- 
ries. Users can, for instance, ask 
for all the Smiths who live in a 
particular area code or who also 
have the first name John. 

This is not US West’s first 
crack at easing directory assis- 
tance hassles. An earlier dial-up 
system was squashed by the U.S. 
Department of Justice because it 
violated the consent decree that 
determines which services spin- 
offs from AT&T can provide. So 
instead of bringing the custom- 
ers to the database, US West 
brought the database to the cus- 
tomers. This approach is ap- 
proved by the Justice Depart- 
ment, Farrell said. 

Another group within US 
West continues to work on a sys- 
tem that will put the Yellow 
Pages on optical disks. 


companywide functions. 

“T see a weak interest in inte- 
gration, but interest in electron- 
ic publishing is at an all-time 
high,” said Michael Waitsman, 
chief executive officer of Synthe- 
sis Concepts, Inc. 

Most companies, he said, are 
willing to let desktop publishing 
— Waitsman prefers the term 
“corporate electronic publish- 

Continued on page 38 


e FTD picks a bouquet of 
powerful PC-hased systems. 
Page 37. 

e What do you get when you 
cross a mouse with a key- 

| board? See answer page 37. 


IMS DB/DC onaPC! 


Micro Focus COBOL/2 Workbench™ with the IMS Option: IMS and MORE on a PC Workstation! 


Relieves the Mainframe of 
TSO/BTS/SPF Burden 

Visual Source Code Debugging 
ANIMATE your code and watch 
it run. Unique and powerful! 
Programmer can control execu- 
tion path and data content. 
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Immediate System Regeneration 
DBD, PSB, MFS, ACB Gens 
in seconds! 


Offload IMSVS, CICSVS, CICS- 
DL/I, COBOL, SPF, DB2 
Consistent subsecond response 
time 


© Installed in major Fortune 1000 
Data Centers worldwide! 

For the most efficient devel 

your mainframe IMS D 

tions, call us now. 


1-800-872-6265 


ent of 
applica- 


COMPUTERWORLD 


US: 2465 E. Bayshore Road 
Palo Alto, CA 94303 
(415) 856-4161 


MICRO FOCUS’ 
A Better Way of Programming™ 





iS the last 
trade-in 
you ll ever 


Since the DEFINITY™ 75/85 Communications System is designed to be the last communications 
system you'll ever need, we designed a trade-in offer to help move your company’s communications 
system into the future. 

The DEFINITY 75/85 system adds on modules to add lines from 40 to 30,000. Along with room 
for all the sophisticated capabilities you need. Or will need in the future. 

It makes obsolescence obsolete. 

And makes our special trade-in allowance even more special. If you currently have a system from 
one of our competitors, we'll take it off your hands and hand you a handsome credit allowance on your 
new DEFINITY 75/85 system in return. But this offer lasts only until September 1, 1989. 

So say goodbye to communication system obsolescence, and hello to DEFINITY 75/85 system, 
and also say hello to a trade-in offer to end all trade-in offers. 

Call your AT&T Account Executive, or call 1 800 247-1212, Ext. 279. 


=> Atel 
SS The right choice. 


© 1989 ATaT 
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Another look 
at end-user 
computing 


Every full 
moon, a lot of 
market re- 
searchers like to 
gather around a 
bubbling caul- 
dron of survey 
data and make predictions about 
the imminent demise of the in- 
formation or data center. Most 
often they talk about how end 
users are getting smarter and 
how they will take over some of 
the traditional duties of informa- 
tion services professionals. 

I came across yet another 
study on end-user computing re- 
cently, but this one has a re- 
freshing twist — mainly because 
it does not foresee that end- 
user computing will bring toil 
and trouble for IS. In fact, this 
report concludes that end-user 
computing eventually pays divi- 
dends to the IS department. Ac- 
cording to The Diebold Group, 

a management consulting firm in 
New York, end-user computing 
is expanding rather than curtail- 
ing the scope of the information 
services function. 

With so many flavors of end- 
user computing, it is probably in- 
evitable that IS would have to 
broaden its support capabilities 
rather than decrease them, ac- 
cording to Chester Frankfeldt, a 
senior associate at Diebold. 
Frankfeldt coordinated an evalu- 
ation of key technologies for 
Diebold and from that study was 
able to spot several end-user 
computing trends. 

IS is supporting an increas- 
ingly diverse group of end users, 
ranging from those who use 
stand-alone PCs to those who 

Continued on page 39 
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3-1) graphics serve many uses 


ANALYSIS 


BY MICHAEL ALEXANDER 
CW STAFF 


Three-dimensional computer 
graphics systems, long consid- 
ered the special-purpose design 
tools of engineers, are increas- 
ingly being used by manufactur- 
ers for their nontechnical, com- 
petitive benefits. That is the 
main conclusion of a recently 
published study conducted by re- 
searchers at KPMG Peat Mar- 
wick & Co. on behalf of Silicon 
Graphics, Inc. 

KPMG Peat Marwick’s con- 
sultants visited five manufactur- 
ers in the U.S. and abroad to 
study how 3-D computing was 
being used in the industry. The 
team found that such manufac- 
turers as Chrysler Motors Corp. 
in Detroit and Douglas Aircraft 


Co. in Long Beach, Calif., were 
using 3-D computing systems to 
reduce development costs, in- 
crease productivity, improve 
product quality, deliver new 
products to market faster, in- 
spire innovation and reap other 
benefits. 

The study noted that most 
manufacturers using 3-D com- 
puting were able to reduce the 
length of time on a project by at 
least 20% to 30%. Time savings 
resulted in a faster market intro- 
duction because 3-D computing 
eliminated much of the design 
reviews, tests and engineering 
change orders that the new 
products typically require, the 
consultants said. 

3-D computing also contrib- 
utes to better product quality be- 
cause of enhanced design work, 
automated model building and 
graphics simulation of manufac- 


turing techniques, the consul- 
tants found. 

Karsten Manufacturing Corp. 
in Phoenix, one of the five com- 
panies that was studied for the 
report, uses 3-D computing sys- 
tems to improve the design and 
manufacture of its highly regard- 
ed Ping golf clubs, according to 
Derick Balsiger, a design engi- 
neer at Karsten. 

“We didn’t go to this system 
for speed or turnover on design 
but to get higher accuracy and 
better design,” Balsiger said. 
“Now, we’re getting computer 
models to see if we like the prod- 
uct and to use physical proper- 
ties such as weight and inertia to 
evaluate the design.” 

The company also improved 
the quality of its golf irons be- 
cause 3-D computing allowed 
the designers to develop clubs 
that required less time to hand- 


FTD picks multifaceted PC bouquet 


ON SITE 


BY RICHARD PASTORE 
CW STAFF 


DOWNERS GROVE, Ill. — 
Flower power will take on a new 
meaning in the 1990s. That is 
when FTD florists will begin 
flexing the muscle of Mercury 
3000, a powerful multiuser, mul- 
titasking, personal computer- 
based system. 

Mercury 3000 will permit 
Florists’ Transworld Delivery 
Association (FTD) members to 
simultaneously run off-the-shelf 
business applications such as 
spreadsheets, access a member- 
ship directory service and trans- 
mit and receive retail orders, 
said Robert Poirier, director of 
operations at FTD subsidiary 
Floral Network, Inc. 

Now in beta testing, the sys- 
tem consists of Unisys Corp. 
PW2 Model 850 PCs running 
Digital Research, Inc.’s Concur- 
rent DOS 386 operating system. 
The 16M-byte Intel Corp. 


Putting your money 
where your mouse Is 


BY RICHARD PASTORE 
CW STAFF 


Several years ago, only a mad 
scientist would have thought of 
crossing a mouse with a key- 
board. But today, this bizarre hy- 
brid has come to life as a versa- 
tile peripheral for IBM Personal 
Computers and compatibles. 
The Powermouse from Pro- 
hance Technologies, Inc. in Sur- 
nyvale, Calif., sports a 40-key 
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built-in key pad. Each user-defin- 
able key can incorporate up to 
six different functions built from 
a virtually unlimited number of 
keystroke steps, according to 
Nancy Hartsoch, the company’s 
director of marketing. 

For example, a copying-and- 
moving function of Lotus Devel- 
opment Corp.’s 1-2-3 that tradi- 
tionally requires 52 keystrokes 
to perform can be knocked off 
with four clicks of the Power- 


80386-based PCs will be located 
in the florist shops and linked by 
dial-up 800 service to a Unisys 
1100/74 mainframe here. 

“We selected this system be- 
cause we felt it provided 
the flexibility, growth op- 
portunity and power that 
we wanted to put in the 
hands of our florists,” 
Poirier said. Being able 
to run individually chosen 
business applications 
with retail applications 
lets the florist customize 
the system to meet his 
own business needs. 

The technology selec- 
tion process consumed 
nearly a year’s time. ‘We 
probably looked at 20 to 
25 vendors all across the 
country before we decid- 
ed” on the Unisys PCs, 
Poirier said. “What it 
came down to was that Unisys 
was providing a quality product 
with a well-known name, and it 
was the right technology at the 
right price.”’ Floral Network al- 


mouse, Hartsoch said. 

With such keystroke consoli- 
dation, “Productivity speeds can 
be anywhere from three to 10 
times faster, depending 
on complexity,” Hart- 
soch said. “The more 
complex the task, the 
more productivity you 
gain. ” 


Reducing the need to 
move from mouse to key- 
board frees users to concentrate 
more on the task at hand and less 
on the hand itself. “I’ve run 
whole sessions where I haven’t 
taken my hand off the mouse to 
use the keyboard,” said John 
Couleur, a Los Gatos, Calif.- 
based computer consultant and 
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ready owned the Unisys host. 
The Digital Research operat- 
ing system won out over four or 
five competitors because ‘our 
technical people felt that Con- 


FTD will use Mercury 3000 to speed up floral 
arrangement deliveries 


current DOS would be our best 
and most flexible choice for the 
future,” Poirier said. 

Mercury 3000 is a new-gen- 
eration system for Floral Net- 


Powermouse user. 

Users can also cut down on 
their mouse mileage by execut- 
ing many commands and picking 

up tools without having 
to first move the mouse 
to the edge of the screen. 
Couleur, who uses the 
unit with Autodesk, 
Inc.’s Autocad on an 
IBM PC AT, said mouse 
movement had been re- 
duced by at least 80%. 

The mouse’s keys come pre- 
programmea for common 
spreadsheet functions such as 
opening a window, editing data, 
copying a range and moving a 
column. Users can redefine the 
keys for use with other applica- 


grind the edges on an iron after it 
had been cast. Previously, hand- 
grinding operations removed the 
excess “flash” on an iron’s part- 
ing line and tended to take off 
some of the iron’s precision. 
Now, the irons are hand-ground 
in less time and are more accu- 
rate, Balsiger said. 

KPMG Peat Marwick’s man- 
agement consultants also noted 
that companies using 3-D com- 
puting were better equipped to 
meet the diverse needs of their 
clients, whether inside or out- 
side of the organizations. The 
team said that engineers at the 
National Aeronautics and Space 
Administration’s Ames Re- 
search Center in Mountain 
View, Calif., for example, were 
able to download extensive 
amounts of data run on Cray Re- 
search, Inc. supercomputers 
into a 3-D workstation in which 
the information could be assimi- 
lated and presented in ways that 
nontechnical users could under- 
stand. 


work. Mercury 2000, which the 
new technology will replace, was 
a mixed bouquet assembled from 
different vendors, including Zen- 
tec Corp. and Televideo Sys- 
tems, Inc. “There was a dumb 
terminal with a processing 
board, no disk and limited memo- 
ry,” Poirier said. Multi- 
tasking was not possible. 
“Mercury 3000 is our 
first real [implersenta- 
tion] of an intelligent sys- 
tem.” 

Of the 24,000-plus 
FTD florist shops, 
14,000 now use Mercury 
2000. Poirier said he ex- 
pects from 500 to 2,000 
of them to opt for the 
3000 in the next two 
years. Ten, beginning in 
October 1991, Floral 
Network plans a com- 
plete replacement of the 
Mercury 2000 system 
with the new technology. 

Once in gear, the 
changeover will be speedy, ac- 
cording to Poirier. ““We put the 
2000 out at a rate of 500 a 
month, and we expect to follow a 
similar pattern with the 3000.” 


tions by editing, deleting or add- 
ing to the disk-based key defini- 
tion tables. Couleur said he had 
no trouble reprogramming his 
unit for use with Autocad. 

The Powermouse can be used 
with the IBM PC, XT, AT, Per- 
sonal System/2 and true compa- 
tibles running DOS 2.0 or high- 
er. It plugs into an RS-232 serial 
port and consumes 20K bytes of 
random-access memory. The 
product costs $199. 

The company plans to intro- 
duce predefined key tables for 
computer-aided design and desk- 
top publishing applications, as 
well as a “baby mouse” with 
fewer keys for users requiring 
less functionality, Hartsoch said. 
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buy old software. They just can’t devel- 
op interfaces worth a darn. Most PC ven- 
dors dread the thought of dealing with 
mainframes, minicomputers or any other 
systems that demand such things as data 
integrity, security or the ability to handle 
more than one request at a time. But 
they do develop software that people can 
stand to look at. These are the two 
camps that will enter the ring. 

In an interesting exercise to test the 
predictability of their responses, I called 
more than 10 companies, both PC- and 
host-oriented, and asked which has the 
advantage in cooperative processing. 
Similar to their boxing brethren, each 
side is ready to claim victory. 

Mainframe vendors say the tough job 
is the host side. These things are not just 
expensive; they are complicated, too. 

PC vendors say having a large installed 
base is critical. The only thing left to do 
is to connect effectively to back-end com- 


ITTLE cooperative 

software has actually 

shipped, so all users 
can do is wait with beta 
breath. 


puters running mysterious chunks of 
code with such names as VM, MVS, 
CICS, TSO, OS/400, DB2, SQL/DS and 
other colorless acronyms. Little coopera- 
tive software has actually shipped, so all 
users can do is wait with beta breath to 
test the products and deflate these over- 
confident vendors. 


Gross but mild umbrage. When ef- 
fervescent programmer Bill Gross gets 
into a project, he goes whole hog. The 
developer of the award-winning Hal, 
which blends a natural-language inter- 
face with Lotus’ less natural 1-2-3, is the 
father of Magellan, Lotus’ most recent 
— and perhaps most fun — product ever. 
This column recently praised and dis- 
paraged Magellan, much like a car with a 
big engine — great handling, but no 
brakes. Magellan has brakes, but this 
text-searching, data-gathering, applica- 
tion-launching utility will have difficulty 
keeping up with ever-changing file for- 
mats and, particularly, graphics files. This 
would be exacerbated (a college word for 
made worse) by Lotus’ closed attitude to- 
ward its 1-2-3 Release 3.0 file format. 
Overall, the argument was almost 
100% correct, give or take 20% or so. 
The 20% has to do with Lotus’ stance on 
the Release 3.0 format. According to 
Gross, who did some swell digging, Lo- 
tus will make this file format public in a 
soon-to-be-released book. This will al- 
low add-in makers to products 
that work with Release 3.0 and will help 
programs deal with the new file format. 
What Lotus maintains will be tough to 
clone is the functionality of Release 3.0. 
Gross adds that Lotus will ship new 
file viewers in batches of 10 for Magellan 
users and is working on viewers for 


Barney is a Computerworld senior editor, PCs & 
workstations. 
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ing” — continue independently. Any 
drive for integration, he said, is coming 
from the bottom up, as users want access 
for data to be resident in hosts, thus 
avoiding reentering information and du- 
plication of effort. 

At longtime Macintosh site A. T. Kear- 
ney, a management consultancy here, in- 
tegration has not been an issue. ““We have 
a 1-year-old 3Com Corp. local-area net- 
work for the 11 Macs in the production 
department, and right now we’re consid- 
ering adding a large file server to it — 
—- a DEC VAX,” Said Pat McNa- 
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McNamara said the firm is considering 
links among its four 3Com networks. But 
there is no plan to link the production de- 
partment Macs to the IBM mainframe, 
which handles accounting applications. 

David Henry Goodstein, CEPS confer- 
ence chairman and Interconsult, Inc.’s 
president, agreed that some users are 
reaching the limits of isolated systems 
and now want access to corporate re- 
sources contained in host computers. But 
a number of IS managers are under pres- 
sure to move existing paper-based infor- 
mation such as documentation to on-line 
systems, Goodstein said, adding that this 
will require strategies for accommodating 

el desktop publishing. 

Caterpillar Tractor Co. in Peoria, Ill., 
has tried to integrate desktop, depart- 
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for some time. But according to Tom 
Moore, project leader in the company’s 
shown at the CEPS show did not offer any 
simple solutions. “I didn’t see any prod- 
ucts for desktop to corporate-level inte- 
gration at CEPS,” Moore said, adding 
that he has yet to find a solution for taking 
text and graphics across all three levels. 

For now, Moore said, Caterpillar uses 
a consistent coding scheme for all text 
files so that source text can be moved be- 
tween different hardware platforms, 
which now include users on stand-alone 
PCs as well as PCs and IBM Personal Sys- 
tem/2s linked to an Atex, Inc. 8000 pub- 
lishing system and an IBM 3090 main- 
frame. 
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Management 


You can't please everybody. But when it comes to 
Mainframe and Midrange accounting software, more 


than 1,500 of the world’s best-managed companies agree: 


Global’s systems are best. 

Global’s fully-integrated accounting products are real- 
time, easy to use, and resource efficient. They have been 
proven in everyday use. So you get the best of both 
worlds—superior, advanced technology plus rock-solid 
reliability. And Global’s unique S*W*A*T™ (Software 
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WAIkThrough) guarantees successful implementation, 
usually within 90 days. 
You can get accounting software from 
other vendors. Global delivers accounting 
software designed for world-class compan- 
ies. And only Global Software goes to the 
ends of the earth to support you. 
Maybe that’s why thousands of users sing our praises. 
While the other guys are singing the blues. 
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work on minicomputer and mainframe 
networks. Each of these groups has 
unique needs that must be supported. 
Local-area networks require greater lev- 
els of support than what many IS profes- 
sionals may realize at first, Frankfeldt 
points out. What’s more, he adds, sup- 
porting end users on LANs will be even 
more time-consuming. 

“‘As PCs mature, and LANs in partic- 
ular, people would like to be able to get to 
information in the enterprise,” Frank- 
feldt says. “‘That’s not going to happen 
from an end user sitting in a department. 
IS will be responsible for the information 
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architecture that would allow access to 
the enterprise’s data. 

“They will also spend more time 
building the interface between the envi- 
ronment that the user sees on the PC 
and the data that is relevant to end us- 
ers,” Frankfeidt predicts. 

Another trend identified by The Die- 
bold Group is that as end-user computing 
matures, end users will become produc- 
ers as well as consumers of information 
services. That’s not so surprising if you 
consider that end users are already using 
off-the-shelf software to create applica- 
tions for themselves as well as others 
within the organization. 

The management consultancy, how- 
ever, Says it believes that emerging tech- 
nologies such as dynamic document pro- 


cessing and hypertext will require added 
support from IS. End users will need 
help in acquiring and using technology 
that enables them to produce and revise 
documents on a continual basis as well as 
provide the distribution capabilities the 
users need. 

End users will be more apt to provide 
others with information they have gener- 
ated in the form of a formatted document 
without assistance from a publications 
specialist, thanks to desktop publishing 
tools and ‘‘compound documents” en- 
compassing text, sound and still or mov- 
ing images, the consultants say. 

At one time, an end user received 
computed results that were fixed in 
schedule and format, Frankfeldt ex- 
plains. “Subsequently, he could run appli- 


Kennametal 

Kennecott Utah Copper 
Kennestone Hospital 

Keystone International 
Kintetsu World Express 
Kuchenaid 

Konica Business Machines 
Kro: 

LB Foster 

LM Ericssson 

L'Assurance Vie Desjardins 
La-Z-Boy Chair 

Lafayette General Medical Center 
Lamson & Sessions 

Land O° Lakes 

Landmark Insurance (UK) 
—angston-Molins Group 
Lasaile Steel 

Lawson Products 

Lawyers Title Insurance 

Lear Siegler - Satellite Division 
Leasametric-Instrument Rentei 
Lend Lease Trucks 

Lennox Industries 

Lever Brothers 

Leviton Manufacturing 
Lexitron 

Life Insurance-Southwest 

Life Insurance of Virginia 

Life Savery Manufacturing 
Life Technologies 

Lipton Management 

Liquid Air 

Little Company of Mary Hospital 


vH 
Ex 


ual C. 
Lutheran General Hospital 
Lynch Communication Systems 
M-Tech CSD - Information 
ing 
M ks 
Macmillan Publish, 


' AP Memori 

Manhattan Life Insurance 

Manor Care 

Marcus Loew Booking Agency 

Maremont 

Marion Manufacturing 

Markem 

Marriott 

Marsh and McLennan 

Marsh Supermarkets 

Marval & O'Farrell 

Mary Kay Cosmetics 

Mass Merchandisers 

Massachusetts Mutual Life Insurance 

Mastercard International 

Matheson 

M~sushita Electric Corporation 
of America 

Max Factor & Company 

Mayflower 

McCarter’s-Union Underwear 

McCormick & Company 

McDonnell Douglas 

MCI Telecommunications 

McJunkin 

McMaster-Carr Supply 

Mead 

Mediatech 

Mediflex Systems. 

Memorex 

Mercantile Trust 

Mercedes-Benz of North America 


i 


Science America 


Meritor Credit 

Met jitan Transit Commission 
Miles ories. 

Miller Brewing 
Minneapolis Star and Tribune 
Mitsubishi Electric (UK) 

Mobil Oil Southern Africa 

Mohasco Carpet 

Molins Tobacco Machinery 

Monarch Capital 

Monarch Life Insurance 

Monroe Systems for Business 
Montefiore Hospital & Medical Center 


Mother Frances Hospital 
Motorist Mutual Insurance 
Motorola 

Muhlenberg Hospital 
Multiple Computer Services 
Murata Erie North America 
NL, Laboratories 

Nabisco Group 

Nabisco Brands 

Nabsico Confections 

Nalco Chemical 


ional Car Rental System 
National Education Association 
jal Fire Protection Association 


New Balance Athletic Shoe 

New Century Beverage 

New Hampshire Insurance Group 
New York Times 


No pt Republic 

Norwest Technical Services 
Norwich-Eaton Pharmaceutical 
Noxell 

Nutrasweet 

Nynex Information Resources 
Olan Mills of Tennessee 

Old American Insurance 

Olin 

Olympic Stain 

Omark Industries 

Onan 


Oneida 
Options Clearing 
Ore-Ida Foods 
Oster / Sunbeam Appliance 
Our Lady of Victory Hospital 
Oxford Indsutries 

ter 
Pacific Telecom 
Packaging Corporation of America 
Parker Brothers & Company 
Parker Hannifin 
Pearle Health Services 
Peavey Electronics 
Pennsylvania House 
Pennsylvania Truck Lines 
Pennzoil 
Penrose Hospital 
Pepperidge Farm 
Pepsi Cola Food Service 
Pepsi-Cola Bottling 


Pepsi-Cola USA; Franchise Division 
Pepsico 


Peter Kiewit and Sons 
Philips Industries 
Phillips Petroleum 
ker 

Pillsbury 
Pioneer Hi-Bred International 
Playtex 
PMC Specialties Group 
Polychrome 
Port Authority of New York & 

w Jersey 
Pratt & Whitney 
Premark International 
Proctor Silex 
Provident Bancorp 
Prudential Assurance 
Publishers Clearing House 
Puerto Rico Communications Authority 
Puerto Rico Marine Management 
Purina Mills 
Purcolator Products 


Qualex 

Quality Mills 

Quantrum Chemicals 

Quebec & Ontario Paper 
Quicktrip 

Quotron Systems 

R & G Sloane Manufacturing 
R.G. Barry 


Regional West Health Services 
Renault Argentina 
Renfro Hoisery Mills 


it to men 

Riverside Healthcare Association 
Robert Allen Fabrics 

Robert Bosch 

Rockford Products 

Rohm & Haas 

Rorer Pharmaceuticals 

Royal Crown 


S B Thomas-Best Foods Baking Group 
SC Baptist Hospital 

Saks Fifth Avenue 

San Diego Health Associates 


Sandvik 

Sandy Hill 

Sara Lee 

Satellite Business Systems 
Saudi Arabian Airlines 


Sav-A-Stoy 
Schering-Plough 
Schnadig 

Schreiber Foods 
Schroder Bank & Trust 
SCM Chemicals 
SCM-Smith Corona 
‘Scor Reinsurance 
Senco Products 
Sentraawes Beperk 
Seven-U; 


3 P 
Shasta Beverages 


McCormack & Dodge 


Call or write today. 
Global Software, Inc. 1009 Spring Forest Road 


Raleigh, NC 27615 (919) 872-7800. 
Call Toll Free 800-366-7890 


General Ledger * Credit & Accounts Receivable Management 
Accounts Payable * Purchase Order + Fixed Assets * Standard Cost 
Order Entry, Billing, Inventory + Healthcare Management Accounting 

Hospital Materials Management + Global View ™ 


New York + Chicago + Dallas » Los Angeles + San Francisco + London 


JUNE 5, 1989 


Sheaffer Eaton 
‘Shell (Orman) 
Shell Canada-Crows Nest Resources 
Shell Capsa 
Shell Company of Thailand 
Shell Nederland 
Sheil Oil 
Shenandoah Life Insurance 
Sherwin Williams 
Sidif De Venezuela 
Siemens Energy & Automation 
Siemens Information Systems 
Siemens Medical Systems 
Siliconix 
Simmonds Precision Products 
Simpson Timber 
Sloan Valve 
Smith Barney Harris Upham 
and Company 
Snapper Power Equipment 
Society of the New York Hospital 
Software Innovations 
Solo Cup 
Sony 
Sotheby's 
South Carolina National Bank 
Southside Regional Medical Center 
Spartan Food Systems 
Special Metals 
St. Catherine's Hospital 
St. Francis Hospital & Medical Center 
St. John Medical Center 
St. Joseph's Hospital 
St. Jude Children’s Research Hospital 
M. 


it of America 


Sun Diamond Growers of California 
Sunbelt Coca Cola Bottling 

Sunday School Board 

Sungard Services 

Superior Coffee 

Swedish Hospital Medical 

Sweet Life Foods 

Swissre Holding 

Sydney Adventist Hospital 


Technical Consulting Services 
Telecredit 

Teleindustria Ericsson 
Telemecanique 

Telenet Communications 
Telerate 

Teletype 

Tenneco 

Terex 

Texas Commerce Bancshares 
The Wak Disney Company 
Thermo King Europe 

Thom McCann Shoe 
Ti-Card 


Tobler Suchard 
Tokai Bank of California 


Toledo Hospital 

Toledo Trustcorp 

Taro 

Trans World Airlines 

Transamerica Commercial Finance 

Triangle Pacific 

Trifari.Krussman & Fishel 

Trumph-Adler-Royal 

True Temper Hardware 

TRW Customer Service Division 

TRW Do Brasil 

TRW Fujitsu 

TRW-Steering & Suspense Division 

TSS-Seedman’s 

US Borax & Chemicals 

Uarco 

Ucecel 

Unijax 

Union Carbide Canada 

Union Memorial Hospital 

Union Planters National Bank 

Union Specia! 

Union Underwear 

Unison Industries 

Unisys 

United Air Lines 

United Jersey Banks 

United Services Automobile Association 

United Technology -Sikkorsky Aircraft 

Universal Foods 

University of Maryland Hospital Center 

Upjon 

U.S. Electrical Motors 

US Air 

Valuation Research 

Varityper 

Vecellio & Grogan 

Vendo 

Vermont American 

Vienna Beef 

Virginia Electric & Power 

Vision Service Plan 

Viasic Foods 

Volvo GM Heavy Truck 

WL Gore and Associates 

WR Grace Australia 

WR Grace Construction Products 

Wachovia Bank and Trust 

Wacker Siltronic 

Wagner Electric 

Wake Medical Center 

Walden Book 

Walker Manufacturing 

Warnaco 

Warner Lambert 

Warner-Lambert UK 

Warwick Insurance Managers 

Washington National Insurance 

Waters Associates 

WCI Appliance Group 

Wearever-Proctor Silex 

Weingarten Realty 

Weich Foods 

West Kootenay Power & Light 

West Nebraska General Hospital 

West Point Pepperell 

West Virginia University Hospital 

Western Pennsylvania Hospital 

Western Railroad Association 

Wetterau Foods 

Wetterau Foods- Save & Pack 

Wetterau Foods- Shop N Save 
Warehouse 

Withams Compames 

Wilson Jones 

WM Wrigley Jr 

World Carpets 

Wyle Data Services 

Yale-New Haven Hospital 

Yamaha Motor 

Yardley of London 

Yellow Freight System 

YHA 

Zale 


Accounting Software 


COMPUTERWORLD 


cations on demand, varying the data to 
analyze different business operations or 
scenarios,” he says. “‘Now the end user 
can develop the presentation format or 
even the entire application as desired 
with sophisticated media and tools. In so 
doing, he increasingly performs IS activ- 
ities without having a specialized IS back- 
ground but requires new types of sup- 
port for the IS function.” 

Diebold also has found that as end- 
user computing expands, the traditional 
services provided by IS decreases. Be- 
fore that transition takes place, however, 
IS often finds itself with more than it can 
manage in both supporting end users and 
carrying out its traditional duties. IS pro- 
fessionals should be aware that this 
“‘bulge’”’ in end-user and traditional re- 
sponsibilities can consume all of their de- 
partment’s resources, Frankfeldt says. 
But once through the bulge, the IS de- 
partment finds its budget is less con- 
strained, primarily because end users as- 
sume some of the financial burden. 


Alexander is a Computerworld senior editor, PCs 
& workstations. 


Wang offers 
a window 
with a view 


BY DOUGLAS BARNEY 
CW STAFF 


LOWELL, Mass. — Wang Laboratories, 
Inc. loves Microsoft Corp.’s Windows. 
The minicomputer maker recently an- 
nounced Clearview, a product that makes 
this easy-to-use interface even easier. 

Wang is strongly backing Windows be- 
cause the firm views it as an emerging 
standard, according to Dan Miley, manag- 
er of worldwide marketing for systems 
and communications products. In addi- 
tion, Windows looks and feels like the 
OS/2 Presentation Manager and the 
Open Software Foundation’s OSF/Motif 
— two other possible interface standards. 

Priced at $79, Clearview runs on top of 
Windows and works with existing Win- 
dows applications. The system is aimed at 
individual end users. It reportedly man- 
ages and organizes Windows applications 
and files in a manner that is compatible 
with the graphical look and feel of Win- 
dows. For example, instead of text-based 
file names used by the Microsoft Windows 
Executive file manager, users can have 
icons represent programs. In addition, 
Windows and non-Windows applications 
can be accessed from the same menu. 

In fact, icons can represent a variety of 
things, including executable files, sub- 
menus, applications or a user-selected 
combination of windows and icons similar 
to the way macros automate. 

Users can also determine where par- 
ticular windows will appear on-screen and 
modify their size. Multiple windows can 
be arranged in a variety of ways, including 
overlapping, an aligned grid or front-to- 
back. Once a user is pleased with the set- 
up, it can be saved. The next time the sys- 
tem starts up, the windows and icons will 
be just the way the user specified. The 
system interfaces to Wang’s Freestyle 
image processor. 
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Software applications 


packages 


Lotus Development Corp. has announced 
Lotus Manuscript 2.1, the latest release 
of the company’s word processing soft- 
ware program. 

According to the vendor, the program 
now includes shading features for high- 
lighting critical information as well as a 
file conversion utility. Version 2.1 is said 
to offer support for several printers, in- 
cluding Apple Computer, Inc.’s Laser- 
writer II NT/NTX and Hewlett-Packard 
Co.’s Deskjet Plus and Laserjet II-D. 


PCs & WORKSTATIONS 


PRODUCTS 


The product will cost $450, according 
to the company. Registered users of Ver- 
sion 2.0 may upgrade for $20 and regis- 
tered Version 1.0 users for $75, the com- 
pany said. 

Lotus 

55 Cambridge Pkwy. 
Cambridge, Mass. 02142 
617-577-8500 


is Services, Inc. has 

introduced a computer-aided piping engi- 

neering software application for IBM Per- 
sonal Computer users. 

Tata Micro-Pipe reportedly allows the 

engineer to determine basic design crite- 


“Future growth path? Flexibility? 


ria such as pipeline materials, pressure 
and temperature. Functions include pro- 
cess flow diagrams, piping and instrumen- 
tation diagrams, scheduling and pressure 
drop analysis. The sample version of the 
software is available for $50. 
Engineering Analysis 

691 N. Squirrel Road 

Auburn Hills, Mich. 48057 
313-377-4200 


Utilities 


A package of word processor macros that 
support the Standard Generalized Mark- 
up Language (SGML) document markup 
standard is now available from Allen 
Creek Software, Inc. 

Called Microtag, the macros were de- 


No sweat...we can add anything Noogie ever makes” 


Soe Ges Wee ee) Oe | Ree Ee dae - ee ae 


Data Communications, Inc. 


DATAPreference 


Unlike some companies, Leasametric lets you choose exactly the network products, PCs, and peeionte you need. From the 


best multi-vendor selection in the country. And get the best on-going service, too. Just call the 


etric office nearest you. 


Northwest: (800) 343-7368, (415) 574-5797 * Southwest: (800) 638-7854, (818) 708-2669 * Central: (800) 323-4823, (312) 595-2700 
Northeast: (800) 221-0246, (201) 825-9000 * Southeast: (800) 241-5841, (404) 925-7980 « London Office: O11 44 923 897 000 


© Leasametric, Inc. 1988 
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veloped for users who wish to continue 
using existing what-you-see-is-what-you- 
get word processors but find it increasing- 
ly necessary to product SGML docu- 
ments in parallel, the vendor said. It is 
available in versions for Microsoft Corp.’s 
Word and Wordperfect Corp.’s Wordper- 
fect and is priced at $49.95 per copy. 
Allen Creek Software 

1209 W. Huron 

Ann Arbor, Mich. 48103 
313-663-4248 


Overdrive Systems, Inc. has announced 
Version 2.0 of Overdrive 2, the compa- 
ny’s merge and document-assembly pro- 
gram for Wordperfect Corp’s. Wordper- 
fect and Microsoft Corp.’s Word word 
processing packages. 

The add-on package reportedly pro- 
vides a mergelink function for importing 
data directly from Ashton-Tate Corp.’s 
Dbase program as well as ASCII and word 
processing files. Features include pull- 
down menus and query-by form, and the 
product is priced at $149. 

Overdrive Systems 
Suite 260 


| 23811 Chagrin Blvd. 
| Cleveland, Ohio 44122 


216-292-3425 


| Board-level devices 


Profit Systems, Inc. has expanded its 
Flite series of memory and multifunction 


| boards for industry standard architecture 


microcomputers. 

According to the vendor, the Elite 16 
Plus Hypercache was developed for ran- 
dom-access memory-intensive operating 
environments, and features reportedly in- 
clude 16K bytes of static RAM high-speed 
memory cache and optional cache expan- 
sion to 32K bytes. 

The product operates on Intel Corp. 
80286, 80386SX and 80386 AT-based 
systems, including the IBM Personal Sys- 
tem/2 Model 30 286. Pricing ranges from 
$895 to $1,895. 

Profit Systems 

30150 Telegraph Road 
Birmingham, Mich. 48010 
313-647-5010 


FTG Data Systems has announced a light- 
pen interface for PC and AT bus systems. 
The PXL-380 Precision Light Pen Board 
half-size card provides a light-pen port for 
IBM Personal Computers and compati- 
bles, including the IBM Personal Sys- 
tem/2 Models 25 and 30. 

The device is said to support all IBM- 
standard text and graphics modes and is 
priced at $189. A five-year limited war- 
ranty is included. 

FTG Data Systems 
P.O. Box 615 
Stanton, Calif. 90680 
714-995-3900 


An 8M-byte memory expansion board for 
IBM Personal Computer AT-class users 
has been announced by Monolithic Sys- 
tems Corp. 

The Justram/ATW single-slot board 
provides from 1M to 8M bytes of extend- 
ed or expanded memory in 1M-byte in- 
crements and can backfill conventional 
memory to 640K bytes, according to the 
vendor. The product is priced from $725, 
and volume discounts are available. 
Monolithic Systems 
7050 S. Tucson Way 
Englewood, Colo. 80112 
303-790-7400 
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Now it's possible to do just about anything you can 


think of, faster than you can think. 

Introducing the COMPAQ DESKPRO 386/33 
Personal Computer. Never before has so much 
performance, expand- 
ability and storage 
been put into one 
desktop PC. And 
never before has one 
PC been capable of 
so much. 

Inside its new 
system unit, you'll 
find that our engineers 
have redesigned just about every component to 

deliver a minicomputer level of power with 
unmatched PC flexibility. 
So you can use it as a stand-alone 
PC, putting its power to 

work on the most 
demanding CAD/CAE, 
financial analysis, 
fatabase 
management 
and other 
personal 
productivity 
applications. 


A total of * 

eight expansion slots 

let you customize the system 
to your needs by expanding 
memory and choosing from Or you 
thousands of industry- 

standard expansion boards. can spread 


the power around, using the COMPAQ 
DESKPRO 386/33 as the driving force 
for a network or multiuser system. 

At the heart of the system is the 
Intel 386™ microprocessor. Running at 
a blazing 33 MHz, it works in concert 
with a series of technological advance- 
ments. Like a 33-MHz cache memory 
controller with 64K of high-speed 
static RAM. Interleaved memory archi- 
tecture. And the exclusive COMPAQ 


This high-performance combination 
delivers a 35% performance improvement in 


High-speed VGA graphics 
are built in. And for greater 
_— —. Se the 
: : optional COMPAQ Advanced 
Flexible Advanced Systems Architecture. Graphics 1024 Board. 


CPU-intensive applications over 25-MHz 386 
cache-based PC's. 
Or said another way, nothing will slow you 
down. No matter what you want to do. 
You can expand 


INTRODUCING “i 
THE COMPAQ standard slots free 
DESKPRO 386/332" 


32-bit slot. That leaves 
up to six industry- 


demands of 
the application you're using. 
If your job is particularly 
demanding, you can use up to 
five high-performance inter- 
nal storage devices to hola up 
to 1.3 gigabytes of data. And 
if that's not enough, bring 
total system 
storage to 2.6 


Built-in 

interfaces 

make it easy to connect pointing 
devices, printers, plotters or 


gigabytes with other peripherals without using 
the optional an expansion slot. 
COMPAQ Fixed Disk Expansion Unit. 

There's more. You can run MS-DOS", 
MS? OS/2, Microsoft® Windows/386 
and the XENIX” and UNIX” operating 
systems. Access memory over 640K 
under DOS with the COMPAQ 
Expanded Memory Manager that sup- 
ports Lotus/Intel*/Microsoft (LIM) 4.0. 
And speed through calculations with 
33-MHz Intel 387™ and Weitek 3167 
coprocessor options. 

All the new advancements engi- 
neered into the COMPAQ DESKPRO 
386/33 deliver an unmatched level of 
power, expandability and storage. 

To do anything you want. 


LOMPAL 


It simply works better? 





IN 386 PERSONAL COMPUTING, 
YOU'RE LOOKING AT 
THE MOST WANTED LIST. 


In 1986, Compaq introduced the world to personal 
computers based on the 386 microprocessor. 

Since then, we've made it possible for every 
level of user to work with this powerful technol- 
ogy. In fact, more people work with COMPAQ 
386-based PC's than any other 386's worldwide. 

Today, Compag offers the broadest line of 
these high-performance personal computers. 
Each delivers significant technological advance- 
ments developed by Compag engineers. Each 
delivers optimum performance for the needs of 
different users. And each is built to the highest 
standards for compatibility and reliability. 

For power-hungry users who want 386 
performance to go, the COMPAQ PORTABLE 386 
Personal Computer does things normally re rved 
for a desktop 386 PC. Without compromise. 

For people considering 286 desktops, the 
COMPAQ DESKPRO 386s Personal Computer is 
an affordable way to move up to 386 performance. 
And if you have a 286 that you've outgrown, the 
COMPAQ DESKPRO 386/20e Personal Computer 


is an easy step up to the power and capabilities of a 
20-MHz 386 machine. 

For the increasing needs of today's 386 users, 
the COMPAQ DESKPRO 386/25 Personal Com- 
puter offers advanced performance. And for those 
who desire the most power and expandability 
available in a desktop PC, the COMPAQ 
DESKPRO 386/33 stands alone. 

For a free brochure on COMPAQ 386-based 
personal computers and the location of your 
nearest Authorized COMPAQ Computer Dealer, 
call 1-800-231-0900, Operator 93. In Canada, 
1-800-263-5868, Operator 93. 

COMPAQ! COMPAQ DESKPRO 386s? COMPAQ PORTABLE 386°, 

It simply works better,” Registered U.S. Patent and Trademark Office. 
Intel? Intel 386 and Intel 387 are trademarks of Intel Corporation. 
Microsoft? MS? XENIX* and MS-DOS’ are trademarks of Microsoft 
Corporation. MS* Windows/386 and MS" OS/2 are products of 
Microsoft Corporation. UNIX" is a registered trademark of AT&T." 
“Registered U.S. Patent and Trademark Office. Product names 
mentioned herein may be trademarks and/or registered trademarks 


of other companies. COMPAQ DESKPRO 386/25 graphics ©1988 
Accent Software, Inc. ©1989 Compaq Computer Corporation. All 


rights reserved. Printed in the U.S.A. 
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Spectrum shows OS/2 version of Xcom 


DATA 


STREAM 
Patricia Keefe 


Building 
without a 
foundation 


Great idea. 
Lousy packag- 
ing. 

In many 
ways, the com- 
ponents that 
make up the ini- 

tial installment of IBM’s Sys- 
tems Application Architecture 
(SAA) were well worth the 
thumb-twiddling, finger-drum- 
ming two-year wait. But pretty 
concepts alone aren’t enough to 
sell corporate America. It’s the 
underlying structure that can 
trip up the best-laid product 

' Strategies and, in this case, just 
might. 

Last month, zippy colorful 
menus introduced many users to 
the first concrete reason they 
have seen to embrace the OS/2 
operating system and Personal 
System/2 hardware. 

The integrated Officevision 
software is truly the first step to- 
ward fulfilling IBM’s promise to 
tie users located anywhere on 
the enterprise into any of four 
strategic, but previously non- 
communicative, IBM hardware 
platforms. 

In particular, Officevision 
promises to rescue users from 
the screen-intensive Profes- 

Continued on page 48 





BY ELISABETH HORWITT 
CW STAFF 


NEW YORK — Users who con- 
sider IBM’s OS/2 Extended Edi- 
tion and LU6.2 as not only com- 
plementary but also necessary to 
each other got a helping hand 
last week when Spectrum Con- 
cepts, Inc. announced an OS/2 
Extended version of its LU6.2- 
based file-transfer software. 

Xcom 6.2 for OS/2 is “‘impor- 
tant because it provides indepen- 
dent LU support, allowing ses- 
sions over a Systems Network 
Architecture backbone for a va- 
riety of systems,” including all 
major IBM systems, Unix sys- 
tems and Digital Equipment 
Corp. VAXs, a Spectrum Con- 
cepts spokesman said. 

The software program is said 
to automate much of the file- 
transfer process, allowing users 
to carry on traditional, CICS-to- 


3270 sessions while the OS/2 
Extended workstation does bulk 
file transfer with one or more 
hosts over peer-to-peer links 
with the same or other hosts, the 
spokesman said. 

Chrysler Corp. is currently 
evaluating Xcom 6.2 for just 
such an application, according to 
Marty Cummins, who heads the 
auto maker’s LAN Connectivity 
Group. If all goes well, the prod- 
uct will allow programmers on 
Personal System/2s running 
OS/2 Extended to distribute 
software updates to some 6,000 
remote sites via an LU6.2-based 
connection with IBM main- 
frames, Cummins said. 

Chrysler is also considering a 
3270-based connection from 
Digital Communications Asso- 
ciates, Inc., but it would be bet- 
ter to use LU6.2 because “we 
don’t want to saturate the 3270 
system with LAN-based work 


Data View 
T1's fortune 


Nearly half of medium to large computer sites surveyed are using 
anni: inks 


SOURCE: COMPUTER INTELLIGENCE 


Installed 
and 
planned 


PERCENT OF SITES 
SURVEYED (BASE OF 
APPROXIMATELY 2,600) 


CW CHART: DOREEN DAHLE 


groups,” he added. 

Chrysler management con- 
sidered at one point the idea of 
using the OS/2 Extended serv- 
ers rather than mainframes as 
software distribution centers, 
Cummins said. 

“The problem is capacity: No 
one has figured out how many 
modems and servers would be 
needed, while we know the host 
is well-suited” to such an appli- 
cation, he added. 

Using OS/2 Extended servers 
and LU6.2 connections is likely 
to be part of “Phase 2 of 
networking” at Chrysler, Cum- 
mins said. Another potential use 
for Xcom 6.2 is as the foundation 
for a peer-to-peer, local-area 
network-based communications 
system between Chrysler and its 
dealers, he added. OS/2 Extend- 
ed servers would act as liaisons 
between a variety of third-party 
systems used by dealers and 


Chrysler hosts, which should not 
be accessible directly by third- 
party systems, according to cor- 
porate policy. 

Spectrum Concepts hopes by 
year’s end to have redesigned 
the entire Xcom 6.2 line to com- 
ply with the user presentation in- 
terface specified by IBM’s Com- 
mon User Access, the spokes- 
man said. A Microsoft Corp. 
OS/2 version of Xcom 6.2 will 
also become generally available 
at an undisclosed date. 

Xcom 6.2 for OS/2, scheduled 
to ship next month, costs $950. 


Inside 


e Chase Manhattan plays 
the field. Page 44. 

e Intelligent networks sizzle 
at Supercomm ’89. Page 45. 
e GM displays penny-saving 
technologies. Page 48. 


No safety net in sight 


Innovations leave systems to flirt with disaster 


BY MITCH BETTS 
CW STAFF 


WASHINGTON, D.C. — Some 
of the technical advances that 
long-distance carriers are pursu- 
ing to entice big-business cus- 
tomers are also leaving the na- 
tion’s telecommunications sys- 
tem more vulnerable to dis- 
ruption by accidents, natural 
disasters and sabotage, accord- 
ing to a National Research Coun- 
cil study. 

The May 1988 fire at a Hins- 


dale, Ill., central office, which 
disrupted numerous business 
networks, was an early warning 
sign that more attention should 
be given to building route diver- 
sity, redundancy and security 
into the public-switched net- 
work, the study said. 

Released by the research 
council last month, the report 
cited these trends as worrisome: 
e Long-distance carriers are of- 
fering business customers ac- 
cess to their network software 

Continued on page 45 


Computer System 


— Fax Integration 
is here today. 


it's called 
FAXCOM. 


Take a moment and think. 

Think how efficient your company’s operations 
would be, and how much money you would save, if you 
could fax time-sensitive data from any terminal on your 
computer system direct to any Group III fax worldwide. 

Think how many days you could cut off your 
transaction processing cycle, bringing your customers 
and suppliers closer together with instant transmission of 
vital business data. 
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Think how much smoother your big projecis 
would go, with reports, memos, and orders arriving only 
seconds after you've written them. 


FAXCOM 1000+ 


Think how much more productive your staff 
would be if they could send a fax without leaving the'r 
workstation. (No more waiting at the fax machine!) 

A lot of Fortune 500 MIS/EDP professionals 
have already thought this way. They've installed a FAX- 
COM® 1000+ Automated Fax Delivery System, and won 
a Strategic advantage for their companies. Companies like 


COMPUTERWORLD 


Colgate/Palmolive, Northern Telecom, Westinghouse, and 
dozens of others. 

Unlike a pc fax board, the FAXCOM 1000+ is 
an application-oriented system solution. It connects easily 
to your existing system (IBM®, DEC™ , HP®, Wang®, 
Tandem®, and many others). Best of all, FAXCOM will 
store in memory your standard business forms — logos, 
signatures and all — and merge them with data files for 
transmission. 


The FAXCOM 1000 + is net a PC FAX BOARD! 

The system: 
@ is a true multi-user solution @ tracks documents 
to their destinations @ reduces peak period bottle- 
necks @ sends laser-sharp documents @ can pay 
for itself in months @ is FCC- and BABT-approved 


Join the growing list of smart thinksrs who've 
seen what FAXCOM can do for their comparies. Call 
BISCOM Inc. for a demonstration today. 


WAR inquiries welcome — 


BDCcOoMmM 


BISCOM, Inc., 85 Rangeway Road, Billerica MA 01821 
@ Tel: 508-670-5521 @ FAX: 508-671-0095 
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—Jack Carnine, V.P,, Products Group 


Sunkist Growers, Inc. 





CHSHGED 

aeieen _ , : “Sunkist Products Group processes 
q H Systems integration about 600,000 tons of fruit annually 

' : fro m Di gital i S into a variety of blended juice concen- 


trates and citrus oils. So to maximize 


helping Sunkist yields and control costs, we need to 


know exactly what we've got, where it 


: : is, and when to move it. 
achieve its “Digital helped us build an on-line, 
best financial integrated computing environment 
. — ane software > : 
track product lots from receipt throug 
results ever. processing to packaging and shipping. 
Our systems handle inventory, formula 
management, resource planning, and 
many other tasks, providing timely 
information in a format that helps us 
make better business decisions. Now, 
we can manufacture and ship our 
products faster and more cost effec- 
tively than ever before. 
“Controlling costs as we grow is the 
key to our success. Digital provides a 
flexible, easily upgradeable growth 
path, the right network, and the com- 
mitment to help us succeed.” 


The rewards of working together. 

Digital works with customers and 
third-party vendors to develop solu- 
tions that help businesses operate more 
efficiently — and profitably. 

Today, with comprehensive net- 
working capabilities that help you 
manage and share information more 
effectively, Digital gives you an elegantly 
simple way for your people to work 
together more productively, more 
creatively, more efficiently, more 
competitively. 

To learn more, write to Digital 
Equipment Corporation, 200 Baker 
Avenue, Concord, MA 01742-2190. 

Or call your local Digital sales office. 

A way to work together like 


never before. Di git al 
has 
It 


NOW. 
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Chase takes multivendor route to value 


BY ROBERT MORAN 
CW STAFF 


NEW YORK — The Chase Manhattan 
Bank NA creates its own bargains with a 
steadfast multivendor approach to achiev- 
ing cost-effectiveness, diversification and 
operational redundancy in its global tele- 
communications network. 

The nation’s second-largest bank has 
parlayed its strategy into an annual 10% 
decrease in costs while increasing its 
voice and data transmission volumes. 

Elaine Bond, senior vice-president of 








corporaté systems, said Chase Manhattan 
is “multivendor and will in fact shop.” 
Bond, interviewed after Chase signed a 
multimillion-dollar contract that gave 
MCI Communications Corp. a portion of 
the bank’s worldwide network, said, “‘We 
will use whoever has a good service we 
think our customers will want to use.”’ 
Costs aside, the bank takes the multi- 
vendor approach to ensure that it has di- 
verse routing and redundant operations. 
However, a contract signature is no guar- 
antee of diversification. ‘You have to be 
very careful that you know exactly what 
routing they [the vendors] are going to 
give you,” Bond said, “because the ven- 


dors themselves buy for 
one another.” 

Bond added that 
choosing different tech- 
nologies is another way 
to guarantee that trans- 
missions travel over 
diverse connections. 
Among the many tech- 
nologies the bank uses 
are fiber optics and sat- 
ellite communications. 
It is also on a “‘strategic 
kick with Netview” in an attempt to in- 
crease reliability through centralizing and 
automating network management and 


Chase's Bond shops around 





Why more companies choose 
high-speed channel interfaces from 
KMwW Systems’ Auscom line. 


The Auscom line of channel interfaces 
from KMW Systems has been outselling 
the competition for more than 12 years. In 
fact, we now have an installed base of more 
than 4,000 units. And for good reason: 
KMW Systems offers the broadest range 
of IBM and compatible mainframe channel 
connections available anywhere, backed 
by a dedication to service and support 
that’s unsurpassed. 


An unlimited variety of 
applications. 

KMW board-level and system-level 
channel interfaces can connect your IBM 
or compatible mainframe to Ethernet, 
X.25, T-1, IEEE-488, high-speed printers, 
non-IBM computers, custom networks, 
other mainframes, high-resolution graphics 
devices, and optical disks. 


Our interfaces appear to the main- 
frame as standard control units, so no 
modification to host software is required. 
And our channel interfaces can emulate 
multiple controllers and support different 
devices and protocols simultaneously for 
maximum productivity. 


Channel connections for 


virtually any configuration. 


KMW Systems’ channel interfaces are 
offered on popular, industry-standard bus 
structures — VME, Multibus, and Q-bus. 
Additionally, KMW Systems offers a 
board-level channel interface that uses a 
programmable parallel interface instead 
of a bus connection. This product depth 
ensures that OEMs can find the board- 
level product that best suits their system 
integration needs. Every Auscom channel 
interface allows attachment to an IBM or 


Se 


IBM is a registered trademark of International Business Machines, 
©1987 KMW Systems Corporation 
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compatible channel, with data transfer 
rates of up to two megabytes per second. 


Reliability no one else 
can match. 


KMW Systems’ channel interfaces have 
a history of reliability, with field-tested 
MTBFs as high as 19 years. 

Our engineers are ready to work with 
you to ensure proper installation and 
operation of your channel interface. We 
also offer training classes, consulting 
services, and a free technical support 
hotline. That's the kind of service that’s 
made us number one. 

For complete information on KMW 
channel interfaces, protocol converters 
and graphics processors, call the toll-free 
number below. Or write KMW Systems, 
6034 W. Courtyard Drive, Austin, TX 78730. 


KMW 
SYSTEMS 
CORPORATION 


(800) 531-5167 
In Texas, (512) 338-3000 
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network operations. 

Consolidation of in- 
dividual circuits into T1 
backbones is another 
method by which the 
bank hopes to reduce 
its telecommunications 
budget, Bond said. “By 
moving traffic that had 
been off of the network 
onto the network,” she 
said, ‘‘we have achieved 
better utilization of our 
network structure.” 

Although no single 
factor has been the sole 
contributor to bottom-line savings, Bond 
said that negotiations with vendors, espe- 
cially for volume discounts, have contrib- 
uted substantially to the bottom line. 

To that end, vendors meet two teams 
when vying for the bank’s business: a 
combined technical and a financial team, 
which knows what to look for from a ven- 
dor, and contract negotiators. 

In addition, Bond said that the bank ex- 
amines its vendors very closely. ‘We 
scrutinize our billing to make sure we are 
paying for what we get and not paying for 
what we don’t have,” she said. 

Although financial teams examine all 
bills, Chase Manhattan also hires the ser- 
vices of consultants who inventory the 
bank’s communications bills for discrep- 
ancies, charge a percentage of savings as 
their fee and help the bank negotiate with 


ONSOLIDATION of 

individual circuits into 

T1 backbones is 
another method by which the 
bank hopes to cut its 
telecommunications budget. 





the telephone companies, according to 
Bond. 

The MCI contract calls for redeploying 
a portion of the bank’s global telecom- 
munications network. 

In 1988, MCI netted a 250% increase 
of the bank’s domestic voice traffic and a 
30% increase of its international traffic 
during 1987, according to an MCI spokes- 
woman. 

Although neither MCI nor Bond would 
disclose the value or duration of the con- 
tract, the MCI spokeswoman said that the 
agreement had a projected 1989 value of 
approximately $10 million. Bond said that 
the bank’s voice and data traffic has in- 
creased with other vendors as well. 

MCI will also supply services such as 
artificial intelligence for telex, advanced 
MCI 800 features and MCI Mail for elec- 
tronic transmission of financial reports. 

The telex services use AI technology 
to lessen manual handling of messages. 
The AI component, which was developed 
with the help of the bank’s AI team, inter- 
prets key aspects of messages and helps 
to structure them, said Bond, who added 
that the bank is negotiating with other 
vendors for similar applications. 

Consistent with its multivendor ap- 
proach, the bank will also use other elec- 
tronic mail providers to transmit financial 
reports. 

Cost reduction is a big item at the 
bank, Bond said. “‘It is important for us to 
ensure that we are efficient,’”’ Bond said, 
“but it is important for us not to sacrifice 
cost efficiency for effectiveness.” 
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NETWORKING 


Intelligent networks steal show 


But customers may have to wait for the enhanced management capabilities 


BY ELISABETH HORWITT 
CW STAFF 


ANAHEIM, Calif. — A bevy of 
host-based communications plat- 
forms, decked out with the latest 
connectivity protocols and capa- 
bilities designed to add intelli- 
gence to regional carriers’ net- 
work services were the star 
attractions at the recent Super- 
comm ’89/Network ’90s confer- 
ence. 

But customers may have to 
wait a while before they can en- 
joy the enhanced management 
capabilities, information ser- 
vices and other bounties provid- 
ed by such services, according to 
one analyst. 

Jeremy Frank, a program di- 
rector at Stamford, Conn.-based 
market research firm Gartner 
Group, Inc., heralded the Super- 
comm announcements as ‘‘daz- 
zling.”’ 


Word of caution 

However, Frank cautioned that 
the Bell operating companies 
(BOC), which still enjoy virtual 
monopolies of the local loop, 
have little competitive motiva- 
tion to install such sophisticated 
systems at their central offices. 

“If the BOCs are dragging 
their feet on providing regular 
network services such as frac- 
tional T1, what will they do with 
enhanced services outside their 
purview?” Frank said. 

Local carriers, host vendors 
and central office switch vendors 
put on a brave show of intelligent 
networking products and alli- 
ances at Supercomm, held here 
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and databases for purposes of 
network management and con- 
figuration. The concern is that 
computer hackers, saboteurs or 
disgruntled employees could use 
this opening to damage the net- 
work’s routing software. 


9-Track Tape 
For Your 
IBM PC/XT/AT/PS-2° 


Read 1600 bpi 9-track 
tapes from a micro, mini or 
mainframe in EBCDIC or 
ASCIl as mirror image or 
by individual files. 

Use the 2000 PC™ for 
disk backup, data inter- 
change or archival storage. 


PC/XT/AT/PS-2 are trademarks of IBM. 
2000 PC is a trademark of Digi-Data. 


DIGI-DATA CORPORATION 
8580 Dorsey Run Rood 
Jessup. MD 20794-9990 


two weeks ago. One major focus 
of the show was host-based com- 
munications platforms designed 
to bring standards-based intelli- 
gent networking to the central 
office. 

For example, Stratus Com- 
puter, Inc. introduced OSI Serv- 
er, which is said to lay the 
groundwork for its XA 2000 
Continuous Processing Systems 
to support such Open Systems 
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JEREMY FRANK 
GARTNER GROUP 


Interconnect-compatible _net- 
working applications as X.400- 
based electronic mai! or elec- 
tronic data interchange (EDI), 
Stratus said. 

Stratus is positioning the XA 
2000 line as adjunct processors 
that will support such intelligent 
networking applications on ei- 
ther a carrier’s or a business us- 
er’s network switch, the compa- 
ny said. 

Digital Equipment Corp. and 
Northern Telecom, Inc. each 
made a strong showing as well in 


e The trend toward high-capaci- 
ty, fiber-optic cables leads to 
fewer geographic transmission 
routes and increases the concen- 
tration of traffic on those rout es. 
e Similarly, the use of high-ca- 
pacity digital switches results in 
fewer switching centers, with 
each one handling more traffic. 

e Competition has led to a prolif- 
eration of networks and vendors. 
Although this provides some 
network redundancy, the diver- 
sity also creates technical incom- 
patibilities, so it is. not clear 
whether one network could pro- 
vide backup for another. More- 
over, some of the transmission 
lines are laid along the same 
bridges, highways and other 
rights-of-way. 

“Tf fire destroys the only cen- 
tral switching office that can 
route emergency traffic from a 
given area or-if an earthquake 
uproots critical optical fiber 
transmission lines, essential 
communications linkages will be 
severed,” the report said. 

Simply put, “it is becoming 
increasingly easy to make the 
public-switched networks inop- 


the OSI-compliant intelligent 
networking front. 

The two companies, in con- 
junction with regional holding 
company Nynex Corp., an- 
nounced the trial of a high-capac- 
ity digital data communications 
service based on the industry 
standard. The service will use 
Northern Telecom’s DMS Su- 
pernode intelligent central-of- 
fice switch and DEC’s Decnet 
Phase V routers to provide OSI- 
compliant file transfer, inter- 
computer transactions and re- 
mote terminal sessions for 
Nynex customers. The trial ser- 
vice will be available through 
Nynex’s Switchway Switched 
56K bit/sec. service and Super- 
path T1 service, according to 
Nynex. 


DEC-Pacific Bell pact 

DEC also announced an agree- 
ment to help Pacific Bell set up 
an EDI service. The EDI offer- 
ing will be part of the local carri- 
er’s Connection, an X.400-com- 
pliant E-mail service that DEC 
helped develop under an existing 
contract. 

Northern Telecom  an- 
nounced Netmate, a set of soft- 
ware tools designed to help car- 
riers design, simulate and 
configure its networks from a 
personal computer. 

Unisys Corp. announced and 
demonstrated Network Access 
Platform, an applications plat- 
form designed to support a vari- 
ety of carrier-based intelligent 
networking applications, the 
vendor said. 

The applications platform is 


erable,” the study warned. 

One of the study’s recom- 
mendations said the U.S. gov- 
ernment should explore ways to 
“exploit the capabilities of pri- 
vate networks” to augment the 
public network during emergen- 
cies. 

However, the report said pri- 
vate networks will be useful only 
if they employ protocols and in- 
terface gateways that are com- 
patible with public-network 
standards and if the gateways 
can be tested periodically. 

The study was conducted for 
the manager of the National 
Communications System (NCS), 
a special unit of the U.S. Depart- 
ment of Defense created after 
the Cuban missile crisis of 1962 
to improve communications dur- 
ing national security crises. 

In its recommendations, the 
council said the NCS manager 
should avoid overreliance on fi- 
ber lines and explore the use of 
cellular radio and satellites to 
provide alternate routes. Some 
businesses used very small-aper- 
ture terminals to bypass the 
Hinsdale office last year, accord- 


COMPUTERWORLD 


Something to BOC at 


permission to enter, Frank said. 


Frank. 


ducing enhanced services. 


Warner Communications, Inc. 


corp. 





part of Unisys’ push to form alli- 
ances with telecommunications 
service organizations through its 


ing to the report. 

In addition, the council rec- 
ommended more security con- 
trols for network software and 
supported the NCS plan for a 
special voice/data network to 
provide service for 30,000 gov- 
ernment users during and after a 
military attack. 

Throughout the report, there 
is a trace of nostalgia for the pre- 
divestiture days of the Bell Sys- 
tem, which featured a unified na- 
tional network, standardized 
interfaces and an AT&T-operat- 
ed national emergency center. 

The changes wrought by the 
1984 divestiture have fragment- 
ed the national network and 
made emergency planning more 
difficult, according to the report. 
Indeed, the Defense Depart- 
ment opposed the AT&T break- 
up on the basis of national securi- 


ty. 

The panel that produced the 
report “Growing Vulnerability 
of the Public-Switched Net- 
works” was chaired by John C. 
McDonald, vice-president and 
chief scientist at Contel Corp. in 
Atlanta. 





With the local loop transport market lucrative but flat, the 
BOCs face a dilemma when it comes to expanding into the en- 
hanced networking services that they recently got regulatory 


“All of them are drooling at the margins [that enhanced ser- 
vices offer]; but it takes understanding in sales and marketing 
to sell an application rather than just transport’”’ — expertise 
that the BOCs have already proved they lack, according to 


One factor that could change the BOCs’ behavior, Frank 
said, would be strong evidence of demand for intelligent ser- 
vices from major corporate users. Several telecommunications 
managers have recently expressed dissatisfaction to Compu- 
terworld about the slow rate at which their BOCs were intro- 


“T really think that Nynex has not come across as quickly as 
its customer base would like on certain things, like ISDN,” said 
Dennis Murphy, former director of telecommunications at 


“In the long run, many regional BOCs don’t realize that 
their most successful strategy is to make large users success- 
ful,” said Kenneth Phillips, who is the chairman of the Commit- 
tee of Corporate Telecom Users and a vice-president at Citi- 


Obstacle course 


he Supercomm confererce introductions are the lat- 

est additions to a raft of breakthroughs in the tele- 

communications industry in the past few months. But 

barriers to implementation remain, according to Jer- 

emy Frank, a program director at Gartner Group and 
a former employee at Pacific Bell. 

“We’ ve finally migrated from copper to fiber, from analog to 
digital,”’ and fractional T1 and wide-band networking services 
are becoming available as well, Frank said. But the Bell operat- 
ing companies (BOC) will continue to act as a bottleneck, pre- 
venting these breakthroughs from extending all the way to the 
local access loop, “‘at least until Judge [Harold H.] Greene rede- 
fines the landscape or the Public Utility Commissions open up 
the local loop to true competition,”’ he said. 


ELISABETH HORWITT 





Computer Marketing Develop- 
ment division, according to the 
vendor. 
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sional Office System and its 
clumsy interface. 

In addition, a couple of long- 
standing questions were cleared 
up. Yes, IBM will condescend 
to talk to Ethernet; and yup, as 
was suspected, IBM will sup- 
port Microsoft’s OS/2 LAN 
Manager application program- 
ming interfaces. 

And there was yet another 
gracious bow in the direction of 
Apple — iconic interfaces. 
What do you know about that?! 
Better yet, IBM was talking 
product shipments in four 
months. Heck, what’s a quarter 
when you've already waited two 
years? 

Yes, on the surface, there 
sure was a lot to smile about. 
IBM has thrown a hell of a for- 
ward pass. All that remains now 
is for users to catch it en masse, 
carrying IBM forward into the 
end zone of prosperous quar- 
terly earnings. 

But after they got past the 
““wowie-zowie”’ stage, many us- 
ers were left squirming. In- 
stead of clapping their hands, 
many are so busy wringing 
them that they may drop the 
pass. In short, they are uneasy 
— and with good reason. 

I predict OS/2 Extended 
Edition 1.2 will be the thorn in 
the side of Officevision/2 LAN 
Series. For months, IBM and Mi- 
crosoft have been desperately 
trying to sell users on the won- 
ders of OS/2 Standard Edition, 
never mind its 4M-byte memory 
requirements and limited appli- 
cations availability. It’s gotten 
such a frigid welcome that both 
firms were forced to roll out re- 
bates. Even that has yet to fire 


BM HAS 

THROWN a hell of 

a forward pass. All 
that remains now is for 
users to catch it en 
masse. 


up the so-far glacial move toward 
OS/2 implementations. 

Most users have invested 
heavily in networks running No- 
vell and 3Com network soft- 
ware. They are still in the pro- 
cess of migrating their users 
from Intel 80286 to 386 work- 
stations; they haven’t even got- 
ten to the operating system yet. 

So what does IBM come up 
with? A great product concept 
that unfortunately requires a 
PS/2 Model 70 (forget the Mod- 
el 50Z), about 8M bytes of 
memory and OS/2 Extended Edi- 
tion 1.2 — not just on the serv- 
er but on the workstation too. 

If you look closely at IBM’s 
‘Saab ” Standard Edition 
seems to have vanished over- 
night from its vocabulary. Prod- 
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GM exhibits money-saving MAP 


~ BYELLISBOOKER _ ELLIS BOOKER 
CW STAFF 
DETROIT — General Motors 
Corp. recently showcased some 
of its top manufacturing technol- 
ogies — computerized design 
and production methods that 
GM officials said will save the 
company $100 million annually. 

Company officials attributed 
GM’s strides in improved quality 
and reduced costs to manufac- 
turing systems, which he called 
“the silent partner” in GM’s 
business. 

The emphasis is warranted. A 
large chunk of GM — $339 billion 
— is represented by property, 
mostly plants and equipment, ac- 
cording to Gerald L. Elson, exec- 
utive director of advanced manu- 
facturing engineering. 

“‘We spend billions every year 
investing in new buildings and 


| machinery. And we spend bil- 


lions in maintenance,” Elson 
said, adding that “there is great 
untapped potential” to reduce 
these costs by more closely knit- 
ting together the manufacturing 
and product design processes. 
Elson said GM, a vertically in- 
tegrated organization, can quick- 


ly convey information about new 


uct specifications pound home 
the point over and over — sup- 
port for Extended Edition, DOS 
or nonprogrammable worksta- 
tions. So why the urgency to 
push Standard Edition even just 
a week prior to the Officevision 
announcement? 

There’s clearly a need for 
Extended Edition at the server 
— that’s where you get the re- 
quired LU6.2 and X.25 connec- 
tivity support. But at the work- 
station? 

We are talking major green- 
backs here, not to mention 
wholesale migration at the 
workstation, operating system 
and network levels. Yet when 
we, Microsoft and others asked 
IBM, both at the press confer- 
ence and in interviews later, to 
explain why you can’t or 
shouldn’t use Standard Edition 
on the desktop, we couldn’t get 
an answer. 

Maybe IBM has something 
up its sleeve that will make this 
all crystal clear at some point 
down the road. But that doesn’t 
help users making technology 
decisions today. Users need re- 
assurance that their network 
investments will be supported 
under SAA, and they need solid 
reasons why they should choke 
down Extended Edition and its 
horrendous memory require- 
ments at the desktop. 

Users need answers, and 
without them, all the rebates in 
the world won't help IBM sell 


procedures throughout the com- 
pany. “We will achieve a com- 
petitive advantage because of 
our integration,” he said. 

The exhibits at GM’s Ad- 
vanced Manufacturing Engi- 
neering Team Center in Warren, 
Mich., included robotic vision, 
expert systems and automated 
laser welding gear. 


MAP looms 

But the largest of the 17 displays 
was a computer-integrated man- 
ufacturing demonstration using 
the Manufacturing Automation 
Protocol (MAP) network proto- 
col. MAP is the common commu- 
nications protocol for multiven- 
dor, multiequipment networks 
that GM has championed in the 
past five years. 

To date, MAP networks are 
installed at 18 GM plants, and 
GM said another eight facilities 
are deploying the latest imple- 
mentation of the communica- 
tions architecture MAP 3.0. 

“Within the next six to nine 
months, you'll have plug-and- 
play,” said Michael A. Kaminski, 
manager of MAP communica- 
tions at GM, who predicted that 
major vendors would rally be- 
hind the MAP 3.0 standard, in- 


NEW 


Local-area 
networking 
hardware 


Sun Microsystems, Inc. has an- 
nounced that its Sun 3861 work- 
station now connects to most 
popular personal computer local- 
area networks. 

By supporting Novell, Inc.’s 
Netware and 3Com Corp.’s 3+ 
LANs, the workstation report- 
edly can be linked to more than 
60% of existing PC networks. 
Support for Novell Netware 2.1 
running over Ethernet or To- 
ken-Ring networks will be in- 
cluded in SunOS 4.0.2., sched- 
uled for release in July. Pricing 
for the workstation begins. at 
$8,990 and includes high-resolu- 
Sun Mi 
East Coast Division 
2Federal St. © 
Billerica, Mass. 01821 
508-667-0010 


Computrol, Inc. has introduced a 
Manufacturing Automation Pro- 
tocol (MAP) network interface 
controller board designed to link 
IBM Personal Computer ATs, 
XTs and compatibles together 
ona network. 

The: Model LP-25 controller 
is a single board that fits the PC 
bus design and runs Layers 2 
through 7 of the MAP and 802.4 
protocols, according to the com- 
pany. 

The product is based on a 12- 
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troduced last June. 

A common systems approach 
such as MAP is important for 
GM because, like other large 
manufacturers, it maintains a 
sprawling supplier list. Last 


GM's Elson sees untapped 
potential in MAP methods 


year, Elson noted, GM bought 
capital equipment and tooling 
from 10,000 different suppliers 
and robots from another 64 com- 
panies. 

In addition to connecting di- 
verse systems physically, GM 
also wants to use those devices 
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MHz 32-bit Motorola Corp. 
68020 microprocessor and re- 
portedly delivers up to 75K 
byte/sec. across a MAP network 
from one application-level task 
to another. Pricing begins at 
$2,300. 

Computrol 

239 Ethan Allen Highway 
Ridgefield, Conn. 06877 
203-431-2000 


A personal computer peripheral- 
sharing network has been intro- 
duced by Equinox Systems, Inc. 
Targeted at the eight- to 16- 
user work group, Alternet al- 
lows users to share printers, mo- 
dems and mainframe computer 
ports, as well as perform file ex- 
o~ functions, the company 


a product reportedly sup- 
ports both parallel and serial 
printers and is priced at $995. 
Equinox Systems 
14260 S.W. 119 Ave. 
Miami, Fla. 33186 
305-255-3500 


Arche Technologies, Inc. has in- 
troduced two Arche Netshare lo- 
cal-area network interface cards 
for use with Ethernet- and Arc- 
net-compatible networks, the 
company said. 

The Arche Netshare-E Eth- 
ernet interface card is reported 
to be Novell, Inc. Netware com- 
patible and implements the 
802.3 Ethernet standard. 

Three levels of loopback are 
offered for diagnostic functions, 


and processes more efficiently 
and thus has invested heavily in 
expert systems and artificial in- 
telligence. Ruth M. Zarger, di- 
rector of GM’s cognitive sys- 
tems group, noted that even 
during the lay-offs that hit the 
automobile industry at the start 
of the decade, GM expenditures 
for expert systems technology 
grew. 

Meanwhile, GM is learning 
how best to use computerized di- 
agnostics in plants and some- 
times opting for lower-tech solu- 
tions. 

Harlan Neuville, director of 
machine intelligence, said the 
goal of these more primitive sys- 
tems is to not make decisions. 
Rather, a machine intelligence 
system detects a flaw and imme- 
diately alerts a human operator. 
“It’s inspection by exception,” 
Neuville said, adding that this 
technology, often built from off- 
the-shelf systems, is cheaper to 
use and deploy. 

GM officials said they are 
publicizing only about 5% of all 
the new manufacturing technol- 
ogies they are exploring. Re- 
garding future plans to market 
these technologies to others, El- 
son said, “Money won’t be made 
in licensing but in the impact [of 
these systems] on GM’s busi- 
ness.” 


according to the vendor. The 
card is priced at $295. 

The Arche Netshare-A inter- 
face card is also Netware-com- 
patible and reportedly imple- 
ments a modified token passing 
scheme, Arche Technologies 
said. 

The device was designed to 
network both proprietary work- 
stations and IBM Personal Com- 
puters and compatibles. 

Arche Netshare-A carries a 
price tag of $165. 

Arche Technologies 
48881 Kato Road 
Fremont, Calif. 24539 
415-683-6760 


A local-area network file man- 
agement and retrieval system 
said to be integrated across both 
magnetic disk- and optical disk- 
based network servers has been 
announced by Syntrex, Inc. 

The Optical Archiver has an 
option with the company’s Docu- 
ment Manager filing and retriev- 
al system and is targeted at busi- 
nesses that need to access 
documents, spreadsheets, data- 
bases and reports for lengthy pe- 
riods of time, the company said. 

The product is priced at ap- 
proximately $8,000 and includes 
the Optical Archiver software 
for Document Manager, an opti- 
cal subsystem and an administra- 
tive software package for an 
IBM Personal Computer AT- 
based optical storage and re- 
trieval server. 

Syntrex 

246 Industrial Way W. 
Eatontown, N.J.07724 
800-526-2829 
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Robert L. Ma- 
lizia has been 
promoted to 
vice-president 
for management 
information ser- 
vices at Firestone Tire & 
Rubber Co. in Chicago. 

Malizia, 48, joined Fire- 
stone as manager of electron- 
ic data processing customer 
services in 1984. 

He was subsequently pro- 
moted to director of comput- 
er and communications ser- 
vices in 1985 and had been 
executive director of MIS 
since August 1988. 

The Michigan _ native 
earned both his bachelor of 
science degree and his mas- 
ter’s degree in business ad- 
ministration from Eastern 
Michigan University. 
Richard Com- 
mander has 
been named 
vice-president of 
System 21 im- 
plementation at 
Blue Cross & Blue Shield 
of Massachusetts in Bos- 
ton. 

Commander will be re- 
sponsible for directing the de- 
velopment of System 21, the 
company’s new cross-func- 
tional enrollment, billing and 
claims-processing system. 

Commander was previous- 
ly assistant vice-president of 
corporate operations and as- 
sistant vice-president of 
claims operations. He joined 
Blue Cross & Blue Shield in 
1971 asastatistical analyst. 

Commander holds a bache- 
lor’s degree from the Univer- 
sity of Notre Dame and a mas- 
ter’s degree in business 
administration from Boston 
College. He resides in Marsh- 
field, Mass. 


Who's on the go? 


Changing jobs? Promoting 

an assistant? Your peers want 
to know who is coming and 
going, and Computerworld 
wants to help by mentioning 
any IS job changes in Execu- 
tive Track. When you have 
news about staff changes, be 
sure to drop a note and pho- 
to or have your public rela- 
tions department write to 
Clinton Wilder, Senior Edi- 
tor-Management, Compu- 
terworld, Box 9171, 375 Co- 
chituate Road, Framing- 
ham, Mass. 01701-9171. 
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Decision to forgo MBA has not blocked Chism Mackie’s path at Transco 


BY ALAN J. RYAN 
CW STAFF 


he one thing Susan Chism 

Mackie says she truly regrets 

is her decision not to pursue a 

master’s degree in business 

administration after graduat- 
ing from Vanderbilt University. At the 
time, the Arkansas native felt she had 
had enough schooling. 

Today, the walls of her spacious 
29th-floor office offer plenty of surface 
upon which to hang the parchment, but 
as vice-president of information ser- 
vices and chief information officer at 
Transco Energy Co. in Houston, Chism 
Mackie, 42, has no time for classes. 
She has held the position at Transco, 
which last year reported sales of $1.2 
billion, for the past four years. 

No matter. MBA-less as she is, 
she’s still got plenty of respect from 
the top at Transco. “These days, being 
able to convince everybody that a 
woman can make it in an energy com- 
pany, can make it managing a lot of 
technocrats and can fit in very well 
with a lot of men — which is the case 
here — is a real credit to her,” says 
Transco Chief Executive Officer 
George S. Slocum. 

Transco’s 64-story corporate head- 
quarters tower, fashioned after the 
Empire State Building in New York, 
bursts from the Houston soil and can 
be seen for miles around. Likewise, the 
influence of the demanding Chism 
Mackie and her department looms 
over Transco. ‘‘Susie is one of those 
people who goes in about 100 direc- 
tions at once,”’ says Lynn Haltom, di- 
rector of gas information systems. 

In 10 years at Transco, Chism 
Mackie has climbed the systems ranks 
through data administration jobs to 























































































































: Position: Vice-president of IS and chief information officer, Transco Energy Co. 


‘ Mission: To complete Transco’s 10-year systems plan while maintaining good employee 


* communications within the company 


manager of data administration, direc- 
tor of systems and vice-president, be- 
coming Transco’s only female corpo- 
rate vice-president to date. In that 
time, the company’s 10-year systems 
plan has evolved as the gas industry, 
government regulations and systems 
have changed, Chism Mackie says. 
Although Chism Mackie says she is 
no Superwoman, that can be difficult to 
believe. Until her marriage a few 
weeks ago, she was a divorced woman 
raising two teenage daughters and jvg- 
gling her time among her job, family 
and the family’s weekend retreat — a 


farm where she raises 16 racehorses, 
including a grandson of the famous 
thoroughbred Northern Dancer. 

“T can’t help but have tremendous 
respect for the way she tries to keep 
her priorities straight,’ Haltom says. 
“Those girls are everything to her, and 
she takes the time to talk to her kids.” 

Talking to her daughters does not 
always bring about the results Chism 
Mackie would hope for, though, espe- 
cially when it comes to encouraging 
them to study hard in school. “They 
say, ‘Why would we want a job like 

Continued on page 53 





New ASM chief touts broad IS approach 


BY CLINTON WILDER 
CW STAFF 


ames W. Prickitt has seen many 

different facets of the informa- 

tion systems profession in his 

30-year IS career. Now, as the 

new president of the Associa- 
tion for Systems Management (ASM), 
he wants to encourage his colleagues 
todo the same. 

“T call it the Renaissance man ap- 
proach to systems work,” said Prickitt, 
who took over the one-year elective 
position last week. “‘There’s so much 
new technology that the people who 
understand where the pieces fit have a 
leg-up. If you get too specific in one 
technology, you get locked in and can’t 
see the forest for the trees.” 

Prickitt is in his 20th year in IS at 
San Francisco-based Chevron Corp., 
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where he supervises the litigation sys- 
tems group. At Chevron, he has 
worked on office, transaction and gen- 
eral data processing systems. Before 
that, he was IS manager of the former 
Southwest Airlines (now part of 
Northwest Air Lines), where he “did a 





little bit of everything,” he said. 

Prickitt’s goal for ASM during the 
coming year is to broaden the technol- 
ogy and management horizons of its 
members. There is plenty of diversity 
within the 9,000-member association, 
Prickitt said, but people focus their ca- 


reers too often on a single specialty. 

“Our membership has always been 
broad-based, from engineers to top 
managers,” he said. “But we want all 
of them to have a better chance to ab- 
sorb a broader view of the world — 
how best to use the technology in their 
businesses and the effect of one piece 
on another. Associations haven’t al- 
ways understood that — they don’t al- 
ways look beyond the special-interest 
groups.” 

Prickitt said ASM hopes to recruit 
more of what he calls end-user coun- 
selors — professionals, either with or 
without traditional IS backgrounds, 
who have become the personal com- 
puter technology gurus of their work 
groups or departments. ‘We want to 
help him pick up the broader systems 
background that’s necessary to do his 
job better,” he said. 
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THE PC ADD- 


THAT WILL MAKE YOUR 
PC SYSTEM SEEM 
ALMOST HUMAN. 


Tos 
UNTTS INSTALL. MARKET 
SHARE 
3,162,800 30.00% 5.008 
4, 609,600 35.00% 10.00% 
6,163,158 40.00% 20. 
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VAR RETALL 3TH PARTY 


Now you can review, comment on You use the stylus just like a pencil. Voice comments are just as simple. The Freestyle system even lets you 
and approve information on a And your handwritten notes, Pick up the Freestyle arrange and rearrange your Freestyle 
computer as clearly and aseasilyasyou questions and signature appear night handset and talk. “desktop” exactly the way you would 
would in person. on your screen. your own desk. Stack individual 
pages, staple them together, move 
them, spread them out or 
throw them away. 


Actual Wang computer screens shown here. 





It’s Freestyle from Wang. 

Freestyle™ combines the speed of the personal 
computer with the simplicity of natural communications. 
It lets you communicate clearly and rapidly with your 
entire organization —on a personal level — without ever 


ee 


machine or another PC. It uses a personal computer, but 
you don’t. It lets you add your own questions, comments 
and directives— written in your own hand and spoken with 
your own voice—to the Freestyle screen. Freestyle can 

be used with either scanned or FAXed information 

or information generated by any PC system. 
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With Freestyle you don’t work differently, just more 
effectively. It enhances the skills you already have, it 
doesn’t change them. And if you know how to usea pencil, 
paper, and phone, you already know how to use Freestyle. 

Freestyle from Wang. A dramatic breakthrough in 


GeSavQrvozzr 


eg 


Right from your Freestyle “desktop, communications that’s incredibly simple. 
you can mail a Freestyle page v1a a 
computer network or FAX tt, 


find out where it’s been, 
select aa document to review, WANG 


create a new one, or print it. MAKES IT WORK 


Fora Frees! eee call 1-800-522-WANG. Or write Wang Laboratories, Attn: Inquiry Service, M.S. 014-03C, One Industrial Avenue, Lowell, MA 01851. 
In Canada, call 1-800-263-3065. Or write Wang Canada, Attn: Marketing Department, 66 Leek Crescent, Richmond Hill, Ontario L4B 1J7. © 1989 Wang Laboratories, Inc. Freestyle is a trademark of Wang Laboratories, Inc. , 1989. 
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The key to strategic IS advantage: People 


" BYTOMBYRNES 
SPECIAL TOCW 


LOS ANGELES — Information technol- 
ogy will be a critical component of compe- 
tition in the 21st century, but the people 
using the technology will separate the 
winners from the losers. 

This was the consensus of a panel of 
chief executive officers and executive 
vice-presidents from the banking, phar- 
maceutical and information services in- 
dustries who took part in a recent Univer- 
sity of California at Los Angeles- 
sponsored symposium entitled “The 
Decade Ahead — Gateway to the 21st 


Century.” 

“The computer is a business tool,’ 
said Emil P. Martini, chairman and CEO of 
Bergen Brunswig Corp., a pharmaceutical 
distributor. “But it will be a company’s 
ability to provide that extra level of sup- 
port and personalized service that will set 
competitors apart in the years to come. 

“People’s roles are often shifted rath- 
er than lost,”’ Martini added. ‘““While we 
have replaced our telemarketing staff 
with a computer-based ordering service, 
we still use the folks who had manned the 
phones to place follow-up calls.” 

The symposium, which drew 150 chief 
information officers, consultants and aca- 


demics, was the inaugural event of the 
Anderson Graduate School of Manage- 
ment and its Information Associates pro- 
gram, which is hoping to create a forum in 
which business leaders and educators can 
discuss future IS strategies. 

“Technology is important; no one 
questions that,” said James F. Montgom- 
ery, chairman and CEO at Great Western 
Financial Corp. “But it has to be seen as a 
support tool. There is no replacing per- 
sonal interaction between managers and 
their staffs and the company and its cus- 
tomers.” 

Martini said he believes electronic data 
interchange can be used to create the re- 


The Racal-Quanta 
Fiber Product Guarantee 


Our free one-year service contract backs our promise of 
ioe fiber product performance. 


1-714-970-2966). 
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nology is combined with 
the worldwide support 
of Racal-Milgo. The result 
is Racal-Quanta, a company 
born of commitment to the 
most reliable fiberoptic pro- 
ducts and services available. 

Because we're so confident that you can depend on Racal-Quanta fiber modems 
and muxes, we're guaranteeing their flawless operation for one year. Should you have 
a problem, it’s no problem. Because at no cost whatever, you can depend on Racal- 
Milgo’s nationwide team of over 400 field service personnel for on-site repair or 
replacement. All service technicians are prompt, highly trained and well-equipped. See 
for yourself — take us up on our bonus offer of free installation of your first two units. 

Racal-Quanta fiber products bring efficiency and economy to local area 
communications. Ideal for campus, multi-story, or office environments, our modems 
and muxes help you take advantage of fiber’s special characteristics. Cost-effective, 
compact, and easy to install, the lines are immune to all types of electrical interference 
and extremely secure from intrusion. 

For additional information, just call us toll-free 1-800-328-2668 (in California 


For problem-free fiberoptic systems, reach for Racal-Quanta, the company that’s 
reaching beyond today’s standards. 


eae? Racal- Quanta’ 


A Division of Racal Data Communications, Inc. 


5415 East La Palma Avenue, Anaheim, CA 92807-2022 RACAL] 


Offer good for limited time. Valid in the contiguous United States and Hawaii only. Free installation limited to two units per customer. 
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ality of a “storewide perpetual inventory” 
system between drugstores and his distri- 
bution operations. Artificial intelligence 
and executive information systems can be 
used to analyze business problems and 
provide a variety of possible solutions in 
an easy-to-read format. 

By increasing the ability to fill orders 
quickly while improving management’s 
awareness of the options at hand, a com- 
pany can rapidly react to shifting market 
conditions on a number of levels. 

This need to provide decision-support 
tools to assist managers faced with chang- 
ing business requirements was echoed by 
Richard D. Whilden, an executive vice- 
president at TRW, Inc. 

“TRW’s use of modeling applications 
to improve our business decisions has 
shown us that these tools are also useful 
to our customers in their marketing ef- 
forts,” Whilden explained. ‘As worksta- 


as 


T’S TOO EASY to let 
these programs 
overcalculate things 
and take a user out of the 
decision-making loop. You 
can’t forget to trust your own 
business sense and 
intuition.” 
JAMES F. MONTGOMERY 
GREAT WESTERN FINANCIAL 


tions become more prevalent, even small- 
er companies will be able to develop 
models of their targeted customer base 
and then calculate the return on proposed 
marketing campaigns before they initiate 
them. It will make them more effective 
enterprises as well.” 

While the proliferation of such pro- 
grams among a broader range of users 
may be interpreted as a signal that high 
technology is finally becoming a commod- 
ity, it was clear that the role of the individ- 
ual will not be displaced. 

Montgomery outlined the types of 
modeling programs and executive sup- 
port tools used by Great Western in its 
move to become a leader in the savings 
and loan industry, but he was quick to 
point out the potential hazards of becom- 
ing too reliant on information systems. 

“You have to be careful,” he warned. 
“From a management viewpoint, it is im- 
portant to keep reports easy to read, fre- 
quently updated and designed to focus on 
the ‘what ifs’ of contingency planning. It’s 
too easy to let these programs overcalcu- 
late things and take a user out of the deci- 
sion-making loop. You can’t forget to 
trust your own business sense and intu- 
ition.” 

The human aspect of future business 
strategies also proved to be a hot topic 
during the question-and-answer session 
following the discussion. When asked if in- 
creased automation meant that the role of 
individuals or personalized service would 
be displaced by technological substitutes, 
the panel responded with a unanimous no. 

Whilden asserted that ‘‘commerce is 
— and will remain — people doing busi- 
ness with people. Since technology is only 
an aid in enhancing people’s capabilities, 
human nature will still play a predominant 
role in the way things are done.” 


Byrnes is a strategic marketing consultant and 
writer in the Los Angeles area. 
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CHARGE 
Clinton Wilder 


Wall Street IT: 
The IS factor 


One of the hottest IS is- 
sues this year has been 
the spirited debate about 
how to value information 
systems. Most progres- 
sive thinkers in the field 
agree that systems 
should be viewed as an asset rather thana 
cost. But the debate proceeds to such is- 
sues as depreciation rules, return-on-in- 
vestment formulas and the enigma of 
quantifying the competitive advantage 


e & 
Chism Mackie 
CONTINUED FROM PAGE 49 


yours? You come home late and you’re 
tired,’ ’”’ she says. At the same time, 
though, her children are proud of her ac- 
complishments, she says. 

Chism Mackie is also proud of what she 
has done at Transco, because she has 
been part of the massive systems 
changes. Slocum says the new systems 
are already affecting the way Transco 
carries out its business, and Chism 
Mackie gets a lot of the credit. 

“There were times when it was tough 
— particularly struggling through the 
last several years to not spend a lot of 
money and to cut costs” as the oil and gas 
industries faced depressed prices, Slocum 
says. ‘But we stayed with it, thanks to Su- 
sie’s never letting ii let go.” 

Chism Mackie is still holding on and 
keeps looking to the future. ‘‘She is the vi- 
sionary in the department — she sees 
things when other people are not grasp- 
ing them,” Haltom says. 

In April, Transco acquired Texas Gas 
and added another 50% to its pipeline ca- 
pacities — from 3.1 billion cubic feet per 


MANAGER’SJOURNAL 


gained through a particular system. 

These are tough nuts to crack and are 
unlikely to be resolved anytime soon. But 
just for fun, let’s take a look at a world in 
which IS capabilities have found their way 
onto the corporate balance sheet along 
with bricks, mortar and goodwill. 

This glimpse of the future is partially 
credited to Tony Brewer, director of the 
Butler Cox Foundation, a British IS re- 
search outfit. At last month’s IS execu- 
tive forum at Babson College in Welles- 
ley, Mass., Brewer related a conversation 
with executives of Grand Metropolitan 
PLC, the UK firm that acquired Pillsbury. 

According to Brewer, the Grand Met- 
ropolitan folks said that IS “‘was not an 
issue at all’”’ in their decision to go after 
Pillsbury or in how much to pay for it. But 
when they later learned of such Pills- 
bury IS functions as the Burger King 
point-of-sale data collection system, ac- 
cording to Brewer, the British executives 
said knowledge of such IS assets before- 
hand might have influenced the valuation 


day to close to 4.8 billion. That will bring 
new challenges, Chism Mackie says, be- 
cause while Transco is an IBM shop, Tex- 
as Gas has a Digital Equipment Corp. 
Vaxcluster environment. 

Chism Mackie lists communication 
with her fellow workers as a top day-to- 
day priority. She claims the annual turn- 
over rate within Transco’s 180-member 
systems group is only 5%. Another im- 
portant aspect of Transco’s computing 
environment is its centralized nature, 
Chism Mackie says. ‘We have a lot of 
pressure to push control out into the 
hands of the operating people,” she says, 
but her group has also been under strict fi- 
nancial controls. ‘“‘You can’t decentralize 
and do cost controls at the same time.”’ 

Centralization allows her to move em- 
ployees where they are needed. Howev- 
er, the company operates its systems ona 
demand-driven environment, whereby 
the operating head of any area decides 
how much money is spent on systems. 
“We don’t have an executive steering 
committee that sets priorities,”’ she says. 

With 20 years to go in her career, 
Chism Mackie knows she does not want to 
spend them all in the systems area. “I 
don’t see any doors closed,” she says. 


of their tender offer. 

Brewer’s story immediately got this 
observer’s mind going. The Gordon Gek- 
kos of the corporate raider world, armed 
with their spreadsheets, laptop comput- 
ers and cellular phones, certainly like to 
use information technology for their com- 
petitive advantage. Along with their for- 
mulas for breakup values, debt-to-equity 
ratios and junk bond financing, why don’t 
the raiders look at the IS function? So a 
scene from the screenplay for Wall 
Street might go something like this: 
Gordon Gekko: OK, Bud, let me show 
you how the game is played. Let’s take a 
look at Teldar Paper. (Taps keyboard of 
laptop computer.) 

Bud Fox: Weren't they the first in their 
industry to forge EDI links to suppliers? 
Gekko: That’s right, pal, but those bums 
on the Street say the stock is a dog. (Taps 
more keys.) Hey, here we go. Reorga- 
nized their entire IS function in 87, put 
their CIO on the executive committee 
and piloted a just-in-time system for their 


corrugated box division. This thing could 
be worth a fortune! (Lights a cigar.) I say 
we bid 32 and let ’em squirm. 
Fox: like your style, Mr. Gekko. But 
what about Bluestar Airlines? 
Gekko: Where have you been, kid, on the 
moon? They just corrupted half their cus- 
tomer information files trying to consoli- 
date data centers with that commuter air- 
line they bought. The VP of IS is gone, 
you hear me — gonzo! I sold short at 18. 
That’s what those turkeys over at the 
SEC like to call ‘‘inside information.” 
Makes the world go round, pal. 
Far-fetched? OK, sure. But if the IS 
function can gain the respect and value of 
the business mainstream that most IS 
executives feel it deserves, it may some- 
day have to withstand the same pres- 
sures as the more traditional measures of 
asset value. And there’s nothing wrong 
with that. 


Wilder is Computerworld’s senior editor, manage- 
ment. 


DOS, OS, or CICS Frustration? 


BIM gets 


it 


out of your 


system. 


BIM presents a line of proven programs that 
maximize your system’s capabilities, saving you 
time, labor and expense. These program 
products help get the most out of your system 


and people. 


directly into memory and allows for other heavily used 


BIM-VIO — DOSI/VSE Virtual Disk Drive. Moves the Standard Label Area = 


non-permanent files to be moved into memory as well. 
BIM-PACK — Automatically compresses selected VSAM files 
transparent to applications and end users under DOS. 
BIMWNDOW — Multiple terminal sessions concurrently 
at CRT under DOS or OS VTAM. 
BIM-EDIT/DOS — The most powerful, flexible full screen editor available for 


DOS/VSE. 
BIM-EDIT/MVS — All of the features of our popular DOS editor 
and does not require the overhead of TSO. Can be accessed 
directly from VTAM or from CICS or other terminal subsystems. 
BIMSPOOL — Prints output in POWER/VSE spooling queue on local or 
remote 3270 terminal printers. (Received ICP Million Dollar Award 1982). 
BIMSPLSR — Optional laser printer support for BIMSPOOL. 
BIMSPOON — On-Line to Batch Print Spooling. Prints data passed from 
CICS application programs into the POWER spooling queue. 
BIMSPLIT — May be used separately or with BIMSPOOL to 
print parts of an existing job to terminal printers at separate sites. 
BiM-PDQ — POWER Dynamic Queuing performance enhancement. 
Eliminates 85% of the I/O to heavily used POWER queue. 
BIM-PADS — Automatically alters or deletes DOS POWER 
spooled job entries at preset intervais. 
BiM-ODIS — Comprehensive problem analysis and display of 


operational CICS system. ODISTRAK is an optiona! historical = 
reporting feature to be used with BIM-ODIS to generate reports 
relating to system usage. DOS and OS. 
BIM-BUFF — Significantly increases the performance of VSAM 
under DOS by dynamically managing VSAM buffers. 
BIMTEXT — Word processing, document composition system. 
Create formatted documents from free-form input. DOS and OS. 
BIMSWAP — Switch local 3270 BTAM terminals between multiple CICS 
Partitions without special hardware or additional ports. 
BIMCMPRS — CICS 3270 data compression system. Reduces response time 
for remote terminals significantly. DOS and OS. 
BiM-FMAP — CICS BMS on-line map generation 
and maintenance. DOS and OS. 
BIMECHO — Copies one CRT’s output to another or 
printer for problem determination and demonstration. DOS and OS. 
BIMP3270 — Comprehensive CRT screen image print facility. 
Copy to terminal printers or spool queue for system printer. DOS and OS. 
BIMSERV — On-line display of library directories and entries, VSAM Catalog 
entries, disk VTOC’s, etc. 
BIMCNSOL — Multiple/Remote System Console function for 
CICS. Dispiay-only or full input/display versions availabie. 
BIMMONTR — DOS/VSE System Status, Performance Measurement, and 
POWER Queue display. 
BIMSUBMT — On-line Job Edit and Submission facility. 


BIM programs are cost-efficient, some less than $800, average $2500. You can save 
even more with our group package offerings. Products are available on permanent, 
annual, or monthly licenses, and shipped on a 30-day free trial basis. Product 
documentation is available on request. 


BIM also performs systems programming consulting, with consultants based in 
Minneapolis and Washington, D.C. Computer time services are also available on our 
4331-2 system, on-site or remote. 


| 3 oo M B I MOYLE ASSOCIATES, INC. 612-933-2885 
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A decade later 


hen Susan Chism Mackie came to Transco 10 years ago as a senior 
programmer analyst, she became involved early in the company’s 
far-reaching systems plan. 
The mammoth 10-year plan, the final pieces of which are now 
near completion under her guidance, includes interdepartmental 
and intercontinental communications and a transit system that tracks the compa- 
ny’s pipeline capacities and all the natural gas and oil shipped through them. 

Other features are data conversion and an electronic data interchange pro- 
gram that allows customers to order gas shipments, sign contracts and have them 
printed out in their own offices, Chism Mackie says. 

To tackle the project, a team of 12 people representing each of the company’s 
departments was assembled. ‘‘We took them out of their offices and away from 
their telephones for a year” to help design the system, she says. “You can imag- 
ine the kicking and screaming from the No. 1 person to give up No. 2 for a year.” 

Parts of the system revealed to date are attractive enough to raise eyebrows 
at other companies in the energy field, says George Slocum, Transco’s chief ex- 
ecutive officer. “We have several companies interested in acquiring our systems 
and customizing them to their own applications,” he says. 

Such an opportunity, he says, will help Transco pay off its systems expenses 
through selling them outright or by getting royalty revenues for their use. That’s 
all gravy on top of cost savings and efficiencies brought about by the systems. 


ALAN J. RYAN Minneapolis, MN 55436 Member Independent Computer Coneuitants Assn. 
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The most. 


If you want the most 
from your mainframe 
data communications, 
you should communi- 
cate with us. And 
for two good reasons — 
we have the experi- 
ence and we have 
the technology. 
For over 
twenty years, 
Courier Terminal Systems has been providing 
data communication solutions to mainframe 
users worldwide. 
Now we're IDEA Courier. And as 
part of the IDEA family, we share the 
total commitment to technological 
excellence that IDEA has demon- 
strated in midrange 
communications. 
A commitment 
that has led 
IDEA to intro- 
duce more 
product firsts for 
PS/2, AS/400 and Macintosh 
communications than anyone else. 
We've extended IDEA’ commitment to 
technology to our mainframe data communica- 


tions products. Our latest product offerings 
include color terminals that automatically sup- 
port four screen sizes with incredible clarity. 
Mainframe controllers which allow multiple 
host access to both IBM and DEC. Mainframe 
printers with easy field expansion capabilities. 
The most advanced PC- 
to-mainframe 
connections, 
including local 
and remote gateways. 
And the first truly cooperative 
workstation which maximizes the use of 
local computing power 
and host access. 
All of these prod- 
ucts are backed by 
IDEA Servcom, pro- 
viding dependable and responsive on-site ser- 
vice throughout North 
America. 
Today, IDEA 
Courier is in the best 
position to get the 
most from your host. 
For more in- 
formation, call 
us at 1-800- 
446-3363. 
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The intelligence to do things better. 
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CALENDAR 


Systems executives from Rockwell International Corp., General 
Foods Corp. and The Coca-Cola Co. will be among the speakers at the 
upcoming Cost Containment & Enhanced Performance seminar. The 
program is scheduled for June 19-20 in New York. 

Topics include building the best information systems structure for 
a cost-conscious firm and boosting systems productivity while coping 
with downsizing. For more information, contact the Institute for In- 
ternational Research, Information Technology Division, 331 Madi- 
son Ave., 6th Floor, New York, N.Y. 10017. 


SCIENCE “SCOPE” 
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JUNE 11-17 


MACIS — Managing Appie Computers 
in information Systems. Chicago, June 
11-13 — Contact: Mary Jo Rasmussen, MA- 
CIS, Suite 600, 111 E. Wacker Drive, Chicago, 
1. 60601. 


Expert Communication '89. San Francis- 
co, June 11-14 — Contact: Graphic Communi- 
cations Association, Suite 604, 1730 N. Lynn 
St., Arlington, Va. 22209-2085. 


National Prime Users Group Confer- 


———_ 


ence. Anaheim, Calif., June 11-16 — Con- 
tact: NPUG, P.O. Box 697, Laurel, Md. 
20707. 


CICS: Managing Availability and Per- 
formance. St. Louis, June 12-14 — Con- 
tact: Technology Transfer Institute, 741 
Tenth St., Santa Monica, Calif. 90402. 


Computer Graphics for Design. New 
York, June 12-14 — Contact: The Center for 
Computer Graphics for Design, 45 Stephenson 
Terrace, Briarcliff Manor, N.Y. 10510. 


international Trade and Computeriza- 


An innovative combination of thermal, radar, laser, and video sensors may accurately identify military 
targets on the battlefield. The combination, successfully demonstrated by Hughes Aircraft Company in 
a joint venture with Texas Instruments, is called multi-sensor fusion. During operation, a computer 
combines digital terrain map information with data from a single package containing a thermal imager, 
radar system, laser rangefinder, and video camera to produce a “fused” target list. This process 
improves the probability of target identification and reduces the possibility of false identifications. The 
multiple sensor approach has applications in helicopter, fighter and tank operations. 


Television programming will be available with picture quality similar to 35 millimeter motion picture 
film and sound quality similar to a compact disc. Hughes and North American Philips are working 
together to test a high definition television (HDTV) system for satellite delivery of HDTV to American 
homes. Research will include a mobile HDTV Viewing Center to advance research of the new 
technology and conduct engineering and picture-quality rating tests. Two Direct Broadcast Satellites 
will be launched by Hughes in the early 1990s to beam a total of 32 channels of television programming 
direct to one-foot home satellite antennas throughout the United States. 


New primers help protect electronic circuits in neural prosthesis devices. The primers, plasma 
polymerized hydrocarbon films developed by Hughes, are used to bond biologically inert protective 
coatings to the devices for periods of over 10 years. The prosthesis devices help victims of neural 
trauma, such as stroke, to regain some of their lost neural functions by electrically stimulating proper 
areas of the brain. Plasma polymerized films are also useful as protective coating in many other 
applications such as infrared optics that are exposed to extreme conditions of sand and salt water. 


A small, low-power oscillator uses a microprocessor for improved temperature compensation. The 








Microprocessor-Controlled Crystal Oscillator (MCXO) developed by Hughes occupies 1.5 cubic inches, 
and typically consumes less than 75 millowatts, and offers a stability of + 04 parts per million over the 
full military temperature range. The MCXO achieves its combination of stability and size by employing 


a microprocessor to digitally compensate the oscillator frequency over temperature. This digital 
compensation provides increased performance and stability compared to analog frequency 


compensation techniques currently in use. 


Hughes Research Laboratories seeks highly-qualified scientists for advanced research in physics, 
chemistry and electronics. Disciplines include: Information sciences and artificial intelligence; space 
plasma sources; pulsed power switches; free electron lasers; electron beam testing; advanced IR 
detectors; liquid-crystal materials and displays; nonlinear optics and phase conjugation; computer 
architectures for image and signal processors; GaAs microwave devices and IC technology; and 
optoelectronic materials and devices. Send your resume to: Professional Staffing, Hughes Aircraft 
Company-Research Laboratories, Dept. $3, 3011 Malibu Canyon Road, Malibu, CA 90265. Equal 
opportunity employer. Proof of U.S. citizenship required for some positions. 


For more information write to: P.O. Box 45068, Los Angeles, CA 90045-0068 


Subsidiary of GM Hughes Electronics 
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tion Conference and Exhibition. Wash- 
ington, D.C., June 12-14 — Contact: Eugene 
A. Hemley, Executive Director, NCITD, Suite 
205, 350 Broadway, New York, N.Y. 10013. 


Personal Computer Conference. Toron- 
to, June 13 — Contact: International Data 
Corp. Canada, Suite 1000, 7 King Street E., 
Toronto, Ontario, Canada MSC 1A2. 


User's Role in Software Development 
Course. Chicago, June 13-14 — Contact: Ap- 
plied Information Development, 823 Com- 
merce Drive, Oak Brook, Ill. 60521-1919. 


Visuda '89 Conference and Exhibition 
on Visual Computing for Defense, 
Government and Large Projects. Paris, 
June 13-16 — Contact: E.S. International 
Communications, 16 Avenue Bugeaud, 75116 
Paris, France. 


Metaphor Data interpretation System 
Users’ Meeting. Berkeley, Calif., June 14- 
16 — Contact: Metaphor Computer Systems, 
1965 Charleston Road, Mountain View, Calif. 
94043. 


National Association of Telecommuni- 
cations Dealers’ Meeting. Boston, June 
14-17 — Contact: NATD, 1255 23rd St., 
N.W., Washington, D.C. 20037. 


Seminars on ‘‘New Directions in Inter- 
national Telecommunications” and 
‘“‘Telecommunications: Deregulation 
and Regulation.” Arlington, Va., June 14- 
15 — Contact: The Telecommunications Con- 
ference Center, 1133 Broadw2y, New York, 
N.Y. 10010. 


North American ISDN Users’ Forum. 
Boston, June 14-16 — Contact: Kim Bra- 
shears, U.S., Department of Commerce’s Na- 
tional Institute of Standards and Technology, 
Gaithersburg, Md. 20899. 


Computer-Aided Engineering confer- 
ence. Washington, D.C., June 15-16 — Con- 
tact: Frost & Sullivan, 106 Fulton St., New 
York, N.Y. 10038. 


ESA Overview: National Capitol-Area 
MVS User Group Kickoff meeting. Fair- 
fax, Va., June 15 — Contact: George Mason 
University, University Entrepreneur Center, 
Suite A6, 4260 Chain Bridge Rd., Fairfax, Va. 
22030. 


OS/2: inside and Out seminar. Boston, 
June 15-16 — Contact: Digital Consulting, 6 
Windsor St., Andover, Mass. 01810. 


JUNE 18-24 


International Conference on Design 
for Manvfacturability. San Francisco, 
June 18-20 — Contact: CAD/CIM Alert, 824 
Boylston Street, Chestnut Hill, Mass. 02167. 


Corporate Venturing Conference. Bos- 
ton, June 19-20 — Contact: Venture Econom- 
ics, P.O. Box 81348, 16 Laurel Ave, Wellesley 
Hills, Mass. 02181. 


| NEW! NEW! NEW! | 
ICF Catalog 


Support! 
CMS/MVS Toolkit 


Now access JES2 queues, 
ICF Catalogs and MVS 
DASD datasets, directly 
from CMS. 


(312) 525-6400 
738 N. LaSalle St., Chicago, Il 60610 
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WORK GROUP COMPUTING 


Seevccccccces COTO OS ORO OS OOSOEEOE EEE E SEES SEES ESEESEESEES 


Sounds good, but what 
does it really mean? 


BY KATIE CRANE 


ork group computing is 

a phrase in search of 
meaning. Try to talk 
about it, and questions 

follow questions. 

“Tell me how you de- 
fine work group computing, 
and }’il tell you if we’re doing 

it,” says Frank Gordon, a 

programmer/analyst at the 
Texas State Board of Insurance 
in Austin. 

Gordon is hedging a bit. In 
truth, he is pretty certain that 
what his organization is doing 
does not fit any of the possible 
definitions of work group com- 
puting. The board is currently 
connecting a network of work- 
stations to what he calls an “‘opti- 
cal jukebox” so that clerical 
workers can have immediate and 
simultaneous access to the opti- 
cal equivalent of 300 square feet 
of files. 

But Gordon, who is the proj- 
ect manager responsible for im- 
plementing the image process- 
ing system, says that if 
intentions count, then what his 
group is doing might qualify. 

“‘We have insisted on a plat- 
form that could easily be con- 
verted for interagency activity,” 
he explains. That platform, he 
claims, is something that could 
truly be called be work group 
computing. 

Gordon’s guess is just as good 
as any other because no one is 
absolutely sure of what work 
group computing is. Is it, as one 
industry analyst calls it, “a 
swarm of buzzwords around the 
bright flower of an idea,” or is it, 
as one vendor claims, “the dy- 
namic glue that holds groups of 
workers together, coordinating 
their efforts as they work toward 
some common goal’’? 

Scott Beck, vice-president of 
information systems at Health- 
care Compare Corp. in Lombard, 
Ill., says he wishes he knew the 
answer. ‘‘We give individuals the 
ability to share information and 
do different things simultaneous- 
ly,” he says, but the organization 
never uses computers to ham- 


Crane is a free-lance writer based in 
White River Junction, Vt. 
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Manufacturers Hanover’s Morse is working to tie the bank’s 
applications around acommon work group architecture 


mer out a consensus or as part of 
any committee process. “Is that 
work group computing?” he 
asks. 

If you happen to be using one 
of today’s broader definitions of 
work group computing, it proba- 
bly is. One of the broadest inter- 
pretations is simply this: users 
with common interests and 
needs sharing computer re- 
sources. Healthcare Compare 
more than meets that criterion. 

The company operates a net- 
work with 37 file servers and 
700 nodes supporting eight de- 


partments. It uses that network 
to prepare proposals as a team. 
Last year, three people complet- 
ed 250 proposals by submitting 
different sections (and some boil- 
erplates) then merging the com- 
ponents to comply with each re- 
quest for proposal. In addition, 
the production, quality assur- 
ance, marketing and sales de- 
partments frequently collabo- 
rate on reports initiated by one 
department and supplemented 
by each of the others. 

“I guess you would say we 
sort of do [work group comput- 
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What kind of animal is groupware? 


Page 64 


Why groups stick with plain E-mail 
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ing],” Beck tentatively con- 
cludes. 

At Otis Elevator, Inc. in 
Farmington, Conn., Vice-Presi- 
dent of Finance Jean Mordo is 
much more certain about what 
work group computing is. Al- 
though comprehensive work 
group computing will not be a re- 
ality until local-area networks in 
Otis’ Singapore and Paris offices 
are completed and the software 
for group interaction is bought, 
the firm envisions international 
message swapping and electron- 
ic conferencing. 

Mordo reports that installing 
a LAN in the company’s head- 
quarters office was the first step. 
Now, Otis is planning to install 
some commercially available 
groupware products. He says, 
however, that the real potential 
of work group computing will not 
be realized until the Singapore 
and Paris LANs are on-line. 
“Then,” he predicts, “we'll do 
some exciting things.” 

It is somewhat symptomatic 
of the concept’s current state of 
development that business exec- 
utives such as Mordo picture the 
possibilities of work group com- 
puting more vividly than the IS 
executives responsible for exe- 
cuting the details. 

The visionaries and the ven- 
dors paint tantalizing scenarios 
of what work group computing 
can provide. For example, they 
say, writers from several loca- 
tions around the globe can co-au- 
thor a paper by zipping files back 
and forth electronically. Engi- 
neers can use sophisticated 
groupware tools to design new 
products. Sales representatives 
and marketing analysts can 
share common databases for dif- 
ferent, but complementary, 
tasks. People, whether separat- 
ed by corridors or continents, 
can meet together using their 
electronic calendars to schedule 
a brainstorming session, then 
come away with electronic min- 
utes of the event. 

After all these promises 
comes the voice of reality, which 
almost always belongs to an IS 
executive. In this case, the voice 
belongs to Stephen Morse. 
Morse, who calls himself a proj- 
ect architect at Manufacturers 
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Hanover Bank in New York, says he pre- 
fers to put in his two cents “after the 
dreamers have made their speculative 
statements.” 

To hear Morse tell it, Manufacturers 
Hanover is probably on the cutting edge 
with respect to work group 
computing. The bank has 
built many shared applica- 
tions on the basic philosophy 
that information must be ex- 
changed easily. 

For nine years, nearly 
8,000 of its employees have 
been on a central electronic 
mail system. The firm also 
operates regional E-mail 
systems and is currently 
linking its discrete LANS to 
create a large, dynamic net- 
work system that will act as 
“a single large data engine.” 

The ultimate goal, Morse says, is to 
create a structure that will permit an au- 
thorized person anywhere in the bank to 
share information with another person. 
“We are trying to build our entire archi- 
tecture around this technology so we can 
integrate all these things,” he explains. 

Is it happening? Yes, Morse says, but 
not always as quickly or as easily as he 
would like. “We work with the practical 
realities every day,” he explains. ‘“We’re 
the ones who have to troubleshoot the 
problems.” 

But Morse is not discouraged. “It’s 
working — not always the way we’d like, 
but it’s an evolutionary process,”’ he says. 


SOURCE: MARKET INTELLIGENCE RESEARCH CO 
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One of the collaborative systems that 
the bank does have in place is a networked 
database system for customer tracking 
and prospect development. That system 
is used by account officers and support 
personnel to coordinate sales and account 
service efforts and to make sure that all 
personnel are fully versed in a customer’s 
interests and activities. 

“Different levels of people will call on 


Users like company 
Demand for multiuser applications is on the rise, with shipments expected 
to double between 1988 and 1993 
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people in our customer organizations,” 
Morse explains. “We have to coordinate 
those calls — make it clear who has been 
calling whom and what they have prom- 
ised.” Having a system that can be dy- 
namically updated is imperative, he adds, 
because if a bank officer meeting with a 
customer does not have current data at 
his fingertips, ‘“We’re not helping them.” 
Although Morse has looked at a per- 
sonal information manager he thought 
might function as groupware, he has not 
yet invested in any product. As it turned 
out, he says, the product he tried could 
not handle a large group ona network. 
Like Morse, many IS managers who 
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have invested considerable time and ef- 
fort in facilitating computer support of 
collaborative work have done so without 
the benefit of the class of products that 
are now springing up around the concept. 
Most do make some use of E-mail, but 
there is considerable debate whether E- 
mail qualifies as bona fide groupware. 

Groupware, it should be understood, is 
a much newer and even less clearly de- 
fined concept than group 
work. If people get mired in 
definitional problems when 
discussing what work group 
computing is, they positive- 
ly bog down when talk turns 
to the software products 
that promise to support this 
endeavor. 

At the core of the confu- 
sion is the question of 
whether the label applies to 
any electronic tools that 
permit dynamic access or 
whether it requires that 
something be added to the 
equation — that shared information 
somehow be enhanced. 

However, there is a much larger mat- 
ter at hand than groupware’s definition. 
That is, how much will groupware add to 
or subtract from the already formidable 
technical task IS managers face in trying 
to support work group computing? 
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Trade-offs 

Esther Dyson, editor and publisher at Ed- 
venture Holdings in New York, suggests 
that the “ideal [groupware] tool does all 
the work but gives the user total control.” 
Admitting that she has seen no such tool 
yet, she says the best groupware product 
will “handle the routine stuff and thereby 
free people to exercise individual initia- 
tive and flexibility.” But, she 
asks, “How much flexibility 
must users trade for this 
power?” Ay, there’s the 
rub. 

Users, especially execu- 
tives, are not willing to 
trade much flexibility. Con- 
sultant Phil Gilbert, founder 
of Gilbert & Associates in 
Pacific Palisades, Calif., says 
groupware tools will work 
only if they make it easier to 
do group tasks quicker, bet- 
ter or more intuitively than 
before. “They won’t work,” 
he warns, “if you ask people to change 
their style.” 

Virtually everyone, including develop- 
ers and enthusiastic users, agrees that 
currently available groupware products 
fall short of ideal flexibility. 

So who will construct this flexibility? 
The vendor? The users? The IS staff? 

Lotus Development Corp.’s Irene 
Greif claims it is the vendor’s job. For- 
merly with MIT’s Office Automation 
Group and currently senior development 
manager of advanced technologies at Lo- 
tus, Greif oversees the development of a 
groupware product called Lotus Notes. 
Good defaults are the key to flexible 
groupware products, she explains, and 
any software that hopes to be accepted 
should inherently include this capability. 

For example, multiple work groups 
may exist with the same people playing 
different roles in each group. Thus, in a 
co-authorship arrangement in which 
there are writers, editors, commentors 
and general readers, each group might 
want to assign particular roles to specific 
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Sloan’s Malone predicts 
customized groupware 


people in the group or modify the roles. 
“That should be easy to do by changing 
defaults,’ Greif says, “not by having to 
define something new.”’ 

MIT Professor Thomas Malone says 
he thinks users can customize groupware 
products to their own liking, but only if 
there are easy-to-use fourth-generation 
language and artificial intelligence com- 
ponents included. Malone heads a team at 
the Sloan School of Management that has 
developed a prototype groupware prod- 
uct that uses “‘little intelligent agents that 
act on your behalf.”’ The user tells the in- 
telligent agents to sort and prioritize in- 
coming mail, filter out unwanted mail or 
scan public information for items of inter- 
est. 

J. Roger Moody, president and chief 
executive officer at Coordination Tech- 
nology, Inc. (CTI), which is developing 
application-building groupware based on 
OS/2, says he does not believe that any 
vendor can write a groupware applica- 
tion. He argues that putting prepackaged, 
shrink-wrapped groupware on the shelf 
would reduce the complex needs of people 
working in groups to the lowest common 
denominator. 

IS managers trying to turn visions of 
work group computing into reality face 
much more challenging tasks than assem- 
bling the building blocks of groupware, 
however. Laurence Rosenberg, director 
of the Information Technology and Orga- 
nizations Program at the National Science 
Foundation in Washington, D.C., has en- 
couraged and funded a lot of research into 
the group dynamics that make or break 
groupware and group work. He says there 
is still much to be done, both in terms of 
technologies and in understanding how 
decisions are made. 

Potential users and experts worry that 

_ automating group work can 
| lead to the worst kind of 
=| committee results: exces- 
| sive caution and watered- 
=) down decisions. 
| That fear is not a prob- 
lem at the University of Ari- 
zona in Tucson, which has 
used its electronic meeting 
|, | facilities several hundred 
times for such tasks as elec- 
tronic brainstorming, issues 
analysis, prioritization and 
decision making. 

Doug Vogel, working 
with others at the universi- 
ty, has developed more than a dozen soft- 
ware tools for use in the sophisticated 
planning and problem-solving sessions. 
Vogel, a researcher and professor of MIS 
at the university’s College of Business and 
Public Administration, notes that the par- 
ticipants’ experiences have been ex- 
tremely and consistently productive. 

“People are accomplishing in a half day 
or less what would normally take a full day 
or longer,” he reports. Better still, he 
adds, is the “‘super group dynamics” that 
develops out of this environment. (See 
story, page 74.) 


Bad shortcuts 
But James Matheson, whose Menlo Park, 
Calif., consultancy, Strategic Decisions 
Group, has developed something called 
the Meeting Productivity System, is 
more wary of the consequences of group 
thinking. He claims it is easy for groups to 
be lively and interactive but much harder 
to get the group to make a rational deci- 
sion along the way. 

Matheson says he worries when he 
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hears comments like, ‘We made this big 
decision in only four hours,”’ because he is 
concerned that, in some cases, the deci- 
sion might have merited four months of 
study. 

Matheson warns users not to let elec- 
tronic tools become an excuse for not 
making informed decisions. When groups 
use work group computing to take a 
shortcut, he fears they could be doing 
more harm than good. “Don’t sacrifice 
decision quality,” he tells potential users. 

Like Matheson, Lawrence de Bivort, 
director of the Evolutionary Services In- 
stitute, a consultancy based in Bethesda, 
Md., warns that much may be lost in the 
name of a good cause. If vendors create 
systems that look good but constrain peo- 
ple, he says, they may inhibit “the magic 
that comes when people interact with one 
another in an open environment.” Fortu- 
nately, he adds, “People will sabotage 
such systems.” 

John Seely Brown, vice-president of 
advanced research at Xerox’s Palo Alto 
Research Center (PARC), refers to the 
quest for spontaneity in work group sys- 
tems as “the coffee pot challenge.” 

For several years, his work has fo- 
cused on exploring how small groups of 
people (which often assemble around of- 
fice coffee pots) mingle their perspectives 
to construct a brand-new way of looking 
at things. Recently, he has begun to muse 
on how to capture informality — the cre- 
ative swapping of information — when 
working electronically with colleagues lo- 
cated 1,000 miles away. 

Toward that end, Brown and Mark 
Stefik, one of the visionaries behind 
PARC’s famous Co-Lab project, have 
written a paper exploring long-distance 
brainstorming, which they call “Portable 
Ideas.” 

There is little question that work 
group computing in its ultimate form will 
create vast changes in the power struc- 
ture and organizational charts of the com- 
panies in which it takes hold. 


Ad-hocracies 

MIT’s Malone predicts that innovative or 
adaptive organizations, for example, will 
employ information technology for more 
lateral networking to support decentral- 
ized and geographically shifting teams. 
He also suggests that there will be more 
ad hoc organizational structures, or “‘ad- 
hocracies,” formed, which will require 
more communications “up, down and 
across in every direction.” 

Some pessimists say that the prospect 
of this kind of rampant information ex- 
change will seem threatening to many IS 
executives. They predict that these exec- 
utives will resist work group computing 
as they did personal computers because 
they fear losing control with something so 
unstructured. 

In fact, that fear is not unfounded. 
Group work produces complex relation- 
ships among people, data and schedules 
— relationships that introduce a host of 
thorny questions relating to overall man- 
agement, access control and security. 

Lotus’ Greif says she can imagine a 
scenario in which user demand for group- 
ware products that suit their varying — 
and sometimes conflicting — styles could 
become a major burden. While she is sym- 
pathetic to the hardship this may cause, 
she urges IS managers to establish guide- 
lines and find ways of dealing with this di- 
versity. “Dealing with conflicting re- 
quests,” she says, “is what any service 
organization has to do.” 
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Although many are confused and un- 
certain about their next step, Malone says 
he has encountered few IS 
managers who are resis- 
tant to the idea of imple- 
menting work group com- 
puting. 

John Moore, MIS direc- 
tor at General Food Bak- 
ery Co. in Bayshore, N.Y., 
and an enthusiastic propo- 
nent of work group com- 
puting, says he can explain 
that mystery. 

“In the fresh-baked 
business,” he explains, 
“‘we have to put the right 
product in the right store 
on the right shelf on the right day,” noting 


No smoke and mirrors. Vitalink’s new Trans- 
RING bridges connect token ring networks to 
form a single, high-speed, wide area network. 
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that his company is much better able to do 
that because it uses Metaphor Computer 
Systems, Inc. worksta- 
tions and software to expe- 
dite the consolidation and 
analysis of U.S. shelf and 
sales statistics. 

The reason that many 
organizations and IS man- 
agers are willing to suffer 
through the confusion and 
hardships associated with 
creating the structure to 
support work group com- 
puting is that they, like 
Moore, “want the right in- 
formation available to the 
right people at the right 
time in order to understand the business 


“Vitalink 
connected our token rings. 
Now our users think 
I'm a magician.’ 


dozens of different applications 


and protocols, our TransRING 
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and move it forward.” 

Rich Castor of Smith, Kline & French 
Laboratories, a pharmaceutical company 
in Philadelphia, is one voice of persever- 
ance. Like Gordon, Beck and Mordo, Cas- 
tor hesitates to call what his company 
does ‘‘work group computing.’”’ Many 
parts of the infrastructure are in place, he 
says. The company has installed the LAN 
part of its strategic platform, has E-mail 
and electronic calendars in place and is 
moving to electronic information man- 
agement. 

All of that, however, is just the starting 
point in the move toward work group 
computing. “‘We’re just at the begin- 
ning,” he says. “Ask me the same ques- 
tion in 10 months, and I'll tell you a differ- 
ent story.” @ 


benefit from better connectivity and improved 

response times. They'll process more transac- 

tions, bring products to market faster, or simply 
get information sooner. 


If you’re ready to work magic 


with your network call Vitalink. 
The LAN Bridging Company. 
800-443-5740 or 415-794-1100. 
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Drawing the groupware lines 


BY J. C. KIMBROUGH 


Defining groupware is a snap. 
Just picture the body of a horse 
with an elephant’s head, a lion’s 
tail and an eagle’s claws. In other 
words, it is an unmatched assort- 
ment of products being called the 


me 


* 


same animal. That is partly be- 
cause the market is still in its for- 
mative stages and partly because 
it is hard to get a consensus on 
what categories exist, if any, and 
how the lines between them are 
drawn. 

Some experts are using a 
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broad brush to paint the group- 
ware picture. For instance, John 
Seely Brown, vice-president of 
group work research at Xerox 
Corp.’s Palo Alto Research Cen- 
ter, calls the facsimile machine a 
piece of groupware. “‘It gives ul- 
tra-high bandwidth communica- 
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tions,” Brown says, “and is a 
highly efficient, low-overhead, 
collaborative tool.” 

Julian Horwich, executive di- 
rector of the Chicago Associa- 
tion for Microcomputing Profes- 
sionals, agrees with the liberal 
approach. He includes basic elec- 
tronic mail as a groupware tool 
but describes groupware as “a 
vague term that applies to al- 
most anything we do on ma- 
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chines, which could include 
mainframes.” Nevertheless, he 
says, “Groupware will be one of 
the hottest buzzwords in com- 
puting in the next few years.” 


Out of the gray 

Certain types of products do 
seem to register with everyone 
as a definite part of this gray 
area. One such category is docu- 
ment-editing or collaborative au- 
thoring tools, such as Broder- 
bund Software’s For Comment, 
which runs on IBM microcom- 
puters, or Network Technol- 
ogies International, Inc.’s Unix- 
based Docuforum. 

In the Apple Computer, Inc. 
Macintosh world, Mark-up from 
Mainstay or the soon-to-be-re- 
leased Annotater from Farallon 
Computing, Inc. offer document 
editing software. These prod- 
ucts let members of a group offer 


LECTRONIC 

messaging sys- 

tems that are 
several steps beyond 
E-mail in sophistica- 
tion make up one of the 
most well-defined ar- 
eas of groupware. 


opinions about an article or re- 
port without tampering with the 
author’s original version. 

Form-centered or form man- 
agement software for transac- 
tion processing is another possi- 
ble division of groupware. For 
instance, groups responsible for 
approving loan applications can 
use products like Motorola, 
Inc.’s Life to electronically pass 
forms to the appropriate people 
as action is required. 

Work group communication 
managers, electronic messaging 
systems that are several steps 
beyond E-mail in sophistication, 
make up one of the most well-de- 
fined areas of groupware. So far, 
there appear to be more con- 
tenders in this roughly bounded 
category than any other. De- 
pending on the specific program, 
these products include such fea- 
tures as teleconferencing or 
computer conferencing, calen- 
daring, scheduling and data man- 
agement capabilities. 

Some of the products in this 
category are Office Works by 
Data Access Corp., Coordinator 
by Action Technologies, Inc., 
VAX Notes by Digital Equip- 
ment Corp. and Higgins by En- 
able Software, Inc. Lotus Devel- 
opment Corp.’s Notes, which is 
expected out by the end of 1989, 
is aimed at broadening the cur- 
rent concept of communication 
management programs even fur- 
ther, by incorporating aspects of 
information management. 

“One of the things people 

Continued on page 68 


Kimbrough is a free-lance writer based 
in Los Angeles. 
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PRIME HAS CREATED A 
NEW POSITION OF POWER. 


Now you can turn any desktop into 
a seat of power. With the UNIX” based 
PRIME EXL’ Series and SCORE: 
Solutions for the Coordinated Resource 
Environment. 

It's Prime's commitment to putting 


all your computer resources right at 
your fingertips. 
i an can get information from the 


mainframe. Develop applications. 
Send data. Share information and 
software. And do your job from 
one position of power. 


none © 


users together in a multi-vendor 
environment. It can also manage 
everyone's files. Connect to other 
departments with industry standard 
communications like Ethernet’, 
TCP/IP, and SNA. And handle your 
UNIX, DOS’ or PICK’ applications 
simultaneously. 


SCORE and the PRIME EXL Series. 
The best way yet to merge desk- 


top capabilities with the corpo- 
rate computing environment. 
Find out more about SCORE 


Consider SCORE and the PRIME #38 and the PRIME EXL Series b 


EXL Series—multi-user, multi- 
tasking systems based on AT&T's 
UNIX V. 3.1 and Intel386" tech- 
nology. Powerful —_ to tie 
PCs, printers, peripher 


s, and other === 


calling us at 1-800-343-2540 (In 
Canada, 1-800-268-4700). 
Prime. Once we put you in a 
sition of power, there's no 
imit to what you can do. 


SCORE-a total solution for integrating corporate 
computing resources at the desktop and departmental 
level. By providing a shared computing resource pool, 
productivity is increased. 


Prime. 


Prime Computer, Inc. 


PRIME and the Prime logo are registered trademarks, and PRIME EXL and SCORE are trademarks of Prme Computer, Inc 
Natick, MA. lncel386 is a trademark of Intel Corporation. UNIX is a registered tademark of AT&T. DOS is a reg 
trademark of Microsoft, Corp. PICK is a registered trademark of Pick Systems. Ethemet is a wademark of the Xerox Corp 
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Your sales staff doesn’t know A strategy that, unlike those If you believe your company 
what’s going on in marketing. of other companies, is uniquely works better when people, and 
Purchasing and accounting can’t dedicated to standards which computers, work together, 
agree on the numbers. And make that real world work. pass this number on to your 
production isn’t communicating . information systems manager: 
with R&D. We call it HP AdvanceNet. 1-800-752-0900, Ext. 282G. 

r It’s a strategy that protects We'll send the complete 
Hewlett-Packard has a better way. your econ, That increases AdvanceNet story. 
A truly open computer net- productivity by insuring that : 
working strategy. A strategy that everyone in your organization There is a better way. 
acknowledges the fact that the has access to the information 
real world is a multivendor world. they need when they need it. 
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Work intersections 


Current and future groupware products can solve a variety of basic business needs 


Face-to-face meetings 


¢ Facilitation services 
« Computer-supported meetings 
«Group decision support services 


Administrative 
filing and filtering 


¢ Presentation aids 
Team calendars 
«Project management 
e Integrated analysis 
eText filtering 


SOURCE: THE CENTER FOR INFORMATION SYSTEMS RESEARCH AT MIT'S SLOAN SCHOOL OF MANAGEMENT 





Cross-distance meetings 


e Headquarters conference calls 
¢Graphics and audio 

eScreen sharing 

¢ Spontaneous meetings 


LOT n eee oe 
distance coordination 
e Group writing 
e Electronic meetings 


¢ Computer conferencing 
e Conversational structuring 


CW CHART: FRANK C. O'CONNELL 


Groupware 


CONTINUED FROM PAGE 64 


worry about is having too much informa- 
tion,”” says Donna Simonides, product 
marketing manager for Notes. “I may 
send you 30 pieces of E-mail. Some may 
be more critical than others, and you need 
help prioritizing them.” 

The hitch in selecting among commu- 
nication managers is that while these 
products have some similarities, they also 
have their differences. No two are enough 
alike to go head-to-head in the market- 
place the way that Borland International’s 
Quattro competes against Lotus’ 1-2-3, 
or Wordperfect Corp.’s Wordperfect vies 
with Microsoft Corp.’s Microsoft Word. 


“It's a simple formula. 
The more power under the 
hood, the faster you go. Well, 
| just found a 386 PC with a 


Ferrari engine.” 
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ZENITH INNOVATES AGAIN™ 


Racing at 8.2 MIPS; Zenith shatters the 33MHz speed barrier with 
one of the fastest Intel386™ workstations ever built. 


Even after you see it, you still might not believe that any 386/33 workstation 
can deliver such unprecedented speed and reliability as Zenith Data Systems’ 


Z-386/33. But it’s true. 


Up to 30% faster than many 25MHz desktops, Zenith’s Z-386/33 even 
exceeds the limits of other 33MHz systems. In fact, its super-fast processor, disk 
and memory subsystems give you uncompromising performance. So you can 
blaze through the most demanding scientific, engineering and manufacturing 
applications at an almost unheard of 8.2 MIPS. 


For those who need 25MHz power, there’s the Zenith Z-386/25. It, too, gives 
you high-powered file serving, CAD/CAM/CAE, multi-tasking and multi-user 
capabilities. And each lets you take advantage of thousands of industry standard 
peripherals as well as such advanced operating environments as MS OS/2° 


and SCO™ Xenix? 


Both 32-bit powerhouse workstations also let you add hard drives and up 
to 64MB of memory to keep pace with your growing needs. Plus, they come 
standard with MS-DOS? And all hard 
drive models even include Microsoft® 


Windows/386. 


So if you need a faster workstation — 








or the fastest—shift into overdrive with 
Zenith’s Z-386/25 or Z-386/33 today. 
For the name of your nearest Zenith Data 
Systems authorized dealer, call: 


1-800-553-0350. 


Ze data 
systems 


THE QUALITY GOES IN BEFORE THE NAME GOES ON* 


Users must decide which product meets 
their specific needs. 

The same problem crops up in project 
tracking/project management, another 
category that some people include under 
the general title of groupware. Susanna 
Opper of Susanna Opper & Associates, a 
New York-based consultant specializing 
in groupware, makes a big distinction be- 
tween tracking and management. 

When a major engineering firm uses 
hundreds of people to build a multimillion- 
dollar building, it needs a complex project 
management system, Opper says. When a 
start-up company is developing a time line 
for bringing its first product to market, it 
needs a project tracker. Opper says, 
“Project management is for the big guys, 
and project tracking is for the little guys.” 

Opper also sees fascinating potential in 
another category of emerging software, 
team development programs, which deal 
with the process of group work rather 
than the content. She points to programs 
under development that are being de- 
signed to help managers create groups, 
analyze the group’s needs and behavior 
and give managers pertinent data they 
can feed back to the group. 

“In the next evolution, this kind of 
software will be available to groups to 
help themselves,” she predicts. “When 
computers begin to become part of the 
group and perform a function for the 
group, it’s exciting. Calendaring, even if 
you can figure out how to do it, is not ex- 
citing. It saves the secretary some time, 
but that’s about it,” she says. 


Combo programs 

Ultimately, groups will probably need 
some combination of the various pro- 
grams to get the job done. Because the 
concept of groupware is still evolving, 
what looks like individual categories prob- 
ably will not stay that way. 

“If anything, the categories are going 
to blur,’”’ says Professor Thomas Malone 
of MIT’s Sloan School of Management. 
“Eventually, groupware will include all 
categories.” Malone and his teammates 
at MIT are working on Information Lens, 
a way of using artificial intelligence to 
manage information sharing, and on Ob- 
ject Lens, a general-purpose umbrella for 
cooperative work and information man- 
agement. Malone predicts commercial 
products based on their research will be 
on the market in two to three years, may- 
be even sooner. 

Meanwhile, software developers are 
already realizing a bigger iceberg is under 
all the seemingly separate tips. 

A recent announcement from IBM and 
Metaphor Computer Systems, Inc. means 
Metaphor’s information-sharing and deci- 
sion-support software will now run on 
high-end IBM Personal System/2s, Per- 
sonal Computer XTs and ATs instead of 
only on Metaphor workstations. 

By March 1990, Coordination Tech- 
nology, Inc. will probably offer an as-yet- 
unnamed product that company Presi- 
dent Roger Moody describes as 
something that is not a specific application 
such as Lotus Notes or Higgins but “‘a 
work development environment.” 

If the implications of all of these pro- 
grams are difficult to grasp right now, it 
may be because they are dealing with con- 
cepts so abstract they border on the 


metaphysical. It is easier to describe them 
in terms of the known things that they are 
not than the unfamiliar things that they 
are. Experiencing them may be the only 
way to make them concrete. 
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Everything OS/2 can do for you... 


OS/2 provides an optional 
Communications Manager 
which allows easy networking. 
OS/2™ includes a built-in 
graphical interface 
so it’s easy to_use. 


Tie 


OS/2 lets you run your 
DOS programs plus hundreds 
of programs DOS can’t. 


OS/2 lets you keep two or more 


——programs running at the same time, 
so you can do more. 


IBM Operating System/2™ 


Installation Diskette 


Machines Corp. # 1988 — g OS/2 lets you take advantage 
aa Por of 386™ power. 
© Copyright Microsoft Corp. 1981 - 1988 
ee ee te, cee eee 
OS/2 lets you run programs larger RIGHTS LEGEND — 


Use, duplication, or discios 
’ is subject to restrictions in GSA ADP Schedule 
than 640K, so you can use 7 Contract with IBM Corp. 
more powerful applications. 


OS/2 provides an optional 
Database Manager to make 


managing information easy. 
OS/2 lets you take full advantage 
of Micro Channel™ 


This offer lets you do for less. 


Right now, when you choose OS/2, you can get from $100 
to $1,600 back on the kind of heavy duty memory that only 
OS/2 can handle. With this offer, the more memory you buy (up 
to 8Mb), the bigger your rebate. 

Plus you can get thousands of dollars in rebates on over 100 
different OS/2 programs. You can also get hundreds of dollars back 
on modems, accessory cards and hardware—all the things that 
help you do more work in less time with OS/2. 

So if you’re ready to move up to all the real advantages of 
OS/2, ask your IBM Authorized Dealer about these rebates today. 
To find the dealer nearest you call 1 800 IBM-2468, ext 128. 


OS/2. Operating System/2 and Micro Channel are trademarks. and IBM is a registered trademark of international Business Machines Corporation 386 's a trademark of intet «IBM Corp 1989 
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CONFERENCE 


Computerworld Perspectives 
is the Executive Conference on 
Strategic Information Management 
designed to give you & your company 
answers on Strategies, Productivity & Standards. 


June 20-21 New York City 


Featured speakers include: 
Shoshana Zuboff, Michael Hammer, Donald Burr, 

Larry DeBoever, Ed Mahler, Tom Malone, Vaughan Merlyn, 
Donn Parker, Dr. Larry Harris, Ron Brzezinski, Tom Donovan, 
Bill Dunn, Mike Sullivan-Trainor, Stewart Brand, Charlie Lecht, 

Richard Bell, John Fisher, Jack Bologna, Dave Van Lear, 

Bill Howard, Mike Kaminski, John Burton, Larry Chimerine, 

Hank Jones, Robert Badal 


Call Rhonda Radliff at 
(508) 935-4565 or (508) 875-5000, Ext. 4565 
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BY JANET FIDERIO 


Management-by-walking-around isn’t a 
possibility at US West, the Denver-based 
regional holding company. US West has 
65,000 employees in a 14-state area, and 
often a manager will supervise people 
scattered from Denver to Seattle. 

This system of long-distance affili- 
ations came about because US West was 
formed from the consolidation of three 
former Bell operating companies that ser- 
viced 7% of the U.S. population and cov- 
ered 40% of the country. After the con- 
solidation, it was decided that distributed 
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US West shrinks the distance 


work groups offered the best means to in- 
tegrate employees with parallel functions 
while avoiding relocation hassles. 

According to Steve Dickson, informa- 
tion resources analyst at US West’s Infor- 
mation Technology Services Group and 
manager of the Information Resources 
Microcomputer Network Project, the 
company has attempted to keep the lines 
for work group communication and col- 
laboration open in a number of ways. The 
most all-encompassing task, Dickson 
says, was the development of Message 
Net, the company’s proprietary wide- 
area mail/transport system. 
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Message Net, which has been running 
for almost two years, routes messages 
and documents from users of the firm’s 
Wang Laboratories, Inc., IBM, Digital 
Equipment Corp. and Apple Computer, 
Inc. computers. With Message Net, US 
West employees have access to approxi- 
mately 30,000 mailboxes and at least 
some type of office automation system. 

Message Net provides a compound 
message format definition as well as vari- 
ous transport mechanisms to move mes- 
sages and files among various systems. 
This means that if one isolated member of 
a work group uses a Wang system, he can 
still communicate electronically with the 
other members of his work group using a 
DEC, IBM or any other US West system. 

Being able to exchange files electroni- 
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cally has stimulated collaboration, Dick- 
son says. So have amenities such as the 
ability to post agendas and transmit work- 
ing documents for conference-call meet- 
ings. “It often happens with conference 
calls that somebody will be on-line, but 
they won’t have the documents being dis- 
cussed,” he notes. “If you can rush them 
over Message Net, rather than have them 
faxed, it’s a step in the right direction.” 

The company’s 2,000 IBM PC and 
compatible system users can augment 
Message Net’s services with a commer- 
cial groupware product called Higgins 
from Enable Software, Inc. Higgins, 
which can operate on US West’s 200 No- 
vell, Inc. networks, is currently used by 
about 1,100 employees, Dickson reports. 
In addition to electronic mail and docu- 
ment transport, Higgins provides docu- 
ment management, group scheduling, the 
ability to create shareable work group 
files and bells and whistles such as elec- 
tronic clocks, to-do lists and appointment 
logs. 

One of Higgins’ more important value- 
added components is security, Dickson 
says. If a work group member knows an- 
other member’s public password, then 
that person is entitled to see their public 


YSTEMS SUCH as 

Message Net can help 

level the playing field 
for employees far from their 
manager or the center of 
action. 


entries, whether it is mail, files, logs or di- 
rectory information. ‘But if something is 
flagged ‘private,’ ” he explains, “‘it’s pri- 
vate.” When either public or private in- 
formation is read by another person, Hig- 
gins notifies the home system. 

Dickson, whose work group uses Hig- 
gins, finds it useful to overlay and com- 
pare the schedules of work group mem- 
bers. “It’s very convenient for work 
groups to be able to [check schedules 
quickly],’’ he says. “In our type of support 
organization, we have a lot of project 
meetings, and people are not always at 
their desk. It’s easy to find out where peo- 
ple are if they keep their electronic ap- 
pointment calendar up-to-date.” 

Because Higgins operates as a node on 
the larger Message Net System, it is pos- 
sible to send messages and documents 
seamlessly from Higgins to one of the oth- 
er office automation systems. 

Having a system like Message Net as 
the foundation of its work group commu- 
nications means US West does not have to 
rely on Higgins-to-Higgins connections or 
other proprietary system requirements. 
The disadvantage of using Message Net 
as a connection medium is that some func- 
tions may be lost (for example, classifica- 
tion flags such as “private” and “‘urgent”’ 
ina Higgins network). 

Systems such as Message Net can help 
level the playing field for employees far 
from their manager or the center of ac- 
tion, Dickson says. But having the tech- 
nology in place is only half the battle. For 
collaborative systems to work, he adds, 
you need group support and group partici- 
pation: “‘It’s like the inverse of the law of 
diminishing returns. As you add Beople, 
you get more and more returns.” 


Fiderio is a Gilsum, N.H.-based free-lance writer. 
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INTERVIEW 


Getting a picture of the group 


hristine Bullen is no 

stranger to electronic 

collaboration — she 

lives in Hastings on 

Hudson, N.Y., and 
works in Cambridge, Mass., as 
the assistant director of the Cen- 
ter for Information Systems Re- 
search (CISR) at MIT’s Sloan 
School of Management. In fact, 
for her latest project — an inves- 
tigation of how work groups 
make use of electronic tools — 
Bullen collaborated with West 
Coast-based John Bennett of the 
User Interface Institute at IBM 
Research, whom she calls “the 
perfect electronic collaborator.” 

After one year of examining 
work groups that had access to 
electronic tools, Bullen says she 
and Bennett have turned up as 
many questions as answers. She 
says one of the most puzzling 
questions is why, although elec- 
tronic mail is very popular, other 
kinds of groupware tools are 
barely used. 

Bullen is not ready to write off 
the category. But, after follow- 
ing several groupware products 
for as long as three years, she 
has not been able to find evi- 
dence that their use has resulted 
in any significant changes in the 
way people work together. 

Bullen spoke recently with 
free-lance writer Katie Crane 
about her current research and 
shared some preliminary obser- 
vations. 


Is your current research an 
attempt to document how 
groups use groupware 
tools in the real world? 

Yes, but perhaps even more im- 
portant, it is an attempt to an- 
swer some basic questions. 
We’ve completed case studies in 
11 companies [including 25 sites 
and more than 100 interviews] 
to find out how groups work to- 
gether, what the most important 
factors are in that work, what 
electronic tools they use and, of 
those tools, which are useful and 
which are not. 


What have you found out 
about group work? 

One of the most interesting 
questions is, what is a group? A 
“group” used to be defined as an 
organizational entity, a depart- 
ment, for example. But now, 
with electronic links, the defini- 
tion is not so clear; groups come 


When you talk to companies pursuing work group 


computing, a puzzling fact emerges. 
While electronic mail tsa popular tool, 
other groupware products are seldom being used. 


and go quickly, and they cross 
departments and locations. For 
most large companies today, the 
boundaries and sizes of different 
groups vary and sometimes go 
beyond the company to include 
customers, suppliers, industry 
groups, even competitors. 


Every organization you 
studied had access to elec- 
tronic groupware tools. 
Which are they using? 

One of the most interesting 
things we found is that people 
aren’t always using these tools. 
The fact that the functionality 
exists does not mean that people 
are using it. 

During this past year, we 
looked at firms that use quite a 
range of tool types, ranging from 
large systems like Digital Equip- 
ment Corp.’s All-In-1 and IBM’s 
Professional Office System to 
personal computer local-area 
network-based systems like [En- 
able Software, Inc.’s] Higgins 
and [Action Technologies, Inc.’s] 
Coordinator. We also looked at 
companies using [Metaphor 
Computer Systems, Inc.’s] Met- 
aphor, which is marketed as a 
niche product but may have 
more general application, and 
[Broderbund Software’s] For 
Comment, a single-function tool 
for group writing projects. 

In addition, we studied a vari- 
ety of what I call “‘administra- 
tive’ products that offer such 
things as E-mail, computer cor 
ferencing, filing, address books 
and expense tracking and some- 
times even spreadsheets. In real- 
ity, people are barely exploiting 
the ‘unctionality of these tools 
with the exception of E-mail. 


Can you say why E-mail is 
so popular? 

Communications is where the 
easy value is. Even for the prod- 
ucts with awkward interfaces — 
and there are some — the com- 
munications aspect is always the 
most popular. 

We still don’t know whether 
that means communications is 
really all that’s necessary for 
groups to interact and work to- 
gether and other funtionalities 
are merely icing on the cake. It 
may also be that sending mes- 
sages back and forth electroni- 
cally is so similar to the way 
we've always sent messages that 
it’s a familiar first step. 


Are people merely indif- 
ferent to groupware prod- 
ucts, or are there things 
about them that they don’t 
like? 
My preliminary observation is 
that most groupware tools sim- 
ply are not living up to the ven- 
dor’s hype or the user’s expecta- 
tions. Again, that raises some 
questions. I’m not sure, for in- 
stance, whether the problems 
are mostly related to function or 
ease of use. 

Electronic calendars are a 
good example. Not many people 
like them. What we don’t know is 


Christine Bullen 


why. It may be that people don’t 
really feel they need an electron- 
ic means for keeping track of 
dates, or it may just be a matter 
of design. We write notes to our- 
selves, jot down telephone num- 
bers, put colors on certain days 
to highlight them and draw ar- 
rows to link things. Further- 
more, we like to see a week or a 
month at a glance. Most elec- 
tronic calendars don’t offer all of 
these features. 


Can you think of other rea- 
sons why people wouldn't 
be using electronic group- 
ware tools? 

A third possibility is that some 
tools simply require too much 
training to be useful. Vendors 
aren’t really picking up on that, 
and the organizations don’t think 
of doing it themselves. As a re- 
sult, the users despair and disre- 
gard the tool. This seems to be 
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another case of the techies say- 
ing, “Here’s a new technology 
that will fix things,” without pro- 
viding the training and support 
necessary to make it work. 


Doesn't successful imple- 
mentation also depend on 
how the tool is introduced? 
Absolutely. For example, one 
company we researched had 
been using the identical in-house 
system at two different sites for 
more than five years. Quite by 
chance, it had been introduced in 
two entirely different ways. At 
Site A, it had been introduced as 
a significant new tool. 
At Site B, it had been 
brought in as an experi- 
ment. Today, it is an im- 
portant tool that people 
rely on at Site A, while 
it is seen as an informal 
kind of thing, like a toy, 
at Site B. 

This proves environ- 
mental cues are impor- 
tant. Too many product 
developers and manag- 
ers expect users to see 
how great a product is 
and use it. In reality, if 
someone doesn’t like it 
or doesn’t use it, that 
message gets passed 
along. 


Do you have any 
other preliminary 
observations from 
your research? 
Yes, one: Users are crying for in- 
tegration of these tools. For ex- 
ample, For Comment is a popular 
tool, but users complain that it is 
still an isolated tool. That may 
change [if the rumor is true that 
Microsoft Word may incorporate 
For Comment]. 

But it is symptomatic of a 
much larger problem: How easy 
is it to integrate these group- 
ware tools with other electronic 
tools? You want it to be easy. 

Rather than buying new word 
processing software, you should 
be able to incorporate the one 
you are using into your group- 
ware. You should be able to push 
a key and go from one thing to 
another. Instead, you have to log 
off, then log on to something else 
— in some cases even change 
the connection on your worksta- 
tion — just to get to work on an- 
other task. That’s asking too 
much of the user. @ 





BY DOUGLAS VOGEL 


We can’t keep meeting this way, if we 
hope to keep up in today’s business cli- 
mate. Everyone complains that meetings 
eat up too much time, but that is really the 
least of the problems. A less frequently 
mentioned but more pernicious charac- 
teristic of meetings is the way in which 
they serve to dilute information. 

Consider what occurs before and dur- 
ing a typical business meeting: 





WORK GROUP COMPUTING 
EXECUTIVE REPORT 


Coordinated information 
brings meetings to order 


First, we gather information that 
might be relevant and format it in some 
way for discussion purposes. We take it 
into the meeting, along with whatever 
facts we can hold in our minds, leaving in 
our offices a vast array of potentially rele- 
vant information. In the meeting, we as- 
semble our facts and try to integrate them 
into a composite, directed picture. At the 
end, staff members compile a final report 
that, because it is a summary treatment, 
loses much of the discussion’s richness. 


There is at least one means for improv- 
ing this disjointed and leaky process — 
using computers to support the coopera- 
tive work of meetings. 


Now try this 

To get an idea of how this could work, 
imagine the following: You go into your 
meeting having thought about the topic 
but without any paperwork. Relevant 
data is available in the room through a va- 
riety of access channels and media draw- 
ing from sources such as on-line databases 
and electronically scanned text. 

Some meeting participants are actual- 
ly in the room; others are in similarly 
equipped facilities at other sites. You can 
share information electronically and con- 
verse face-to-face, drawing on pertinent 


A MILLION 
OBOL 
PROGRAMMERS 
TERRIBLE 
THING TO WASTE. 


It's been fashionable to change languages when you develop for the personal 
computer. This turns experienced programmers into beginners, and adds a small 
step called "rewrite the whole system" to each development project. The effect on 
budget, schedules, standards and staff is painful—and unnecessary. 

Realia offers full PC emulations of the tools you know: Realia COBOL, 
RealCICS, RealDL/I. With no conversion and no retraining, you can move big 
existing systems to the PC for development, then upload them to the mainframe— 
or leave them on the PC—for production. 

With Realia, COBOL becomes for the PC what it has always been for the 
mainframe: powerful, flexible, and above all maintainable. Realia's compiler 
generates highly optimized machine code, with speed and compactness 
unmatched among PC COBOLs. You get the performance levels of Pascal or C, 
without the cryptic operators and the learning curve. 

Realia also ends your frustration with mainframe programming utilities. 
Ours are fast, intuitive, full-screen and full-color. From screen manager to BMS 
map editor to source-level debugger, these 


tools eclipse anything available on the 


mainframe 


See for yourself. Call for 


a free 30-day evaluation. 


REALIA 


10 South Riverside Plaza, Chicago, IL 60606, 312/346-0642 
34 North End Road, Hammersmith, London W14 OSH, England, 01/602-8066 


1284 Wellington Street, Ottawa ONT K1Y 3A9, Canada, 613/725-9212 


data as needed. 

As the meeting progresses, an elec- 
tronic picture of the relationships among 
the information takes shape and, on the 
basis of that picture, the group moves to- 
ward agreement. At the end, each person 
is handed a “layered” management re- 
port showing the stages of data build-up 
that led to the decision. 

This meeting will continue to exist in 
electronic form, available to this group as 
well as to others working in related areas. 
Access to this “meeting memory” will 
help reduce the context-building neces- 
sary in future sessions. 

The kind of electronic meeting support 
described does, of course, demand an ex- 
tremely robust data management struc- 
ture. Some of the critical necessary sup- 
ports include the following: 

e Seamless integration of an organiza- 
tion’s information support services. The 
goal is to be able to access information in a 
timely fashion regardless of how or where 
it is stored. This involves networked ac- 
cess in conjunction with corporate IS poli- 
cy and standards. 

e An easy browsing and retrieval sys- 
tem to incorporate relevant data in 
group deliberations. The system can be 
semantic-based with sufficient intelli- 
gence to support the needs of non-techni- 
cal executives. 

e The ability to tap the knowledge of 
experts for extra information without 
leaving the room. This can be accom- 
plished through access to previously or- 
ganized or dynamic information. It may 
involve electronically tying that person 
into the group’s deliberations. 

e Incorporation of data by any group 
member at any stage of the process. 
Structured view access ports to the data 
allow meaningful traversal of the informa- 
tion. Once information is located, it can be 
brought into the current session. This re- 
quires electronic meeting system soft- 
ware that allows integrated levels of both 
individual and group support. 

e Meaningful organization and pre- 
sentation of session information. This 
requires “hypermedia” software, which 
permits organization of the data without 
injury to the relationships and meanings 
attached to it. It also requires graphics 
manipulation capabilities and large- 
screen presentation hardware. 

e Summarization and tailored re- 
porting of session information as well as 
storing data for later access. This re- 
quires attention to procedures for orga- 
nizing information as well as flexible soft- 
ware report generators that can be easily 
modified to meet users’ varying reporting 
requirements. 

e Systems and procedures to ensure 
that security and data credibility is sus- 
tained. Failure to effectively manage sen- 
sitive data undermines any chance for a 
successful application. 

This kind of efficiency does not come 
without a price, but neither does our cur- 
rent method of managing data in support 
of group decision making. Computer sup- 
port of the meeting process presents tre- 
mendous opportunities. 

As the pace of business and the tenor of 
competition heats up in the next few 
years, there are likely to be more in- 
stances in which meetings demand the 
participation of personnel in remote loca- 
tions and more meetings clamoring for 
limited time and attention. @ 


Vogel is an assistant professor of MIS at the Uni- 
versity of Arizona in Tucson. 
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CD-ROM enters 
mainstream IS 


Try in-house publishing as initial application for maturing technology 


BY DOUG ILES 


hen compact disk/read-only memo- 

ry (CD-ROM) technology made its 
official U.S. debut at the National 
Computer Conference in 1985, it was 
touted as an industry breakthrough 

— a revolutionary technology. Like 

most new technologies, it was immedi- 
ately saddled with extremely high ex- 
pectations. 

Now, four years later, CD-ROM has 
matured into a viable technology, one that is 
starting to meet some of that early acclaim. 
For example, Lotus Development Corp. 
has placed financial information on CD- 
ROM. Microsoft Corp. offers various 
reference manuals as a CD-ROM prod- 
uct, and Dialog Information Services, 

Inc. has migrated several of its on-line 
databases to CD-ROM. 

In each of the above-mentioned cases, 
the application of CD-ROM has resulted in 
a commercial product that is intended to gen- 
erate revenues. But should information sys- 
tems professionals care about CD-ROM? 

Yes. While CD-ROM products garner the 
headlines, there is a groundswell of CD- 
ROM activity behind the scenes at Fortune 
1,000 companies and government agencies. 
These organizations are starting to turn to 
CD-ROM asa strategic information manage- 
ment tool. They are using the technology as 
a means to manage and distribute large 
amounts of internal information that is criti- 
cal to their business. 


Driving CD-ROM use 

Ford Motor Co. is one example of a corpora- 
tion that depends on CD-ROM as an informa- 
tion management tool. Its New Holland, Pa., 
subsidiary — an agriculture and construc- 
tion division manufacturing equipment for 
farm and industry — recently launched a 
CD-ROM-based parts ordering service for 


lies is section manager for research and development 
at Hewlett-Packard Co. in Mountain View, Calif. 


the North American segment of its world- 
wide network of dealers. 

Ford dealers were looking for a better 
way to utilize their in-house computer sys- 
tems for ordering parts without relying on 
the mainframe or printed manuals as the pri- 
mary sources of detailed parts information. 
Before the availability of the CD-ROM ser- 
vice, dealers had to access parts information 
via modem. CD-ROM technology enabled 


Ford New Holland, Inc. to provide its dealers 
with more efficient and cost-effective access 
to pricing and related information on more 
than 300,000 parts. 

Cummins Engine Company, Inc., a diesel 
engine manufacturer based in Columbus, 
Ind., is another company that has weaved 
CD-ROM technology into its information 
management scheme. The company has 
placed its master price book — 60,000 
pages of text and graphics — onto CD-ROM. 
For the Cummins field people who repair en- 
gines, a pilot program providing CD-ROM 
readers on wheels offers a more efficient way 

to search the master price book for infor- 

mation than using paper or microfilm. 

The company felt that the amount of 

graphics involved made the informa- 

tion impractical for a mainframe com- 

puter because such an approach 

would require converting approxi- 

mately 8,500 mainframe terminals to 
graphics-based ones. 

An example of a government 

agency using CD-ROM technology 

for internal functions is the Minnesota 

Department of Education. The depart- 

ment was seeking a way to distribute a 

database of more than 100,000 test 

questions for its State Assessment Pro- 

gram for students. The database, known as 

an item bank, was originally developed on a 

mainframe computer and used for creating 

tests to measure students on specific sub- 

jects throughout the state’s school districts. 

Results from the State Assessment Program 

help the department determine the effec- 

tiveness of its curriculum. 

Unfortunately, the department experi- 
enced dial-up problems with the system. Put- 
ting the database on CD-ROM enabled the 
department to send the information to users 
in a form that could be accessed through a 
standard personal computer and CD-ROM 
drive. 

Many organizations that have successful- 
ly used CD-ROM as an information manage- 
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- Dispersing critical information companywide 


* Not just a mass storage device 


* Positioned as a supplement to paper 
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ALL FLOWERS, All VEGETABLES 
ROSES, TOMATOES, TREES 
ERVITS, SHRUBS, LAWNS 

EVERGAEENS, HOUSEPLANTS 


How will UNIX’System V affect 
your customer base? 


As we celebrate 20 years of development, the 
UNIX® system has become recognized as the 
standard in operating systems around the world. 
UNIX System V is the taproot of an ever-growing 
customer list: one that includes every major vendor 
committed to open systems, and even some who 
are not. 

No matter what your computing needs are, 
UNIX System V will make your business blossom. 
This unique capacity of the UNIX system to satisfy a 
range of users has made it a catalyst of the open 
systems’ movement. 

Market acceptance of the UNIX system, which 
was first licensed by AT&T 15 years ago, has 
been overwhelming. As a result, AT&T created 


the UNIX Software Gperation as a separate busi- 
ness unit to serve all users of UNIX System V- 
based products. 

It’s the latest milestone in the UNIX System V 
heritage of responding to the marketplace and cus- 
tomer needs. Key product enhancements are also 
evidence. Releases 3.0 and 3.1 delivered networking 
and internationalization. Release 3.2 was built 
around these enhancements and included XENIX/ 
386 compatibility and security features. 

The UNIX system’s inherent capacity for 
upward migration assures that ongoing technology 
of UNIX System V Release 4.0 will be available to all 
our customers—current and future. 

With every enhancement, the UNIX Software 


UNIX is a registered trademark of AT&T. XENIX is a registered trademark of Microsoft Corporation. Miracle-Gro is a registered trademark of Stern's Miracle-Gro Products, inc. © 1989 AT&1 


Operation will continue to keep UNIX System V 
portable, compatible, interoperable, scalable, and 
standard compliant. All of which will be achieved 
only through accountability to each and every cus- 
tomer who needs the growth potential of an open 
systems’ environment. 

To find out more about the UNIX Software 
Operation and licensing source code for UNIX 
System V, call 1 800 828-UNIX. 


=> Alter 


= The right choice. 





CD-ROM is not just another 
mass storage device that 
can work on a personal com- 
puter. The technology’s val- 
ue lies in the fact that the 
physical disks can be repli- 
cated accurately at a rela- 
tively low cost. In this light, 
CD-ROM is a prime candi- 
date as a distribution media 
for publishing electronic 
data companywide. 
CD-ROM is an enabling 
technology, encouraging IS 
to focus on information 
management technologies. 
Thus, the publishing of elec- 
tronic information becomes, 
in effect, a means to better 
manage information. Before 
the advent of CD-ROM, 
there was no cost-effective way to bring 
600M bytes worth of information toa PC. 
It is worth pointing out that just be- 
cause a CD-ROM can hold 600M bytes of 
data does not mean that a CD-ROM appli- 
cation requires that much information to 
make it worthwhile. A CD-ROM that 
holds as little as 10M bytes may be cost- 
effective in a given application. 
Regardless of the amount of informa- 
tion placed on a CD-ROM, an organiza- 
tion’s IS department can realize some fun- 
damental advantages by such an 
undertaking. The following benefits, for 
example, tie directly into the IS depart- 
ment’s information management charter: 
e Improves accessibility to vital in- 
formation. Making information avail- 
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CD-ROM information products by market share 
By next year, the percentages will shift to more full-text information 
to better reflect consumer demand 
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able over a network is not the best an- 
swer, because the cost of magnetic 
storage is too high. As a result, organiza- 
tions carefully select what data resides on 
network servers. On the distribution side, 
nine-track tape is the media of choice for 
large amounts of information. Unfortu- 
nately, examining information on a nine- 
track tape usually requires large system 
resources. This factor alone handicaps 
the data. 

e Increases the productivity of the 
end user through electronic search 
features that accompany the infor- 
mation. Organizations are generating 
more and more information, but this in- 
formation is not necessarily of higher 
quality. That is why it is so important to 
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have the tools to process 
this data. 
e Centralizes the gener- 
ation of electronic infor- 
mation under the IS um- 
brella. Every large 
company grapples with dif- 
ferent groups creating elec- 
tronic information in differ- 
ent forms, which in turn 
leads to inconsistent pre- 
sentation formats. 
e Transforms the updat- 
ing of data into a more 
cost-effective process. It 
is not feasible to reprint a 
large document on a regular 
basis, even if the document 
changes. Asa result, compa- 
nies typically send out paper 
updates that are supposed 
to be inserted into the main document. 
The initial thrust of CD-ROM should 
be positioned as a supplement to paper, 
not a replacement. Therefore, the enor- 
mous cost savings associated with paper 
replacement will not immediately surface. 
Instead, the elimination of paper will 
evolve out of end-user acceptance of the 
initial application. 


Astarting point 

Every large organization produces a mas- 
sive amount of publications in the form of 
policy manuals, product catalogs, docu- 
mentation, management reports, market 
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research and so on. The volume of this 
type of information makes it impractical 
to use manual search methods, thereby 
making it an ideal candidate for CD-ROM. 

Unfortunately, publishing is an unfa- 
miliar territory for most IS departments 
and personnel. Internal publishing groups 
have developed their own terminologies 
and methodologies. The challenge for IS 
departments is to promote CD-ROM 
technology when appropriate and work in 
cooperation with the publishing people to 
acquire a foundation of knowledge related 
to the traditional publishing process. 

This is not as easy as it sounds. First, 
corporate publishing groups naturally 
tend to emphasize the aesthetics or pre- 
sentation value of information. These 
people are driven by the quality of presen- 
tation, and the idea of replacing words and 
paper with ASCII code will be resisted. 
That is why CD-ROM should be posi- 
tioned as a supplementary tool for paper. 
IS should be willing to move toward these 
documentation groups, as opposed to ex- 
pecting these groups to move toward in- 
formation systems. 

Second, senior management is also a 
barrier to launching a CD-ROM-based in- 
formation management program. Need- 
less to say, senior management prefers to 
earmark research and development dol- 
lars into revenue generators, and corpo- 
rate publishing groups are cost centers. 
This barrier can be overcome by show- 
ing management CD-ROM’s benefits 
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through a prototype disk. 
Rather than producing a life- 
less specification, a savvy IS 


the technology is stable and cur- 
rently available. Beyond gaining 
senior management’s approval, 
a prototype builds a bridge to the 
prospective users of a CD-ROM 
service. In a sense, this repre- 
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partment that has served as a 
beta-test site for a hardware or 
software vendor. Instead, IS is 
placing a product in the hands of 
users for feedback on the appli- 
cation. Not only does this assist 
the product development cycle, 
but it hopefully generates posi- 
tive feedback for winning senior 
management approval. 

The development of a proto- 
type does not require a major in- 


vestment. Some service bureaus 
are ideal for handling the CD- 
ROM data preparation process 
on a onetime basis. In addition, 
off-the-shelf CD-ROM develop- 
ment tools — retrieval software 
and user interfaces — are avail- 
able that minimize up-front costs 
and reduce development time. 
The following is a breakdown of 
the approximate costs required 
to create a CD-ROM prototype: 


e Internal data preparation (staff 
time) — $40,000. 

e Outside data preparation (ser- 
vice bureau) — $30,000. 

e Retrieval software and user in- 
terface — $2,500. 

eCD-ROM mastering process 
— $3,500. 

@ Six disks — $500. 


e APPROXIMATE 
COST: $76,500 


TOTAL 


If the CD-ROM-bound infor- 
mation already resides in a struc- 
tured, electronic form, this will 
reduce the cost associated with 
internal data preparation. 

Aside from the costs, several 
management issues arise when 
considering proper tactics for 
creating a successful CD-ROM 
publishing environment. The 
most important issue is to imple- 


sents a role reversal for an IS de- ment organizationwide stan- 


dards early in the process. The 

| most effective CD-ROM publish- 

ing environments are automat- 

ed, and automation can only be 
achieved through standards. 

On a global level, think of the 
CD-ROM publishing environ- 
ment as a conventional manufac- 
turing environment with infor- 
mation as the raw material. 
Toward this end, the economic 
rules of manufacturing apply to 
CD-ROM publishing, which 
means that the reduction of labor 
costs will significantly reduce 
overall costs. 

In any large corporation or 
government agency, informa- 
tion originates in different file 


“We can help manage technclogi- 
cal change.” That’s the charter of 
Technology Solutions, Inc., a mar- 
keter of PC products in Herndon, 
VA. According to Vice President 
Gary Stevens, ScriptWriter, the 
Electronic Clipboard, can help us- 
ers do just that. 


A portable piece of forms-process- 
ing hardware, ScriptWriter actual- 
ly reads hand entries, storing data 


many years and I’ve always con- 
sidered it to be the newspaper 
that hits high-level MIS/DP people 
— those who buy. Unlike PC 
books which are focused on gad- 
gets for PCs only, Computerworld 
covers and reaches the whole 
MIS/DP industry. 


“Our choice was definitely the 
right choice. In just three weeks, 
our card in Computerworld’s Re- 
sponse Card Deck generated over 
300 leads — more than double 
our original goal. And these were 
high-quality leads. We didn’t get 
basic information collectors that 
local newspaper ads generally at- 
tract. We heard from professionals 
who were genuinely interested 
and had a real need for the prod- 
uct. And many were from buyers 
who quickly translated into sales. 


“‘We were very pleased — and, 
admittedly, even a little surprised 
— with our success rate. But the 
message is clear. And, in the fu- 

\ ture when we’re looking at dollars 
for advertising, our first dollars 
will definitely go to Computer- 
world Response Card Decks.” 


Computerworld Response Card 
Decks give you a cost-effective 
way to reach a powerful buying 
audience of over 127,000 comput- 
er professionals. They’re working 
for Technology Solutions, Inc. — 
and they can work for you. Call 
Norma Tamburrino, Account 
Manager, Computerworld Re- 
sponse Card Decks at (201)967- 
1350 to reserve your space today. 


“In just three weeks, 
our card in 
Computerworld’s Card 
Deck generated over 
300 leads — and many 
were from buyers whose 
leads quickly translated 
into sales.” 


EYOND gain- 

ing senior man- 

agement’s ap- 
proval, a prototype 
builds a bridge to the 
prospective users of a 
CD-ROM service. 


— Gary Stevens 
Vice President 
Technology Solutions, Inc. 


formats, ranging from main- 
frame databases to ASCII code 
to word processing files. In addi- 
tion, the information is stored on 
several types of physical media 
including paper, floppy disks, 
magnetic tapes and tape car- 
tridges. 

With such a huge volume of 
dissimilar information, the larg- 
est and most time-consuming 
task in the CD-ROM publishing 
process involves the data prepa- 
ration. A common input format is 
required to impose a consistent 
representation upon the differ- 
ent types of documents or infor- 
mation. 

The best way to ensure a con- 
sistent document structure is to 
embrace a standard page format 
throughout the organization, 
such as the Standardized Gener- 
alized Markup Language. By tak- 
ing this approach, a large portion 
of the data can be automatically 
processed into the proper physi- 
cal and logical formats for CD- 
ROM storage. The goal is to 
have a single electronic source 
that fuels both the printing and 
the CD-ROM publishing pro- 
cess. 

Converting information into 
the selected page format is ac- 
complished in one of three ways: 
e Using an automatic conversion 
program on appropriately stored 
electronic documents. 


for electronic transfer to a main- 
frame, minicomputer, or PC. By 
eliminating hand keying, Script- 
Writer offers faster, more accu- 
rate data entry and substantial 
cost savings. And with this new 
tool’s virtually endless applications 
for data collection, Gary was faced 
with finding a way to promote to 
key buyers. 


“First we looked at ways to build 
product awareness and generate 
leads. We chose card deck adver- 
tising. Based on our experience, 
card decks are a good response 
vehicle because they’re quick to 
look through and easy to use. 


“Then we chose Computerworld’s 
Response Card Deck. I’ve sub- 
scribed to Computerworld for 
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allow for automatic conversion. 

e Scanning paper data using opti- 
cal character recognition soft- 
ware and hardware, converting 
the information to ASCII format. 

Once the information struc- 
ture has been consistently repre- 
sented, the next step is to index 
and organize the database in a 
fashion suitable for CD-ROM. 
There are document formatting 
programs that translate the 
complex structure of the tagged 
documents to a device-indepen- 
dent format (DVI). Next, the 
program output is turned into 
ASCII code with a DVI-to-ASCII 
driver. 

At this point, the data in the 
ASCII files is keyworded and in- 
dexed for the retrieval engine 
software. Typically, this soft- 
ware is capable of searching the 
index files and locating docu- 
ments by any named topic. It 
also provides a specification for 
the proper indexing of the ASCII 
files and serves as a tool for 
building the database. Naturally, 
the retrieval engine operates in 
tandem with the user interface. 

Again, standards come into 
play during the indexing process. 
The logical layout of ASCII files 
associated with the CD-ROM 
should conform to the ISO 9660 
file format, or the High Sierra 
Givoup Proposal, which defines 
the structure for CD-ROM data 
files. 

ISO 9660 has been accepted 
by the CD-ROM industry as the 
standard for volume and file 
structure of data on compact 
disk. It is a nonproprietary, read- 
only structure that ensures that 
all disks can be read on virtually 
any combination of drives and 
computers. This format is a tree- 
structured approach similar to 
MS-DOS and Unix with a volume 
descriptor containing pointers to 
two directory tables — a root di- 
rectory table and a two-level 
path table. 


Is it live or is it simulated? 
After indexing and organizing 
the data, the data should be test- 
ed. This can be accomplished by 
a “test disk” — generated by a 
CD-ROM mastering facility — 
or by simulating the data as if it 
were a pressed disk. Test disks 
are costly and delay the produc- 
tion process — getting a test 
disk made is essentially the same 
as getting a “live” master done. 
Consequently, most CD-ROM 
publishers choose the simulation 
route. 

By taking this simulation ap- 
proach, you can test the disk lay- 
out for optimal performance. 
When the optimal performance 
for the CD-ROM application has 
been achieved, the data is out- 
putted to nine-track tapes, ready 
for CD-ROM mastering by the 
service bureau. 

The process of preparing the 
data for mastering — up to and 
including putting it on nine-track 
tape — is called premastering. 

CD-ROM premastering sys- 
tems can be purchased that in- 
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IN DEPTH: CD-ROM IN MAINSTREAM IS 


corporate software tools to cre- 
ate the database in the ISO 9660 
format, simulate the data and 
output it to a nine-track tape. In 
addition to premastering sys- 
tems, it makes sense to explore 
available CD-ROM production 
technology wherever possible to 
avoid reinventing the wheel. 

By leveraging existing soft- 
ware products and expertise that 
aid in indexing the data and cre- 


ating the user interface, you can 
achieve major cost reductions 
and accelerate development. 


Not so rosy 

Despite its advantages, life is not 
a bed of roses with the imple- 
mentation of CD-ROM technol- 
ogy. One possible thorn involves 
its acceptance within a poten- 
tially conservative IS communi- 
ty. Some still view CD-ROM as 


an emerging technology, and 
this mind-set can be an obstacle. 

In addition, when it comes to 
preparing the data earmarked 
for a CD-ROM, there’s little 
margin for error. Once a master- 
ing/replicating facility generates 
the physical disks from the pre- 
pared data, there can be no alter- 
ations made. To make a change, 
the mastering/replicating pro- 
cess must be repeated. 





Further, if the CD-ROM ap- 
plication calls for selective ac- 
cess, security becomes a con- 
cern. The industry is still 
working out the data encryption 
issues surrounding CD-ROM. 

For the most part, the tech- 
nology is ready. Its use in an in- 
house publishing capacity could 
be just the ticket for an IS orga- 
nization that wants to get its feet 
wet with CD-ROM. @ 
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first complete develop- 
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Hostile 
takes over? 


Controversy 
has always sur- 
rounded the 
use of hostile 
takeovers as an 
acquisition prac- 
tice. No won- 
der: They generally involve huge 
corporations, incomprehensi- 
ble amounts of money and per- 
sonalities that make J. R. Ewing 
look like a Boy Scout. 

Some view them as an as- 
sault on shareholder rights by 
greedy raiders, others as a way 
to rid languishing public compa- 
nies of self-serving manage- 
ment in an attempt to restore 
shareholder value. Boon or 
bane, however, the hostile take- 
over has been a rare occur- 
rence in the information technol- 
ogy industry — until now. Is 
the rare occurrence about to be- 
come an accepted industry 
practice? 

Continued on page 84 





‘| Sun founder guns for the big leagues 


IN PERSON 


If Sun Microsystems, Inc. Presi- 
dent Scott McNealy was a pitch- 
er in the big leagues, his weapon 
of choice would be a fastball: 
straight, hard and right down the 
middle. 

Since co-founding Sun in 
1982, the 34-year-old McNealy 
has nurtured an evolving series 
of powerful desktop machines 
that often set the standard in the 
workstation market. 

Along the way, the man who 
looks more like a fraternity party 
organizer than the leader of a bil- 
lion-dollar Fortune 500 firm has 
made more than his share of ene- 
mies. McNealy often speaks 
with the confident brashness of a 
kid who just aced his chemistry 
final, pulling no punches in lam- 
basting industry heavyweights 
like IBM and Digital Equipment 
Corp. for what he considers to be 
their selfish devotion to propri- 
etary architectures. 

Sun’s latest move to expand a 
workstation market share that 
now hovers at more than 28% is 
a deal with Toshiba Corp., under 
which the Japanese firm will be- 
gin offering a series of low-cost 
computers based on Sun’s Scal- 
able Processor Architecture 


Sun’s McNealy exudes 
confidence in firm’s standing 


(Sparc) by next year [CW, May 
29 


McNealy sat down late last 
month at his office in Mountain 
View, Calif., to speak with News 
Editor Peter Bartolik and Senior 
Writer James Daly and discuss 
Sun’s past, present and future. 


is there any fear that the 
Toshiba deal could back- 
fire, and they could start 
stealing Sun customers 
from the low end? 

Toshiba has always shipped low- 


end computers that compete 
against Sun. This is not a ques- 
tion of Toshiba vs. Sun, it’s a 
question of Sparc vs. VAX/VMS 
or Sparc vs. Mac OS. Toshiba is 
going to win computer business. 
Period. If they win it under DOS, 
OS/2 or a proprietary operating 
system, there is no way we have 
a chance of selling add-on com- 
puters. But if they make some- 
one a Sparc/Unix/Open Look 
shop, I can walk in and say I’m 
100% compatible with that. 


So it’s just spread the gos- 
pel according to Sparc 
now and worry about 
competition later? 

Sure. The Sparc/Unix/Open 
Look world is potentially enor- 
mous. If we only get 30% of a po- 
tentially $100 billion business, 
my shareholders will become 
quite comfortable. 


That's counting on a lot of 
people to swap out of a lot 
of entrenched equipment. 

That’s the beauty of Sparc run- 
ning three times faster at one- 
fourth the price of Intel, and 
Unix having thousands more ap- 
plications and costing a lot less 
than OS/2. OS/2 would not have 
existed if we didn’t have a strate- 


gy that was quite scary toa DEC 
and [an] IBM. 


Do you see Sparc making 
big inroads into the DOS 
base? 

Absolutely. OS/2 missed a big 
opportunity. It was late, didn’t 
meet customer needs and 
doesn’t have any software. 


What's your perspective 
on Open Software Foun- 
dation versus Unix Inter- 
national? 
It’s like a world making the tran- 
sition from trains to autos. OSF 
and Unix International are like a 
Ford and a Chevy, while Unix 
represents the auto industry. 
The highways are owned by the 
government and we can use our 
autos to drive on any street any- 
where because the standards are 
owned by the public. The old 
VAX/VMS train is going away. 
An interesting thing is that 
Sun was a virtual unknown be- 
fore this thing backfired on IBM 
and DEC. They wanted Unix to 
fold up and go away. As soon as 
they did this embarrassing thing 
where they held hands, they lit a 
promotional smoke bomb. Now 
it’s forcing them to scramble to 
Continued on page 82 





CTG investment sustains IBM trend 


- BYNELLMARGOLIS MARGOLIS 
CW STAFF 


BUFFALO, N.Y. — Computer 
Task Group, Inc.’s (CTG) cof- 
fers looked a bit greener and its 
customer base a bit Bluer last 
week as IBM announced plans to 
pay $21 million for a 15.3% 
stake in the 4,000-person pro- 
fessional services firm. 

CTG Chairman and Chief Ex- 
ecutive Officer David Campbell 
hailed the move as a synergistic 
one that will speed new technol- 
ogies to both companies’ cus- 
tomer sites. IBM currently con- 
tracts with CTG to the tune of 
approximately 5% of the smaller 
company’s revenue. 

Prudential Bache Research 
analyst Charles E. Taylor Jr., 
however, speculated that the 
strengthened alliance between 
IBM and CTG contains at least 
an element of defensive strate- 
gy. Having seen, for instance, 
AT&T’s 1988 acquisition of a 
computer services firm, IBM 
might well have “thought it was 
a good idea to keep a good pro- 
fessional services ally closer to 
home,” Taylor said. 

CTG also could be thinking 
defensively, Taylor said. The re- 
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cent purchase on the open mar- 
ket of approximately 9% of 
CTG’s stock by Volmac, a com- 
pany based in the Netherlands, 
“was not entirely welcomed by 
CTG — or, at least, so you can 
infer from the fact that they put 
in a shareholder rights program 
soon after it happened,”’ he not- 
ed. 


Paper chase 
Last week’s announcement fol- 
lowed IBM’s $10.1 million pur- 
chase of a 5% equity interest in 
Atlanta-based IBM Systems Ap- 
plication Architecture developer 
Management Science America, 
Inc. (MSA) by less than a week. 
That deal in turn came only 
weeks after the company picked 
up minority interests in AIX- 
based software start-up Tran- 
sarc Corp. and screen tool devel- 
oper Interactive Images, Inc. 
However, an IBM spokesman 
said that any attempt to read sig- 
nificance into the company’s ap- 
pearing to be on a shopping 
spree would be misplaced. The 
CTG buy is “one more ina line of 


Analysts viewed the deal as 


also representative of IBM’s 

tendency to reward loyalty. As 
with MSA, investing in CTG “‘is 
their way of backing companies 
that have backed them for 
years,” said Robert Therrien, an 


analyst at Paine Webber, Inc. 

Whatever else, Taylor said, 
the IBM investment — unlike 
several other recent IBM equity 
purchases — was not entered 
into to help shore up a faltering 
company. 

While CTG recently closed “‘a 
less than gorgeous quarter,” he 


Kuehler now [BM president 


BY ROBERT MORAN 
CW STAFF 


Jack Kuehler, former vice-chair- 
man of the board of IBM, has 
been elected president of the 
company. The move puts the 56- 
year-old Kuehler in one of three 
posts most recently held by IBM 
Chairman and Chief Executive 
Officer John Akers. 

“There are two ways to view 
this announcement — as orient- 
ed to succession or recognition,” 
an IBM spokesman said. “This is 
a recognition for continuing con- 
tribution.” 

But the announcement of the 
coveted presidency is implicitly 
oriented toward succession, one 
analyst said. “Akers is trying to 
send the message to any comers 

— particulary managers of IBM 
lines of business — that the 
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presidency won’t be open for a 
while,” said Bob Djurdjevic, 
president of Annex Research in 
Phoenix. 
Even though 
IBM does not 
have a manda- 
tory retirement 
age, key execu- 
tives tradition- 
ally relinquish 
their positions 
at age 60. Kueh- 
ler, 56, is thus 
likely to retire 
well before 


said, the company has grown ap- 
proximately 30% annually dur- 
ing the past several years, with 
an unbroken string of profitable 
quarters, some $20 million cash 
on hand and a far-from-exhaust- 
ed bank credit line. ‘“We’re talk- 

ing healthy company here,” Tay- 
lor said. 


“TBM has no plans to appoint a 
new vice-chairman,” he said. 

Questions of successorship 

aside, the appointment gives 

Kuehler more clout. “In the 

past, the vice-chairman has not 

been perceived as 

the alter ego of the 

chairman,” _ said 


raises questions 


said that Kuehler’ 'S appointment 
will not prompt IBM organiza- 
tional changes, and the organiza- 
tions that have reported to 
Kuehler will continue to do so. 


executive face time.” 

Albert added that Kuehler has 
a strong reputation both as a 
technical person and as a sales 
and marketing presence. 
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INBRIEF 


Can't have it ali 
Storage Technology Corp. has 
acquired Aspen Peripherals 


Corp. for approximately $46.9 mil- 
lion of company stock. With Aspen, 
Storage Tek will gain a strategically 
positioned IBM-compatible tape 
cartridge line directed at the OEM 
midrange market. What Storage 
Tek will not gain is current Aspen 
chief and Storage Tek founder Jes- 
se Aweida, who reportedly will no 
longer be associated with either 
firm. 


Extra credit 

The bank waiver granted to Con- 
trol Data Corp. six weeks ago has 
been extended through June 30 to 
allow CDC and its banks to negoti- 
ate a new credit arrangement. Also 
extended was CDC’s credit line, 
now up from $30 million to $50 mil- 
lion. 


Danish, anyone? 
Desktop boomer Compaq Com- 
puter Corp. is nobody’s idea of a 
dog; nevertheless, the firm plans to 
be a great Dane. Late last month, 
Compaq continued its surge into 
Europe with the opening of a wholly 
owned subsidiary in Copenhagen. 


Chip gambling 

The Pacific Stock Exchange an- 
nounced last week that it will begin 
trading direct random-access mem- 
ory futures contracts during the 
first quarter of 1990. 


Fresh from an enthusiastic industry 
reaction to its purchase of Apollo 
Computer, Inc. and California’s des- 
ignation of its one-car garage start- 
up site as a historical landmark, 
Hewlett-Packard Co. turned up 
at the Institute of Electrical and 
Electronics Engineers, Inc. (IEEE) 
1989 Honors Ceremonies last Fri- 
day to pick up the IEEE Corporate 
Innovation Recognition award. The 
nod went to HP for the HP-35, 
which according to the IEEE is ‘“‘the 
first full-function shirt-pocket-sized 
scientific calculator.” 


Newton Minow 


need not apply 
AT&T Vice-President Danie! Lank- 
ford last week proposed to a U.S. 


oversee development of the U.S. 
HDTV industry. In his testimony, 
Lankford stressed domestic pres- 
ence in HDTV development as an 
investment in the country’s tele- 
communications, computer and 
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go do Unix in a big way. That wasn’t what 
they wanted. 


What about general-purpose 
software for Unix? Both Lotus and 
Ashton-Tate said that they would 
develop for AT&T's Unix System 
V, Release 4, but since they said 
that, nothing has been intro- 
duced. 

At the Software Publishing Association 
conference recently, [Lotus President] 
Jim Manzi said he would support all three 
instruction sets from Sun: 3861, Sun-3 
and Sparc. 


When is that coming along? 

You'll have to ask him. But our announce- 
ment with Toshiba will also attract per- 
sonal computer software vendors in a ma- 
jor way. Developers are still a little 
nervous about writing software on top of 
an operating system that is controlled mo- 
nopolistically by their major competitor 
— Microsoft. Nobody believes AT&T 
will dominate the PC software applica- 
tions business like Bill Gates does. 


What affect will the Hewlett- 
Packard/Apolio deal have on the 
workstation market and Sun in 
particular? 

None. The HP and Apollo lines existed be- 
fore the merger and will exist after. But 
both companies now face many internal 





management issues. Which instruction 
sets do they choose? Which operating sys- 
tems do they go with? Which windowing 
environment? Which graphics libraries? 
What do they do with the extra manage- 
ment and sales force? Mergers are not 
easy, and they will be a long time resolv- 
ing those questions. 


What sort of distribution channels 
are you looking at now that Next 
has cozied up to Businessland? 
Are you considering Microage or 
Computeriand? 

It’s in the retail industry’s best interest to 
get the world to believe the only way to 
distribute in volume is through them. But 
the retail outlets take their overhead and 
don’t necessarily have the single vendor’s 
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motivation in mind. Plus, they don’t un- 
derstand the Sun product line as well as a 
Sun sales rep. They have to know a little 
about a lot. 

Right now, our value-added resellers 
are very effective in selling to small busi- 
nesses while direct sales sells to large cor- 
porations. Next would have you believe 
that the retail stores are the only way to 
sell volume. Ask a company like Du Pont: 
“Do you want to buy direct or indirect?” 
They’ll tell you that when they’re buying 
30,000 workstations, they want to buy di- 
rect. 


Sun has fallen out of favor on 
Wall Street lately. Any opinion? 

We’ve never been in favor on Wall Street. 
They’re very concerned with the current 
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quarter as we’re making massive invest- 
ments in all parts of our company to get 
set up for the 1990s. We’ve got to grow 
this thing and do a lot of things much fast- 
er than we'd like to be doing. Wall Street 
doesn’t see this opportunity five years 
out. They get paid every third nanosec- 
ond. They don’t know how to deal with a 
company that’s taking as big a swipe at 
the computer industry as we are. 


Is there a possibility of Sun acquir- 
ing or merging with another firm? 
For the right price, Sun can be bought. 
For $100 a share — cash, right now — 
McDonald’s can merge with us. There 
isn’t any public company with a board of 
directors that is all awake that would say 
no to that. 


Start-up company makes 
passage from India with Unix 


BY JEAN S. BOZMAN 
CW STAFF 


What’s big, has three letters in its trade- 
marked name and dominates the comput- 
er industry in its native land? 

Try HCL Ltd., one of India’s largest 
computer firms, which recently popped 
up in Silicon Valley to test the U.S. com- 
puter marketplace. HCL stands for Hin- 
dustan Computers Ltd. When IBM tem- 
porarily pulled out of India in the 1980s, 


The least a local area network can give you is time 


for lunch. 
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Some food for thought. 

Getting all the information from 
all your equipment to all your people 
can a your time. 


That's 


ere the IBM Token-Ring 


Network can help. 

With our new 16-megabit band- 
width, it provides remarkable new 
speed in moving everything from 
bulk data to mail to graphic images. 

IBM's Token-Ring Network fits 
into most existing environments. It’s 
compatible with today’s popular 
software, a work- 


stations, including 


and PS/2s® 


midrange computers, mainframes 


and 


ripherals. 


We've also designed it for reliabil- 
ity. With IBM software, it’s easy to 
diagnose, isolate and correct prob- 
lems, without affecting the rest of 
your network. 

Its another reason why no other 
company connects more companies 
with more equipment to more 


Fo 


le than IBM. 
r more information on IBM 


local area network solutions, contact 
local IBM Advanced Product 
aler or your IBM marketing 

representative. 

le can help your entire organiza- 
tion run more smoothly and produc- 
tively. And that means you can devote 
your time to other important matters. 


Bon appétit. 








HCL became one of the largest domestic 
computer suppliers by default, says HCL 
America, Inc. Chief Executive Officer Yo- 
gesh Vaidha. 

The $150 million concern — a Unix 
vendor since the late 1970s — started up 
HCL America with $25 million in private- 
ly raised shareholder funds. The primary 
source of these funds is a group of 55 Indi- 
an businessmen, although some shares 
will be sold to the public. 

The business plan began to take shape 
earlier this year, with a staff of 20 — and 
several thousand square feet of rented 
space in a Sunnyvale, Calif., industrial 


HCL America plans to use the knowl- 
edge of HCL’s 3,500 Indian employees 
and Unix expertise as a wedge into the 
hotly contested U.S. Unix market. 

“That experience [with Unix] is com- 
ing to me at one-sixth the [labor] cost any 
U.S. corporation has,”’ Vaidha said. Le- 


| veraging HCL’s Indian investment, he 


said, will allow the U.S. company to enter 


CL AMERICA plans 

to use the knowledge 

of HCL’s 3,500 
Indian employees and Unix 
expertise as a wedge into the 
hotly contested U.S. Unix 
market. 





the market with prices that could be as 
low as between $35,000 and $45,000 for 
a one- or two-processor system. 

The small start-up’s aim is to sell its 
Unix-driven file servers to the U.S. feder- 
al government, various vertical markets 
and the telecommunications industry. 
The HCL M3000 series is based on Mo- 
torola, Inc.’s 68030 processor and on 
AT&T’s Unix System V, Release 3. 

“The advantage we have is that our 
current Unix system has been tested in 
the commercial marketplace in India and 
Asia,” said product director Raj Sirohi. 

Also, the HCL staff claims to have an 
advantage over its Asian competitors in 
that English is 2 native language in India. 

At a time when Unix solutions are be- 
coming a commodity item, HCL is offer- 
ing users its collective experience with 
commercial Unix. 

“Our expertise lies in tying all the ele- 
ments of a Unix system together and in 
getting more performance out of a Unix 
system than anyone else. We are an Indi- 
an company, and we’re very proud of it. 
But the manufacturing and support of 
these machines will be here in Sunnyvale, 
Calif. HCL America, Inc. is an American 
company.” 

HCL America’s Sunnyvale offices will 
soon be expanded to 34,000 square feet 
— 1uuch of it factory space for the final as- 
sembly of the M3000 machines. 

Tucked behind larger Silicon Valley 
headquarters, including that of Ardent 
Computer, Inc., HCL America has just 15 
employees on-site. Other executives, 
Vaidha said, are scattered around the 
country, working out of single-person 
sales offices. 
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Hostile takeovers have long been 
viewed as taboo in information technol- 
ogy for two basic reasons: 

e It was felt that people were the princi- 
pal asset of an information technology 
company. A mass exodus of the target’s 
most valuable asset was seen as the ulti- 
mate poison pill. 

e In information technology markets, 
product life cycles continue to shorten, 
research and development expenditures 
continue to rise, and technical skills are in 
short supply. Loss of key personnel, cou- 
pled with the unstable environment of a 
highly leveraged firm with minimal R&D 
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investment, made the traditional hostile 
takeover of an information technology 
firm a high-risk situation. 

However, there is an increased rec- 
ognition that the real value in more ma- 
ture information technology companies 
goes far beyond people and is, in fact, cre- 
ated by access to an established custom- 
er base, proven product technologies, at- 
tractive geographic markets and 
channels of distribution — assets that 
even hostile takeovers won't destroy. 
This value shift means that tomorrow’s 
information technology raiders will not 
necessarily mirror the adversarial like- 
ness of a T. Boone Pickens or Carl Icahn 
but might emerge from the ranks of com- 
panies positioned to realize the potential 
synergies of the acquisitions in question. 





Also, for many information technol- 
ogy players, diversification into new prod- 
uct lines and markets is a must for sur- 
vival, and buying an existing firm is often 
the quickest, easiest route. With the 
market for public information technology 
stocks remaining at discounted post- 
crash levels, buying is easier than ever. 

Historically, hostile-takeover targets 
have tended to be undervalued public 
companies with a large institutional 
ownership, showing strong cash flow or 
holding leverageable assets and compet- 
ing in slowed markets. With the tradition- 
al barriers crumbling, information tech- 
nology firms exhibiting such characteris- 
tics will be increasingly vulnerable to 
hostile activity. Three industry segments 
to watch are hardware manufacturers in 


TO MOST PROGRAMMERS 
TEST IS A FOUR-LETTER WORD. 


Everyone knows that software testing TRAPS breaks through the acceptance 


isn't a job that inspires kind words. In fact, 
even the most patient programmers and 
users have been known to spout strings of 
expletives when facing endless testing 
tedium. 


But now you can clean up your act 
(and your testing) with TRAPS” The 
revolutionary PC-based Testing/Recording 
System that increases testing 


And 
productivity by up to 800%. 


TRAPS automatically detects and 


productivity. 


and 


captures mismatches in data, cursor 
positioning and attribute bytes — without the 
need for coding test scripts. With TRAPS, even 
the smallest discrepancies are identified 


and isolated — before they cause problems 


in production systems. 


TRAPS is a registered trademark of TRAVTECH, Inc. 


and regression testing barrier. As a 
development and maintenance tool TRAPS 
offers you a host of benefits in terms of 
time savings, quality assurance and 


TRAPS. The Testing/Recording And 
Playback System you can swear by. Not at. 

For more information or a demonstra- 
tion of our completely automated acceptance 
regression testing tool, call us at 
1-203-277-9595 or 1-800-842-TRAP 


One Tower Square, 
Hartford, Connecticut 06183 
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maturing market segments, processing 
services companies and mainframe sys- 
tems software companies. 

Combination is not a new phenome- 
non in the information technology indus- 
try. According to Broadview Associates, 
more than 2,000 transactions were con- 
summated during the last five years, 
making this the most merger-prone in- 
dustry in the U.S. 

The dynamics of the information 
technology marketplace indicate that the 
pace of merger and acquisition activity 
will continue. There will always be infor- 
mation technology companies in indus- 
try segments that are at a point in their 
life cycles marked by the characteristics 
that invite hostile bidders. As these seg- 
ments go through a rationalization, we 
will see more hostile takeover attempts in 
the information technology industry. 

However, given the general charac- 
teristics of the information technology in- 
dustry and the limited number of public 
information technology firms that fit the 
anatomy of a hostile takeover, it appears 
unlikely that such transactions will come 
to dominate the industry. Some 80% of 
all acquisitions are private transactions or 
divestitures, which by definition cannot 
be hostile. In addition, nearly 50% of pub- 
lic information technology firms are 
small market capitalization stocks (less 
than $50 million), which tend to have a 
high degree of inside ownership. 

Even as unwelcome suitors begin to 
form a larger exception, friendly deals are 
likely to continue to be the rule. 


Sedlacek is an associate at Broadview Associates, a 
mergers and acquisitions and investments banking 
firm based in Fort Lee, NJ. 


EXECUTIVE CORNER 


CFO steps up to 
presidential slot 


Tom Nicoletti, chief financial officer and 
chief operating officer of Procase, will as- 
sume responsibilities as president and 
chief executive officer. He succeeds Al- 
berto Jiminez, who left earlier this 
month due to personal reasons. Nicoletti 
was also elected to the board of directors. 
Previously, Nicoletti was founder and 
CFO at LAM Research, a semiconductor 
equipment company based in Fremont, 
Calif. While there, he was responsible for 
financial, personnel and treasury activi- 
ties and also succesfully led the company 
through its initial public offering in 1984. 
Nicoletti has also held managerial posi- 
tions in finance with Saratoga Semicon- 
ductor, Fairchild Camera & Instrument 
Corp., National Semiconductor and Ad- 
vanced Micro Devices. 


Phoenix Technologies has announced 
that President Lance E. Hansche will 
take on the additional title of CEO. 
Hansche assumes this responsibility from 
Neil J. Colvin, who will retain the role 
of chairman and also add the new title of 
chief technical officer. 


John R. Zeeman has been appointed by 
Umberto Nordio, chairman of Galileo, 
to CEO, succeeding Justin Dukes. Zee- 
man held positions with United Airlines as 
executive vice-president of marketing 
and planning. He also was chairman for 
Covia Partnership. 
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The Path To Open Systems: 
TCP/IP, OSI and the X Window System 


Learn about the latest technology advances in TCP/IP, OSI and 
the X Window System™ at INTEROP” 89 


Technical Seminars 
¢ Enroll in any of 17 in-depth technical seminars taught by industry 


experts including Dr. Doug Comer, Jim Herman, Dr. Dave Clark and 
Dr. David Mills 


Conference Sessions 

¢ Attend conference sessions in the following five tracks: Basics of TCP/IP; 
Advanced Internetworking Topics; Enterprise Internets”; OSI Today; and, 
Emerging Technologies—35 conference sessions in all to choose from 


Exhibition and Solutions Showcase" 

¢ See over 100 vendors demonstrating connectivity and interoperability 
with products from other vendors on the show network! Exhibitors include 
3Com, Apple Computer, Inc., Digital Equipment Corporation, Hewlett- 
Packard, IBM, and Sun Microsystems, Inc.—just to name a few 


INTEROP 89 features a dedicated MIS/DP Conference Track: 
Enterprise Internets! Developed and managed by Jim Herman 
and Peter Sevcik (leading experts on enterprise networks), this 
track includes eight sessions designed specifically for the MIS 
management professional. 


For additional information on registering or exhibiting contact: 
™ Advanced Computing Environments 
480 San Antonio Road, Suite 100 
Mountain View, CA 94040 
415-941-3399, ext.21 FAX: 415-949-1779 4th Interoperability 


Conference & Exhibition 
October 2-6, 1989 
San Jose Convention 
AON ie RO coe 
San Jose, California 





COMPUTER INDUSTRY 


Western firms in Beijing rocked by unrest 


BY CHRIS BROWN 
IDG NEWS SERVICE 


HONG KONG — Political demonstra- 
tions in China last month severely ham- 
pered the computer business in Beijing, 
with many Western companies sending 
their foreign staffs out of the capital until 
the unrest subsides. 

Wang Laboratories, Inc., Hewlett- 
Packard Co., Prime Computer, Inc. and 
AST Research, Inc. all pulled their staffs 
from Beijing. Most firms contacted by 
Computerworld reported that they were 
Officially remaining open in Beijing, al- 
though business had come to a near halt. 


The major difficulty reported in Beijing 
was that those responsible for computer 
purchases and services were either not to 
be found or immobilized. ‘‘We’ve found 
out that the end users have disappeared,” 
said Karl Mclean, Hong Kong and China 
manager at Memorex Telex N.V. 
“They’re either not in their offices, or 
when they are in the offices, no one’s 
making decisions until the next power”’ is 
in place. 

A Wang source, who asked not to be 
identified, agreed. ‘“The problem is that it 
is hard to get in touch with the end users 
because all of them are [Communist] Par- 
ty members,” the source said. 


“*, . Computerworld Response Cards 
reach our market. | know this because 
we got 260 cards back right away.” 


Carlos Cadalzo is president of Integrated Systems 
Technology, Inc., a 10-year old CICS consulting 
company that recently began marketing PC-based 
development tools for on-line systems. 


The company created the Quick Screen 3270, a 
development tool that helps analysts design screens for 
CICS and IMS/DC systems — without requiring a 
programming background. The next step was to deter- 
mine the best way to reach the buying market for 

this new tool. And for Carlos, the first option that 
came to mind was Computerworld. ees 


“T wasn’t sure exactly how to do it, 
but I knew that Computerworld 
reaches the people we want to 
talk to. So when I met with a 
Computerworld sales represent- 
ative and described the situation, 


he 
Response Card decks. 


suggested Computerworld 


“The result was great news all 
around. I learne | there is definite- 
ly a market for the Quick Screen 
3270 — and that Computerworld 
Response Cards reach that mar- 


ket. I know this because we got 
260 cards back right away. And 


four weeks later they were still coming in, which is also 


very impressive. 


“At first we were concerned that we didn’t have the 
resources to do a full market study, but the cards 

told us everything we needed to know. We got both 
quantity and quality in terms of responses. At least 20 
cards came back from Fortune 500 companies alone. 


“Now that we know the power of these cards, we plan 
to continue advertising through them in the future. 

I certainly recommend them for test marketing, adver- 
tising and anything else that requires reaching a large 


and receptive audience.” 


Computerworld Response Card decks give you a 
cost-effective way to reach a powerful buying audience 
of over 127,000 computer professionals. They’re 
working for Carlos Cadalzo and Integrated Systems 
Technology, Inc. — and they can work for you. Call 
Norma Tamburrino, Account Manager, Computerworld 
Response Cards, at (201) 967-1350 to reserve your 


space today. 


COMPUTERWORLD 
RESPONSE CARDS 


Computerworld is an IDG Communications Publication 


Western firms also complained that 
transportation had broken down through- 
out Beijing, and some communication ser- 
vices were blocked. During the press 
blackout, students clogged facsimile lines 
by sending news reports back and forth to 
other Chinese cities, one source said. 

Memorex Telex, like other interna- 
tional companies such as Intergraph and 
Wyse Technology, concentrates its Far 
East business in Hong Kong and has only a 
few staff members stationed in Beijing. 
Other U.S. firms have been investing 
heavily in China since the early 1980s and 
have more at stake. IBM, Digital Equip- 
ment Corp., Wang and HP all have major 


— Carlos Cadalzo 
President 
Integrated Systems Technology, Inc. 
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commitments in the Chinese capital, 
though not all chose to return their staff 
members to Hong Kong. 

Wang, for instance, offered its expatri- 
ate staff the option of coming back to 
Hong Kong, and about 15 employees — 
roughly 60% of its foreign labor force — 
chose to return, according to a source at 
Wang, who wished to remain anonymous. 
HP also had an unspecified number of staff 
returning, most of whom were tentatively 
scheduled to return this week, according 
toan HP source. 

However, officials at both IBM and 
DEC said that neither firm had evacuated 
staff members nor had plans to do so. 

Western firms generally view the re- 
cent demonstrations as a glitch in China’s 
record of providing a stable, if bureaucrat- 
ic, business environment. Most employ- 
ees who were sent out of China last month 
have returned. ‘“‘When one does business 
in a place like China, one sort of expects 
changes to occur on a reasonable basis,” 
said Peter Fletcher, general manager of 
Cullinet (Hong Kong). “I don’t think the 
China [business climate] now is much 
worse that it was in the Philippines a few 
years ago. I have also done business in 
Thailand during a couple of attempted 
coups there. China has proven to be one of 
the more stable countries.” 

According to Saiman Hui, managing di- 
rector at International Data Corp. (Chi- 
na), China is too dependent on foreign 
computer firms for business conditions in 
Beijing to remain unsettled for long. “In 
the short term, there will be some influ- 
ence [on the computer industry]. . . but in 
the long term [Western firms] don’t think 
there will be any bad effects,” he said. 
“China still has to modernize. It still has to 
import the advanced technology and 
equipment. That will not change.” 

Denis Simon, associate professor of in- 
ternational business at Tufts University 
in Boston, was in Hong Kong during the 
upheaval to speak at the IDC China Com- 
puter ’89 Conference. He pointed out that 
Chinese Premier Li Peng had long fa- 
vored high technology and had many sup- 
porters in key positions in China’s techni- 
cal ministries. 


NICKELS & DIMES 


Datapoint reported a net loss of $21.3 
million for its third quarter ended April 
29. Revenue for the quarter totaled $75.5 
million, compared with $88.4 million for 
the third quarter of the prior year. 


General Parametrics Corp. an- 
nounced second-quarter net sales of 
$6,217,000, compared with net sales of 
$6,158,000, during the second quarter of 
fiscal 1988. Net income for the quarter 
ended April 30 was $530,000, compared 
with $1,024,000 for the second quarter 
of last year. 


Scientific Micro Systems, Inc. re- 
ported a net loss of $754,000 for the first 
quarter in 1989, compared with a net loss 
of $9.3 million in the first fiscal quarter of 
1988. The 1989 first-quarter results in- 
cluded an operating income of $576,000. 


Japanese electronics giant Matsushita 
Electric Industrial Co. posted a 30% 
consolidated net income increase on a 
sales gain of 9% for the fiscal year ended 
March 31. Consolidated net income for 
fiscal 1989 climbed to $1.62 billion. Con- 
solidated sales for 1989 hit $41.70 billion. 
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CASE Comes of Age at New York Life 


“Last year we were happy 
just to be on the mountai 
This year we're getting t 
top of it,” said Carol 
Zagorsky of New York 
Insurance, describing t 
considerable progress | 
organization has madg 
applying CASE techr 4) 
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Nobody can beat our 


OWES. 
A leading insurance company. A petro-chemical giant. A 
major communications firm. Some of the most successful 
companies in America have invested in the Excelerator* 


Series from Index Technology. And they've gotten big returns. 
Because the Excelerator solution offers more than CASE tools. It's aunique 


three-part formula for success. 


It starts with comprehensive support for all stages of the systems development 
life cycle. It includes adaptable technology that evolves with your organization's 
needs. And it's supported with the kind of service others only talk about. 


But don’t take our word for it. Listen to what our satisfied customers have to say. 


Call us today at 1-800-777-8858 for a free copy of our magazine, CASE Directions. 
And we'll show you how becoming part of our history 


will prepare you for the future. 


Index Technology 


Index Technology Corporation 
One Main Street 


Cambridge, Massachusetts 02142 
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Has Arrived A Bit Early 


Wyse introduces the WY-150. 
They always said there would be such a 
terminal “someday”. It would have the 
flexibility and connectivity to operate in 
virtually any computing environment, 
while meeting the most exacting ergo- 
nomic requirements. And, it would deliver 
those advantages at an affordable price. 

“Someday” is here much sooner than 


It’s called 

the Wyse 

WY-150, a 

breakthrough in terminal technology 
that will set price/performance standards 
for years to come. 


Bridging the worlds of ASCII, ANSI 
and PCs, the WY-150 offers compatibility 
with a wide range of operating systems. 
Including UNIX/XENIX, MS-DOS, Con- 
current DOS, PC-MOS, and PICK. With 
a choice of three keyboards. And typical 
of Wyse, the WY-150 does it all with stylish 
design at a price that’s also attractive. 

The WY-150 also sets new ergo- 
nomic standards. Its 78 Hz refresh rate 
eliminates any hint of flicker. Just as 
overscanning and a bezel that matches 
the soft, paper white phosphor erase 
distracting borders. (Amber and green 
phosphors are also available.) The 
oversize 10x16 cell makes each crisp 
character stand out vividly. 


The WY-150 is also part of SystemWyse. 


It links effortlessly with Wyse PCs and 
multi-user platforms to create uniquely 


integrated and cost-effective solutions. 
Everything is designed, manufactured, 
and tested by Wyse to work together. 
And it’s all backed by the service and 
support of the world’s leading indepen- 
dent terminal maker.* 

Only one question remains. Now 
that the terminal of the 90s is here, what 
are you waiting for? Call today for more 
information on the WY-150. 


1800-GET-WYSE 


Wyse* is a registered trademark of Wyse Technology. SystemWyse and WY-150 are 
trademarks of Wyse Technology. Other trade: 3 i 

& Te ph; Concurrent DOS/ Digital Reseai 

PICK/Pick Systems; MS-DOS, XENIX/Mic: 


WYSE 


We make it better, or we just don't make it. 





7S —— 


, 


“YOU KNOW, WHEN I ASKED To BORROW YOUR COMPUTERWORLD I SORT OF HOPED I'D GET THE WHOLE THING AT ONCE.” 


YES, | want to receive my own copy of COMPUTERWORLD each week. | accept yo 
offer of $44.00* per year — a savings of 57% off the single copy price. In addition, I'll 
receive special bonus sections of COMPUTERWORLD Focus on Integration. 


First Name Last Name 
“Title Company 


Address 


City ae Zip 


Address shown: () Home ( Business OO New CC Renew Basic Rate: $48 per year 


*U.S. Only. Canada $110, Central/South America $130, Europe $195, all other countries $295. Foreign orders 
must be prepaid in U.S. dollars 


Please complete the information to the right to qualify for this special rate. 
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Software start-up questions 


A successful software company requires more than just a good product 


BY JOHN RODRIGUES 
SPECIAL TO CW 


The idea of 

launching a soft- 

ware company 

holds a perenni- 

al fascination for 

many informa- 
tion systems professionals year- 
ning to be entrepreneurs. Before 
taking the gamble, however, it is 
wise to absorb as much informa- 
tion as possible. 

One important question to 
consider is what distinguishes 
the software market from oth- 
ers. Another key thrust is learn- 
ing how to analyze the market 
and the survivability of new soft- 
ware products. Do not overlook 
the basics of a business plan, 
sources of capital and the need 
for sound legal and financial ad- 
vice. 

The low overhead cost for 
software development makes it 
easy to get into the business. To 
stay in the business, however, is 
not so easy. To win, you try to 
maximize your strengths and fill 
customer needs, especially those 
requiring your unique expertise. 

Today’s customers want 
more than just software — they 
demand service. ‘“The customer 
is always right” is the right atti- 
tude for vendors. 

The sophistication of custom- 
ers can vary, as it differs be- 


tween end users and information 
systems professionals. Howev- 
er, any customer could be look- 
ing for vendor support that in- 
cludes standards, interfacing 
with other products, training, 
documentation, a long product 
life, upgradability, responsive- 
ness and cooperation with ven- 
dors of complementary prod- 
ucts. 

With some software vendors 
now earning almost half their in- 
come from service-related activ- 
ities, the signs are unmistakable. 
End users do not live by product 
alone. A successful software 
company is one that satisfies cus- 
tomer needs for service and sup- 
port. 

There are plenty of potential 
environments for new products: 
new techniques such as hyper- 
ware, migration from larger sys- 
tems to personal computers, 
emerging technologies such as 
optical storage, changes in com- 
puting such as work group pro- 
ductivity, integration of off-the- 
shelf products such as desktop 
publishing or local-area net- 
works and add-ons to established 
products. 


Gauging the market 

With so many points of entry 
available to the would-be entre- 
preneur, the first step is to iden- 
tify your target market. Analyze 
the market by various sectors, 


FIRMWARE 
ENGINEER 


including geographical regions 
and types of products and cus- 
tomers. 

Aim to sell to the mainstream 
of the market for greatest secu- 
rity. Take advantage of trends 
such as connectivity and Macin- 
tosh-like interfacing. Practice 
course-correction; you need to 
think about potential technologi- 
cal developments that could un- 


from them. What is a good selling 
price? Calculate the net profit 
per sale. Sources of information 
other than the potential custom- 
ers include sellers of software 
and related products, trade 
groups, academic experts and 
consultants. 

Some companies use a vapor- 
ware announcement to gauge 
the market’s reaction before ac- 
tually producing anything, but 
this is not appreciated by poten- 
tial customers. 

Compare the types of prod- 
ucts and customers with the 
competition’s offerings and 


ND USERS do not live by product alone. 
The successful software company is one 
that fills customer needs for service and 


support. 





dercut your sales. 

Avoid competition with big 
firms unless there is a niche to 
fill. Be selective about the hard- 
ware the product will run on — 
the price/performance ratio of 
computer equipment will keep 
falling. To survive, the product 
must be faster, better, cheaper 
or more glamorous than the 
competitions’ offerings. 

Once you have matched your 
strategy to your target marker, 
determine ‘he specific end-user 
requirements. Is the market 
general business, a vertical in- 
dustry or a niche? Figure out the 
number of potential customers 
and the number of likely sales 


strategies. Examine various 
methods of competition, such as 
lower prices, innovative terms, 
superior benefits or better sup- 
port. Spell out development 
plans for sales and marketing, 
service and warranty policies, 
product installation and support, 
staffing, engineering, adminis- 
tration and finance. 

Also, figure out the number of 
potential customers and the 
number of likely sales they will 
generate. What is a good selling 
price for your product? Calculate 
the net profit per sale. 

A cost/benefit analysis can 
help you determine how custom- 
ers justify a purchase. The analy- 





IOMEGA Corporation is a leading supplier of 
peripheral storage devices to the PC market. We 
have developed and marketed a steady stream of 
drives using our patented Bemoulli technology 
that has met with phenomenal industry and cus- 
tomer acceptance. 


Selected candidate will develop, improve and 
support microcode for control of a high capacity/ 
performance disk drive. Primary emphasis on 
Tead/write and SCSI host interface control. You 
must Mteract well with other coders and engi- 
neers on the project to ensure good coordination 
on function of products. 


of programming y 

degree or equivalent disk drive ndustry experi- 
ence is also required. Disk drive controller or real- 
time experience and experience in code architec- 
ture/structure would be preferred. 

Excellent benefits and a competitive salary ac- 
company this position. Please send your resume 
to: IOMEGA Corporation, Professional 


; Staffing, 
1821 West 4000 South, Dept. 5010, Roy, Utah 
84067. Equal Opportunity Employer M/F/H/V 


(“MEGA 


Great Careers 


THEN CALL 
OR WRITE 


Quatrix, Inc. (qxi) is looking for DLS 
pros of all experience levels for immediate 
projects. Positions range from 
programming to project management. 


Financial institutions nationwide rely on 
qxi for total DLS support from installation 
to customization to ongoing consultation. 


We have an excellent track record of 
matching the right people with the best 
opportunities. We offer outstanding salary 
and benefits, prestigious positions, 
challenging projects in major metropolitan 
areas and consistent career growth. 

If you have what it takes, call qxi's vice 
president of recruiting about immediate 

DLS projects. a 
QUATRIX, 
INC. 


555 N. New Ballas Rd. Suite 310 
St. Louis. MO 63141 
Call collect (314) 567-7965 
FAX: (314) 567-6579 
DLS is a registered trademark of Data-Link Systems, Inc. 


Right Now. 
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sis involves a graph with two 
axes — the vertical one reflect- 
ing cost and the horizontal one 
depicting time. Plot the cumula- 
tive benefit to the customer over 
time, perhaps as a rising curve. 

Also, plot the cumulative 
costs to the customer over time, 
possibly as a flat fee. The pay- 
back for the user comes at the in- 
tersection of these two lines, 
which is where the product has 
paid for itself. Such an analysis 
can help determine the size of 
your market and the likely sell- 
ing price. 

Finally, a new product can be 
evaluated against ideal standards 
in areas such as marketing, pro- 
duction and growth. 

When it comes to marketing, 
the ideal product will use current 
distribution channels. It comple- 
ments any other products that 
you market and aids in their 
sales. 

Such a product costs less than 
the competing products but is of 
the same quality or offers more 
attractive features. It addresses 
divergent needs with as few ver- 
sions as possible. 

This ideal product should be 
developed using available equip- 
ment, current skills and a mini- 
mal staff. 

Demand for any product will 
grow if it fulfills a need and pro- 
vides a high degree of added val- 
ue while facing a restricted num- 
ber of competitors and a growing 
number of end users. 


Rodrigues consults internationally on 
microcomputer product development at 
Cadsmith, Inc. in Marlboro, Mass. 


ey edna 
PROFESSIONALS 


COAST TO COAST 


IS CLOSER THAN YOU THINK 


F-o-r-t-u-n-e PersonnelConsultants is one 


of the large 
independently owne 

specializing in the placement of 
dole elae en 
and can-helr u find the pos 
enhance your career ¢ 
your company openings 


national networks <« 


understand your needs 
on tk 
r the people t 


it 


Coast-to-coast we're closerthan you think 


To reach our entire network, write to us at 
655 Third Ave., Dept. CW; New York, NY 
10017 and we will forward your resume for 
tion or callus TOLL 


coot  ##t-o-r-t-u-n-e 
as nel ¢ 4 


confidential consids 
FREE for a specialist serving your ar 
Interest 
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Our client is currently seeking top data 


processing professionals 
with at least 2 years’ experience in an IBM MAINFRAME environ- 
ment and experience in one or more of the following areas: 


¢ Applications development and support using 


COBOL 


e IMS or M204 database analysis and programming 
e M204 database administration and control 
e PACE database administration and control 


Our client offers competitive compensation and flexible benefits. 


¢ NO RESUME REQUIRED 





To apply, CALL OUR 24 HOUR/7 DAY PER WEEK TOLL FREE 
NUMBER LISTED BELOW; Our client is an equal opportunity 


employer. 


1-800-221-3333, Ext. R-12 
Call Today or Anytime 


RES 
————— RECRUITMENT ENHANCEMENT SERVICES, INC 


DON'T DREAM THE LIFE, 
LIVE THE DREAM!!! 


Florida, with gentle winds bending the 
palms and an average temperature of 
72°. is one of the finest places to live and 
work 

AMD Consulting Services is experiencing 
phenomenal growth. Our customers, 
Florida's premier information processing centers, 
have immediate needs for professionals with ex- 
perience in any of the following disciplines: 
* MVS, COBOL CICS, PL/1, ALC 
* DBZ, IDMS/ADDSO, M204 
* TANDEM COBOL, TAL, PATHWAY 
ae m + RPG3, * °C. UNIX PICK 
It's your move, make it the RIGHT ONE 


AMD... ou: 


5900 N. Andrews Avenue 
Suite 905 C 

ft. Lauderdale, Florida 33309 
(305) 928-0899 


CONSULTING OPPORTUNITIES 


PER DIEM OR FULL TIME/ 
BEST CLIENTS - BEST RATES 


STRATUS 
TELON 


. SUN Developers 
* CICS 


SUN Administrators 

UNIX/C 

System Programmers 
* COBOL on PC’s 

* PC’s with OS/2 

* PL/I or COBOL P/A’s 


CICS DB2 
PARADOX 
* C with SQL 


Tekmark Computer Services, Inc. 
37 E. 29th St, New York, NY 10016 


(212) 686-9360 (201) 886-2821 FAX (212) 683-4047 


TANDEM 

TANDEM 
The dynamic TANDEM technology has created a 
strong demand for SYSTEMS PROFESSIONALS 
to design and develop sophisticated systems. Are you 

ready for the reward and the challenge? 
CALL or send your resume for a personal and 
confidential consultation. 
THE SEARCH FIRM, INC. 
595 MARKET STREET, SUITE 1400, SAN FRANCISCO, CA 94105 
(415) 777-3900 FAX 777-8632 


in Operating Systems Perfor- 
mance Analysis, Networks, 
Graphics, UNIX, and Di 

Design is required. Salary: 
$35,505.00 to $41,000.00 per 


ne : 
iH 
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seeking 
ented Staff with a minimum 2+ years of 
hands-on experience with: 


IDMS/R, ADS/@ 
For immediate consideration call, Fax or 
mail your resume in confidence to: 


Cindy Biggs 
METRO 
Information Services, Inc. 
P.O. Box 8888, Dept. COOCW 
Beach, Virginia 23450 
(804) 486-1700 « Fax: (804) 431-8215. 


BOULDER COUNTY 
COLORADO 


INFORMATION SERVICES 
a DIVISION MANAGER 

Boulder County, located on Colorado's scenic 
Front Range, seeks an innovative manager to head 
up Information Services Division. Areas of 
responsibility include operations, technical 
services, office automation, applications, 
telecommuncations, and records management 
$1.9 million budget. 30 emplyees. IBM mainframe 
environment 

Candidates should have a minimum of BS in 
Computer Science. Business Administration or 
related field, with advanced management degree 
preferred, and five years of professional data 
Processing experience, inicuding three in 
management. Must be creative and willing to 
participate as management team member. Need 
familiarity with network systems for distributed 
functions 

Excellent benefits package including 40Ik 
retirement plan. Send resume with salary history 
and requirements by June 23 to 

Boulder County Personnel 
P.O. Box 471, Boulder, Colorado 80306 
(303) 441-3508 
Equal Opportunty Employer 


SUNBELT & ATLANTA 
$25,000 to $95,000 
IDMS/ORACLE/DATACOM/IMS/DB2/SYS 38 
VAX/MAPICS/FOCUS/CAD/CAM/CAE 
TECHWRITERS/DP SALES/IDMS 


Need Programmers, Programmer/Analysts for Full-Time; 
and Consulting Positions in IBM Shops. Relocation Ex-| 
felt eae Le Mel Rel la co) 


Jim Heard, EDP Consultants, Inc 
3067 Bunker Hill Road, Suite 202 
Marietta, Georgia 30062 
7 
ley acer tL y2 


ale 
404-971-7281 


SYSTEM ANALYST, FINANCIAL: 
MOON LIGHTING 
OPPORTY 
SOFTWARE 
COURSE DEVELOPERS 
DP educ. co. seeks P/T skilled 


i } . & . 
ce Ste ime 
in 


seminars for DP personnel 
mainframe environmts. Need 
courses in: 


It’s 
the efficient 
way to recruit 
qualified 
computer 
professionals. 


Now you can target your recruitment 
advertising to the qualified computer 
professionals you want to reach - 
where you want to reach them. All you 
need is the new IDG Communications 
Computer Careers Network. Here’s 
how it can work for you: 


You choose the newspapers. De- 
pending on who you’re looking for, you 
can select the combination of five 
newspapers that best suits your needs 
- Computerworld, InfoWorld, Net- 
work World, Digital News, and Fed- 
eral Computer Week Editions. 


You choose the region. If you wish to 
recruit within a specific area, you can 
advertise in the regional editions of the 
newspapers you choose - East, West, 
or Midwest. Of course, national buys 
of individual newspapers or various 
combinations are also available when 
you need to extend your reach. 


You don’t pay for readers you don’t 
want. Gone are the days when you 
have to worry about paying for waste 
circulation. The Computer Careers 
Network puts you in touch with quali- 
fied computer professionals - and only 
those qualified computer professionals 
you need to reach. 


To put the new Computer Careers 
Network to work for you - regionally or 
nationally - call the sales office nearest 
you. Or contact John Corrigan, Classi- 
fied Advertising Director, at 508-879- 
0700. 


Sales Offices 

John Corrigan, Classified Advertising Direc- 
tor, 375 Cochituate Road, Box 9171, Fra- 
mingham, MA 01701-9171; 508-879-0700. 


BOSTON: 375 Cochituate Road, Box 9171, 
Framingham, MA 01701-9171, a Perci- 
val, Account Executive; 800-34 74, (in 
Massachusetts, 508-879-0700). 


NEW YORK: Paramus Plaza |, 140 Route 17 
North, Paramus, NJ 07652; Warren Kolber, 
Regional Manager, 201-967-1350; Jay No- 
vack, Account Executive 800-343-6474. 


WASHINGTON, D.C.: 8304 Professional Hill 

Drive, Fairfax, VA 22031; Katie Kress, Re- 
ional Manager, 703-573-4115; Pauline 
mith, Account Executive 800-343-6474. 


CHICAGO: 10400 West Higgins Road, Suite 
300, Rosemont, IL 60018; Patricia Powers, 
Regional Manager, 312-827-4433; Ellen Ca- 
sey, Account Exective 800-343-6474. 


LOS ANGELES: 18004 Sky Park Circle, 
Suite 100, Irvine, CA 92714; Barbara Mur- 
phy, Regional Manager, 714-250-0164; 
one Glenn, Account Executive, 800-343- 


SAN FRANCISCO: 18008 eee Circle, 
Suite 145, Irvine, CA 92714; ‘a Mur- 
phy, Regional Man , 714-250-0164; 
cate Glenn, Account Executive, 800-343- 


JUNE 5, 1989 





HELP WANTED: 
Lead System 
Software Engineer, 
OS/2 Group 
PLEASE SEND RESUME WITHIN 


30 DAYS OF PUBLICATION 
DATE TO: 


EMPLOYMENT SECURITY 
DEPARTMENT 


ES DIVISION, 
ATT: JOB #118104-J5 
YMPIA, WASHINGTON 


plementa' 
vises ten or more 
REQUIREMENTS: B.A. OR B 


.S. 

IN MATHEMATICS, COMPUTER 
SCIENCE, ENGINEERING OR 
COMPUTER SOFT- 


|AM- 
MING: TWO YEARS EMPLOY- 
MENT ag DESIGNING 


S AND "CG" LANGUAGES, 
AND IBM PC/AT COMPUTERS. 
SALARY: $44,100-$46,000 per 


POSITION LOCATED IN 
REDMOND, WASHINGTON. 


MANY OTHER PERMANENT AND 
CONTRACT POSITIONS LOCAL 
AND NATIONWIDE 


&S COMPUTERPEDPLE 


12225 28th St., North 
St. Petersburg, A 33716 
813-573-2626 


2005 W. Cyprees Creek Rd. 
Suite 3 


Box 221739, 3705-320 Latrobe Drive 
Charlotte, NC 26222 (704) 366-1800 


Ain: Rick Young, .P.. 
JUNE 5, 1989 
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72 ROBERT HALE 


Business Analyst/Programmer, 
; ial ack : 


55 


Tr 


EDP 
OPPORTUNITIES 
COAST TO COAST 
Robert Half, staffed by EDP profes- 
sionals for EDP professionals with 
145 offices throughout the US., 
Canada & Great Britain, is the largest 
network of personnei consultants in 
the Data Processing field. And its 

establishment in 1 

Robert Half the oldest. One cail and 
you can search the local, national 
and international markets. All fees 
are paid by client companies, of 
course. The following is a partial 
listing of opportunities and locations 


NORTHERN 
CALIFORNIA 


PROGRAMMER/ANALYST 
San Francisco East Bay based 
nat’l service firm has exciting opp- 
ty for 2 PI/A’s with 2+ yrs 
DEC/VAX 780, VMS & COBOL exp. 
Powerhouse exp a plus. To $38,000 


P/A & PROJECT MGR 
San Francisco Bay Area Com- 
puter Consulting co seeks P/A & 
Project Mgr wi‘C’ exp.on STRATUS 
or IBM System 88 in fin applica- 
tions. Relocation pkg included. 
$60-80,000 


SYSTEMS PROGRAMMER 
San Francisco Bay Area _in- 
surance co seeks Systems Pro- 
grammer wimin 2 yrs exp w/CICS 
1.7 installation and maintenance 
as well as command & micro level 
coding. Working exp wi/ALC, 
SMPE, MRO/ISC and VTAM/NCP 
req. College or equivalent 
business exp req. Flexible hours, 
exc compensation pkg. To $59,000 


RPG Ill PROGRAMMER 
AS400 already installed at this fan- 
tastic San Francisco Bay Area co. 
Requires a min 4 yrs exp with G/L, 
A/P applications. To $40,000 


SR PIA 

Use your IDMS, COBOL, ADS/O, 
MVS and communication skills in 
this outstanding San Francisco 
Bay Area co. Min 3 yrs exp req. 
Possible relocation pkg. To $50,000 

ROBERT HALF 

of Northern California 
2175 N. California Bivd., #305 
Walnut Creek, CA 94596 
(415) 930-8180 


111 Pine Street, #1500 
San Francisco, CA 94111 
(415) 434-1900 


505 Hamilton, #110 
Palo Alto, CA 94301 
(415) 321-4900 


ST. LOUIS 


SOFTWARE ENGINEER 
Leading St Louis based firm seeks 
software engineering professional 
for their application support team 
You will be involved with the devel- 
opment and support of realtime 
engineering applications using C 
and 68000 assembler. Any Ada or 
Fortran programming skills will be 
helpful. A BS degree in EE or com- 
puter science is required. To $40,000 


APPLICATION SYSTEM 
MANAGER 
Rapidly expanding MVS/XA shop 
seeks top notch professional with 
5+ yrs experience as a project 
leader of application manager. In- 
dividual must be familiar with top- 
down system design, structured 
programming techniques and have 
excellent people-management 
skills. If you seek a challenging 
position with outstanding career op- 
portunity, call for details. To $45,000 


RPG Ill PROGRAMMER/ANALYST 
AS400 shop seeks talented RPG III 
programming professional. Heavy 
emphasis will be in new develop- 
ment and database applications. 
Background with financial or 
manufacturing applications 
would be a plus. If you desire a 
position that will dramatically 
enhance your technical skills and 
career objectives, please call for 
further details. 


ROBERT HALF 
of St. Louis 
7733 Forsyth Bivd. 
St. Louis, MO 63105 
(314) 727-1535 


SEATTLE 


SR PIA & P/A’s 
Seattie branch of nat'l insurance 
firm needs Sr P/A. 3+ yrs exp 
w/ABC or CDS pkgs or similar ap- 
plications req. Positions for P/A’s 
wistrong FOCUS/COBOL exp. In- 
surance applications/industry exp 
a plus. Full relocation and out- 
standing benefits. To $50,000 


COBOL SR P/A’s & P/A’s 
Multiple Pacific NW _ positions 
available for SR P/A’s & P/A's wi2 + 
yrs COBOL exp and exposure to 
CICS or related on-line systems 
Will develop financial, distribution 
and insurance applications. Relo- 
cation pkgs available for several 
positions. Mid $30’s to Mid $40’s 

ROBERT HALF 
600 University Street, #2328 
Seattle, WA 98101 
(206) 624-9000 


Software Sales 


Saddle Brook, NJ 
Washington, DC 
Toronto & Montreal 


Boole & 


, a world leader in devel- 


oping IBM mainframe software, has an 
immediate need for Systems Software 
Sales Representatives. 
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BOSTON 


DEC VAX/VMS 
This software products firm has 
multiple openings from P/A to Proj 
Mgr due to continued growth. En- 
trepreneurial environ wileading 
technology! If you have exp w/CO- 
BOL, FORTRAN or BASIC & rela- 
tional DB (Rdb, INGRES, ORACLE, 
etc), exciting devel projs await 
your reply Salaries $30-50,000 
ROBERT HALF 
of Boston 
101 Arch Street (32 Summer Street) 
Boston, MA 02110 
(617) 951-4000 
FAX (617) 423-0904 


SOUTHERN 
CALIFORNIA 


INSURANCE SYSTEMS 
PROG/SYS ANAL 

Fully paid relo to San Diego! If 
you have 2+ yrs LIFE Systems, 
ULA, PALLM, LIFE70 etc or agency 
comm/mktg, actuarial sys exp call 
immediately OS/COBOL BAL, 
CICS-new data center. health 

club, many perks & hi salaries 
$35-55,000 + 


DB2 OR ADABASE 
DBA and DA positions avail in ma- 
jor LA and SD data centers. Full 
relo benefits. Salary to $50,000 + 

ROBERT HALF 
of Southern California 
In Los Angeles call: 
Matt Holzman (213) 386-6805 
In San Diego call: 
Burt Israel (619) 291-7990 


AUSTIN 


Our client, a national consulting firm 
seeks professionals who want to 
expand their knowledge while 
simultaneously using existing skills 
to train and motivate others. Per- 
manent openings exist for individ- 
uals with 3 plus years experience in 
one or more of the following: 


DB2(Telon preferred) To $55,000 
IMS/PL1 To $48,000 
Adabas/Natural To $50,000 
COBOL/OS/MVSICICS To $55,000 
MSA PayrollandHR To $40,000 
Unix, C (Windows) To $42,000 
System 38, RPG III To $42,000 


All positions offer relocation and 
are available in Texas, NE. and 
Midwest. 

ROBERT HALF 

of Austin 
12015 Park 35 Circle, Suite 301 
Austin, TX 78753 
(512) 835-0883 


HARTFORD 


LEARN DB2 
3+ yrs of strong IBM COBOL 
skills with exposure to CICS or 
VSAM provides oppty for this com- 
pany to train you in DB2. IMS DL/1 
exp is a plus. Salary to $40,000 


Al 
LOCAL office of prestigious nat’! 
firm seeks two artificial intelli- 
gence pro’s with 3+ yrs of exp. 
KBMS product knowledge is high- 
ly pref'd Salary to $50,000 


DBA 
NO. OF HTFD company offers op- 
pty for sharp DBA to get involved 
wiextensive logical and physical 
design of new data bases. Will 
work extensively with appl's, user, 
and tech areas. DEC/DBMS pref 
other DB bkgrd will be seriously 
considered Salary to $48,000 


TECH MGR 
Major area corp seeks person with 
IBM/OS tech supp’t bkgrd to 
assume resp for staff, play active 
role in strategic planning. Keys 
are strong mgmt/motivational skills 
and a progressive outlook on Info 
Sys technologies. Salary to $60,000 
ROBERT HALF 
of Hartford 
One Commercial Plaza 
Hartford, CT 06103 
(203) 278-7170 
FAX (203) 278-0320 


DALLAS 


40 MIS POSITIONS 
OPEN FOR IMMEDIATE HIRE 


Managers for Architectural Com- 
pliance, Standards, Design, Plann- 
ing, and Data 


Network Integration, Data Network 
Planning, Voice Network Systems 
Planning, Voice Program Sys- 
tems, Voice Hardware Systems, 
Tariffs, and Network Stand- 
ards Managers 


All positions require minimum of 5 
yrs in data or telecommunications 
environments with a strong edu- 
cational background (MS or BS). 
All positions up to $65,000. 
FEE PAID 
Dick Ozment 
ROBERT HALF 
of Dallas 
Three Northpark East 
Suite 
Dallas, TX 75231 
(214) 363-3300 


Ask for our latest Salary Sui 





SOFTWARE PROFESSIONALS 


Computer People Unlimited is Wisconsin's largest locally owned 
computer-related professional services firm — a direct result of 
our highly motivated professionals and our dedication to profes- 
sional excellence. We currently have opportunities available in the 
Fox Valley, Milwaukee and Madison. 


Opportunities exist for individuals with experience in any combina- 
tion of the following: COBOL, PL/1, ASSEMBLER, FOCUS, 
NATURAL, iMS/DB, IDMS, ADABAS, ORACLE, INGRES, DB2, 
IMS/DC, CICS, ADS/O, RPG III, RPG II, 4680 terminals, S/36, 
$/38, AS/400, TELON, and MVS/VSE/VM systems programming. 
In addition, positions are available for individuals with Honeywell, 
PC or other 4th generation language experience. 


We also offer you the opportunity to become involved in develop- 
ing software for 16-Bit and 32-Bit microprocessors using ‘C’ and 
UNIX. We prefer experience in the writing of device drivers and the 
interfacing of minis and micros, but will consider other complex 
scientific applications experience. 

At CPU you can expect a highly competitive salary and a superb 
benefits package — not to mention the lakes, scenery and cultural 
attractions of Wisconsin. Please call Bill Rudd or Scott Fleischmann, 
at (414) 278-8884 or 1-800-527-8462, or send your resume in con- 
fidence to Bill or Scott at CPU, Dept. CW-529, 744 N. 4th Street, 
Milwaukee, WI 53203. No entry level positions available. We are 

an equal opportunity employer. 
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Locked on 
the Leading Edge 


At DBMI, our commitment to providing innova- 
tive technical solutions to today’s business prob- 
lems keeps us at the leading edge of our field. As 
we take on the challenges of tomorrow, we seek 
motivated professionals with at least 3-5 years ex- 
perience to become part of our team and share in 


our growth. 


e IMS DB/DC 
e DB2/QMF 
e SQL/DS 


«CICS 
e CSP 


e IDMS/ADSO 


If you are a Programmer/Analyst, Data Base Ad- 
ministrator or Systems Programmer, come grow 
with the leading DB/DC consulting and training 
firm in the country. We have available positions in 
all five of our regional offices located in Hartford 
and Wilton, CT, Alexandria and Richmond, VA 
and Dallas, TX. For prompt consideration please 
call Bill Salvatore or forward your resume in confi- 


dence to: 


a mi —igal An esti Company ; 


inc. 
300 Chapel Rd, Manchester, CT 06040 
(203) 646-3264 


HAVE YOU 
CONSIDERED 
CONSULTING? 


it offers unsurpassed variety, exposure to the 
latest technologies, and interaction with business 
and technical eee in diverse industries. 


jave you 
a Minnesota? 
For lifestyle, you'll find superb recreational, 
educational andcultural recources. Forcareers, 
you'll find a hotbed of high technology and 
numerous corporations (including many of our 
clients) which are leaders in their industries. 


Consider AIC. 


Analysts International Corporation is 

Minneapolis-St. Paul's largest DP consulting 

team, offering excellent training, competitive 

salary and full benefits for professionals with 2-5 
years experience in ANY of the following: 
IBM Mainframe: DEC VAX: 

BAL,COBOL,SAS, COBOL,INGRES, 

, RS1 


HP 3000: 
IMAGE, VIEW, PROTOS, POWERHOUSE 


For more information, call Caro! Lee at 
1-800-328-9929 or send r resume to her at: 
jalysts International 
ion, Dept 216, 
7615 Metro Bivd., Min- 
neapolis, MN 55435. 
Equal Opportunity 
Employer M/F/H. No 
please. 


SYSTEMS ANALYST - PROJECT DIRECTOR 
This position will assist management and 
poration in defin 
software selection. 
war asin Mase gee Compu Senco reetd fl 
quired; concentration in ee ee ae administration 
eee reeeeeees series equipment and 
and database develop- 
. Experience should in- 
supporto marteraoe of Or Ey, 
Skills required. Excellent benefit package. commensu- 
> tas oat i an eel 
erences to: 


CW-35173, Computerworld, Box 
Framingham, MA orroL-etrt 


dude 23 years in 


A Terrific 
Opportunity 
DEC/VAX/RDB 


——— 
Contract Professional Services 
Sa 


Research Triangle Area 
4109 Wake Forest Ra 
Suite 307 
Raleigh NC 27609 
1-800-222-1273 
(803) 738-1994 
FAX (803) 738-9123 


CALIFORNIA 
(714) 476-9255 


ee eat Permanent 
Ue oy 


eed BLL ila) 
petite le] 


RECRUIT ONLY 
THE BEST! 
Po 


more information, call Lisa 
McGrath at 800-343-6474 (in MA, 


SOFTWARE 
ENGINEERS 


Comput Consulting Services is ex- 
vemos ed its professional staff in our Columbus, 
. We have immediate needs for expe- 
rienced eaueiae in software development, 
telephony, and real-time 
We require a BS Degree in computer science or 
electrical engineering and at least one year of 
professional experience. We will consider entry- 
level candidates with an MS in Computer Science 
from a major university. Desirable skills include 


© Real-Time experience 

¢ Cand UNIX 

* Networking and protocols 
(LAN and/or WAN) 

eC++ 

° VMS 

¢ Sun Workstations y 

¢ Experience in entire software project 
life cycle 

© Factory automation/process control 

* Database (ORACLE, INGRES) 


For immediate consideration, please send your 

resume with information as to GPA, Visa status 

and/or citizenship to: Mr. Jeff Miller, Computer- 

People Consulting Services, 50 Northwoods 

ton, Ohio 43235, or FAX us 

your resume to (614) 433-0114. An equal oppor- 
tunity employer. 
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“Committed to the Highest Leve! 
of Client Satistaction* 


MidWest Opportunities 


Join Growing Team In eneeeaen State-of-| eens Information Systems. 
Kansas Department of , Topeka, Kansas. 


itions available in the following areas of responsibility: 
GENERAL SYSTEMS IBM cece scale ere MVS, COBOL, TSO/CICS 
CADD SYSTEMS Vax VMS systems, Unix; Intergraph Systems experi- 


<n eee Sees SC ee Graduation from four 
year » 9 hours in com- 
tart- 


Fositions available in the following areas of ibility: 

GENERAL SYSTEMS Weal coun Vonan and TSO/C! 

CADD SYSTEMS Vax VMS systems, Unix; 

experience 

~aeceeveypdien sane yl seo tngeetes Beagle bldg 
repped srbes experience in computer : panes 
cody een Sng = mmm tarting 

3 $30,000 to 000 depending on experience. 


tion information contact Department of Transportation 
ry ere ee. 1989 toot he 
‘Qual Opportunity Employer. 


—— al 
CompuTER 


ENGINEERING 
TECHNOLOGY 


. MVS, DBMS 
Unix; Intergraph Sys- 


IDMS ANALYSTS 
Growing state of the art 


shop in Omaha has an ur- 
ent need for qualified 


Programmer and sys- 
tems analysts. Require- 
ments for these positions 


ORACLE/SQL with Dec/Vax 
UNIX/C with AT&T or PC Equip 
Bonus & Paid Relocation 


Acetech 
St 


you can recruit the right 
people in the right places 
at the right price. 


Computer Careers Network, 
and cost-efficient recruitment oo 


ee On mats & Cas Om Network to 
est scipundicealiniiic Games tasaienaneoaaeties. 
tor, at 508-879-0700. 
5 ceateate Fase, Box 9171, Fi 
ee Yorke Mareen Fase 1 


MA ‘OV7OT Str, 0) 
cae NI 07682 


8504 Drive, Paitax, VA 220 
GO: 10400 West Road, Suite 300, 


eerie (rig aso eae BS PS 
whe, GA SoTis, 18) (714) 


250-0164 


It’s 
the efficient 
way to recruit 
qualified 
computer 
professionals. 


Now you can target your recruitment 
advertising to the qualified computer 
professionals you want to reach - 
where you want to reach them. All you 
need is the new IDG Communications 
Computer Careers Network. Here’s 
how it can work for you: 


You choose the newspapers. De- 
pending on who you’re looking for, you 
can select the combination of five 
newspapers that best suits your needs 
- Computerworld, InfoWorld, Net- 
work World, Digital News, and Fed- 
eral Computer Week Editions. 


You choose the region. If you wish to 
recruit within a specific area, you can 
advertise in the regional editions of the 
newspapers you choose - East, West, 
or Midwest. Of course, national buys 
of individual newspapers or various 
combinations are also available when 
you need to extend your reach. 


You don’t pay for readers you don’t 
want. Gone are the days when you 
have to worry about paying for waste 
circulation. The Computer Careers 
Network puts you in touch with quali- 
fied computer professionals - and only 
those qualified computer professionals 
you need to reach. 


To put the new Computer Careers 
Network to work for you - regionally or 
nationally - call the sales office nearest 
. Or contact John Corrigan, Classi- 
4 ae Director, at 508-879- 


Sales Offices 


John Corrigan, Classified Advertising Direc- 
tor, 375 Cochituate Road, Box 9171, Fra- 
mingham, MA 01701-9171; 508-879-0700. 


BOSTON: 375 Cochituate Road, Box 9171, 
Framingham, MA 01701-9171, Nancy Perci- 
val, Regional Manager; 508-879-0700. An- 
drew Rowe, Account Executive 800-343- 


NEW YORK: Paramus Plaza |, 140 Route 17 
North, Paramus, NJ 07652; Warren Kolber, 
Regional Man , 201-967-1350; ~ No- 
vack, Account xecutive 800-343-6474 


WASHINGTON, D.C.: 8304 Professional Hill 

Drive, Fairfax, VA 22031; Katie Kress, Re- 
ional Manager, 703-573-4115; Pauline 
mith, Account Executive 800-343-6474. 


CHICAGO: 10400 West Higgins Road, Suite 
300, Rosemont, IL 60018; Patricia Powers, 
Regional Manager, 312-827-4433; - Ca- 
sey, Account Exective 800-343-6474 


LOS ANGELES: 18004 Sky Park Circle, 
Suite 100, Irvine, CA 92714; Barbara Mur- 
phy, Regional Man 714-250-0164; 
oe Glenn, Account Executive, 800-343- ° 


SAN FRANCISCO: 18008 Sk 
Suite 145, Irvine, CA 92714; 


phy, Regional M ; 
Keoof Gon Account 


Park Circle, 

‘a Mur- 
714-250-0164; 
xecutive, 800-343- 





COMPUTER CAREERS MID-WEST 


DATA FROCES SING 


KEANE IS ON THE 


A Terrific 


Not Your Standard Opportunity 


Computer Sales Opportunities 


As one of the country's most respected computer companies, Data General can 
offer you the opportunity to use your entrepreneurial ability to take charge of 
your future. 


Computer Consulting Group. 
one of the Southeast'’s fast- 
est growing contract pro- 
gramming and consulting 
firms, has immediate open- 
ings for talented Programmer- 
/Analysts with 2 or more 
years experience. Excellent 


Our proprietary systems are among the best in the industry and we're at the 
forefront of RISC-based UNIX™ systems and open architecture. 


That means we can offer you the chance to make it big — today and in the future. 
With no caps in sight, one of the following challenges could be yours: 


District Sales Manager — Detroit, MI 
Responsible for achieving established sales goals by directing and overseeing Sales 
Managers and Sales Reps located in Michigan and Ohio branches. Requirements in- 
clude a Bachelor's degree, MBA preferred, plus ten years experience in computer 
sales or management. An understanding of UNIX operating systems and the 
workstation marketplace a plus. 


Computer Sales Representative — Columbus, OH 


Sales Professional with a minimum of three years experience selling computer 
systems/solutions. We are seeking that aggressive type of sales professional with a 
solid business sense to really make the difference. An understanding of UNIX 
operating systems and the workstation marketplace a plus. 


salary & benefits package 
Were especially seeking 


Keane, Inc. is one of the nation’s 
most respected DP consulting 
organization with annual reve- 
nue of $60 million. Due to our 
unprecedented success in the 
Midwest and Northeast, we are 
currently expanding our DP 
consulting operations. 


We need tough, aggressive computer sales professionals with a history of suc- 


cessful performance in identifying and developing new opportunities. Local rnarket 
knowledge is essential. 


Systems-smart professionals should send a resume to Lynn Nemser, Data 
General Corporation, 200 Fleet Street, Suite 5005, Pittsburgh, Pennsylvania 





15220. No phone calls, please. DIRECT APPLICANTS ONLY. 
We're Data General. And we're out to win big. 
Investing in people to make equal opportunity a reality 


UNIX is a registered trademark of AT&T Bell Laboratories. 


@, DataGeneral 


We Don’t Compromise Standards. 








SYSTEMS ENGINEER wanted. 
Duties: Structural systems analy- 
sis and software design, 
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eT ee 
OPPORTUNITIES 


foiac tuth Meta lale MS fetal te) 
computer pros with background 
in any of the following: IBM Co 
bol mainframe applications 
CICS; IDMS; IMS; ADS/O; ORA 
CLE; DB 2; ADR DATACOM 
TOL TL kes 
COBOL; DEC/VAX COBOL or 
ee Akal Me) 1 Leos ed OL Ole) 
Financial; Mtg.; MRPII; Banking 
Insurance; MSA; Profs, Dissoss 
MVS, VM, NCP/VTAM or CICS 
Systems Progrs; DEC’ VAX Sys 
ele ere lol er Ee) 
Data Modelling; Entity Relations 
POS/PC/C. Partial list 

cal, regional & nat’! fee paid po 
sitions. Call or write 


BART acer Mel) am lon 
PE at names ed 
rh lox 60 


Sz 


information Systems Consulting 


Isc IS A PROGRESSIVE 
NATIONAL — FIRM — SEEKING 
MOTIVATED — PROFESSIONALS 
LOOKING FOR A NEW CHAI 
LENGE. EXCELLENT BENEFITS 
FOR THOSE WHO QUALIFY. 





Experience Required In: 

IMS DB/DC ORACLE 

DB 2 C/UNIX 
TELON CICS 

AS 400 C/VAX 
IDEAL Micro Assem. 


340 Providence Towers East, L.B.8 
5001 Spring Valley * Dallas, Texas 
75244 © 1-800-877-1881 © 214-490-1881 


Dallas, Houston, Kansas City, St. Louis, Atlanta, Los Angeles 


AS/400 
NO RESUME 


REQUIRED 
800-874-9595 


NATIONAL PROGRAMMING SERVICES, INC 


121 EXECUTIVE CENTER DRIVE ©) SUITE 240 
COLUMBIA, SC 29210 1 TELEPHONE 803-772-9412 


CALL OUR 
NEW AND IMPROVED 
24 HOUR ON-LINE 
CONTRACT AND PERMANENT 
JOB LISTINGS 


919-222-0979 


PLEASE TELL YOUR DP FRIENDS 


ABOUT IT! 
DP RESOURCES, INC. 


P O Box 5057 
Burlington, NC 27216-5057 


TECH WRITER (DEG) 
IBM SERIES 1/EDL 
PC/LOTUS/Dbase 
DBA/IDMS 


Computer 
Consulting 
Group 


Contract Professional Services 


Research Triangle Area 


4109 Wake Forest Rd 
Surte 307 
Raleigh, NC 27609 


1-809-222-1273 
(803) 738-1994 
FAX (803) 738-9123 


DATA PROCESSING 


PROFESSIONALS 


Experienced DP profes- 
sionals needed for vari- 
ous long-term assign- 


ments in the following 


environments on 
by our NASHVILLE, TN; 


COLUMBIA, SC; ATLAN- 
TA, GA and CHAR- 
LOTTE, NC offices: 


AMERICAN 
COMPUTER 


PROFESSIONALS 
P.O. Box 5125 


29250 
(800) 332-0555 
equal opportunity employer 


PROGRAMMER/ANALYST. De- 
o x business systems in- 
cluding comprehensive payroll 
da Program with ancil- 


So ooaheon . 

a require- 
ments of Federal and State tax 
structures as well as TEC and 
Texas Worker's Compensation 
structure and i 


COMPUTERWORLD 


Join us as a data processing consultant, and get your career on 
the move by developing new technical and professional skills 
while working at challenging client assignments. We currently 
have immediate openings for PROGRAMMERS and ANALYSTS 
in the following locations: CT, MA, MD. ME, MN.NH, NJ, NY, IL, 
FA 


To qualify, you must have a minimum of two years’ data 
processing experience in COBOL plus one or more of the 
following 


DATACOM 
DEC/VAX 
WANG VS 
PC's 
ASSEMBLER 
ADABAS 


Keane offers a professional environment, competitive salaries 

and a comprehensive benefits package including health/ 
dental/life, technical and management training, tuition reim- 
bursement, vacation condominiums and more. For more 
information call Deborah Pawlicki at 1-800-328-4688 or send 
your resume to her attention at Keane, Inc., Parkview, Suite 250 
10480 Little Patuxent Parkway, Columbia, MD 21044 


KEANE 





Blaine THE DIFFERENCE 


An equal opportunity employer 








CONTRACT 
CONSULTANTS 


Due tee the major expansion of our 
contr: ing division in 
Houston, TL, we sek experi- 
enced D.P with a 
minimum of 4 years of any of the 
following skills: : 

* FOCUS 

* DB2 

* PL/1, IMS DB/DC 

* ADABAS 
* IDMS ADS/O 
* TELON 
Y SAS ON-LINE 


NOMAD 
* IMS SYS/PROG. 


EDP COMPUTER 


SERVICES, INC. 
P.O. BOX 56711 
HOUSTON, TEXAS 77027 
OR CALL 1-800-247-7570 
No level or -time 

‘postions 


Commerce Bancshares, Inc., a 4,500 em- 
ployee Kansas City based financial services 
institution, has openings for DP profession- 
als experienced with IBM-OS systems 
Recently ranked as the leader in risk man- 
agement among the top 100 bank holding 
companies in America, Commerce seeks 
qualified applicants interested in becoming 
a team member of our stable, profitable 
company. In addition to a competitive salary 
structure, we offer employees a full benefits 
package including health, life, dental, 401K, 
retirement, and ESOP plans. Interested 
applicants should send a resume and cover 
letter outlining salary requirements to the 
address below 


Senior MVS 

Systems Programmer 

We seek a qualified applicant with 4-5 years 
experience in MVS and jES2 to function as 
front-line technical support. Knowledge of 
VTAM, NCP, and Netview is a plus. Low to 
mid forties. 


Senior CICS 

Systems Programmer 

The successful candidate will have been in 
a CICS technical support position for 4 
years and have some Assembler back- 
ground. 

Netview, VTAM, and NCP experience is 
helpful. Low to mid forties. 


COBAL CICS 

Applications Programmers 
Requirements include significant program- 
ming experience in an IBM-OS CICS envi- 
ronment. Thorough knowledge of JCL, TSO, 
and structured program design are pre- 
ferred. Experience in CPCS is a major 
benefit. Low to mid thirties. 

Technical Recruiter 
COMMERCE BANCSHARES, INC. 
P.O. Box 419248 
Kansas City, MO 64141-6248 


saa Commerce 
“Se” Bancshares, Inc. 


Equal Opportunity Employer 








Computerworld Recruitment Advertising Works. 


“We want resumes and phone calls and 
that’s exactly what we get from our 
advertising in Computerworld. 
The results have been excellent.” 


A: the ripe old age of 17, The Com- 
puter Resources Group (CRG) is 


one of the oldest data processing place- 
ment firms in the San Francisco Bay 
area. And with a branch office in Santa 
Clara, CRG is able to provide client 
companies in northern California and Sili- 
con Valley with top quality MIS and soft- 
ware development professionals. 

The key to providing qualified and 
talented candidates to employ- 

ers, explains Chief Executive 

Officer Rick Green, is being 

able to reach them. That’s 

why The Computer Re- 

sources Group turns 

to Computerworld’s 

Computer Careers 

section to recruit 

these professionals. 


“When we place an ad, we want to hear from candidates 
quickly. Image advertising isn’t what we’re looking for. 
Many of our client companies have highly specialized 
technical requirements, and we «ced to know who’s out 
there that can meet those requirements in order to do our 
job effectively. 

“That's why we advertise in Computerworld. Since 
Computerworld is the number one publication 

among MIS professionals, we know we can reach 


— Richard Green 
CEO 
The Computer Resources Group 


people of all backgrounds and 
specialities. 
“The results from our Computerworld 
advertising have been excellent. We 
want phone calls and resumes, and 
that’s exactly what we get. Best of all, 
they're coming from qualified candi- 
dates. We’re placing an impressive 
number of respondents to our 
Computerworld ads into jobs. 


“So clearly, Computerworld is 
a very effective vehicle for us. 
In fact, it’s our only source 
for national advertising. 
We plan to stay with 
Computerworld — be- 
cause it’s so effective for 
us. And because the MIS 
professionals we’re seek- 
ing are Computerworld 
readers.” 


Computerworld. We’re helping serious employers and 
qualified information systems, communications and PC 
professionals get together in the computer community. 
Every week. Just ask Rick Green and The Computer 
Resources Group. For all the facts on how Computerworld 
can put you in touch with qualified personnel, call John 
Corrigan, Recruitment Advertising Sales Director, at 
800/343-6474 (in MA, 508/879-0700). 


The weekly newspaper of record for computer professionals. 


Boston: 375 Cochituate Road, Box 9171, Framingham, MA 01701-9171 (508) 879-0700 
New York: Paramus Plaza I, 140 Route 17 North, Paramus, NJ 07652 (201) 967-1350 
Washington D.C.: 8304 Professional Hill Drive, Fairfax, VA 22031 (703) 573-4115 
Chicago: 10400 West Higgins Road, Suite 300, Rosemont, IL 60018 (312) 827-4433 
Los Angeles: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 
San Francisco: 18008 Sky Park Circle, Suite 145, Irvine, CA 92714 (714) 250-0164 


An IDG Communications Newspaper 





World Class Opportunities 
Throughout the US 


AGS, a NYNEX Company, is a 
recognized leader in the design 
and implemencation of 
applications and systems 
software. We employ 2000 
computer professionals in 33 
offices nationwide. 


We currently have opportunities 

in our 33 branch offices 
throughout the US for Data Processing Professionals who are eager 
to begin a world class career. 


Immediate opportunities exist for those who would like to become 
key members of a team dedicated to providing database information 
solutions utilizing any of the following: 


IMS DB2 IDMS 


AGS offers outstanding career advancement, competitive salaries 
and an excellent benefits program including medical and dental 
coverage, relocation assistance, training, tuition reimbursement, a 
401k savings plan and more. 


To find out why over 2000 computer professionals consider AGS a 
“world class” employer, call or send your resume to: 


Loree Tisdale 

National Recruiter 

AGS Information Services, Inc. 
1139 Spruce Drive 
Mountainside, NJ 07092 


1-800 HIRE AGS 
A NYNE= Company 


An Equal Opportunity Employer M/F/H/V. Arizona California Colorado Connecticut Delaware 

*UNIX is a trademark of AT&T. Florida Georgia Illinois Maryland Massachusetts 
Michigan New Jersey New York North Carolina Ohio 
Pennsylvania Texas 


(Th) Sandia National Laboratories 


MIS ANALYSTS/ 
PROGRAMMERS 


‘The Information Systems Department is the central MIS organiza- 
tion for Sandia National Laboratories. This department develops 
major data processing sysiems in the areas of finance, personnel, 
assets management and procurement. A support group of data base 
administrators is maintained. Applications development utilizes 
structured project manage’ 1ent techniques using COBOL, DB2, CSP, 
CICS, MVS, IBM 3090 Mainframe and distributed IBM computers. 

Positions also exist in the several information centers which directly 
service end-user computer needs. Employment qualifications, func- 


SOFTWARE 


“Digital 
delivers unique 
desktop 
computing 
solutions—now” 


Digital knows the importance 
of being able to address its cus- 
tomers’ individual business needs. 


That is why we staff our 
Customer Support Center 
with some of the nation’s best 
hardware and software minds— 
people with the exceptional 
communications skills, drive and 
tenacity to arrive at quick, 
quality solutions for our 
customers and field engineers. 


We currently have oppor- 
tunities in our Atlanta, GA, 
facility for skilled Desktop 
Support professionals. 


These positions require a 
degree in Computer Science or 
Information Systems (or equiva- 
lent field experience) and a 
minimum 3-5 years’ experience 
in providing technical support 
and training to MS-DOS* and 
Macintosh** application users. 
We will expect you to have a 


* Trademark of Microsoft Corporation 
** Trademark of Apple Computer, Inc 


COMPUTER CAREERS 


SOeGRE0 


ENGINEERS 


knowledge of at least 90% of 
published functionality for the 
applications that you support. 


Desktop Application 
Support 


Requirements are 3+ years’ 
PC experience using 3 or more 
PCs, printers and 10+ PC 
applications plus a working 
knowledge of PC LANS. 
Additionally, you must have a 
background in one or more of 
the following areas: Spread- 
sheets, Communications, Word- 
processing, Electronic 
Publishing, Database, Graphics, 
and Integrated Software. 


Desktop Network 
Support 

Requirements are 3+ years’ 
PC LAN application expertise 
and a solid knowledge of PC 
LAN network operating sys- 
tems. Vendor network support 
certification would be a big 
plus. 


Please send your resume 
to Wanda Morrison, 
Dept. 0605 9804, Digital 
Equipment Corporation, 
360 Interstate North Parkway, 
Atlanta, GA 30339. 


ono semi Digital 
has 
it 
now. 


ANALYSTS, PROGRAMMERS, DESIGNERS 


if You Have The Right Stuff... 


2 years minimum professional experience, 
stable work history, good technical references, 
U.S. citizenship or green card, and competence 
in at least one of the following 


* UNIX/C * VAX/VMS * IBM MVS * AS/400 

To investigate the career Gpportunities available with a * Systen/28 * Tandem « Ada * RPG ili * DB2 
leader in software product development and systems e ame a eee _ . a * ORACLE 
: . . : . i ‘ * * * PACBASE * FOCUS 
involved, candidates must have demonstrated high academic achieve- mmegraton. 


* INGRES =~ ADABAS * SNA + VTAM * M&D * MSA 
ment in the upper 25% of graduating class. A Master’s degree from if you have strong experience in Bs 
an accredited university with a concentration in MIS is required. TANDEM. 

Sandia National Laboratories offers careers where the rewards ASSEMBLER * Windowing * DB Development 
equal the challenge. As one of the nation’s largest research and 3 a a > Gmennetias> Gale otaeeraeaess 
engineering facilities, Sandia is an innovative force in the fields of find out the advantages of omnes ¢ the os © Creu Stmutetion © Microprocessors 
national security, R&D and energy. Sandia’s benefit package in- iimao—=«° 
— paid health care, life insurance, retirement and 24 days vaca- INVEST A FEW MINUTES 

_ ; Ae ; IN YOUR FUTURE! 

If you are interested in this opportunity, please send your resume to: Call or send your resume in confidence NOW! 
Michael Sleeter, Staff Recruiting and Employment Division, 3531- MERIT SYSTEMS, INC 
98, Sandia National Laboratories, Albuquerque, NM 87185. 5800 Crooks Rd., Ste. 200-CW 

EQUAL OPPORTUNITY EMPLOYER M/F/V/H i 
U. S. CITIZENSHIP REQUIRED FAX 313-879-9076 
Equal Opportunity Employer M/F 


3 ‘ST EM ip INC. 
AN INVITATION TO 
SOFTWARE ENGINEERING 
PROFESSIONALS 


tions performed and hardware/software used are similar to those of the 
Information Systems Department. 


Candidates must be competent in the entire range of MIS activities 
and demonstrate the ability to communicate effectively with users and 
all levels of management. Due to the wide range and depth of activity 


... We Have the Right Service 


Thousands of placements of computer professionais 
since 1966; over 1000 client companies and 200 
affiliates nationwide; resume preparation and select- 
ive distribution; no cost or obligation to you; no 
sales pressure. 

TO APPLY: Mail or FAX resume or cail Howard Levin. 


RSVP SERVICES 
Dept. C. Site 614. One Cherry Hill Mall. Cherry Hill, WJ 08002 
800-272-0153 or FAX: 609-667-7805 {reler to Dept. C} 





Director of 
Software 
Development 


Our client a major internationally known manufac- 


turer, has an immediate opening for a Director of 


Weare looking for an experienced Software Engineer- 
ing Manager tostep in and provide both leadership and 
technical expertise to our Software Development team. 
The challenge is the design, development, and test of 
the microprocessor-based firmware and software sys- 
tems that link or interface our data storage products to 
host computers and networks. 


Requirements include BS/MS in CS or EE and 6-10 
years’ of Software Development experience, includ- 
ing experience as a manager or team leader. You must 
have thorough working knowledge of assembler and C 
languages, IBM PC, AT, and PS/2 architecture, and 
related operating systems, firmware and microproces- 
sors. Outstanding project management and communi- 
cation skills are also required. 

A competitive salary and excellent benefits accom- 
pany this position. Please send a resume in com- 
plete confidence to: Deutsch, Shea & Evans, Inc., 
311 South State, Suite 250, (Code-5072), Salt Lake 
City, Utah 84111. 


All responses will be forwarded to our client unopened. 
Client is an Equal Opportunity Employer. 


Deutsch, Shea & Evans, inc 


Will your area of specialization allow you to 
advance? Or, are you headed in the wrong direction, 
locked in a dead-end job? 


FREE Guide—Just Published 


(tm Canada call: 416/977-7957) 


Call 7 days a week for your free copy. Or, write: P.0. Box 
7571, NK1, San Mateo, CA 94403-7571. (if you write to 
Fequest a Copy. please include your position title and home address. ) 
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MANAGER ANALYST 


The American Red Cross has a position available for an 


with 1-3 


AMERICAN RED CROSS 


Po Box 013201 
Miami, Fla. 33101 


Research Programmer, 40 hours/- 
week, 8:00 A.M. - 5 P.M., 
,000/year. Fi 
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: ones on Sys- 
tem Analysis, Telecommunica- 
tions, Data Base. Send re- 
sumes to: ILLINOIS DEPART- 
Sony ole Say. 
bana, illinois - 61801, Attention: 

Vedder, #9248- 
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McCORMACK & DODGE 
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ROBERT SHIELDS & 
ASSOCIATES 

P.O. Box 890723, Dept. C 

Houston, Texas 77289-0723 


CONSULTANTS 
WANTED 


?. Murphy & Associates, inc. 


91505 


BURBANK, CA 
(618) 641-2002 (714) 562-0606 


FAX: (818) 641-2122 
MAINE - NH 
We have in 

specialized 
sional placement in 
Maine & NH for a quarter 


ofa . Ifyou qualify 
si a tn the 
,000 


Every week 
Computerworld 
delivers 

more qualified 
job candidates 
than any other 
newspaper. 


That’s why more companies 
place more recruitment advertis- 
ing in Computerworld than in 
any other specialized business 


newspaper. 


To place your ad, call Lisa 
McGrath today at 800-343-6474 
(in MA, 617-879-0700). 


COMPUTER CAREERS 


Planning your way tothetop zxen=~ = = 
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ower 


Weekly. Regional. National. 
And it works. 


JUNE 5, 1989 





COMPUTER CAREERS 


HOT 
TECHNOLOGY. 


GOLDEN 
SUNSHINE. 
SOUTHEASTERN 
oyavt*) LIVING AT 
et .v 
\ «asdeet ITS BEST! 


Now you can have the best of all possible worlds when you join Computer Horizons 
Corp. . .an ideal lifestyle in the Southeast known for its GLORIOUS WEATHER, AFFORD- 
ABLE LIVING and an exceptional professional growth climate, with the best technology 
in the business and your opportunity to make major impact on its new directions. 


We're one of the most dynamic DP consulting firms in the country with 31 state-of-the-art 
facilities and sales in excess of $80 million annually. Our unprecendented growth and large- 
scale, long-term projects have created exciting opportunities in ¢ Tampa ° Miami 
© Orlando « Atianta. 


If you're a creative and astute professional who thrives on challenge and reaches for peak 
performance, team up with CHC at the forefront of new and emerging DP technology. You 
will advance quickly and achieve with us, utilizing your design and implementation experience 
in the following areas: 


¢ IDMS/ADSO © CICS and DL/1 ¢ COBOL/VSAM 
(Manufacturing a plus) ° System 38, AS 490, ¢ Macintosh/Apple 

IMS DB/DC COBOL, RPG 3 ° CSP 

© Model 204 © ADAVAX 

e FOCUS ¢ MIL STD 2167A 
¢ DB2 (CICS a plus) ° MSA 
e SQL, SQL/DS (Accounting 
© ‘C’ UNIX or VMS Packages) 


CHC. Because nothing but the best will do! We offer above-average salaries; an outstanding 
benefits package that includes health, life, dental, and disability insurance, unlimited tuition 
reimbursement, as well as our deferred income savings plan (401K), ample relocation 
assistance; and an unusually supportive environment. 


To find out more about your unique advantages with CHC, contact us by calling or sending 
your resume, in confidence, (indicating your office of geographic preferance « Tampa 
¢ Miami ¢ Orlando ¢ Atlanta) to: 


® COMPUTER 
HORIZONS 
CORP. 


“The Solution Experts” 
‘An Equal Opportunity Employer 


SYSTEMS ANALYST 
& SR. PROGRAMMER 


Join us at the NASA/White Sands Test Facility outside Las Cruces, New Mexico, 
where we're working on a variety of advanced technology projects in support 
of the United States Space Shuttle and Space Station Freedom. 


We offer an excellent work environment, encourage communication of our 
findings through presentations and publication, and foster innovative thinking 
and excellence. Through these means, we are building our recognition and 
reputation within the aerospace research community. Currently, we are looking 
for self-motivated leaders with the following qualifications: 


This position requires an individual with the ability to wear two hats: Systems 
Analyst and Project | eader of programmers and computer operations. You 
will coordinate with users to analyze functional requirements design, develop- 
ment and implementation applications and document results. A comprehensive 
working knowledge of structured methodologies and proficiency in database 
applications is an absolute must. A BSCS or BSMIS, at least 3 years of project 
development experience and a minimum of 1 year managing development 
professionals are required. Experience in DEC/VA VMS, COBOL or “C:’ 
Excelerator or Oracle is preferred. 


You will lead the design, development, implementation and maintenance of 
primarily on-line database applications. A BSCS or related field, at least 

5 years’ COBOL or “C” programming experience and a working knowledge 
of structured design and coding are required. A background in DEC/VA VMS 
or Oracle is preferred. 


: yatt 


If you enjoy working with a first-rate team on a variety of projects, send your 
resume to Lockheed Engineering & Sciences Company, Employment Office, 
PO. Drawer MM, Las Cruces, New Mexico 88004. We are proud to be an 
equal opportunity, affirmative action employer. 


= Lockheed Engineering & Sciences Company 


Giving shape to imagination 


Mr. John Giordano 


HELP WANTED: 


Lead System 
Software Engineer 


PLEASE SEND RESUME WITHIN 
30 DAYS OF PUBLICATION 
DATE TO: 
EMPLOYMENT SECURITY 
DEPARTMENT 


ES DIVISION, 
ATT: JOB #117054-K 
.YMPIA, WASHINGTON 
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WORK 
EXPERIENCE UTILIZING MS- 
DOS OPERATING SYSTEM, 


8086 ASSEMBLER AND “ 
LANGUAGES, AND IBM PC COM- 
PUTER. 

SALARY: $44,100-$46,000 per 
annum 


ence 43 hours ‘per week, Nex 
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ATES 
PROFESSIONALS 


SYSTEMATICS, INC. is a unique part of the data 
‘ocessing industry. We specialize in providing a 
Mr of data processing services to 

financial community. As one of the largest and 
most rapidly ing data processing firms, we 
serve over 700 financial institutions in 44 states, 
and 11 foreign countries. We currently seek 
talented professionals for positions available in 
many of our 68 Data Centers (see areas shaded on 
map). 


Our needs include Programmer/Analysts, Systems 
Analysts, Programming Managers, Data Center 
a Technical Liaisons, and Corporate 
Data Processing personnel. Experience nee 
and/or financial applications coupled wit 
COBOi AND CICS knowledge in an IBM 
mainframe environment could qualify you for 
these career opportunities. 


SYSTEMATICS, INC. offers competitive salaries 
ond pei reviews, comprehensive bene- 
fits packages, in-house education and paid 
relocation. 

If you would like to be part of our exciting, 
growing environment, please submit your resume 
in confidence to: 


Parham Road 
Little Rock, 72212-2496 
No agencies, please 
An Equal Opportunities Employer 


LEADING EDGE 
TECHNOLOGICAL ENVIRONMENT 


San Antonio, Texas 
Work for the company that... 


@ Keys 5,200,000 full function IMS transactions daily 
(7 million projected by 1990) 
@ Is known for using technology as a strategic weapon 


@ Assisted in developing an “Image of the Future” for IBM* 
@ Has a 4 day work week 


@ Provides a flexible benefit package 
@ Works with tomorrow’s technology...today 


ISD is comprised of seven departments: 


Planning and Administration; Property & Casualty Systems; Financial Services Systems; Financial & 
Corporate Systems; Claims Systems; Computer Center; Business Systems Communication. 


PRODUCTS & SERVICES: 
¢ Property & Casualty Insurance ¢ Investment Services ¢ Discount Brokerage Services 
¢ Banking Services © Satellite Communications Company ¢ Travel Services ¢ Buying Services 
Life and Health Insurance Annuities 


We currently have openings in the following areas: 


PROGRAMMER ANALYST/SYSTEMS ANALYST 
Requires 3-5 years in data processing with emphasis in: 
@ CASE and Application Development Productivity Tools 
@ Strong analytical, technical and interpersonal skills 


@ Proven experience in IBM MVS/TSO, IMS, DB2, ISPF, PC/ PS2, PL1, Cobol 
@ PRIME experience 


LIFE SYSTEMS PROGRAMMER ANALYST/ 
SYSTEMS ANALYSTS 
Requires 3-5 years life insurance applications with a large system development background, including: 


@ CYPROS experience @ IMS, Cobol, IBM Mainframe environment 
@ CFO experience @ DB2 


San Antonio, the 9th largest city, has many amenities to offer...a scenic Riverwalk, the symphony, live theater, 
fine dining, night life, professional sports, cultural events, as well as 5 major institutions of higher education. 


Qualified candidates please send resume to: 


USAA 
USAA Building 
San Antonio, Texas 78288 
Attn: Employment & Placement/TLL CW 65 


*As appeared in IBM's full page ad in “The Wall Street Journal”, September 23, 1988. USAA 
An Equal Opportunity Employer, M/F. Principals only, please. 
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Read fine print on licenses 


Before signing the dotted line, be sure your legal interests are protected 


BY LISA GUISBOND 
SPECIAL TO CW 


Alarm bells should ring when 
wary consumers take a quick 
look at a software license agree- 
ment, but all too often, the bells 
remain silent. 

Just compare the part of the 
agreement devoted to the ven- 
dor’s obligations with the ver- 
biage describing the purchaser’s 
responsibilities, says Carl Kane, 
director of management adviso- 
ry services at the New York of- 
fice of accountant Kenneth Le- 
venthal & Co. The weight of 
words usually comes down 
heavily on the purchaser be- 
cause the vendor has conducted 
the legal research necessary to 
protect its interests, Kane says. 

Kane and other experts ad- 
vise that licensees devote con- 
siderable resources to ensure 
that their interests are equally 
secure. They begin with the 
premise that the vendor’s pro 
forma contract should not be ac- 
cepted as is. 

What follows are some of 
their strategies for avoiding pit- 
falls by drafting a comprehen- 
sive, well-thought-out software 
license agreement: 

e Record all commitments 
and obligations the vendor 
agrees to. This is to ensure 


that the vendor is delivering 
what it promised and is legally 
obligated to do so, says Esther 
Roditti Schachter, a partner in 
the New York law firm 
Schachter, Courter, Purcell & 
Kobert and editor and publisher 
of “Computer Law & Tax Re- 
port,” a monthly newsletter. 
Make sure both verbal and writ- 
ten agreements are incorporat- 
ed into the contract, Schachter 
says. 

e Carefully spell out accep- 
tance terms. “You don’t want 
user acceptance until it’s all test- 
ed_ satisfactorily,” Schachter 
says. “And by tested, I don’t 
mean tested with some package 
that the vendor has but with 
your own data. And you do it 
yourself.” 

e Assign responsibility. If 
you’re acquiring software that a 
number of vendors are involved 
with, make sure one party is an- 
swerable to you. Alternately, 
Kane suggests, get a definitive 
list of who handles what, includ- 
ing diagnosis of problems. 
eConsider your future 
needs. Kane suggests that be- 
fore you sign the contract, you 
take advantage of any leverage 
you might have to obtain advan- 
tageous terms on future acquisi- 
tions. If you can predict what ad- 
ditional software or services you 


LEAS PAK International’ 


may eventually require, this is 
the time to negotiate a favorable 
deal. 

e Include effective remedies 
for error correction. This be- 
comes important when the ven- 
dor cannot promptly fix a bug be- 
cause of the departure of the 


companies’ needs. 

As Schachter points out, 
more and more software is not 
peripheral to the business but vi- 
tal to the operation. If something 
happens to prevent its use, the 
business could grind to a halt. 

Kane warns that indemnifica- 
tion should not necessarily be 
limited to the cost of the soft- 
ware but should include all legal 
costs and any other expenses in- 
curred as a result of a suit. 
Schachter goes so far as to sug- 


F YOU’RE acquiring software that a number 
of vendors are involved with, make sure one 
party is answerable to you. 


code writer. Clarence Ridley, a 
partner in the Atlanta-based law 
firm King & Spalding, notes that 
custom software vendors often 
suffer from a high turnover of 
skilled programmers. 
“Availability of program 
source code is a frequent con- 
tractual remedy,” Ridley says. 
“However, the license from the 
vendor must permit use and al- 
teration of the code by a third 
party hired by the customer to 
perform the error correction.” 
e Ensure adequate indemni- 
fication against copyright 
infringement suits. Kane and 
Schachter agree that most con- 
tracts cover this point to some 
extent, but licensees need to en- 
sure that the coverage is exten- 
sive enough to address their 


gest considering a clause obligat- 
ing the vendor to replace the 
package with noninfringing soft- 
ware, taking into account limits 
on the vendor’s resources. 
eSeek to maintain opera- 
tions in the event of a dis- 
pute. If the conflict is between 
the vendor and the user, as op- 
posed to a third party, consider 
inserting a clause that allows you 
to continue using the software if 
the issue is noncritical, Schach- 
ter says. 

“You definitely have to look 
at the entire transaction and see 
if that kind of clause would be 
helpful. The idea is really to keep 
the wheels in motion if in fact the 
dispute isn’t about a central is- 
sue,’’ she says. 

e Protect yourself in the 


event that the vendor files 
for bankruptcy. Kane sug- 
gests stipulating that there will 
be prior notice given in the event 
of bankruptcy to allow the user 
access to the software source 
code. ‘‘That’s typically done in 
an escrow agreement if they 
don’t want you to have the 
source code in the beginning,” 
he says. 

e Read the fine print. This is 
classic advice but worth repeat- 
ing. Kane says his firm saw one 
contract stating that service 
hours would be based on work- 
ing hours in the time zone of the 
vendor’s location, which were 
not necessarily those of the us- 
er’s site. 

In summary, Kane says, do 
not take lightly an investment in 
crucial software, even though 
vendors’ contracts sometimes 
“read like you’re buying a box of 
paper clips.” 


Guisbond is a free-lance writer based in 
Cambridge, Mass. 
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The BoCoEx index on used computers 
Closing prices report for the week ending May 26, 1989 


Closing 


Recent 


price 
$600 
$850 
$1,200 
$1,600 
$1,800 
$1,875 
$3,075 
$3,850 
$700 
$1,900 
$2,775 
$1,700 
$900 
$2,000 
$2,625 
$550 
$650 
$950 
$3,675 
$1,900 $2,050 $1,900 
$1,425 $1,475 $1,300 


INFORMATION PROVIDED BY THE BOSTON COMPUTER EXCHANGE CORP. 


high 

$800 
$1,150 
$1,400 
$2,000 
$2,100 
$2,375 
$3,100 
$4,100 

$750 
$2,100 
$2,950 
$1,975 
$1,200 
$2,350 
$2,900 

$775 

$975 
$1,100 
$4,175 


Call Toll Free 1-800-532-7725 
2120 LeasPak Parkway ® Bedford, TX 76021 © D/FW Metro 817-267-2841 


BEST PRICE « DELIVERY « SERVICE 
SYSTEM/36 AS/I400™ {DISPLAY STATICNS 


© All Models (New/Refurbed) | 9404 - All Models 3196 3197 

tents ons 9406 - All Models |" TBM PRINTERS 
emory Upgr 

© Disk Upgrades 200/358 MB DASD 4224 4234 

© Communications 9332 - All Models 4245 6262 


© Tape Drives 
© All Features 
CONTROLLERS} ALL FEATURES 
5394 - All Models | AND UPGRADES 
5294 - All Models | Immediate Delivery! 


$$$ WE PAY CASH $$$ 


(All equipment subject to prior sale or lease.) 


DEC VAX & AT&T 
BUY-SELL-NEW-USED 
“ae 
itt Soe 
LAKEWOOD COMPUTER 
CORP. 


USED 
AS/400 


FOR SALE, 
LEASE OR RENT 


MODEL B40 


32 MB, 2X6040, 6110 
9331-1, 9347-1, 5853-1 
9335-A1, 3X9335-B1 
2X9309-2 
800-328-7723 
612-829-7445 


AMCOM CORPORATION 
ASK FOR LEE OR DEL 


IBM PC Model 076 
XT Model 086 
XT Model 089 
AT Model 099 
AT Model 239 
AT Model 339 
PS/2 Model 60 
PS/2 Model 80 

Compaq Portable I 
Portable II 


$850 
$950 
$1,500 
$1,775 
$1,800 
$2,500 
$3,100 
$550 
$1,750 
$2,200 
$1,675 
$900 
$1,800 
$2,500 
$525 
$600 
$950 
$3,425 


Huge Inventory 
Lowest Prices 


NOW BUYING USED 
S/36's © S/38's ¢ PERIPHERALS 


=a 
)FFICE SYS 


YSTEM 


BUY @ SELL @ RENT @ LEASE 


MEMOREX - TELEX 


TERMINALS e PRINTERS 
CONTROLLERS 


MODELS: 078, 079, 178, 179 
Va A aa oe a4. 148 eK) 


70 PRINTERS 
YSTEM/36 


SPLAYWRITERS 


WANG 


. NEC 286 Multispeed 
CDB éinanciat. inc 


Zenith 183-93 


CALL: PETE DOCKTER 


LEASING ASSOC. CORP. 


ONE CIACLE WEST 
STAMFORD, CT 06902 


CA REE Ie) 


436 Link Lane 
Ft. Collins, CO 80524 
(303) 493-6406 FAX:(303) 493-6409 
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CLASSIFIED 
wa at ae 


Sale or Lease 


SUN 


3/260-HM-P14 
3/260-C-P14 
4/110-FCE 


IN STOCK READY TO GO 


HP 3000 


ATP’s e S/70 
7937H e 7933H 
Available in Q , 
Processors @ Peripherals 
Systems 
All In Stock - immediate Delivery 
All warranted to qualify for 
manufacturer's maintenance 
BUY e SELL e TRADE 
RENT e LEASE 


ConAm Corporation 


It's Performance That Counts! 
| 800/643-4954 213/829-2277 


DATALEASE 


(714) 632-6986 
DEC POP he 


BERIPHERALS 


SALE OR 
LEASE 
1 DATA GENERAL 


* MV20000 
- 5.5MIPS 


° Processors 


JETIPSEL 


[4 ASSUBATES 
dt eld eM NU Le 


* Peripherals 


h Blivd., Suite 323 
Beach, CA 92648 (714) 847-8486 


THE 2 
One=-Shop 
EXCHANGE! 


© CPUS © TERMINALS 
@ DISC DRIVES © PRINTERS 
@ INTERFACES, ETC. 


FAX (418) 887-8880 TLX 709638 
Call (415) 887-3100 


IBM Unit Record 
Equipment 


Data Modules/Disk Packs 
Magnetic Tape/Diskettes 


conan 


@ Data General © Fujitsu 
@ Data Products @ CDC 
@ Printronix @ Zetaco 


BUY SELL TRADE 


(617) 982-9664 
FAX: (617) 871-4456 


+ ZERO TO 64 MB 
* MV15000 UPGRADES 
* MOD 10 TO 20 
¢ MOD 8 TO 20 
* MOD 8 TO 10 
213-215-0641 


CATALINA 


COMPUTERS, Inc 


1001 W. Arbor Vitae St. 
Inglewood, CA 90301 
FAX 213 649-1065 


For Sale or Lease 


IBM 
3090-500S 
At OLD price, below IBM List 
Gill 
(214) 869-2214 
FAX: 214-869-1589 


11419 Mathis, Ste 210, Dallas, TX 75234 


We buy 
NEW-USED-AS-IS 
foto} aa) oleh (te) 
and peripherals 
Pitcienieuet 
(Seeger ety ed tery 
Tel. (508) 768-3480 
FAX (508) 768-3479 


Classified Marketplace 


to companies 


delivers your message 
that plan to buy your product or service. 


eS 


MV 3500/3600 
MICROVAX II 
VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
© Fast Turnaround 


© Dependable Products 
© Upgrade/Add-On Flexibility 


6 Months @ 12 Months @ 36 Months 


BROOKVALE ASSOCIATES 
ct Digital Deaiers Association 


= 
T COAST NEST COAST 


(516) 273-7777 re 392-9878 


WANG 


Buy-Sell or Trade 
VS PC MVP OIS 


Systems In inventory 
VS 7150 / 100 / 85 /65/6/5 


And Peripherals 
4230A @ 4220 @LPS-8 @ 2256C 
PC/AT *WORKSTATIONS 


Genesis Equipment 
Marketing 


Phone (602) 277-8230 
Fax (602) 13 


* AT is a registered trademark of !.8.M. 


WE RENT VAX 


MVII- MV 3000 
DISK - TAPE - CRT 
DEC Station 3100 


3- to 6-month term 
Immediate delivery 
Purchase accruals 


1-800-288-1846 
We buy surplus DEC/VAX 


(800) 888-2000 


Promises, 
promises... 


Every secondary market firm promises service and 
support, But it is a unique company that really 


commits to it. 


At Tridex, our goal is to be the first and last 
choice you make. The only way to do this is to 


honor our promises. We 


romise the best warranty 


in the business. (12 months on new and 


reconditioned equipment .) 


Some of our competitors treat you like history 
once the sale is made. At TRIDEX, you're our 


future. 


TRIDEX Phone: 603-886-0383 


375A WEST HOLLIS 


: microsystems 


TERMINALS AND PARTS 
DATA INVESTORS 
CORP. 


6 WEST 18 STREET 
NEW YORK, NY 10044 


212-675-1000 
FAX 242-645-4539 


BUY & SELL 
DATA GENERAL 


Desktop to MV’s 
Systems - Upgrades - Options 
WANTED - USED MV’s 

AMES SCIENCES, INC. 


(301) 476-3200 
FAX: (301) 476-3396 


Fax: 603-886-0914 
ST. NASHUA, NH 03061 


2 QOS0080 


i aaa 


LEVEL 6 DPS 6 SERIES 16 
Pee Mle ol mm 
New & Use 


ee eae ae daar 1) 
eee ee ete ema it) 
eee eel mals) mer ler lela 


e Honeywell Maintenance 
NE Te atte) 


Ol cel Lm OL hie] 
el Basle) 7 


e HDS 5 and HDS 7 
Oreos elder] 
BA Mal letele lap c ome lel 
in Honeywell Minicomputer 
Sales and Support 


SS 


BOUDREAU COMPUTER SERVICES 
100 Bearfoot-Road 
Northboro, MA 01532 
(508) 393-6839 
FN REE 





—@ ey 


BUY OR SELL 
NEW OR USED 


IBM PC * XT * AT * PS/2 
COMPAQ * HP * AT&T * WANG 
MACINTOSH * APPLE 2 
eter 

Boston 
Computer 
Exchange 


Corporation 
MA 617-542-4414 
FAX 617-542-8849 


By the thousands. 


And we still do. Computer Marketplace has bought thousands of IBM 
AS/400, Senes 1, S 3X, 43XX, 30XX, tapes, drives, printers and other 
peripherals and we are very interested in offering you top dollar for yours. 

We also deal in data communication equipment such as multiplexors, 
modems and protocol converters. 

Or if you have a need to buy, call us first and BUY DIRECT from the. 


205 East Sth Street, Corona, CA 91719 
CO) tmects A REGISTERED TRADEMARK OF INTERNATIONAL BUSINESS MACHINES, Inc. & DKF 


Ith IBM Sell 


DEC:-DG 36 38 4300 


VAX, MICROVAX & MV SERIES 
*Systems 
*Peripherals 
*Moduies 


—LC.E. Buys For inventory— 
1 8OO.ICE BLYS 
Call: George H. Trawinksi 
Int'l Computer Exchange, Ltd. 
(617) 585-8688 
FAX: (617) 585-9177 


PTE Aa a 
8) 10) 
WANG 
XEROX 
Printers @ Terminals @ Disk's 
LRK RESOURCES 
UNLTD INC. 
713-437-7379 


FAX 713 437-4945 TOYA E kK] 


| mao Et 


BUY-SELL: LEASE 


ee 


43XX 
3380 DASD 
3480 TAPES 


immediate Deliver 
Warranted to Qualify 
for Manufacturer's 
Maintenance 


4620 Sunbelt Drive 
Dallas, Texas 75248-1833 
214/931-3083 
FAX 214/931-8562 


MV II 


) KA630QY-A3 
a ' 
11/750 


11/730 
LA 100-BA 


LQ P02 
LA120 


SEDAY SHIPMENT 
SALE ., LEASE! 


617-267-8600 
FOR SALE BY OWNER 
DEC-IBM 


BUY / SELL 
VAXs 
MICROVAX Hi, ili SYSTEMS 
IBM S/36, SI38, 43XX, 30XX, 
AS400 © PERIPHERALS 
IBM XT, AT, PS/2 
ALL MICROS 
IBM AT 339s (New & Refurb) 
IBM 3174 51Rs (New & Refurb) 
ALL KEY, PBX & Telecom EQPT. 
LINK PROCESSOR 
603 E. Town St. 
Columbus, OH 43215 
Phone: 614-464-1638 
FAX: 614-464-3409 


COMPUTERWORLD 


Meadowlark 
Enterprises 
OFFERS FOR SALE 
Dec & Apollo 
Workstations 


All Equipment is unused, 
most in original box. 
Some units in quantity. 


937X 
Series/1 
AS/400 
System 36, 38 
4300 


Buy, Sell, Lease, Rent 


612°942-9830 


All IBM Machines and Parts 
DATATREND.. 


Eden Prairie, Minnesota 55344 


BURROUGHS 


UNISYS 
B20 - B7000 


A Series - V Series 
All Peripherals 
Low Lease Rates 
Depot Maintenance 


LDI/ 
COMPUTER PROVISIONS 
CORPORATION 


(216) 687-0307 


AS/400 
SYS/3X MICROs 
s 


COMPATIBLES 


IF YOU'RE WE'RE . | pu cad ey 
ee” 


For Sale or Lease 


IF YOU'RE SELLING, WE’RE BUYING 
IBM SYSTEMS 3090-500S 
Buy © Sell @ Lease PERIPHERALS 


(800) 331-8283 


TOLL FREE Gall 


IBM 
At OLD price, below IBM List 


(213) 394-1561 
CALIFORNIA 


Ocean Computers, Inc. 
GC 919 Santa Monica Bivd., Ste. 200 
Santa Monica, CA 90401 


see 
emote me 
Sommers Memmemetic: 


(214) 869-2214 
FAX: 214-869-1589 


11419 Mathis, Ste 210, Dallas, TX 75234 


Computerworld’s 


Classified 
Marketplace 


gives you buyers with 
extensive purchase influence. 


That’s because Computerworid’s Classified Marketplace 
reaches MIS/DP professionals who have extensive involve- 
ment in volume purchasing. In fact, a full 95% are involved in 
purchase decision ~— for their organizations. They deter- 
mine needs, evaluate technologies, identify solutions, and se- 
lect products and vendors for the entire range of information 
systems, as well as related products and services. 

So if you’re selling computer products and services, advertise 
in the newspaper that delivers buyers with volume purchasing 
a? Advertise in Computerworld’s Classified Market- 

jace! 


For more information, call 


800/343-6474 
(in MA, 508/879-0700) 
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_CLASSIFIED 


eS eS 


GET YOUR BEST PRICE 
Then Call 
SPECTRA PRODUCTS, INC. 
For The Best DEAL 
We 
Buy - Sell - Lease - Rent 
IBM and DEC™SYSTEMS 
NEW and USED 
Other Services Available 
Installation and Maintenance 
Contract Programming 


Call 800-238-6405 
IN TN 901-754-6500 
SPECTRA PRODUCTS, INC. 
1669 KIRBY PKWY. MEMPHIS, TN 38119 
“SINCE 1974" 
Formerly Computer Brokers, inc. 


BEB HCCC BEB 


Northeast Terminal & Computer Solo) 


2} Billerica MA 01821 °8 70 * FAX (508)6 


Southeast Terminal Corporation 
Box 8529, Hobe Sound FL 33475 * 800-633-5887 * (407)546-1112 * FAX (407)546-1137 


DEC, Cltoh, Wyse, Qume, 
LearSiegier, TVICRT’s 100 


ee. cs +s. alee 
CIT220+ wio kbd... . 
TVI950 1 


Tvis21 
Visual 241 


mili saial es 


1 ey) Waal aa 
SALE «. LEASE! 


617-267-8600 
FOR SALE BY OWNER 


DATA GENERAL Call for Prices 
Memories/Options Peripherals 


MV20000 4,8,16,32 MB 6161 S/S 147MB 
MV15000 4,8,16,32 MB 

MV10000 2,4,8 MB 

MV8000 2MB 

S-140 250KB 

DESKTOP (Ail Sizes) 

iSC-2 


MV 20000 MOD2 
MV 15000 MOD20 
MV 10000 8MB 
MV 8000-1 8MB 
MV 8000 9300 Series 
MV 7800 4MB 

MV 4000 DC Loaded 
MV 4000 2MB 
S-140 HFP, BMC 
Desktop All Mods 
System 
MV20000 Mod 1 to Mod 2 0215 
MV15000 Mod 8to Med 20 0410 
MV15000 Mod 10 to Mod 20 D460 


International Com Systems 
vagy Bt 


Box 343 Hopkins, 
(612) 935-8112 Fax (612) 933-9664 
WANTED: DEAD OR ALIVE - All DG Systems 


IAC - 16 
IAC -8 
Terminals 
0200 

0211 


CREEL EEE LL 
See het net bene: 


IBM SPECIALISTS 


SELL “* LEASE « BUY 
$/34 $/36 $/38 AS/400 
3741 3742 


Computerworld’s heh Rahectens Ee 


800-251-2670 


LEASE 
IBM CPU’s 


3081’s, 3083’s, 
3084-QXX, 3090 


PILLAR SILENT BLOCK, 
PARALLEL CABINET 


GTEX Financial Group 
(214) 783-1212 


Classified 
Marketplace 


needs only 6 days notice 
to run your ad! 


Ss 


PO BOX 71 @ 610 BRYAN STREET @ OLD HICKORY, TENNESSEE 37138 


WANTED 


OBSOLETE 


When you're selling, you w yy advertising to hit 
AND EXCESS 


the market quickly and freq . You can't afford to 
wait for an issue that’s coming out several weeks - or 
months -- into the future. With Computerworld, there’s 
no waiting for the next available issue because we’ve 
got one waiting for you every week. What's more, your 
ad can appear in the Monday issue of Computerworld if 
= it as late as 6 days prior to the issue (Tues- 
ay). 


EXPERIENCED 
SYSTEMS AND 
COMPUTER PERIPHERALS 
Top Cash Paid NEW PLUG-COMPATIBLE 
DISK, TAPE, MEMORY 


PLUS 
THE FASTEST I/O 
AVAILABLE ANYWHERE 
So if you're selling computer products or services, ad- 
vertise in the newspaper that won't keep you waiting. 


COMPU-SCRAP, inc. 
Advertise in Computerworld’s Classified Marketplace! 


Randolph, MA 02368 
(617) 341-2695 
Call Collect! 


1ST SOLUTIONS, INC 
11460 N CAVE CREEK ROAD 
PHOENIX, AZ 85020 
602-997-0997 
ASK FOR DON SHIFRIS 


For more information, call 
800/343-6474 
(in MA, 508/879-0700) 
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9000 


Computers e Peripherals 


COMPUTERWORLD 


CLASSIFIED MARKETPLACE 


Where all computer buyers and sellers can go to market. 


We Buy & Sell 


DEC 


Systems 
Components 


call:713 


COMPUTERWORLD 


FAX (617) 344-4199 


Terminal 
Buy @ Sell e Rent e Lease 


EURODATA, INC. 


2574 Seats is key- ie! 
Ottawa, Canada K1B 3V7 


613-745-0921 
FAX: 613-745-1172 
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Bids /Proposals /Real Estate 


ROOMER2 MISSISSIPPI CENTRAL 
Computerworid’s 

Classified 
Marketpiace 


Gives you reach to over 
612,000 potential buyers! 


And this audience is even verified by 


the Audit Bureau of Circulations in the 
is your best ; ‘ited 


s 
Connection for software tools. 
*s Connection 
7249 Whipple Ave NW 
North Canton, Ohio 44720 


800-225-1166 
216-494-3781 
216-494-5260 

9102406879 


So if you're selling —— Products 
per that delivers over 612,000 potential 
ers. owen in Computerworid’s 
For more information, call 
800/343-6474 
AVAILABLE (in MA, 508/879-0700) 


NOW te HEWLETT 


SUINE. 
1BM GENUI 
Qty. 


4224-201s 
PRINTERS 


Call: Don Cullars 
704-365-4777 
_ FAX: 704-365-0777 


AMERICAN DATA CO. INC, 
PO Box 221513 - Charlotte, NC 28222 


Patsy Stanley @ (601) 359-2604 


Advertise Your 
Products In The 
Fe e022 TONER 


gameez~l§ | CLASSIFIED MARKETPLACE 


Featuring: 

0 Buy/Sell/Swap 

0 Software 

0 Communications 

0 Graphics/Desktop Publishing 
C Bids/Proposals/Real Estate 


0 Hardware 
O Peripherals/Supplies 
0 Time/Services 


DO Business Opportunities 
COMPUTER DATA DISPLAYS 
PC Screen to Large Screen 


Poly 
enero 


Reach over 612,000 information systems professionals 
by placing your company’s message in Classified Marketplace. 


eagle eee / pulled customers oun Name: 
paged vel segs aedeimant Or ask any one of the hundreds of companies Company: 


sell their products to readers 
word's Claseihed 


wre 


Sit Mall: 


S7 BOXLIGHT 
CORPORATION 
(415) 892-4744 


Computer-Based Presentation Systems 
Since 1984 


They’ te you why they advertise in Compu- Address: 


For more information, Call: 


800/343-6474 


(in MA, 508/879-0700) 


COMPUTERWORLD’s 


Classified 
MARKETPLACE 


all the details. 


(800) 343-6474 
In MA., (508) 879-0700 


City: 
tstikietnieesiinmecmn ae 
Ol am enclosing ad material with this form 
Ad size: 
columns wide x inches deep. 


Return this form and advertising material to: 


Computerworld 
Classified 
Marketplace 


375 Cochituate Road, Box 9171 
Framingham, MA 01701-9171 


Or call a representative today 
for all the details: 


(800) 343-6474 
(in MA., (508) 879-0700) 
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SOFTWARE 
CONVERSIONS 


O DOS to MVS 
O System/36 to AS/400 
COBOL 


Houston fx 1ibas 
(713) 921-4022 


We run your programs 
while you 
work on the future. 


LANDART SYSTEMS, INC. 
65 Broadway, NY, NY 10006. 


212-363-3170 


The 
Computerworld 
CLASSIFIED 
MARKETPLACE 


Reaches Over 


612,000 
Computer Professionals 
When They Reach For 
COMPUTERWORLD! 
Call for more information 


(800) 343-6474 
(In MA, (508) 879-0700) 


TUT S eel) aC Crs 


Go Shopping in... 
Computerworld’s 


CLASSIFIED 
MARKETPLACE 
Call for all the details 


(800) 343-6474 
(in MA, (508) 879-0700) 


Time /Services 


DATA CONVERSION SERVICES, ' 


530 Warren St., ome MA 02121 (617) 445-6100 
MANASSA SYSTEMS _ 


Honeywell to IBM 
Assembler to Cobol 
CICS Macro to Command 
DOS to MVS 
Any Cobol to any Cobol 
Professional staff, 
experienced in conversion. 
Specific methodologies for: 
© Conversion Project Management 

¢ Feasibility & Planning 

* Technical Conversion 
NEOSYNETICS, INC. 
3158 Des Plaines Avenue 


Des Plaines, Illinois 60018 
312/299-0900 


COMPUTER 
TIMESHARING 


CONVERSION 
SPECIALISTS 


AUTOMATED 
CONVERSIONS 
TAILORED 
TO YOUR NEEDS 


120 MILLCREEK RD. NILES, OH 44446 
(800) 521-2861 


How can you 
realize your 
mind's potential? 
Discover and use 
Dianetics® the totally 
practical science of the mind, 
by L. Ron Hubbard. Order 
. copy today. Call now: 


1 (800) 367-8788 


Dianetics® is a registred trademark. 


Full-Service 
Cost-Effective 
Compute Utility 
® Three IBM 3090E CPUs 
Operating Environments 
eMVS - x SP 

eVM -XA, S 
ePRISM 
eStandalone 
® DB2 and IMS Databases 


® Technical Support Desk 
©24 hours-7 days/week 


@ Nationwide Network 


zg ——— and 


Financial NASTRAR, 


ANSYS, SAS... 
SMSA-M&D Support 
@Conversion Services 


Client Disaster Recovery 
=9 = === Information 
Inke ES 
2 = Corporation 
Peete 


Dye 
CONVERSION 


* Optical Scanning 
* Disk Conversions 
* Tape Conversions 


Impressive Service at 
Impressive Prices! 
1-800-426-3776 


1-502-426-9448 


NEW AND USED 
RAISED 
FLOORING 
immediate Delivery 
Quality Installation 


201) 666-8200 
FAX (201) 666-3743 


Let Us Be 
Your Data Center 


Get high-quality computing 
service that can make a ‘ 
difference to your bottom line. 
From MCN Computer Services. 


Full IBM compatability 
including: 


MVS-ESA 
DB2 
IMS 
O/E IDMS/R 
ROSCOE QMF 
PROFS 
Programmer Productivity Aids: 


© FILE-AID 

¢ CICS PLAYBACK 
© dBUG-AID 

® ABEND-AID 

® CICS ABEND-AID 


We provide state-of-the-art 
systems, software and security 
for major clients across the 
country. And we deliver 
high-quality, cost-effective 
services that include: 


© Computer Electronic 
Printing 


® Letter Shop 


For more information, call 
Karen Gray at: 


1-800-521-0444 
=|= 
MCN —j F— 
Computer Services, Inc. 


$225 Auto Club Drive 
Dearborn, MI 48126 


NATIONWIDE REMOTE 


} COMPUTING SERVICES 


e Fixed Price 
Computing 

e Remote Facilities 
Management 


e General Time- 
sharing Services 


e Image/Forms Design 
and Laser Printing 


e Integrated Financial 
Applications 


© Major Third Party 
Software Packages 


¢ Micro/Mainframe 
Applications 


e Nationwide Network 


© Operating System 
Conversions 


e Overflow Processing 


DATA CENTERS: 
Boston, MA 
Los Angeles, CA 
Washington, DC 


Litton Fe aa 
Computer Services 
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HIS aga 
COMPUTING 
SSH Se 
TODAY and ... 
TOMORROW 


COMDISCO 
COMPUTING 


SERVICES CORP. 
provides you with 
low-cost, state-of- 
the-art computing 
services. 


IBM* CPUs and 
Peripherals 

Systems Software 
MVS/XA. TSO/E 
ISPF/PDF. CICS. VM/XA. 
VM/SP. HPO. CMS 
Application Software 
Database Management 
Application Development 
4/GLs 

Statistical Analysis 
Graphics 

Multiple Communications 
Methods 

Technical Support 
cn to fit your needs 


tale oe 


For more information 
Call Jeff Daum 


201-896-2030 


COMDUCO’ 


MUM OM MOI aeeen Te 
SERVICES CORP 

iam Olt) rae 

Carlstadt. NJ 0/072 


TUL aah Len 


MVS/XA VM/370 

DOS/VSE CICS 

TsO. CMS 

DB2 = IMS/DBDC 

4GL = SAS 

MULTIPLE CPUs - 
50+ MIPS 


TELENET, TYMNET 


IBM INFORMATION 
NETWORK 


DEDICATED 
SYSTEMS 
AVAILABLE 


INFORMATION SYSTEMS, IWC. 


815 COMMERCE DRIVE 
OAK BROOK, it 60521 


312-574-3636 
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TRAINING 


An author’s ACE in the hole? 


A CBT generator can cut costs, but some question whether it’s worth the price 


BY JANE STEIN 
SPECIAL TO CW 


Occasionally, the computer- 
based training (CBT) field finds a 
new wrinkle in the realm of 
courseware development. First, 
special-purpose authoring lan- 
guages such as Computer 
Teaching Corp.’s Tencore took 
most CBT development out of 
the hands of Cobol program- 
mers. 

The early 1980s saw the ar- 
rival of menu-driven authoring 
systems that allowed instruc- 
tional designers with minimal 
programming skills to take con- 
trol of the authoring process. 
Goal Systems International, 
Inc.’s Phoenix is now the most 
widely used of them; the latest 
edition of the CBT Guide by 
Weingarten Publications, Inc. in 
Boston, lists a total of 68 author- 
ing systems that accommodate 
every conceivable platform. 

In 1986, Behaviortech, Inc., 
based in Irving, Texas, intro- 
duced a micro-based authoring 
system dubbed Exemplar, the 
first commercial authoring sys- 
tem that incorporated expert 


IDMS 


systems technology. 

Now, Elron Technologies, 
Inc. in New York, an American 
subsidiary of an Israeli company, 
has entered the scene, waving 
the artificial intelligence flag 
over its Automatic Courseware 
Expert (ACE). While Exemplar 
focuses its expert systems tech- 
nology on tailoring interactions 
to the student, ACE aims to re- 
lieve the author of much of the 
front-end work of courseware 
development. The $180,000 
system is based on a customized 
Digital Equipment Corp. VAX 
3200 minicomputer. 


Passing the beta test 

ACE, which recently emerged 
from beta testing, has been pur- 
chased by four American compa- 
nies so far — AT&T, Pennwalt 
Corp., General Dynamics Corp. 
and Unisys Corp., all of which 
were beta-testers. 

ACE works like this: An oper- 
ator sits down at the console and 
runs through a section of any 
software application — main- 
frame, mini or micro. ACE auto- 
matically logs the operator’s 
keystrokes and, on instruction, 


captures selected screen im- 
ages. Then, a few commands at 
the main console instruct ACE to 
generate the courseware. 

The result is a short but com- 
plete micro-based CBT module 
on the function just demonstrat- 
ed, from introductory screen to 
practice exercises. Users can 
then take advantage of ACE’s 
extensive options for further 
customization and elaboration. 
Elron says that the ability to de- 
liver mainframe-based course- 
ware is onits way. 

Lorraine Mitchell, head of the 
ACE project at Pennwalt, a Phil- 
adelphia-based chemical manu- 
facturer, says with it she can pro- 
duce and refine a_ half-hour 
tutorial in a 40-hour work week. 
“Making no modifications, I can 
do it in two days,” she says. That 
contrasts with the typical 200 to 
400 hours of development for an 
hour of CET courseware using 
other systems. 

Despite such apparent vir- 
tues, the high price of a dedicat- 
ed system for producing simple 
tutorials on basic computer op- 
erations can be troublesome. 
The prices of more traditional 


LS. CONSULTING SKILLS 
NOW ON VIDEO 


The industry leader in Consulting Skills training 
for IS. professionals announces a five module 


systems range from $79 for the 
stripped-down micro-based Pa- 
reto from Information Process- 
ing Associates to about $61,000 
for perpetual rights to the Phoe- 
nix mainframe version. 

To show the cost-justification 
process, assume a $35,000-a- 
year CBT developer needs 150 
hours to produce a half-hour tu- 
torial using a traditional system 
such as Phoenix. Each tutorial 
costs about $3,000 in staff time. 
With ACE, the developer may 
produce the tutorial for $700, 
using Mitchell’s estimate of one 
week per course, for a savings of 
$2,300 per tutorial. It sounds 
great, but you would have to pro- 
duce 78 tutorials before recoup- 
ing the price of the system. 


ACE bandage 

If the information systems de- 
partment used ACE to replace 
off-site, stand-up lecture cour- 
ses, as Pennwalt is doing, the fi- 
nancial return would be much 
quicker, users say. 

However, firms that have re- 
sisted the siren call of CBT have 
done so largely out of doubts 
about its quality and effective- 
ness. Even traditionally pro- 
duced CBT is much cheaper than 
classroom training. 

Although ACE ups the ante 
on the cost side, it does not do 
much to allay concerns about 
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TRAINING 
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.. THEN @CT Now! 
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whether to use CBT as a primary 
training medium. 

However, direct cost savings 
are not the only reason to adopt 
an expensive new technology. 
Larry Page, manager of training 
and development at the Data 
Systems division of General Dy- 
namics in St. Louis, argues that 
ACE’s speediness redefines his 
economies of scale. ““We can go 
back and reassess all those 
[courses] we bypassed in the past 
because we didn’t have a large 
enough population to justify the 
training development cost,” he 
says. 

Robert M. Rubin, Pennwalt’s 
vice-president of MIS, says that 
distributed computing in support 
of decentralization of business 
units is the inevitable and desir- 
able wave of the future. He says 
fast and flexible training is criti- 
cal to the growing independence 
of his company’s individual busi- 
ness units and may not require 
strict cost-justification. 

“When it comes time for 
something that is potentially a 
breakthrough in the way you do 
business,” Rubin says, ‘‘you may 
be stretching it a little to say 
you’re absolutely certain on the 
dollars back.” 


Stein is a free-lance writer based in Ar- 
lington, Mass., and is former editor of 
Data Training and CBT Directions. 


Computerworld 


Training 
Editorial Schedule 


video course designed to train your entire I.S. 
organization. 


Wi Overhead projector 

Wi Project any monitor 

@ Most Pop. Software 
Top location 


ADS/O 


Training 
Introduction to IDMS 
¢ Data Structures 
© Logical and Physical Design 
© Database Navigation 
© Locking and Recovery 
August 7-9, Minneapolis 


This system features L. Paul Ouellette, noted 
author, consultant and industry spokesperson 


with 30 years I.S. management experience. Eetepanpersnier- 


sities and corporations 


ACT 


American Computer Training 
600 Third Avenue 
New York, NY 10016 


212-808-9700 


June 12th 
Call us today at (603) 623-7373 PC Training for Top Executives 


and receive a free Facilitator's 
LLETTE Guide with your order. 
CLR June 19th 


DP Training Organizations as 
Change Agents 


Agelicetion Development Developing the Human Side of Technology™ 


with ADS/O 
* Prototyping Techniques 
* Coding Process Modules 
* Logical Record Access 
© Dialogue Maintenance 
August 21-25, Minneapolis 
Advanced ADS/Online Concepts 
© Performance Considerations 
* Pageable Map Processing 
° ASF Usage 
June 21-23, Minneapolis 


SYSTEM MANAGER TRAINING 612,000 


MIS/DP 
Professionals 
see the 


TRAINING 
SECTION 


each week 


June 26 


Who should Consider the 
NNOVELL. Executive MBA? 
Authorized 
Education 


Center 


Call today 
for Workshop 


Schedule! July 3 


Entry-level training: moving 
beyond COBOL to reflect the 
trainee’s real work 


TUT 
cOoORPORATIAON 


Newton, MA Boston, MA 
(617) 964-5858 (617) 227-6688 


COMPUTERWORLD’s 
TRAINING SECTION 


Examines the issues while Professionals 
examine your message. Cail for all the details. 
(800) 343-6474 


For more information on these hand-on 
courses taught at your site or ours, call 
Inova Systems, Inc., Minneapolis, MN 


(612) 542-8910 
Hoar 


Call for 
advertising 
information: 
(800) 343-6474 
(in MA., 508-879-0700) 


| July 10 
Courseware: to develop 
or buy? 
Systems 
Preferred Cullinet Consultants 
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Sun daze 


Trading heats up as the month 
ends, and shares start June high 


The stock market’s last week in May wound 
up looking more like a day, starting with 
“Sun up” and ending with “Sun down.” Sun 
Microsystems, Inc.’s early-week announce- 
ment of a promising joint venture with To- 
shiba Corp. was eclipsed by its subsequent 
disclosure of an imminent quarterly revenue 
and profit skid brought on by “management 
miscalculations.”” Sun closed Thursday at 
20%, down % of a point. 

Elsewhere in the technology sector, pros- 
pects looked bright. Chasing the mid-May 
product rollout that powered its stock up 5 
points, Compaq Computer Corp. signaled its 
growing European clout by announcing a 
$37 million plant expansion in the UK and 
watched its stock rocket 6% points. Compaq 
closed Thursday at 97%. The sight of micro 
muscle flexing was not lost on software firm 
investors: Microsoft Corp. gained 1% points 
to close Thursday at 60, while Ashton-Tate 
Corp. closed at 23%, up 1 point. 

IBM picked up a new president and anoth- 
er in its series of minority stakes in comple- 
mentary tech companies; its stock picked up 
¥ a point, closing at 110. Digital Equipment 
Corp. closed up 1% points at 92%. 

NELL MARGOLIS 
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CIO dealt new hand 
from reshuffled DEC 


BY ALAN J. RYAN 
CW STAFF 


MAYNARD, Mass. — Longtime 
Digital Equipment Corp. veteran 
Belford E. Cross has stepped out 
of his post at the top of DEC’s 
6,000-employee _ information 
systems organization. 

Cross, who for five years held 
the title of corporate manager 
for Digital Information Systems, 
will move into a yet-to-be-select- 
ed senior management position, 
according to DEC spokesman 
Jeff Gibson. 

John Sims, vice-president of 
strategic resources, will take 
over Cross’ duties as acting man- 
ager until a replacement is 
named, Gibson said. 

According to a source within 
DEC, it is unusual for a ranking 
official to be moved prior to the 
naming of his successor. Cross 
could not be reached last week 
for comment. 


Routine restructuring 

Terry Shannon, director of the 
DEC Advisory Service at Inter- 
national Data Corp., a market re- 
search firm in Framingham, 


Mass., said that DEC ‘‘seems to 
have a restructuring every 
year,” which generally takes 
place at the end of the fiscal year. 
“‘T would be hesitant to say this is 
a portent of anything extremely 
significant.” 


proponent of electronic mail and 
electronic conferencing in an in- 
terview with Computerworld 
[CW, Nov. 28, 1988], said his 
concerns included maintaining 
security of both proprietary in- 
formation and intellectual prop- 
erty and keeping the company on 
the technical edge. 

Cross, who has a background 
in mechanical engineering, has 
worked in many senior positions 
in DEC’s manufacturing opera- 
tions during his 19 years with 
the company. 

Prior to his move over to the 
systems area, Cross served as 
general manufacturing manager 
for distributed systems and gen- 
eral planning manager for gener- 
al manufacturing. He has also 
been plant manager for DEC’s 
Augusta, Maine, plant, which he 
helped to open in the early 
1970s. 


City Hall turns into the 
constituents’ PEN pal 


BY J. A. SAVAGE 
CW STAFF 


SANTA MONICA, CALIF. — 
For a growing number of resi- 
dents here, city government is 
as far away as the living room. 

When are the grunion run- 
ning? Call up the recreation pro- 
grams, beach subset. Can the 
brown glass go with the 
green glass in the recy- 
cling bins? Access the re- 
cycling menu. Want to give 
that city councillor a piece 
of your mind? Use elec- 
tronic mail and expect an 
answer within 24 hours. 

Since the Public Elec- 

tronic Network (PEN) be- 
gan in late February, near- 
ly 1,000 users have been 
authorized to access the 
system. “Our goal was 
500 users in the first year. 
We had 500 users in the first two 
weeks,”’ said Ken Phillips, direc- 
tor of the city’s information sys- 
tems department. 

It all started when council 
members were given portable 
computers in 1984, according to 
Phillips. Because they had access 
to city files, the idea of giving 
their constituents access began 
to take shape. 

The city then undertook a 
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survey and found that one-third 
of its households had personal 
computers. With that informa- 
tion, the idea gained momentum, 
except for one small problem: 
Santa Monica did not have the 
$350,000 to pay for it. By 1986, 
Phillips took his determination 
and the survey information to 
Hewlett-Packard Co., which was 


already a vendor with the city, 
and convinced it to donate the 
hardware, an HP 9000 Model 
840 minicomputer supporting a 
version of Unix. 

With the hardware in place, 
he persuaded Metasystems De- 
sign Group, Inc. of Washington, 
D.C., to donate its Caucus con- 
ferencing program software. 

The Unix-based system was 
developed separately from the 
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UB looses 16M-bit Token-Ring 


BY PATRICIA KEEFE 
CW STAFF 


SANTA CLARA, Calif. — Un- 
germann-Bass, Inc. last week re- 
vealed plans to deliver an IBM- 
compatible 16M bit/sec. Token- 
Ring that will one-up IBM by also 
running over inexpensive un- 
shielded twisted-pair cable. But 
the product will not be available 
for a year. 

UB also said it will manufac- 
ture its own switchable 4M/16M 
bit/sec. chip instead of going to 
Texas Instruments, Inc., which 
is the only other source for the 
chip other than IBM. 

Third-party organizations 
that had announced plans to ship 
16M bit/sec. Token-Ring prod- 
ucts this spring said they cannot 
ship those products until TI 
starts supplying chips in volume. 
UB has no plans to market its 
chip. 

A number of users angrily 
complained last November when 
IBM introduced a 16M bit/sec. 
network for only the more ex- 
pensive shielded wire. UB Presi- 
dent Ralph Ungermann said that 
his company decided to support 
both wiring types to address 
these concerns. 

“Ordinarily, we would not 


city’s own system to prevent us- 
ers from accessing nonpublic in- 
formation such as police records. 
It also prevents hackers from 
disturbing other sensitive data 
such as tax assessments. The 
separate system also meant that 
Phillips had to find time and staff 
to develop it. 

It took a year for the system 
to be built and integrated. 
“Three or four staff members 
had to learn Unix, a new pro- 
gramming language and Allbase 
{a method of developing data- 
bases],” Phillips said. Despite 
the learning curve, he said using 

Unix was key: “If success- 
ful, it would be easier to 
transfer the program to 
other agencies.”” He added 
that because it is charac- 
ter-based, it can communi- 
cate in all character-based 
modes. 

One of the first prob- 
lems Phillips encountered 
was teenagers who put 
“noncontent things” on- 
line. “But the system 
turned out to be self-polic- 
ing. Other users got on and 

asked them to delete their re- 
sponses,”’ he said. 

PEN’s most often used fea- 
ture is the library card catalog, 
followed by E-mail messages to 
City Hall. In addition to grunion- 
running dates and other lunar cy- 
cles, city activities, the latest 
drought information, city job 
availability, municipal bus sched- 
ules, police safety tips and crime 
statistics are also provided. 
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make an announcement like this 
[concerning futures], except that 
our customers are demanding to 
know whether we’ll run on un- 
shielded twisted-pair,” Unger- 
mann said. 

“They want to be absolutely 
assured that twisted-pair is a 
safe direction to go in,” he ex- 
plained. 


Strike up the bandwidth 
The postdated delivery schedule 
also reflects Ungermann’s belief 
that 4M bit/sec. bandwidth is 
more than adequate to meet the 
needs of most Token-Ring users 
today. 

Ungermann said many of his 
organization’s users are in the 
process of wiring new buildings 
and establishing long-term — 
10- to 15-year — network strat- 
egies. Some prefer unshielded 
twisted-pair, while others have 
no alternative because of space 
considerations in their buildings, 
Ungermann added. 

In addition, UB’s 16M bit/ 
sec. Token-Ring will run over ca- 
bling systems from British Tele- 
communications PLC, AT&T 
and Southern New England 
Telephone Co. 

The migration to 16M bit/ 
ec. speed is expected to be slow, 


Hacker ring 


CONTINUED FROM PAGE 1 


and market numbers for credit 
cards and long-distance tele- 
phone service on voice-mail 
computers. “It is the first-ever 
federal investigation into voice- 
mail computer crime,”’ said Wil- 
liam Cook, assistant U.S. attor- 
ney for the Northern District of 
Illinois. 

Eight hackers, using such 
handles as Little Silence, Kyzie, 
FBI Agent, Game Warden and 
Stingray, are suspected of de- 
frauding as many as 20 corpora- 
tions of “substantially more than 
$200,000” in goods and ser- 
vices, according to law enforce- 
ment officials. The final tally 
could go as high as $1.5 million, 
one Secret Service agent said. 

The ringleader and only 
member of the group to be ar- 
rested thus far is an alleged hack- 
er named Leslie Lynn Doucette, 
also known as Kyrie, said Fred 
Moore, a Secret Service agent in 
Chicago. Doucette, the 35-year- 
old mother of two children, is ac- 
cused of illegally using voice-mail 
systems and stolen credit-card 
numbers and directing other 
hackers to buy money orders for 
her, among other crimes. 

Using voice-mail systems, 
“she acted as a clearinghouse for 
stolen credit-card and telephone 
calling-card numbers,” Cook 
said. 

Law enforcement officials 
said that Doucette is suspected 


and there are some analysts who 
even question its usefulness. 

“I wonder about the whole 
product niche myself,” said Lee 
Doyle, an analyst with Interna- 
tional Data Corp., a market re- 
search firm based in Framing- 
ham, Mass., noting that IBM was 
slow to come out with its 16M 
Token-Ring. “What applications 
are going to really benefit from 
16M bit speed?” he asked, pre- 
dicting that many users will wait 
for 100M bit/sec. Fiber Distrib- 
uted Data Interface (FDDD- 
based products. That standard is 
close to finalization, and related 
products are already on the mar- 
ket. 


Market scramble 

When it finaly ships in the third 
quarter next year, UB’s 16M 
bit/sec. product will likely find it- 
self struggling for visibility 
among a crowd of competitive 
FDDI products. 

UB’s network reportedly will 
be fully integrated into its Ac- 
cess/One platform and will in- 
clude bridges to FDDI, Ethernet 
and its 4M bit/sec. sibling. 

There are no plans to provide 
a Manufacturing Automation 
Protocol-compatible bridge, ac- 
cording to the firm. 


of being an active hacker for six 
or seven years and was once con- 
victed of telecommunications 
fraud in Canada. 

U.S. Department of Justice 
officials would not say how many 
more members of the group they 
intend to charge. Many are be- 
lieved to be juveniles. 

The Secret Service office in 
Chicago began its investigation 
in February after a real estate 
company in Rolling Meadows, 
Ill, told federal agents its voice- 
mail computer system had been 
repeatedly attacked by hackers. 

Using a sophisticated device 
called a dialed-number recorder, 
federal agents tracked incoming 
calls to the computer system 
back to their subscribers. In 
March alone, seven hackers 
made 717 calls to the Rolling 
Meadows voice-message sys- 
tem, according to an affidavit 
filed by Secret Service agents. 

Special agents executed 
search warrants in Georgia, Illi- 
nois, Massachusetts, Michigan, 
Ohio and California on May 24. 
At Doucette’s apartment on the 
North Side of Chicago, authori- 
ties found books containing 
names of fellow hackers, long- 
distance telephone access num- 
bers, Western Union documents 
and airline tickets for flights 
scheduled for the day after the 
search warrants were executed. 

A grand jury investigation is 
under way, and indictments 

against Doucette and possibly 
other hackers are expected 
within a month, agents said. 
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1992 
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ers like him have to be prepared. 
As the date scheduled for the 
completion of the plan to disman- 
tle prohibitive trade practices 
among the 12 member countries 
of the European Economic Com- 
munity, Jan. 1, 1993 
promises to be the 
start of a new era in 
European economic 
harmony. 

The years leading 
up to that changeover 
will also be fraught 
with immense chal- 
lenges for IS, which 
has been charged with 
making these elabo- 
rate preparations 
come to life and com- 
pleting the often difficult journey 
from drawing-board scribblings 
to boardroom reality. 

“What we'll be looking at is 
essentially the United States of 
Europe, so obviously we're talk- 
ing about some big changes,” 
said Dan Cence, manager of in- 
ternational applications at Polar- 
oid Corp. in Cambridge, Mass. 

The chief business forces ex- 
pected to shape information sys- 
tems management for the 1992 
switchover include a rearrange- 
ment of resources, the need for 
improved communications and 
the ability to handle expanded 
business throughout Europe. 

In many cases, the starting 
gun in the race for change has al- 
ready been fired. Thomas G. La- 
brecque, president of The Chase 
Manhattan Bank, said his firm is 
ready to take “‘full advantage”’ of 
Europe 1992 and has invested 
over $2 billion in technology that 
will help smooth the transition 
process. Similarly, Polaroid offi- 
cials say plans have been under 
way for the last nine 
months. 

The reason for this 
early start is that al- 


though the EC hastar- |= 


geted completion of 
the internal market to Fj 
be the last day of 
1992, most of the dir- az 
ectives will be adopt- 

ed by the end of this 
year. What have been 
organizational issues up until 
now are rapidly becoming sys- 
tems issues. 

The trouble is, IS managers 
are shooting at a moving target, 
one that includes networks, 
hardware, operating systems 
and software right down to the 
applications level. 

“There is no serious linkage 
that says the potential of the sin- 
gle market will be X, therefore 
our business will be Y,” Citicorp 
London Vice-President Derek 
Nicholas said. ‘““There are many 
factors that have to be taken into 
account before you can say to the 
information technology manag- 
er, ‘Go plan me a processing sys- 
tem that will deliver this product 
across frontiers at the lowest 
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Sterling Drug’s 
Mattson 


Levi Strauss’ 
Levandowski 


unit cost so that I can compete 
for market share.’ ” 

Most systems managers 
agree that basic questions must 
first be answered: Who decides 
where and when changes should 
be made? What architectures 
will be used? Are data definitions 
the same within each segment of 
the company? Is centralization or 
decentralization the 
answer? Are systems 
adequate to handie a 
significant uptick in 
business? Are commu- 
nications lines ade- 
quate? 

One way to get a 
sense of how 1992 
might look is by study- 
ing the impact on IS of 
the 1988 legislation 
that provided for bor- 
derless trade between 
the U.S. and Canada. At Sterling 
Drug, Mattson said his plans for 
cost-cutting and consolidating 
Sterling’s Canadian 
affiliates with inter- 
connection to key data 
centers in the U.S. are 
helping prepare the 
company for the 
changes Europe 1992 
will bring. 

A recent KPMG 
Peat Marwick survey 
reports that most ex- 
ecutives feel that a 
single European mar- 
ket will not truly emerge until 
the mid-1990s, making planning 
for the first few years a struggle. 
“The really important years are 
from 1995 to 2005,” Nicholas 
said. ‘“That’s when we'll see ma- 
jor activity.” 

Those changes may possibly 
bring fundamental corporate- 
wide shifts, and as the company 
bends and creaks, IS has to be 
there to make sure everything 
goes well. ‘The chief word is 
‘flexibility,’ ”’ said 
Steve Levandowski, 
vice-president of in- 
formation resources 
for Levi Strauss & 
Co.’s international IS 
function. “We're do- 
ing things we are 
more sure about first, 
and as the story un- 
folds we may need to 
reprioritize.”’ 

While European systems 
managers need to confront these 
challenges now, U.S. systems 
managers face no such ultima- 
tum. However, the work of their 
European counterparts has been 
a catalyst for many IS execu- 
tives; of the 900 managers 
polled in the Peat Marwick sur- 
vey, three-quarters said the 
threat of increased European 
competition is driving their 
preparations for 1992. 

Although most of the execu- 
tives queried said they see a uni- 
fied Europe as a positive move, 
an additional 40% fear it may 
have a negative impact on the 
U.S. economy, saying that sucha 
market might adopt a “Europe- 
first” attitude and could lock out 


Met Life's 
Cavanagh 


foreign business. The 
EC “will have the 
power in their hands. 
They’ll have the bat, 
the ball and the ball- 
field,” one executive 
complained. 
Despite these fears 
— perhaps because of 
them — most execu- 
tives admit that plans 
are being hatched to 
take advantage of the 
changes. “We are aware of it and 
are concerned about it,” said 
Dan Cavanagh, senior vice-pres- 
ident of information systems at 
Metropolitan Life Insurance Co., 
where IS operations in the UK 
and Spain have recently been re- 
organized under the same execu- 
tive vice-president. Additionally, 
a 20-year systems veteran has 
been assigned to address the 
New York-based company’s 
plans for 1992. 
In other firms where the EC’s 
changes are not play- 
ing a leading role in IS 
plans, they at least 
have secured a sup- 
porting part. “You 
don’t forget the possi- 
bilities of 1992 when 
you’re making your 
; combinations or your 

acquisitions,” said 
Vincent H. Swoyer, 
vice-president of cor- 
porate systems at 
Sara Lee Corp. in Chicago. 

While Swoyer conceded that 
Sara Lee is establishing a pres- 
ence in Europe through business 
combinations and acquisitions, 
“‘we have not promulgated a pro- 
gram that is aimed specifically at 


As director of technology at 
Philip Morris International, 
Phil Friedman says he is sure 
the cigarette giant is moving 
the right way to take advan- 
tage of the opportunities 
1992 will provide. 
Other compa- 
nies may be scram- 
bling to get into the 
1992 mind-set, 
Friedman said: 
“We're in position 
for 1992 based on 
our culture and our 
business direc- 
tion.” 
Philip Morris al- 
ready has central- 
ized manufacturing 
management, pro- 
duction planning, 
and inventory management, 
Friedman said. However, it 
does not make good business 
sense to centralize all of the 
cigarette factory operations. 
There are five plants in West 
Germany, the Netherlands, 
Belgium and Switzerland. 
“You make the products 
where you have raw materi- 
als, waterways and other 
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1992 activities. That 
would be the ex- 
treme,” he said. 
A recent report by 
the London Business 
School stated that 
Swoyer’s optimistic- 
but-cautious view may 
be right on the money. 
The report concluded 
that much of the 1992 
discussions are based 
on hype and that the 
relaxed restrictions may not 
translate into increased trading 
ora vast all-Europe market. Lan- 
guage barriers, national brand 
loyalties and cultural and eco- 
nomic differences will not disap- 
pear with the stroke of a pen, the 
report said. 

Among those who believe op- 
portunities await, centralization 
is often a paramount objective. 
At Levi Strauss, formerly decen- 
tralized European operating 
units will soon be joined like 
spokes on a wheel. ‘“‘The struc- 
ture of our business in 
Europe now is geo- 
graphically oriented, 
with each country run 
like a separate busi- 
ness,” Levandowski 
said. ‘‘We are hoping 
to switch that to a sin- 
gle European divi- 
sion.” 

Among Levan- 
dowski’s plans are es- 
tablishing EDI links 
among his firm’s European ac- 
counts, creating Levi Strauss- 
only stores and introducing 
point-of-sale technology en- 
abling the firm to keep a close 
eye on customer purchases and 


Philip Morris: Acase study — 


rorms of transportation. But 
distribution should be central- 
ized through a core team in 
the home office, wherever 
that might be,” Friedman 
said. 
The structure 
Philip Morris has in 
place allows the 
company to “re- 
spond effectively 
to markets and yet 
be responsive to lo- 
cal needs,” accord- 
ing to Friedman. 
That structure in- 
cludes moving to 
common systems 
and applications 
across the compa- 
ny’s different busi- 
ness requirements, he said. 
“Part of that is 1992, and part 
of it is just our normal busi- 
ness plan.” 

Other preparatory tactics 
include aiming for systems 
commonality with the firm’s 
U.S. operations and centraliz- 
ing the company’s European 
information systems organi- 
zation. 

ALANJ. RYAN 


Sara Lee’s 
Swoyer 


facilitate production planning. 

Others express similar views. 
“This is a way: for us to move 
even closer toward systems 
commonality” between U.S. and 
European operations, said Al Hy- 
land, director of worldwide sys- 
tems at Polaroid. ‘‘We would like 
to provide 2 common technical 
approach — acommon platform, 
common systems software for 
the business aspects — and we 
hope to construct and develop on 
that same platform individual 
pieces that fit individual coun- 
tries.” 

Sales, marketing and distribu- 
tion promise to be other key ar- 
eas affected. Many executives 
say key strategies will include 
expanded marketing and joint 
ventures with European compa- 
nies. Colgate-Palmolive Co. al- 
ready has begun to centralize 
manufacturing while standardiz- 
ing packaging and product for- 
mulas. Philip Morris Interna- 
tional has set up localized 

marketing and sales 
and is centralizing its 
computing efforts. 
These changes will 
in turn ripple through 
the organization. Hy- 
_| land said Polaroid is 
Me considering pricing on 
an all-Europe basis. 
This system would in- 
clude centralized files, 
on-line price quoting 
and pricing indepen- 
dent of shipping location. The 
ability to reduce paperwork, 
which has hobbled cross-border 
flows, will mean greater commu- 
nications, Hyland added. 

However elaborate the sys- 
tem changes, the central artery 
of the IS network will remain a 
crackerjack telecommunications 
system. Alan Kammen, an ana- 
lyst at Lexington, Mass.-based 
research firm Nolan, Norton & 
Co., estimates that by the year 
2000, 60% of all employment 
opportunities in Europe will rely 
on the ability to use voice, data 
and imaging technology. To pre- 
pare for that, the EC is working 
toward revamping communica- 
tions within its borders. 

To some, this movement will 
present the most crucial chal- 
lenge. “Trillions of dollars are 
being spent to modernize tele- 
communications,”’ Nicholas said. 
“But if the regulations and usage 
conditions of those telecom- 
munications facilities remain as 
in the past, then all that money 
will have been wasted.” 

The adjustments may also 
change the telecommunications 
function. ““We’re not just talking 
about interfacing anymore,” 
Cence said. “We're going to 
need to consolidate our informa- 
tion much more quickly. There 
will be a much stronger need for 
good, solid communications, es- 
pecially when making the organi- 
zational transitions to address 
the needs of 1992.” 

IDG News Service correspon- 
dent Amiel Kornel contributed 
to this report. 
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Renault also braces for change — 


IN PERSON 


When the 12-nation European 

Community unites for business 

purposes in 1992, non-European 

companies will have an opportu- 

nity to ease marketing problems 

and improve systems compatibil- 

ity there. But European-based 

companies will also be affected. 
IDG News Service 

European bureau cor- 

respondent Amiel Kor- 

nel recently _ inter- 

viewed Jean-Paul Mer- 

iau, director of or- 

ganization and com- 

puting at Renault 

Vehicules _Industri- 

elles. Renault, head- 

quartered in Lyon, is a 

leading European man- 

ufacturer of trucks, 

buses, fire engines and 

military vehicles. 


How will EC plans 
to open the mar- 
ket by 1993 affect Re- 
nault? 

Renault has manufacturing 
plants in France, Spain and En- 
gland. We are expecting a simpli- 
fication of the movement of mer- 
chandise between the different 
factories. 


FRANK ¢ 


What impact do you ex- 
pect this simplification of 
cross-border administra- 
tive procedures to have on 
1S at Renault? 

Currently, we have a single com- 
puting site for all the industrial 
activities in France and different 
computing structures for En- 
gland and Spain. We are now try- 


O'CONNEL 


ing to impose the same work- 
ing methods in England and 
Spain and, consequently, the 
same computing system. 


What would the common 
approach entail? 
It implies using the same applica- 


GE blasts barriers with 
unified network plan 


BY ROBERT MORAN 
and ELISABETH HORWITT 
CW STAFF 


NEW YORK — Positioning it- 
self for the planned toppling of 
European trade and communica- 
tions barriers in 1992, General 
Electric Co. last week an- 
nounced plans to link corporate 
sites worldwide into one homo- 
geneous communications sys- 
tem. 

The network, which will 
eventually connect 25 countries, 
“is the first time AT&T and for- 
eign carriers got together to cre- 
ate a [private] network to pro- 
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vide end-to-end voice, data and 
video services for a single cus- 
tomer, covering six continents,” 
said Stanley Welland, GE’s man- 
ager of corporate telecommuni- 
cations. 

AT&T, France Telecom and 
British Telecom will work with 
other telephone companies to 
set up a private-line network 
that will eventually allow users 
at any GE site around the world 
to communicate with any other 
using the same seven-digit dial- 
ing plan and communications 
protocols, according to AT&T 
manager Richard Wallerstein. 
Managers will not have to learn 
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tions, having the same organiza- 
tion, the same working methods 
and the same computer systems. 
That means using the same ap- 
plications in France, Spain and 
England. For the user, it must be 
transparent. 


Is the EC project of 1992 

pushing you to standard- 
ize your applica- 
tions? 
Yes. We make prod- 
ucts that roll through- 
out Europe and that 
need more and more to 
have the same specifi- 
cations in all the Euro- 
pean countries. Sec- 
ondly, we need to offer 
sales and maintenance 
services that are much 
more efficient than 
even those we have to- 
day. It’s certain that 
1992 plays a role in 
this. We know our mar- 
ket is much more Eu- 
rope than just France. 


How else will the unified 
market change your ap- 
proach to computing? 

Instead of having different com- 
puter systems, we can have a 
company with a single comput- 


new dialing systems, Waller- 
stein said, so GE will be able to 
“deploy people and resources in 
the most efficient way possible 
without creating islands of infor- 
mation,” he added. 

The network “has very much 
to do with the changing environ- 
ment” in Europe, in which trade 
and communications barriers be- 
gan to come down long before 
1992, Welland said. 

GE chose to set up a private 
leased-line network, as opposed 
to ordering data, voice and video 
services piecemeal from various 
carriers, because it enabled the 
manufacturer to serve its users 
more flexibly, he said: ‘““We’ve 
been living with a patchwork 
quilt for a long time, as have oth- 
er American corporations.” 

A private network allows GE 
to aliocate bandwidth dynamical- 
ly, Welland said; for example, an 
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million people. 





ing structure. If we have a com- 
pany that is less cumbersome, 
we can have a computing ap- 
proach that is less cumbersome. 


What impact will 1992 
have on your computer 
procurem t costs? 

There is already a terrible price 
war between vendors. I think 
1992 will accentuate that. 


Exact change 


Rhyme and reason 


or years, businessmen working in Europe needed to 
negotiate a web of country-specific economic and in- 
dustrial guidelines. With each border came a different 
package of regulations, some of which had been spe- 
cifically created to inhibit outside trade. 

The Single European Act of 1986 promises to sponge away 
these inequities and make each country an equal partner. If 
successful, the move would create what is in essence the 
world’s largest trading bloc — a $4 trillion market serving 325 


Excitement about the changes has grown tremendously and 
is now reaching these shores in earnest. A recent survey by the 
Bank of Boston reported that nearly 60% of American compa- 
nies with no presence in Europe say they plan to enter it asa re- 
sult of the creation of the unified market. 


JAMES DALY 


Which vendors stand to 
benefit the most from this 
change? 

Among users, 1992 will lead to 
the concentration of bigger and 
bigger companies. This process 
of concentration favors the cre- 
ation of large, central computer 
centers. This, in turn, favors 
IBM since it has such a strong 
posiition at the high end. 


The Single European Act amendment to the European 
Community’s charter is intended to lead to the following: 


¢ Removal of all physical barriers that necessitate border controls, 
such as duplicative customs documents and residency restrictions 


e¢ Establishment of common networking, industrial and telecom- 


munications standards 


¢ Elimination of restrictions on trade and capital movements 


¢ Harmonization of technology copyright law, including the 
creation of an EC trademark throughout the community 


¢ Opening of government procurement practices 
¢ Elimination of fiscal barriers, including the harmonization of 


value-added and excise tax rates 


unused video channel can be re- 
allocated to serve a sudden in- 
crease in data traffic. 

The company will manage the 
international network from the 
same network control center in 
Princeton, N.J., that handles its 
domestic network, Welland said. 


Three-company contract 
GE signed a five-year agreement 
with AT&T, British Telecom 
and France Telecom for an un- 
disclosed amount to build the 
network, which will use terres- 
trial digital facilities and occupy 
approximately 2% of the trans- 
Atlantic fiber-optic cable known 
as TAT-8. Backup for TAT-8 
will be provided by satellite 
transmission from Comsat Tech- 
nology Products, Inc. 

The contract “‘would amount 
to multimillions of dollars annu- 
ally,” Welland said. He added 
that the selection was not based 
on a competitive bid because 
“when you go out for a competi- 
tive bid, you don’t have a part- 
ner.” The contract is for ser- 


vices only; Welland would not 
comment on which vendors 
might be tapped for communica- 
tions equipment, other than to 
confirm that the equipment will 
“have the potential for migrat- 
ing toISDN.” 

In the project’s first phase, 
the so-called partners will link 
GE’s U.S. offices with offices in 
Canada, the UK, France, the 
Netherlands, Belgium, West 
Germany, Switzerland, Italy, 
Ireland and Spain. The company 
said the project will be complet- 
ed by the end of this year. 

The second and third phases 
will enfold the Far East, Austra- 
lia, the Middle East and South 
America into the network and 
are slated for early-1990 com- 
pletion. The network is ear- 
marked as a strategic piece in 
the broadening of the firm’s cus- 
tomer-service offerings. Wel- 
land said that GE will be able, for 
example, to set up an interna- 
tional videoconference in rough- 
ly one hour — about the time it 
takes to do so domestically. 
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CASE emerges as > 


No. 1 on all 
platforms, growing 
65% among 
mainframe 
environments. 
Decision support 
and executive 
information systems 
are No. 2. 


TRENDS 


eeeececcce Seeereeseserecececeseseeseces 


OVERVIEW 


Software survey 


A look at the five fastest growing software technologies 
within three hardware platforms 


Percent of companies with software installed 
([] 1988 [_] 1989 (projected) 


Mainframe 


(Base of 52 


Mini 


(Base of 635 respondents) 


Security of PCshas > 


become a major 
issue; security 
software is expected 
to grow 120% 

this year. 


COMING 


he Media Lab at MIT 

is renowned for its in- 
novative look at the future 
of technology, but the lab is 
not without controversy. 
As the recipient of large 
amounts of money and at- 
tention from Japanese con- 
cerns as well as U.S. in- 
dustry, the laboratory must 
work hard to maintain a 
critical balance and clear 
focus. See Page 1 next 
week. 


7 respondents) 


4 Minicomputer 


software stars 
closely reflect 
mainframe 
favorites. 


(Base of 829 respondents) 


SOURCE: SENTRY MARKET RESEARCH, WESTBORO, MASS. 


S teven Gold says he’s 
never met an applica- 
tion that couldn’t be 
downsized. See why in next 
week’s Executive Report. 
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UP 


f executives can learn 

how to recognize who’s 
who in the data center, 
they'll soon be able to get 
down to the business of 
grinding out that code. Are 
you the martyr, the meet- 
er or, perhaps, the know-it- 
all? On the Viewpoint page 
next week, Michael Cohn 
provides an amusing look 
at some of the types 
that populate the data 
center. 


COMPUTERWORLD 


INSIDE LINES 


From the horse’s mouth 

A DEC spokesman confirmed what you read here iast week. 
On June 13, DEC will announce Vida DB2, software that ties 
DEC’s RDB relational database management system to 
IBM’s DB2. DEC will also unveil new versions of five or six 
software products along with computer-aided software engi- 
neering tools developed by DEC and independent software 
vendors. One Vida DB2 beta user said that despite some mi- 
nor problems in the CICS environment, the product has been 
working well. The user is linking a VAX-based market analy- 
sis system to an order and billing system on an IBM mainframe. 


Getting DEC’d? 

DEC’s oft-rumored reorganization is about to become reality, 
according to inside sources. A major announcement within the 
company on the shifting of power and resources is expected to 
be made today. Sources say Ken Olsen is looking for swift ac- 
tion to contro! burgeoning costs. Stay tuned. . . . Meanwhile, 
bloated staffing continues to be a major issue, and a “golden 
handshake’’ policy is reportedly ready to be implemented. 
Sources say some employees will receive a very lucrative sev- 
erance package — to take involuntary early retirement. 


Mainline MSA 

Management Science America will continue to make news 
next week with a product announcement. The company will vie 
for the attention of the executive suite with an executive in- 
formation system designed for use with its financial applica- 
tions. The product is the result of a joint development agree- 
ment with Comshare in Ann Arbor, Mich. 


Mixed signals 

At a Boston press conference two weeks ago, Bill Kay, Hew- 
lett-Packard’s workstation general manager, said emphatically 
that HP would not lay off employees at Apollo as a result of the 
acquisition of that company. But this week, an HP spokesman 
confirmed that there would indeed be layoffs and that some 
Apollo employees will be given the opportunity to take jobs at 
HP divisions throughout the country. 


Javelin all over? 

Sources close to Lotus report an interesting development. 
The firm is currently developing a financial modeling package 
that runs under the OS/2 Presentation Manager. Ironically, 
by dispensing with its total rows and columns orientation, the 
product bears some resemblance to Javelin, sources said. 





About time for a detention? 

Ashton-Tate is well entrenched within the ranks of the late 
and shows no signs of giving up this dubious honor. The firm i; 
already late with Dbase IV 1.1, a product that fixes bugs and 
talks to SQL Server. Those waiting for 1.1 to show might as 
well take the summer off. Word from Ashton-Tate is that the 
third quarter will be the charm, as previously reported here. 


What goes on behind closed doors 

The fact that trading volume on stocks of Sun Microsystems 
was up sharply in the hours before it announced that quarterly 
earnings would be off has caused whispering in the ranks. Al- 
though Sun broke the news after the stock market closed last 
Thursday, its issues were one of the hottest on the NASDAQ 
and even fell 1.25 in an up market. One analyst noted that the 
coincidence “‘would indicate that someone knew and acted 
upon” the news in advance. 


Alas, poor Sydney 

Let us mourn the passing of Sydney Development Corp., a 
small but feisty Open Systems Interconnect software vendor 
that recently declared bankruptcy. This leaves Sydney’s 
archrival, Retix, with a fairly open field in the PC LAN-based 
X.400 software arena. Industry scuttlebutt has it that Sydney 
was doing well in electronic mail but had diversified into too 
many ill-considered projects. 

Sun’s exhibiting some real grown-up tendencies in blaming 
its internal systems for plummeting financials. Geez. Let us 


know if you’ve heard any good ones lately. Call Pete Bartolik 
on the hotline at 1-800-434-5474. 
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When Milwaukee's hot new sports and entertainment facility needed a communications system 
with power and flexibility, Bradley Center chose the information company with a showstopping lineup. 
They chose Ameritech. 

The solution was a powerful central-office based digital communications system combined with a highly adaptable 
local area network. A system designed to handle the telecommunications needs of building management, 
sports teams and the media. An ‘nfinitely flexible system with multiple voice and data applications that include 
office automation and accurate monitoring of ticket sales. 

For Bradley Center, the solution was Ameritech. 

Because when you've got a great program behind you, you're the hottest ticket in town. 

Whatever your communications needs, Ameritech has the solution for you. Cali us: | 800/242-8580. 


Solutions that work. MeIWERITECH 


Illinois Bell Indiana Bell Michigan Bell Ohio Bell Wisconsin Beli 
"Ameritech Applied Technologies Ameritech Audiotex Services Ameritech Credit Ameritech Development Ameritech Information Systems 
Ameritech Publishing Ameritech Services Tigon Voice Messaging 
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| “Aristech wanted 
the best business 
information 
systems possible. 
After considering 
the alternatives, 
we chose Digital” 


—Bill Walston 
Corporate Comptroller 
Aristech Chemical Corp. 


fifo t al 


“Few Fortune 500 companies have 
the opportunity to design their informa- 
tion systems from scratch. But when 
Aristech spun off from its former parent 
company, becoming a major independent 
chemical corporation, that's exactly what 
we did. 

“Our focus was on what was best for 
the company in the long run. Digital's 
flexible architecture will let us grow 
without making system overhauls every 
few years, protecting our investment. 
And we'll be able to share and integrate 
information easily at all levels—from the 
plant floor to the desktops of upper 
management. 

“Digital helped get our finance and 
accounting systems operating in only 
eight months, and reduce our corporate 
overhead and data processing costs. 
Digital systems also help manage plant 
operations. Integrating business and 
operational systems will provide us with 
better information so we can use 
resources more efficiently. And gain 
a competitive advantage’ 

The rewards of working together. 

Digital’s communications and flexible 
architecture help position businesses 
for long-term growth. 

Today, with computer systems that 
let you easily share information 
company-wide, Digital gives you an 
elegantly simple way for your people 
to work together more productively, 
more creatively, more efficiently, more 
competitively. 

To learn more, write Digital 
Equipment Corporation, 200 Baker 
Avenue, Concord, MA 01742-2190. Or 
call your local Digital sales office. 

A way to work together like 


never before. 


it 
now. 





INSTANT MAINFRAME. JUST ADD SCO. 


N° too long ago, a few dozen people sharing the same pro- 


grams, resources, and information on a single computer at 
the same time meant only one thing—a mainframe. 


Powerful, big, expensive, and proprietary. 
More recently, the same people could be found doing exactly the 


same things—simultaneously sharing programs, resources, and 
information—on a minicomputer. 


A lot cheaper, a lot smaller, yet powerful enough to do the same 
jobs. And just as proprietary. 


hen along came the latest generation of personal computers. 

And now, the same people are more and more likely to be 
found doing exactly the same things—simultaneously sharing 
programs, resources, and information—on a PC. 


And not a whole officeful of PCs networked together, either, but 
@ single PC powering the whole office at once. 

A lot cheaper, a /ot smaller, yet still easily powerful enough to do 
the same jobs. Built to non-proprietary, open system standards 


that allow complete freedom of choice in hardware and software. 


And running the industry-choice multiuser, multitasking UNIX® 
System V platform that gives millions of 286- and 386-based PC 
users mainframe power every business day. 


The UNIX System standard for PCs—SCO™ 


oday, SCO UNIX System solutions are installed on more than 
one in ten of ail leading 386 computers in operation worldwide. 


Running thousands of off-the-shelf XENIX® and UNIX System-based 
applications on powerful standard business systems supporting 32 
or even more workstations—at an unbelievably low cost per user. 
And with such blazing performance that individual users believe 
they have the whole system to themselves. 


Running electronic mail across the office—or around the world — 
in seconds. 


Running multiuser PC communications to minis and mainframes 
through TCP/IP and SNA networks. 


nd doing some things that no mainframe—or even DOS- or 

OS/2™-based PC—ever thought about, such as running multiple 
DOS applications. Or networking DOS, OS/2, XENIX and UNIX 
Systems together. Or running UNIX System versions and workalikes 
of popular DOS applications such as Microsoft® Word, 1-2-3® and 
dBASE Ill PLUS® 


Or even letting users integrate full-featured multiuser productivity 
packages of their choice under a standard, friendly menu interface. 
Today's personal computer isn’t just a “PC”? anymore, and you can 
unleash its incredible mainframe-plus power for yourself —today. 


Just add SCO. 


The SCO family of UNIX System software solutions is available for all 80286- and 80386-based industry-standard and Micro Channel™ computers. 


eee ‘SCO and the S00 logo are trademarks of The Sarita Cruz Operation, inc. Microsoft and XENIX are 
tademaris of ee ee ee ee tesee 
trademark of Lomss Development Corporation. dBASE Wl PLUS is a registered trademark of Ashton-Tate. 

‘©1989 The Santa Cruz Operation, inc., 400 Encinal Sweet, P.0. Box 1900, Santa Cruz, California 95061 USA 

‘The Santa Cruz Operation, Lad, Croxley Centre, Hamers 
‘TELEX: 917372 somonc 


Lane, Watiord WD1 8YN, United Kingdom, +44 (0)823 816544, PAX: +44 (0)923 817781, 


(800) 626-UNIX (626-8649) 
(408) 425-7222 
FAX: (408) 458-4227 
THE SANTA CRUZ OPERATION E-MAIL: ...! uunet! sco! info info@sco.COM 
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Customers want cost-effective solutions to 


real networking problems. They want practical 
applications. Added capabilities. And they want 
them now, not tomorrow. 
Well, that's exactly what they're 
a Ee pe ae . .. . B getting, with today’s ISDN solutions 
[can talk about ISDN’ potential fiis 
, »4 i a Check the McDonalds 
et Pa in the face. But today my Qagsetameresnct 
a - ahaa aT Ge cf Companies like these don’t buy 
customers want to talk applications” [RRgsiieimmean 
simplification and consolidation. 
With greater control and lower costs. 

They buy applications like high-speed, high- 
quality facsimile transmission without 
dedicated lines. Calling number identification. 
And electronic directory. 

They buy capabilities like PC/terminal access 
to host computers. Affordable access to any 
computer-based resource on the public 
switched network. Electronic file transfer. And 
simultaneous voice and data transmission. 

Sure, ISDN can and will do more. But that’s 
no reason to sit back and wait. AT&T is making 
ISDN happen today. It's on-line. On-time. And 






on-target. . 
>» ae 
} wetete 
‘ The Future’s on the Line. 


The choices you make today have major 
implications—for you, for your customers, 
for the future of telecommunications. That 
future, we believe, goes beyond ISDN toward 
a world of unlimited access to information 
on demand. It’s a vision we call Universal 
Information Services—a future that fully 
realizes the potential of your greatest asset, 
the public switched network. 

For more inform:.tion, call the AT&T 
FutureLine, 1-800-638-7978, ext.0210. 
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INTRODUCING A FILENET IMAGE PROCESSOR 
FOR LESS THAN $100,000... MAYBE 
YOU DON’T NEED A BIGGER FILE CABINET 


Paper files are dominating 
today’s office. And the problem seems 
to get bigger and bigger everyday. 
That's why FileNet developed the 
Series 1000...the first series of 
document-image processing 
systems based on 54-inch 
optical disk technology. 

How does image 
processing work? 

The conceptis simple. © 
Replace paper with digi- 
tized images recorded on 
optical disk. Then route them 
with computer data and word 
processed text to FileNet 
workstations and PCs 
throughout your organization. 
You can even recreate your office's 
processing procedures with FileNet’s 
WorkF lo® software. 

WorkFlo anticipates when and 
where people need information. As 


a result, work is organized the way 
people like prior to processing. 
Priorities are set. Time sensitive 
——— work is scheduled. If infor- 
mation is missing, files 
are automatically held 
until complete and ready 
for processing. By stream 
lining the work flow, pro- 
cessing is more efficient 
and people are more 
productive. 


A logical growth path 
— FileNet offers a com- 


plete family of systems that: 
= are both hardware and soft- 
ware compatible. You never have 


to replace software or abandon 
hardware as the size of the system 
grows. In fact, Series 1000 systems 
deliver the same performance, flexi- 
bility and software functionality of 
FileNet’s larger production systems. 


fen 


FileNet Corporation. 3565 Harbor Boulevard, Costa Mesa, California 92626 


With the Series 1000, you get 
everything when you need it: a low 
starting price, full integration with 
your existing data processing system, 
growth that allows hundreds of 
users to access information and 
a powerful software package that 
makes it all work. 

Get the facts today 

If you'd like to find out how 
your company, branch offices or 
departments can increase productiv- 
ity and improve customer service 
with image processing, call for a free 
Series 1000 brochure. Call 1-800- 
950-3435, Dept. 11. And forget about 
trying to find a bigger file cabinet. 


FileNet 


Still a generation ahead. 
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The right mix of 
business and technology vision 


echnology planning and business 
planning have been isolated from 

each other for too long. We 

must ask ourselves where we can make a 
difference in a business with value-added 
functions and then follow through with 
computing resources. We often forget 
that technology is only a means to an end. 


This was really brought home to me 
during a talk by John Ham- 
mitt, new VP of IS at Unit- 
ed Technologies, at a re- 
cent Society of Information 
Managers meeting in Bos- 
ton. He told the audience 
that companies have spent 
years institutionalizing old 
ways of thinking and work 
methods. His point was 
that we can’t get to where 
we need to go by speeding 
things up; we need to see 
the future in new ways. 

Leadership is driven by 
having a vision of that fu- 
ture. Vision is a word you 
hear a lot these days. Every- 
one would like to be a vi- 
sionary, but what does it 
take to be considered one 
by your peers and employ- 
ers? Senior writer Helen 
Pike talked to a number of 
visionaries and discovered 
that no two were alike and 
none had used the same for- 
mula to achieve integration 
in their companies. 

Today’s competition de- 
mands vision. Our cover 
story on “Business impera- 


tives” illustrates that inno- 
vative use of technology is 
enabling changes in the way 
business does business. 
Writer Mark Breibart dis- 
covers that real integration 
successes are few and far 
between, but once gained, 
the rewards are worth- 
while. And that’s what is 
keeping innovative compa- 
nies struggling to find that 
right mix of technology and 
vision in their companies. 

But creative solutions 
don’t have to occur just 
within one company. Se- 
nior editor Stan Kolodziej 
analyzes a new trend — 
strategic alliances — in 
which companies join to- 
gether on a specific project 
for mutual benefit. 

Read about this alterna- 
tive to mergers and acquisi- 
tions and decide for your- 
self the pros and cons of 
merging data and resources 
for the short term. 

What stories would you 
like to see? 

Send your ideas and 
comments to me, Ann Doo- 
ley, Editor, Computerworld 
Focus on Integration, 375 
Cochituate Road, Box 
9171, Framingham, Mass. 
01701. Or call me at 1-800- 
343-6474 or try our bulle- 
tin board at 508-626-0165. 


“ pgfleode 
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Subliminal suggestion 

With respect to Stan Kolodziej’s arti- 
cle, “A question of bias,” in the April 
3 issue of Computerworld Focus on In- 
tegration: 

As a consultant, I have frequent op- 
portunities to watch system integra- 
tion firms and vendor personnel pre- 
pare “vendc. independent” recom- 
mendations for solving a_ user 
problem. 

As a rule, I have been impressed 
with the technical skills and good in- 
tentions of the people assigned to 
these tasks. They mean to develop 
vendor-independent ideas and gener- 
ally try their level best to do just that. 

The bias, however, shows up on a 
more subtle — perhaps a subcon- 
scious — level. The concepts they set 
forth in their solutions never, never 
involve approaches that their employ- 
er does not promote or products that 
their employer could not provide. 

This is only natural. A Digital em- 
ployee who has seen central minicom- 
puters with dumb terminals solve a 
wide range of work group computing 
problems naturally thinks in terms of 
a central minicomputer to solve the 
next. Because the central mini un- 
doubtedly can solve it, this person is 
not motivated to consider whether 
single-user micros on a local-area net- 
work might solve it better. The pro- 
posal that results is vendor-indepen- 
dent in that the central mini need not 
be from Digital, but it will be biased 
nonetheless. The same holds for rela- 
tional vs. network databases, Centrex 
vs. private branch exchanges or Pro- 
log vs. LISP. The nod will always go 
to the employer’s product line. 

Independent system integration 
firms are less subject to this form of 
bias, but it exists there as well. The 
backgrounds of these firms and their 
staffs tend to be in traditional main- 
frame applications. They often deal 
with deficiencies in other areas by 
forming strategic alliances with spe- 
cialized suppliers. The approaches fa- 
vored by these partners dominate the 
proposals of independent system inte- 
gration firms. In a way, this form of 
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bias is even worse than the first. The 
vendor employee generally has the 
technical background to appreciate 
the merits of alternate approaches but 
is culturally biased against them. The 
employee of the independent systems 
integration firm may lack even the 
technical ability to evaluate alternate 
approaches to those that a strategic 
partner offers. 

Users can protect themselves 
against this form of bias by educating 
themselves on the major options in 
each area of importance. For example, 
they can ask the person who suggests 
a central mini, “Did you consider mi- 
cros on a LAN for this application?” 
If the mini can be defended objective- 
ly against informed arguments, well 
and good. If the vendor employee 
tries to dance around the question, 
bias has been at work. 

EFREM G. MALLACH 
EFrEM G. MALLACH ASSOCIATES 
NEEDHAM, Mass. 


Toning down the CASE fervor 

Just a note to say I really appreciated 
Stan Kolodziej’s article “Caseing the 
joint” in the April issue of Computer- 
world Focus on Integration. The com- 


puter-aided software engineering area 
is close to my heart, and it was a relief 
to see someone come out and say a 
few things on a topic I have been 
watching for quite some time. 
Interesting is what Suzanne Nied- 
zielska points out: “The technology 
cannot yet deliver a solution that fits 
every systems project team or applica- 
tion.” Unfortunately, vendors and 
proselytes of the CASE market have 
sometimes been overzealous in their 
claims of what their products or the 
industry as a whole can deliver. 
Hopefully, with the amount of atten- 
tion and study going on around the 
country, these individuals will reeval- 
uate their claims and see more clearly 
the direction in which the market is 
going as well as see that what is good 
for one may not be good for another. 
CarL HANLON 
CHARLOTTE, N.C. 


A spirit of cooperation 

I am a systems professional who has 
devoted over 15 years to thr “ness, 
art and science of MIS desi im- 
plementation before I joined tne Dor- 
mitory Authority of New York some 
five years ago. As such, I feel com- 
pelled to register my strong protest 
with respect to the presentation con- 
tent of the article “It’s business as 
(un)usual for Big Apple CIO” written 
by Mark Breibart in the Achievers 
section of the April 3 issue of Compu- 
terworld Focus on Integration. 

On behalf of many of the manage- 
ment and staff here at the Dormitory 
Authority — who must truly be rec- 
ognized as the new MIS “achievers” 
— I regard this article as slanted, my- 
opic, misleading and not reflecting 
some of the major reasons for the dor- 
mitory’s MIS turnaround. 

Technology was an important part, 
but only one part of a multidimen- 
sional approach to the modernization 
and integration of our operations. 
Technology was and is a vital tool, 
but our new management practices 
and staff productivity were also very 
much critical factors in our recovery. 
In a sense, there are many CIOs here 
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at the Dormitory Authority, not just 
one. Among other duties, it was Ron 
Wooldridge’s responsibility to coor- 
dinate the ideas of all of these “CIOs” 
with the appropriate technology, a job 
for which the Dormitory Authority 
will be in his debt for many years. 

Contrary to a statement in the arti- 
cle, there were many information sys- 
tems existent before the new manage- 
ment team arrived, albeit relatively 
basic and totally nonintegrated. De- 
veloping an integrated MIS was a vi- 
sion created and cultivated by several 
members of the Dormitory Authori- 
ty’s top management, although certain 
aspects of technology coordination 
were assumed and very successfully 
carried out by Ron Wooldridge. 

Our IS plan was indeed a tall order 
for scores of our managers and staff 
who were responsible for designing, 
implementing and converting our 
new MIS (all of which was monitored 
by Ron most capably) while perform- 
ing their day-to-day functional duties. 

The MIS improvement at the Dor- 
mitory Authority was the direct result 


of the leadership and hard work of 
many of our managers and employees 
(devoting tens of thousands of hours 
to this effort) and not the product of 
just a few of our staff, as Mr. Brei- 
bart’s article strongly suggests. 

Further, it must be noted that it is a 
distortion to state that organizational 
autonomy had contributed to the 
authority’s downfall. Our organiza- 
tion suffered a setback in operations 
but never a defeat. There were and 
there are too many strong factors pre- 
sent throughout the fabric of the Dor- 
mitory Authority to allow a downfall, 
then and now. 

It is important to note that I regard 
Ron Wooldridge as a personal friend 
of mine and a professional colleague 
for whom I have the highest respect. 
It is even more important to note that 
I believe Ron’s input to Mr. Breibart’s 
article did not contribute to its slanted 
and unbalanced presentation. I believe 
his version of the MIS development at 
the Dormitory Authority more close- 
ly reflects the corporate team ap- 
proach to our MIS success stressed in 


this letter. 

May I respectfully suggest that 
more balanced presentations and 
broader viewpoints of your materials 
should be obtained through more 
thorough research if you are to truly 
achieve your objectives of providing 
not only answers in your publication, 
but answers that are both accurate and 
complete and, thereby, more helpful 
to your readers. 

DanicEL J. DUGAN 

DEPUTY EXECUTIVE DIRECTOR 

FINANCE AND TREASURER 

Dormitory AUTHORITY OF New YorK 

DeELMaR, N.Y. 

[The intent of our Achievers column 

is to highlight an IS manager who has 

solved an organizational or technical 

problem and to show other readers 

how it was accomplished. We under- 

stand that any solution is rarely the 

work of one person working alone 

and that teamwork and coordination 

has to be involved — something we 

advocate strongly in our pages. We’re 

sorry if anyone at the Dormitory Au- 
thority felt excluded. — Ed. 
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Integration is a Uniplex advantage that makes us Number One. Creating a single document with text, data and graphics is quick. easy and satisfying 


Uniplex is a multiuser, multitasking software system for more than 200 different UNIX ® based computers that makes integration work across the Prox Ron y 
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TPX Version 2.0—the New Standard in Session 
Management 

Session managers allow users to switch among applica- 
tions, but what happens when information is needed from 
two or more applications at the same time? TPX, the 
world’s leading session manager, now sets a new standard 
for session management by providing Application 
Integration—easily. 


Users Need Application Integration 

Many times every day your users need to access and 
update information from multiple applications concur- 
rently. For instance, a service representative using a 
Customer Information application under IMS sees a cus- 
tomer’s name, address and a summary of accounts. While 
viewing this data, the service representative needs to 
access detailed information from the Account History 
application running under CICS. Think of the increased 
efficiency and improvement in customer service if infor- 
mation from two or more related applications could be 
combined on a single, interactive screen. 


TPX Provides the Solution 
TPX makes it easy to front-end your existing applications 
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with your own customized screens. You can integrate 
transactions and data from any number of applications, 
giving your users a unified, standard view regardless of 
the format of underlying application screens. 


TPX Does Windows Too 

You can also integrate concurrent applications with TPX 
Windows, a powerful, full-function windowing facility. 
Either way, you will increase your users’ productivity and 
your business’ competitive advantage. 


Discover the Benefits for Yourself 

Return the attached reply card today for more informa- 
tion on how TPX 2.0 can help you integrate your applica- 
tions in an MVS or VM environment or feel free to call 
(412) 323-2600 ext. 444 in PA. 
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LEGENT 


The company formed by the merger of 
Duquesne Systems and Morino. 


Two Allegheny Center 
Pittsburgh, PA 15212 
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INTEGRATION ISSUES SPUR 
NEW AREAS OF LEGAL PURSUIT 


Marvin Mitchelson to 
take the case of dis-in- 
tegration palimony? 

A Clarence Dar- 
row to deal with evolutionary 
interoperability? 

An F. Lee Bailey to defend 
the freedom of file transfers on 
a heterogeneous network? 

An unhonored systems inte- 
gration contract might not re- 
quire lofty oratory courtroom 
skills, but there is work out 
there for lawyers as integration 
increasingly moves out of the 
public sector and into the com- 
mercial arena. 

As more vendors get tied to- 
gether in a customer’s shop, the 
lines of responsibility and, 
therefore, possible blame, can 
get blurred. So, if an informa- 
tion systems manager thinks he 
can sign an integration contract 
without a lawyer, he might want 
to think again. 

“People don’t pay attention 
to the details,” observes James 
Kurz, a trial lawyer who says he 
is more likely to get calls after a 
contract has gone awry than 
while it is being negotiated. 

When drawing up a systems 
integration contract, an infor- 
mation systems manager should 
be looking for a single point of 
contact if something goes 
wrong, says Hurz, who is part- 
ner in the law firm of Kurz & 


NOTED 
BELLCORE HAS COMMIT- 
TED $1 MILLION TO CAR- 
NEGIE-MELLON UNIVER- 
SITY’S GRADUATE-LEVEL 
PROGRAMS IN INFORMA- 
TION NETWORKING, 
SLATED TO BEGIN IN FALL 
1989. 


June 5, 1989 


Koch in Washington, D.C. 

Also, “Contracts now have 
arbitration clauses, so you don’t 
have to go to court,” thus saving 
time and money, Kurz says. 

The lawyer for a systems in- 
tegrator should try to draw up 
“objectively defined written 
specifications,” says Helene 
Stewart, a lawyer at Oracle 
Complex Systems Corp., an 
Oracle Corp. subsidiary that 
handles products and services in 
the government market. “That 
way, everyone has the same im- 
age in his mind.” 

Stewart adds that the goal of 
the contract drafter is to have a 
contract that is clear enough 


NORMAND COUSINEAU 


issues & trends 


that an independent third party 
can understand what the con- 
tract means. 

In sum, integration contracts 
should give the IS manager 
peace of mind, Stewart says. 
They should use clear language 
for estimating functional needs 
and state exactly what will be 
delivered and time periods for 
performance. — By HELEN PIKE 
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er in a shop, 
the lines of 
responsibil- 
ity and, 
therejore, 
blame, can 


vet blurred. 


EVERY PROTOCOL HAS ITS DAY 


The technology’s nothing new, 
but suddenly, remote procedure 
calls (RPC) are the darlings of 
every network vendor’s product 
portfolio. 

RPCs are network protocols 
that enable pieces of software 
applications to run simulta- 
neously in a local-area network 
environment on a variety of dif- 
ferent processors and hardware 
platforms. In the age of integra- 
tion, LANs, distributed pro- 
cessing and the push to increase 
network throughput, RPCs are 
suddenly a valuable asset. 

Some vendors and analysts 
even see RPCs as the important 
vehicle in launching the next 
evolution of corporate net- 
working: distributed comput- 
ing. 

RPCs represent a quantum 
leap forward because they pro- 
vide the tools to build network- 
ing strengths directly into new 


Some even 
see remote 
procedure 
calls as the 
important 
vehicle in 
launching 
distributed 


computing. 


software applications. They 
even have the ability to break up 
separate parts of an application 
and have each piece run on a 
separate machine on any part of 
the network or networks. RPCs 
can also encode across multi- 
vendor networks. 

John F. Slitz, vice-president 
of marketing and business de- 
velopment at Netwise, Inc., a 
Boulder, Colo., developer of 
RPC tools, says RPCs work on 
two levels. 

At the base level, Slitz ex- 
plains, RPCs take local calls and 
provide programming code 
across processors. 

“At a higher level, the RPC 
mechanism is a kernel on which 
to build major client/server ap- 
plications,” he says. “It be- 
comes a high-level procedural 
interface that generates major 
application code across net- 
works.” — By STAN KOLODZIEJ 
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@ COMMUNICATIONS INNOVATORS 


FARMERS REAP THE BENEFITS 
OF INTEGRATED DATA DELIVERY 


n the nation’s agricultural 

industry, a prolonged 

drought is aggravating the 

conditions in which farm- 
ers must conduct their business. 
But in Illinois, farm managers 
are fighting back using integrat- 
ed technology. 

They have set up a statewide 
communications system that 
brings together weather, crop 
futures and financial data and 
sends it via a television satellite 
that, in turn, delivers it as a ra- 
dio signal to 3,500 farms in the 
state. 

“The ongoing crisis in agri- 
culture fueled the communica- 
tions need,” explains Kent Kar- 
raker, general manager of 
communications systems for the 
Illinois Farm Bureau in Bloo- 
mington, a nonprofit farming 
cooperative providing a variety 
of services to farmers, from in- 
surance to legislative support to 


information services. 

Desiring information sooner 
than the previous week’s news 
in a weekly print format, farm- 
ers told the bureau in 1975 they 
wanted more timely news on 
agriculture, weather and com- 
modities, Karraker says. So the 
bureau’s IS department set 
about designing an integrated 


°Karraker (left) 
says the commu- 
nications sys- 
tem presents 
farmers with 
weather reports 
from the Mid- 
west Climate 
Center at the 
University of Illi- 


data and delivery service. 

Today, the farm bureau uses 
a Wang Laboratories, Inc. 7310 
minicomputer as a hub for coor- 
dinating data and delivery activ- 
ities. The data is transmitted 
from Bloomington along dedi- 
cated lines to a satellite uplink 
in. Chicago. From the satellite, 
the information is sent to 18 ra- 
dio stations throughout IIlinois. 

With antennae on their 
roofs, farmers receive a special 
FM signal that transmits up to 
64 electronic pages of informa- 
tion into dumb terminals locat- 
ed in their offices. 

Participating farm bureau 
members have the option of a 
one-time $800 purchase of the 
receiving and terminal equip- 
ment or a rental arrangement 
that requires a $90 initiation fee 
and a $200 yearly charge. In ei- 
ther case, the information is 
free. — By HELEN PIKE 
[The Illinois Farm Bureau is a 
finalist in the Computerworld 
Smithsonian Awards competi- 
tion, which recognizes out- 
standing technological contri- 
butions to society. — Ed] 


EDS GOES AFTER COMMERCIAL MARKET 


Electronic Data Systems Corp. 
(EDS) has ambition as big as its 
home state of Texas. 


This systems integration 
subsidiary of General Motors 
Corp. grabbed headlines recent- 
ly by its joint acquisition of Na- 
tional Advanced Systems with 
Japanese titan Hitachi Ltd. The 
move gives government con- 
tractor EDS low-cost main- 
frames on which to develop ap- 
plications and thereby make an 
aggressive bid for a piece of the 
commercial market. 

The strategy from EDS’ Dal- 
las headquarters concerns lever- 
aging integration expertise 
gained from its GM work with 
revenue other than from the 
Detroit automotive giant. 

Even with a busy GM sched- 
ule that by the end of the last 
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fiscal year accounted for 59% of 
its $4.84 billion in revenue, 
EDS has managed to grow its 
non-GM business by 30%. 

“People recognize that com- 
munications and computing are 
merging,” says Stuart Reeves, 
senior vice-president in charge 
of EDS’ government systems 
group. EDS wants to be known 
as a supplier of both. 

To that end, EDS this year 
alone has done the following: 
¢ Upped its stake in the elec- 
tronic funds transfer (EFT) 
market by buying Automatic 
Data Processing, Inc.’s EFT 
service. This purchase follows 
last summer’s acquisition of 
Mtech Co., the EFT and DP 
operation of Mcorp, a faltering 
savings and loan. 
© Signed 2 cooperative market- 


ing agreement with Hewlett- 
Packard Co. to bid jointly on 
proposals for which HP hard- 
ware, EDS software and project 
management services from both 
companies can be integrated. 

e Bagged a 10-year contract 
valued at $300 million to per- 
form the IS operations of the 
Meritor Financial Group, the 
nation’s seventh largest thrift. 
The pact includes the purchase 
of $25 million worth of Meri- 
tor’s DP and voice and data 
communications equipment. 

© Opened a $1 billion Informa- 
tion Management Center in 
Plano, Texas, responsible for 
24-hour operation of EDS’ 21 
information processing centers 
and EDSnet, its global network 
boasting half a million attached 
devices. — By HELEN PIKE 
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Whitesmiths and Intermetrics link together. 


Now one company provides complete 
Ada and C solutions. 

Link up with Intermetrics and the C industry 
experts from Whitesmiths, Ltd. Two companies 
with a tradition of leadership and product excel- 
lence have combined to bring the most advanced 
answers to your Ada and C mainframe needs. 
Together, they can make a difference. 


Innovation and experience. 

Whitesmiths, Ltd. was the first company to pro- 
duce C compilers for mainframes and microcom- 
puters, including the compiler for IBM’s 370. 


© 1989 Intermetrics, inc. All rights reserved. 


Intermetrics developed the compiler for all space 
shuttle flight software and pioneered Ada appli- 
cations on mainframes. 


Commitment. 

Rely on the same company that NASA has counted 
on for nearly two decades. Intermetrics now has 
over 600 employees in ten United States locations 
creating off-the-shelf compilers, debuggers, com- 
plete development systems and customized soft- 
ware. For further information about our main- 
frame or cross-development products, call 
1-800-356-3594? 


Intermetrics. The big difference. 
# a a 


Intermetrics 


733 Concord Avenue, Cambridge, MA 02138 
*In MA (617) 661-0072 FAX (617) 868-2843 
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@ ON THE CONTRARY 


ARE EXECUTIVE SYSTEMS WORTHWHILE? 


issues&trends 


AT ISSUE: Executive information systems. Executive sup- 
port systems. The concept goes by various names, but it has a 
single goal: Delivering strategic information to the executive 
suite. Nice idea, but does it work? The debate still rages . . . 


PRO: 
LLOYD BELCHER 


Typically, an executive infor- 
mation system (EIS), like other 
computer systems, is viewed as 
a new process. Yet every execu- 
tive has some form of informa- 
tion infrastructure whether or 
not he has ever seen a comput- 
er. This structure may be a se- 
ries of telephone calls, memos, 
presentations or requests from 
an executive assistant. 

So, rather than thinking of an 
EIS as some new process, con- 
sider it an improvement to the 
existing process. This concept, 
driven by a business application 
orientation and coupled with 
today’s technology, can yield 
amazing results. 

But what is an EJS, and what 
does it do? An EIS is a system 
that allows corporate data from 
various sources to be converted 
into meaningful information, 
accurately, quickly and secure- 
ly. It may be very small, with no 
more than 20 numbers, or it 
may consist of thousands of 
numbers, graphs and text. 

Who should have an EIS? An 
EIS is for any executive with a 
desire to improve his ability to 
use information as a strategic 
resource. 

How difficult is it to get up 
and running? It is easy for a 
small amount of information 
and increasingly difficult as the 
information base is expanded. 

Should it be widely used? 
Practically without exception, 
today’s computer technology 
can and should be used to im- 
prove or enhance the existing 
executive information process. 

What are its benefits? The 
benefits are as broad as the op- 
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portunities to deliver better in- 
formation to the executive 
suite. A new delivery system 
can enhance the information, 
and new ideas for presenting 
strategic information will grow 
from the partnership of busi- 
ness needs and technology. 

An EIS can be any size. Do 
not be misled by those who 
would have you believe an EIS 
has to be an expensive system 
complete with a team of ana- 
lysts and computer jocks. 


<De Long (right) 
is a research as- 
sociate at Har- 
vard Business 
School and co- 
author with John 
Rockart of Ex- 


ecutive Support 


Belcher (left) 

is the coordina- 
tor of business 
environment and 
executive in- 
formation in the 
planning and 
analysis depart- 
ment at Conoco, 
Inc., an oil com- 
pany located in 
Houston. 


CON: 
DAVID DE LONG 


Not all attempts at bringing in- 
formation technology to the ex- 
écutive suite have been fabulous 
successes. In fact, at least half 
of the attempts to implement an 
executive support system (ESS) 
end in failure or, at best, pro- 
vide users with slightly more 
value than an extra coat hook. 

Although the payoffs can be 
tremendous, developing an ef- 
fective ESS is difficult. The 
most common reasons for fail- 
ure are either that the executive 
does not see any benefits in us- 
ing a computer or fails to realize 
the time and energy necessary 
to create a system of real value. 
William Smithburg, chairman 
and chief executive officer at 
Quaker Oats Co., says it took 
him three years to develop a da- 
tabase that he considered useful. 

Maybe that’s extreme, but 
unless an ESS developer has an 
executive sponsor willing to ex- 
pend his political capital in 
twisting arms to make the sys- 
tem a reality, he should focus 
his resources somewhere else. 
It’s usually a waste of time (and 
money) to try to sell top man- 
agement an ESS. 

In other cases, the executive 
casually says, “Get me a com- 
puter,” thinking the project, 
like most others, can be delegat- 
ed. In this situation, ESS devel- 
opers often become intimidated 
and fret about keeping the “big 
boss” happy, forgetting that 
they have a responsibility to 
educate — not sell — top man- 
agement on its role in creating 
an effective ESS. The develop- 
ment of senior management sys- 
tems is something that frequent- 
ly is delegated to systems 
analysts. But the political stakes 
are too high and the executive’s 
information needs too personal 
— and critical — to give the 
project away. When this hap- 
pens, everyone loses. 
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For years, we believed 
that ACLs shouldrun only 


ona maintrame. 


Now were divided 


on the issue. 


For hundreds of thousands of mainframe users, 
NOMAD’ relational design, rich language, and 


windowed user interface have set new standards in 
4GL productivity and performance. ism 


ow, with recent advances in PC technology, 


we're separating ourselves from the competition in 
another way. With versions of NOMAD for your 
mainframes, minicomputers, and PCs that deliver 
on the promise of true cooperative processing. 
Instead of simply transferring files between 


mainframe and PC, NOMAD now shares the 
actual processing ina dialogue between your 
machines. 

For example, by distributing tasks like menu 
and window management, data validation and 
report generation to the PC while conserving 
mainframe power for simultaneously proc- 
a against a shared data- 
base, NOMAD reduces its use of mainframe 
resources by as much as 75 percent. 

Impressive as that sounds, it’s but one of 
the innovations responsible for widening the 
technical gap between NOMAD and other 4GLs. We're 
also the first to develop a common windowing capability 
and implement referential integrity across multiple hard- 
ware environments. 

Soif you're looking fora 4GL that will boost user 
productivity, offload your mainframe, and handle your 
toughest applications, keep in mind that the best deci- 
sion isa split decision. NOMAD. From Must. 


MM US SOFTWARE 
INTERNATIONAL 
Making 4GL a language anyone can speak. 


For more information, write to Deborah Evans Cox, at MUST Software International, 101 Merritt 7, Norwalk, CT 06856. Or call 1-800-441-MUST. 
NOMADisa registered trademark of U3S International Ltd 
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@ IS EDUCATION 


issues &trends 


POSTGRADUATE PROGRAMS TARGETED AT IS 
OFFER OPTION TO TRADITIONAL MBA CURRICULUM 


n MBA with a concen- 
tration in information 
systems remains the 

popular, though not 
the only, choice when it comes 
to an IS business education. 

But can MBA programs, IS 
twist or not, prepare students to 
deal with real-world technical 
issues such as integration? Ac- 
cording to Jim Wetherbe, they 
certainly can. 

Wetherbe, a professor at the 
University of Minnesota’s Carl- 
son School of Management, 
says the MBA project team ap- 
proach at Carlson is one way 
students get a feel for how busi- 
nesses work. 


Team effort 

The teams are made up of grad- 
uate students concentrating in 
various fields like marketing, fi- 
nance, IS and so on. These 
teams are assigned to companies 
to solve business problems. If 
the problem happens to be an 
integration one, the IS partici- 
pant must draw on his technical 


skills, as well as his knowledge 
of business strategies, to find a 
solution. But the solution must 
be put in the context of the rest 
of the group’s analysis. 

Many other business schools 
use fieldwork as part of a well- 
balanced MBA program. 

Changing technology times, 
however, demand more of an 
even mix of technology and 
business skills in the classroom, 
a mix many MBA programs 
don’t provide. 

As Elias Awad sees it, MBAs 
with an IS slant are a general- 
ist’s haven; they make graduates 
more marketable, but they can’t 
offer students the specialized 
skill set needed to be JS execu- 
tives. 

Sc Awad, a professor at the 
University of Virginia in Char- 
lottesville, spent the last six 
years readying a two-year IS 
graduate program for the uni- 
versity. The upshot of the de- 
gree — a master’s of science in 
MIS — is to prepare graduates 
to assume leadership roles in 


Let’s make a deal 
The top five telecom services deals in 1988 


Buyer 


Centel Corp. 


United 


Telecommunications, Inc. 


Alltel Corp. 


Comcast Cellular Corp. 


An investor group 
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Purchase 


United Telespectrum 


30% of U.S. Sprint 
Communications Co. 


CP National Corp. 


American Cellular 
N Corp. 


Litel 
Telecommunications Corp. 


Founded by 
Thomas Jeffer- 
son in 1891, 

the University of 
Virginia offers 

a master’s de- 
gree in MIS. 


Approximate value 


(In Millions) 


$775 


$600 


$283 


$230 


$200 


SOURCE: BROADVIEW ASSOCIATES, FORT LEE, NJ 


the management of an organiza- 
tion’s information resources. 
Networking, database and ex- 
pert systems courses count as 
much as accounting, marketing 
and management ones. 

But experience may be the 
best teacher of all, claims Bill 
Kooser, executive director of 
the Computing Exchange 
Group in Chicago, a consor- 
tium of seven U.S. business 
schools that exchange ideas on 
computing and curriculum. 

Kooser says that an advanced 
degree might help you climb the 
corporate ladder a little higher, 
a little faster, but most compa- 
nies expect candidates for high- 
level technical positions to have 
put in their time with an organi- 
zation and gained hands-on 
skills. — By Lory ZoTTOLA 


NOTED 
ONE-THIRD OF LARGE 
COMPANIES WILL BE US- 
ING EDI SERVICES BY 1991, 
NEWTON-EVANS RE- 
SEARCH CO. REPORTS. 
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“Tf that came out 
ofour mainframe, 


Once, the idea of 
getting printed main- 
frame information to look 
this good was just a little 
hard to swallow. 

Understandable, con- 
sidering the somewhat 
down-and-dirty nature of 
one of your average sys- 
tem printers. 

A far cry, needless 
to say, from the advan- 
tages of ASCII printers. 
Whether it be the high 
quality, advanced capa- 
bilities and faster print- 
ing speeds of some. Or 
the significant cost sav- 
ings of others. 

Which is where 
Avatar’s PA1500G, EP- 
Connect, PRO-Plus and 
Passport 3287 printer 
emulation products 


llleatit? 


TO A.J. Chandler 
ROM: M. Pauling 
SUBJECT Printer-te-Mainframe Connectivity 


a jontacted Avatar Corporation, the leading manufacturer of printer- 
toute frame and Macintosh-to-main. — eo con: tee en solu’ th es about 
ite pr A ter je specific board-lev ed 8 for your Epron and HP 

users, or an external nit wrens  Palsoos) that w. whe siiew any 
oar or eo cer ‘to access main: fra me data. Using Avatar 3287 printer eau- 
lation connect: 


* IBM Proprinter Series Printers (ali types) 
* Hewlett-Packard LaserJet Series II printers 
* Epson FX, EX, DPX end 1Q Series Printers 
* 


Se aeieoene nekaal 


= ni ae. Including features such es bo! 
Beintrane printing 


a 
plus — 

attr eater like en incredibie 123 char acters per line in portrait 

mode. 


All_of which waa never available in a standard 2270 syatem printer, 
I'm sure aie will give you the printe: ae a frane ———- vity 
ansver By the wa’ ay thie lette ploaded from my 
suaomsal canpeter eas abente an 15 9370, then pelubes eo'ay 
UP LaserJet series 11. 


af 


Sw 


{ 


- 


IBM 3174, 3274 and 3276 
control units. 

As you can imagine, 
the implications of all this 
are more than a little im- 
pressive. It means you can 
print mainframe data more 
cost efficiently than ever. 
It means you can print 
both local and mainframe 
applications on one printer. 

But most of all, it 
means you can get more 
information into the hands 
of more people than you 
ever could before. 

And because Avatar 
is the number one name 
in printer emulation 
technology, you can rely 
on getting the service, 
support and experience 

in IBM 3270 connectivity 
you expect. 


Now any printer can be used to print quality documents from mainframe data. Even laser printers like the ome that produced this memo. 


come in. Very simply, For the name of your 

they make it possible for anyone in your organization Avatar printer emulation distributor, call +800-289-2526, 

who needs IBM mainframe information to get it ext. 30. Or write Avatar Corporation, 65 South Street, 

quickly and easily using any ASCII printer. Everything Hopkinton, MA 01748. 

from the IBM” Proprinters and the Epson series to We think you'll be im- 

the HP LaserJet II and everything in between. pressed with what printer \ a { or 
They're easy to install, require very little train-  emulationcandofor you. iv \ rf | re | | 

ing or MIS support and are fully compatible with Once you get a taste of it. 

Circle Reader Service Number 10 





WHY GAMBLE WITH 
NETWORK RELIABILITY? 


i ile cemesin B iheenet net- 
works, it sometimes seems like the cards 
are stacked on you. You need the 


with all the quality, dependability and 
technological leadership you’ve come 
to expect from SynOptics. With over 
150,000 nodes shipped to 500 customer 
sites worldwide, SynOptics is the leader 
in twisted pair Ethernet. And as a stan- 
dards-based company, SynOptics de- 
signed LattisNet with a migration path to 
emerging and de facto standards. 


So deal yourself a winning hand —rely on 
LattisNet Network Management. 


To receive your free LattisNet® Network 
Management brochure and storyboard 
diskette, call toll-free 800-USA-8023, 
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lectronic mail is at the 

center of a marketing 

war heating up among 

large computer ven- 
dors that see E-mail as an im- 
portant way of gaining more 
control of the corporate 
networking and integrated sys- 
tems markets. 

Information systems profes- 
sionals should be advised, how- 
ever, that the E-mail market is 
not as clear-cut as some vendors 
would like them to believe. 

Fact: Most large organiza- 
tions have built up several pro- 
prietary E-mail systems in their 
companies over the years. 
These systems run over diverse 
hardware platforms. They run 
over proprietary network pro- 
tocols. They use incompatible 
E-mail formats for addressing 
and making user directories. 

The increasing need to link 
these E-mail systems together 
has IS looking for a common, 
unifying set of specifications. 
At this point, the top E-mail 
contenders number _ three: 
IBM’s Officevision, Digital 


issues &trends 


USERS SEEK UNIFIED SOLUTIONS 
FROM E-MAIL VENDORS 


Equipment Corp.’s Mailbus and 
the X.400 standard. 

Each has its drawbacks. 
IBM’s Officevision E-mail 
products, aimed at the compa- 
ny’s Systems Application Archi- 
tecture, still do not connect 
with X.400, while parts of the 
product suite will not be avail- 
able until late 1990. DEC’s 
vaunted OSI implementation is 
more proprietary than standard, 
and the X.400 standard itself 
has no installed base as of yet. 

Lee Doyle, an analyst at In- 
ternational Data Corp., a re- 
search firm in Framingham, 
Mass., suggests that after all the 
jawing, it might be wise to sit 
tight when it comes to E-mail. 

Companies heavily depen- 
dent on IBM hardware that 
have plans for SAA should im- 
plement certain E-mail gate- 
ways now and then wait for 
IBM’s full-fledged Officevision 
products, Doyle says. Those 
firms with a strong commit- 
ment to DEC equipment should 
consider Mailbus to link incom- 
patible mail systems. 


es Mail 
file 


The growth of the electronic 
messaging market 


Segment 1987 1988 Growth 


(U.S. revenue in millions) rate 


Public E-mail $287 $330 15% 


network service 


Host E-mail MHS* 
software 


LAN E-mail MHS $10 $15 50% 
software 


$120 $165 38% 


Non-X.400 host $14 79% 
gateway software 


X.400 host gateway $I 
software 


300% 


“Message handling system 


INFORMATION PROVIDED BY 
INTERNATIONAL RESOURCE DEVELOPMENT, INC., NEW CANAAN, CONN 


TOM MONAHAN 


It might be As for X.400, Doyle recom- 
mends treating it as a tactical 
product to create gateways be- 
tween selected internal E-mail 
systems. Then, in a few years, 
Doyle says, X.400 could well 
have garnered enough vendor 
support to become a legitimate 
E-mail backbone. — By STAN 
KOLODZIE} 


wise to sit 
tight when 
it comes to 


E-mail. 


OFFICE SWEET OFFICE 


On top of the concern IS pro- 
fessionals have about integrat- 
ing corporate computing re- 
sources, they may now have to 
add the worry of integrating the 
office environment. 

Executives should be in- 
creasingly aware of making the 
office work setting a more ame- 
nable place. The integrated of- 
fice environment, like integrat- 
ed technology, aims to make 
people more productive and 
motivated and, hence, contrib- 
utes to a company’s long-term 
economic health. 

For example, in a poll last 
year of 1,000 office workers by 
Louis Harris & Associates, 71% 
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The inte- 
grated of- 
fice envi- 

ronment 

aims to 
make people 
more pro- 
ductive and 


motivated. 


of the 330 employees with ad- 
justable lighting said it enabled 
them to do more work. Of the 
750 people with adjustable seat- 
ing, 61% said the chairs made 
them more productive. 

The ideal work area com- 
bines the following features: 
¢ A setup that comfortably ac- 
commodates both a person and 
a computer system, including its 
tangle of wires. 
¢ Adjustable chairs with con- 
toured features and sculpted 
cushions. 
¢ A mix of direct and indirect 
lighting, warm-colored light 
bulbs and an equitable distribu- 
tion of natural light. 
e “Personal” touches, such as 
paintings, wooden desks and 
round meeting tables. 


© Modular partitions made of 
cloth to absorb sound. 

In a time when firms must 
make the most of all resources 
— technology and manpower 
included — spending a little ex- 
tra to make the office more er- 
gonomic may bring a wealth of 
returns. — By Lory ZOTTOLA 


NOTED 

IN 1989, VAX-TO-IBM PC 
SHARED NETWORKS WILL 
INCREASE BY 76%, VAX- 
TO-MAC SHARED NET- 
WORKS BY 80% AND VAX- 
TO-IBM PS/2 SHARED 
NETWORKS BY 83%, RE- 
VEALS A DEC USER SUR- 
VEY BY RALPH HEAD AND 
AFFILIATES LTD. 
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If You Keep 
An Open Mind, 


You Don't Stop 
With The Standards. 
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There’s a big difference between settling for 
standards and setting them. At NCR, we’re open- 
minded about open systems architecture. That means 
the standard is the starting point; and the sky’s the 
limit on how flexibly the technology can be applied 
and advanced. 

With technology, we’re so open-minded that cur 
25MHz 386 is faster than a 25MHz 386. How? We 
didn’t settle for the standard 32KB of cache memory 
offered in many other PCs. Instead, we raised it to 
64KB. This gives our new PC925™ faster response 
time and throughput. The result—increased 
productivity. And one more example of NCR 


adding value to advance an industry standard to 
a new standard of excellence in performance. 

Our open-mindedness opens unlimited opportunities 
for applying PC technology to a variety of business 
problems. Because no business considers its computer 
needs standard. 

At NCR, we’re open to finding the PC solution you 
have in mind for your business. 

If you’re open to this kind of thinking, call 1 800 
544-3333 for a free literature packet and the location 
of the Authorized NCR Reseller or sales representative 
nearest you. Or write to us at PO. Box 785, Dayton, 
Ohio 45482-9905. 


NCR PERSONAL COMPUTERS 


Creating value 
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business 


IMPERATIVES 


Strategic systems don't have 
to be wildly innovative. The 
most effective improve nuts- 


and-bolts business activities. 


MERICAN AIRLINES. American Hospital 
Supply. McKesson Drug. In the world of 


strategic systems, they set the standards. 
American Airlines with its hugely prof- 

itable Sabre reservations system. American Hospital 
with ASAP and McKesson Drug Co. with Economost — 
distribution systems that profoundly shaped the struc- 
ture of their industries. And in testament to the strength 
of these systems, all three companies are still reaping 
benefits from these systems and adding to them after 
more than a decade of use. 

In the Hall of Fame of great systems, however, these 
three rattle around in a strikingly empty room. Similar 
successes, what Arthur D. Little, Inc.’s Toby Choate 
calls “breathtaking breakthroughs,” are few and far be- 
tween. The reason so few systems give a company long- 
term benefits was pointed out by economist Adam Smith 
at the dawn of the industrial revolution: Anything that 
gives one company an advantage is going to be copied by 
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competitors, erasing the innovator’s 
head start. 

But those same competitive pres- 
sures that make it tough to sustain an 
advantage make it imperative to try, 
especially in these days of an increas- 
ingly global marketplace. 

As a result, companies ranging 
from energy providers to retailers to 
hospitals are viewing integrated com- 
puter systems not as a cost but as a 
revenue generator. Business execu- 
tives are, in a word, integrating their 
information systems with their busi- 
ness needs. And in the process, these 
information and communications 
systems are changing the way busi- 
ness does business. 

“Companies can get a competitive 
advantage by doing even the basic 
business things — the nuts and bolts 
—- better,” says Choate, the head of 
ADL’s information and telecom- 
munications systems consulting prac- 
tice in Cambridge, Mass. 

Building such systems, of course, 
is no easy matter, with no magic for- 
mula. But the biggest hurdles are sel- 
dom technical. “Business managers 
are the real obstacle,” contends John 
Framel, the former chief financial of- 
ficer for Gulf Energy Corp.’s Euro- 
pean marketing and refining division 
and now president of IR Concepts, 
Inc., an information management 
consulting firm in Houston. 

Framel recalls a meeting at Gulf in 
which top executives couldn’t figure 
out where all the technology dollars 
were going. “The problem was us,” 
the former finance officer admits. 
“We were not paying enough atten- 
tion” to the use and planning of in- 
formation resources. 

Even when the executives on the 


IN A HIGHLY COMPETITIVE FIELD 


Air Products seeks to attract and keep customers 


with better service, made possible by its on-line urder entry system, Haas says. 


business side are paying attention, 
most organizations have high organi- 
zational barriers that make it difficult 
for business and technology manag- 
ers to listen to one another. 


Slanted view 

It’s like the New Yorker magazine’s 
view of the rest of the country, says 
Don Davis, a senior vice-president of 
the Industrial Computer and Com- 
munications Group at Allen-Bradley, 
a systems integrator and industrial 
controls maker in Milwaukee (see 
story opposite page). People in the 
business functions, manufacturing 
and information systems areas have 
their own view of the company. 
Dominating the middle of each image 
is the group’s own concerns, whether 
Operations, process controllers or 
technologies. “And off there in the 
corner or on the side are little boxes” 


ALL MAJOR CANADIAN banks share their automated teller ma- 
chines. Customers can thus access their accounts through the machines 
of any bank in the country. Similar cooperation among U.S. banks has 


also occurred in some cities. 


Part of the banks’ willingness to work together comes from the cost- 
savings of maintaining a smaller ATM network of their own. But more 
important, says the vice-president of a major Canadian bank, “is that 
there is no sustained competitive advantage. Why spend lots of money 
on the basic service of getting money from a machine when your com- 
petitors will catch up with you three months later?” 
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representing the others, he adds. 

One firm that has managed to 
mesh those worlds is Shell Oil Co. 
in Houston. It fills senior positions 
in IS with business managers familiar 
with technology issues. By moving 
people across functions, the company 
ensures that IS planning will be driv- 
en by business needs. “TIS cannot, will 
not and must not be remote from the 
business, and the business people 
cannot put their ideas in a mail drop 
and expect to have them successfully 
executed,” declares Chester Jones, 
who knows both sides of the fence. 
Now the oil giant’s general manager 
of technology and development, he 
has also worked at Shell as a market- 
ing manager and general auditor as 
well as researcher and product busi- 
ness manager. 

A direct outcome of this process 
was Shell’s initiation five years ago of 
point-of-sale equipment for credit 
authorization. “The business manag- 
ers were driving us to rethink the re- 
tailing cost structure where credit is 
a major tool,” Jones says. The tech- 
nology people saw that improve- 
ments in telecommunications and mi- 
crocomputers made possible a 
nationwide network that had not 
been economically feasible before. 

With the network, Shell cut down 
its bad debt, reduced its receivables 
and shortened the billing cycle. 

Other companies, too, have im- 
proved the bottom line by targeting 


June 5, 1989 


STEVEN FALK/GAMMA LIAISON 





operational systems. | Consider 
changes in customer service. Straw- 
bridge & Clothier, the $900 million 
retail chain based in Philadelphia, 
was getting low marks from custom- 
ers for its too-long checkout lines. So 
the company experimented with 
Universal Product Code bar coding, 
scanning and price lookups at the 
cash registers, says Tom Ritten- 
house, Strawbridge VP and comp- 
troller. Strawbridge now has bar- 
coded all items in its 20-plus 
discount stores and 40% of them in 
its 13 department stores. 

Scanning might not be flashy, and 
in fact, it’s only one leg of the way 
toward a full Quick Response sys- 
tem, the retail and textile industries’ 
version of just-in-time (see story 
page 28). But according to a study by 
Andersen Consulting in New York, 
this technology alone can save stores 
an amount equal to almost 1% of 
their sales a year. Not only does it 
speed the checkout lines and keep 
customers happier, but by tying to 
other back-office operations, it im- 
proves inventory control and reduces 
the labor needed to reticket goods for 
sales and other promotions. 

Like Strawbridge & Clothier, Air 
Products & Chemicals, Inc. needed 
to improve its customer service. But 
as a supplier to other chemical pro- 
ducers, its problems did not stem 
from backed-up checkout lines. As 
the firm’s chemicals group shifted its 
strategic emphasis from bulk com- 
modity chemicals to specialty chemi- 
cals, it hit “a market with more cus- 
tomers, smaller quantities and more 
complex delivery requirements,” says 
Terry Haas, the group’s manager of 
customer services. 

The specialty market is also more 
time-sensitive. Before, orders as 
large as a railroad car could be deliv- 
ered in one to two weeks; now, 
same-day delivery is routine for bag- 
and pail-size quantities. But the old 
batch order processing system, built 
in the mid-1970s, was too slow and 
unable to keep the customer repre- 
sentatives knowledgeable about their 
customers’ special wants. 

A systems planning effort, led by 
the IS people, identified an on-line 
order entry system as the highest pri- 
ority for the chemicals group. In an 
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ALLEN-BRADLEY, A MAKER of industrial controls, is practicing 
what it preaches — that CIM is not a technology but a strategy. 

In a small corner of its manufacturing plant in Twinsburg, Ohio, a 
pilot project that ties together engineering groups with the factory’s 
manufacturing and testing operations has begun to add new connections 
to the inventory systems at the firm’s headquarters in Milwaukee. More 
importantly, the new computer-integrated manufacturing (CIM) cell 
has been aimed at getting products to market faster, says Don Davis, a 
senior VP in Allen-Bradley’s Industrial Computer and Communications 
Group (ICCG), which runs the facility. 

Twinsburg is one of two plants that makes circuit boards for ICCG’s 
four operating divisions. Back in 1984, its customers were demanding 
boards built with surface mount technology (SMT), a technique that can 
cram more circuitry onto fewer square inches. Twinsburg managers 
needed to build an automated manufacturing cell to implement SMT. 

But instead of building yet another isiand of automation, plant man- 
agers decided to use the new cell as a test bed for tackling one of Allen- 
Bradley’s fundamental business problems — its products had a life cycle 
of three to five years on average and needed to get to market quickly. 

The most pressing need was to reduce what Davis calls “a huge paper 
shuffle.” The engineers in each of ICCG’s four divisions design their 
own products at four 
different locations on 
three different com- 
puter-aided _—engi- 
neering and design 
(CAE/CAD) _ sys- 
tems. Before the new 
system, their specifi- 
cation drawings ar- 
rived at the Twins- 
burg plant by truck 
and were _ then 
marked up with col- A“BARE BOARD” starts its travels through the sur- 
ored markers by the face mount assembly cell in the Twinsburg plant. 
tmning ee 
testing groups looking for information pertinent to them. They finally 
were sent back to the CAD system to develop punched tapes to run the 
computer-aided manufacturing (CAM) system. The whole process 
could take up to two weeks. 

Adding to this problem is Twinsburg’s need for flexibility. The 
Twinsburg plant makes over 350 different products in short production 
runs, explains Greg Mesko, manager of manufacturing engineering. En- 
gineering change orders to modify a product can come as often as every 
two hours. Plant managers thus wanted to reduce setup time. 

Their solution was to cross organizational boundaries and integrate 
the CAD systems with the CAM systems on the plant floor by having all 
systems talk to a common database in the middle. That way, engineers, 
production people and testers would all be using the same data at the 
same time, without anyone transporting paper or reentering data. 

The savings have been substantial. The time from concept to product 
has been cut by as much as 50%; for example, inventory has been cut by 
a third, and going from the design to the production stage has dropped 
to one or two days, Mesko says. 

The plant still has a way to go. The manufacturing group is only be- 
ginning to extend the lessons learned in this cell to the rest of the plant. 
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industry in which customers have 
multiple suppliers, improved service 
is one of the only ways for Air Prod- 
ucts to get ahead of the pack. Its new 
Advantage system was connected on 
March | to the first of 15 plants scat- 
tered around the country. It enables 
sales reps to fill an order, run a credit 
check, see if the product is in stock, 
identify transportation and send the 
order out to the plant, all within a 
short phone conversation with the 
buyer. 

Reps are more productive, inven- 
tory control is tighter, invoicing is 
expected to be faster when that mod- 
ule is finished. 


Proof is in the pudding 

Distribution is another area in which 
technology can improve the business, 
especially when you can build a sys- 
tem that tracks a product from mate- 
rial supplies to warchousing to scan- 
ner data from the supermarkets that 
tells you “how it is flying off the re- 
tail shelves.” That’s what Jim On- 
alfo, the IS manager of General 
Foods Corp.’s $1.2 billion desserts 
division in White Plains, N.Y., put 
together for a new frozen pudding 
goody. The system has helped the 
sales and marketing people increase 
sales roughly 10% by letting them al- 
ways know where the product is and 
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GENERAL FOODS’ ONALFO sweetens sales by 10% by tracking product distribution 
from material supplies to supermarket shelves. 


where the holes in the service are. 

One tactic for executives looking 
to integration for business benefits is 
to attack a company’s functional ar- 
eas, such as customer service and 
production. It’s a tactic that can pay 
off handsomely. 

But sometimes the issues are more 
systemic, more involved with a com- 
pany’s whole management culture. At 
Bayfront Medical Center, for exam- 
ple, no single department of the hos- 
pital stood out as a weak link. On top 


RETS: TEATILES 


THE TEXTILE AND APPAREL industries have long fit the classic 
mold of intense competitors. Yet, in the last several years, they have 
mounted extensive joint efforts in the battle to institute Quick Re- 
sponse (QR). In its full-fledged form, QR reportedly will tie together 
everyone in the pipeline — yarn suppliers, fabric makers, apparel manu- 
facturers, sundries suppliers and retailers. The idea is to build a just-in- 
time system that cuts costs and improves sales up and down the line. 

No industrywide process is possible without standards. So, within a 
10-month period starting in May 1986, executives in the several related 
industries established four committees, one for each link in the chain, 
from yarn maker to retailer. . 

Though the committees’ work goes on, competitive juices still flow. 
Jesse Johnston, director of corporate information systems at textile 
manufacturer Milliken & Co. in Spartanburg, S.C., says that at the link- 
age council meetings, which he chairs, ““We limit discussions to stan- 
dards and procedure and are careful not to discuss trade secrets.” Part of 
the reason for this secrecy is a consciousness of antitrust regulations. 
But part of it is that QR is near a company’s heartbeat. “I want to know 
how I can make the industry better, but I don’t want to let people know 
exactly what Milliken is doing, or how fast I’m doing it,” he says. 
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of all the things that any $150 million 
institution with 1,900 employees and 
a large physical plant has to deal with, 
the 518-bed hospital also has people’s 
lives in its hands and needs to run at 
full tilt 24 hours a day. “So we have a 
level of tension that’s unique,” says 
Chief Executive Officer Jim Al- 
bright. “We have to develop unique 
ways to motivate people.” 

His answer was to break down the 
hospital’s traditional hierarchical 
structure and to give people through- 
out the organization the power to 
make their own decisions. And Al- 
bright’s strategy depends in large part 
on picking the right computer tech- 
nology. He is building an open archi- 
tecture hospital information system 
in which each department gets to 
choose and run its own system, be- 
cause “it meets my socialization re- 
quirements for a decentralized man- 
agement structure,” he says. 

Some people, of course, don’t 
want to be socialized. When Albright 
started work at the St. Petersburg, 
Fla., hospital a year and a half ago and 
explained his strategy of a decentral- 
ized network, his top IS guy left, un- 
comfortable with the switch from an 
old-time Burroughs Corp. system. 

But when you come right down to 
it, that’s the flip side integrating 
computer systems with the goals of 
the business. Companies that can’t 
keep up with the changes need to get 
out of the business. . 
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° Exclusive security survey 


‘TIME 


BY ANN DOOLEY 


INTEGRATION STAFF 


ERSONAL COMPUTER network security is everybody’s business. 
Unfortunately, few companies see it that way. To be effective, in- 
formation security has to be part of the corporate business plan, not just 
the responsibility of information systems professionals. Although a recent 


study of chief executive officers by 
Computerworld showed that 91% of 
those top executives consider corpo- 
rate data security to be a major con- 
cern to them personally, they don’t 
act on that concern. Security issues 
are left to the IS staff. 

That’s not ali bad, of course. IS 
managers have the know-how to im- 
plement security measures. But in 
many cases, they lack the political 
clout and authority to make sure that 
information and networks in daily 


use by end users are kept secure. Ac- 
cording to security experts and IS 
professionals, what companies need 
is education and a mandate from the 
top that end users must treat infor- 
mation in a responsible and ethical 
manner. Instead of viewing network 
security as a computer problem of 
hardware, software and communica- 
tions, companies must see it as a busi- 
ness problem. The organizations that 
see it that way will have more effec- 
tive security, experts agree. 


Whom do you consider to be a threat 
against your network? 


internal employees 81.6% 
Outside hackers 
Sorneone else 

Total responding: 98 
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Yo find out the state of personal 
computer network security, Compu- 
terworld Focus on Integration con- 
ducted a telephone survey of 214 IS 
executives in charge of security in 
their organizations. On the question 
of top management concern, almost 
59% of the IS respondents felt that 
security has not increased as a priori- 
ty for top management, even with the 
recent virus scares. The 41% who 
saw a shift in priority reported that 
corporate executives were allocating 
more money, resources, time and 
education to security. 

At Chicago’s Stone Container 
Corp., for instance, a security project 
that had been on the back burner is 
now being actively worked on be- 
cause of the nationally publicized vi- 
rus threats. And additional money 
bie will be coming for contin- 
ued implementation, ac- 

cording to Roxolana 

Poluchowicz, com- 

puting facilities 
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manager at the container manufactur- 
ing company. 

Although 81% of the IS executives 
surveyed said they had adequate secu- 
rity for their data and PC networks, 
only 64% have a formal security plan 
in place. Of those with a formal plan, 
the average length it has been in place 
is four years. Many security experts 
maintain that unless a plan is con- 
stantly updated, it is out of touch 
with the current computing prac- 
tices. “Halfway security is worse 
than nothing at all. You get to rely on 
it but sometimes without reason,” 
notes Robert Groll, vice-president of 
marketing at Microframe, Inc., a se- 
curity company in Cranbury, N.J. 

The only way to make a network 
totally secure is not to use it, one IS 
manager maintains. A more practical 
solution is to change people’s atti- 
tudes toward security issues through 
corporate mandate. Employees can 
almost always find a way to break 
into a network, so it is up to IS man- 
agement with top executive backing 
to make sure employees are aware 
that tampering with a net- 
work is wrong and to explain 
the risks and repercussions 
of such an action. “We 
need a proactive re- 
sponse to crime, 
not the current re- 
active one,” ex- “a, 
plained Raymond ~™ 
Humphrey, director of corpo- 
rate security for Digital Equipment 
Corp., at a security seminar in Bos- 
ton. “You can’t think of it as securi- 
ty. Think of it as management,” he 
added. 

Networked PCs pose a particular- 
ly acute security risk. PCs are no 
longer foreign objects to end users. 
In fact, an estimated 22.5 million 
PCs are spread throughout U.S. or- 
ganizations. About one-fifth of these 
are networked, and that number is 
expected to grow dramatically. The 
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push for connectivity, interoperabi- 
lity and transportability puts precious 
data more at risk. IS’ security prob- 
lems are compounded by integrated 
systems with more access points. An 
integrated system requires an inte- 
grated security system — a combina- 
tion of top brass backing, written 
policies, consistent penalties and so 
on, notes John Muir, president of 
Enigma Logic, Inc., a security com- 
pany in Concord, Calif. 

The Integration survey also 
showed that often little centralized 
control exists for data on PC net- 


Next on IS respondents’ list of 
concerns was intentional crime by 
employees. Nearly 75% of all com- 
puter crimes are reportedly commit- 
ted by insiders. 

The insider’s motive is not neces- 
sarily monetary gain. Some employ- 
ees may try to corrupt the network 
for the fun of it or to beat the system. 
The biggest threat to a network sys- 
tem, however, is from the employee 
with a grievance against a manager or 
a company. 

It is to management’s benefit, 
therefore, to create an atmosphere in 


What network security methods is your 
organization using? 


works. Seventy-eight percent of the 
respondents said that individual de- 
partments claim ownership of their 
data. According to the survey, only 
17% said that centralized data centers 
owned PC network data. 

No matter who owns the data, 
keeping it accurate and maintaining 
its integrity is considered an even 
more serious matter than intentional 
security break-ins by a three-to-one 
margin, survey results showed (75% 
and 25%, respectively). 


Passwords 

Audit trails 

Physical isolation of PCs 
Other 


Electronic methods (such as 
smart cards) 


Dial-back modems 


Thumb/eye or voice scanning 


? Total responding: 100 
; (includes multiple responses) 


which employees won’t want to in- 
flict damage. In many cases, this 
means a drastic change in manage- 
ment practices, something few em- 
ployers may be willing to consider. 
Several IS respondents also men- 
tioned they were concerned about 
data theft from competitors. James 
Dean, IS director for the Energy Ser- 
vices Group, a maker of engines and 
compressors in Mount Vernon, 
Ohio, discloses that the company 
“has prosecuted several employees 
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for taking information to competi- 
tors.” 

Most of the IS executives sur- 
veyed did not admit to any security 
breaches in their networks or corpo- 
rate information systems. One IS 
manager in Colorado admitted that 
his company hadn’t had any security 
problems — that he knew of. Among 
those who claimed not to have secu- 
rity problems, almost all added “‘yet.” 

How did those who have had se- 
curity breaches deal with them? Re- 
sponses included dealing directly 
with the person, firing the person, 
alerting the police or FBI or taking 
technical or organizational action, 
such as restricting further access, 
regularly changing passwords or es- 
tablishing a corporate security de- 
partment. 

For John Clark, assistant director 
at insurance company Cigna Corp. in 
Philadelphia, any potential problems 
would be handled “very quietly.” 

The quiet approach, however, 
didn’t work for John Maday, an IS 
manager at Fairmont Railway Motors 
in Fairmont, Minn. Someone once 
tried to walk off with software from 
the railroad maintenance equipment 
company, “So I hollered at him,” 


What security guidelines have you 
d for end users? 


establishe 


67.7% 
57.3% 


Published security policies 


Software guidelines (such as 
not using shareware) 


Not using outside or 57.3% 


noncompany software 
Published code of ethics 56.3% 
46.9% 


Other 25% 


Total r : 96 
(includes multiple responses) 


Not swapping data disks 


Maday explains. ‘ 
One priority to consider before 
implementing security procedures is 
to assess how much security is actual- 
ly needed. The trade-offs between 
productivity, cost and convenience 
can be monumental if the informa- 
tion involved doesn’t have to be se- 
cured in the first place. DEC’s 
Humphrey advises IS executives to 
prioritize the areas of risk and then 
protect the most important. “You 


PC LANS CURRENTLY PROVIDE little inherent security. Compa- 
nies commonly use logon security, although security experts contend 
that logons provide limited protection. And frequent password changes 
and encryption procedures all impact the way people do their work. 

Another way to limit security threats is to restrict access to PC LANs 
to normal business hours and only to users with a need to know certain 
information. 

Hardware protection, such as physically isolating PCs, is just as im- 
portant as protecting software. Each physical network node is an access 
point. These access points include not only the PC but also servers, 
bridges, gateways, modems, network printers and cabling. 

Raymond Humphrey, director of corporate security for DEC, says 
that eliminating bulletin boards, knowing the origin of software and get- 
ting rid of remote documentation and public networks can all help se- 
cure a system. 

Some companies protect themselves by not using out-of-office disks, 
limiting the transmission of executable programs over networks, not 
booting hard-disk systems from a floppy unless it is the original, not ex- 
ecuting programs of unknown origin, not using network file servers as 
workstations and never adding data or programs to system master disks. 

The Integration survey found that to protect against computer virus- 
es, 25% of the IS respondents said they use prevention devices, and 
4.5% use cleanup devices. A whopping 62% use no such devices at all. 
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will never reach fail-safe,” he claims. 

In the Integration survey, IS exec- 
utives said they protect their infor- 
mation in various ways. Ninety-eight 
percent restrict who can access the 
information, 77% use audit trails, 
81% allow only read, not write, ac- 
cess and 22% use encryption. Pass- 
words are most commonly used to 
limit file access and define tasks. But 
passwords are easily discovered or 
broadcast, rarely changed, have some 
relation to the owner and are subject 
to repeat entry tries. 

The challenge is to maintain an ef- 
fective flow of information along a 
network without restricting users. 
With PCs, the user becomes the pro- 
grammer, operator and security offi- 
cer. Companies can protect against 
specific entry points and specific 
types of invasion, but they can’t pro- 
tect it all, or it would be impossible 
to get any work done, one IS execu- 
tive complained. 

A major problem is that organiza- 
tions are installing PC networks so 
rapidly that many of the orderly de- 
velopment processes are being over- 
looked. As one IS manager states, 
“It’s hard enough keeping up with 
the various networks that are pop- 
ping up all over the company, let 
alone trying to implement security. 
What’s really needed is a concerted 
effort if we want to keep our infor- 
mation safe.” ¢ 
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If all you want is access to your network, a number of software vendors can help you. 
But, if you want more than just a piece of a product, you need NCI from Westinghouse. 

Network Control Interface gives you the power of total network control. It is the only 
network access and control product available for MVS, MVS/XA, VSE and VM operating 
systems. In fact, regardless of the size and complexity of your VTAM network, NCI provides 
all your users with a single system image, with identical entry screens and procedures. 

Of course we give you single point entry for quick application access at the push of 
a single key. That’s the easy part. But we also provide application load balancing, logon 
queueing, unlimited exit processing and a dialog manager. . .powerful features to improve your 
productivity. ..without sacrificing system performance. 

NCI can read the contents of your security data base and dynamically build user 
menus, listing only applications the user is authorized to access...reducing user confusion and 
simplifying security administration. 

With NCI, you can customize menus to meet your specific user needs, or use some of 
the over 100 sample panels provided in our Starter System. ..the options are unlimited. 

To truly appreciate the power of NCI, we invite you to call or write us for a free, 
30-day trial. 

More than just simple network access... NCI from Westinghouse. 


w) Westinghouse Pittsburgh, PA 15230 
Management Systems Software {12256-2000 in Pa 
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all them visionaries. Call them innovators. Call them executives who 
live their professional lives on the horizon line of technology. Before 
there were industry buzzwords like interoperability and heterogenous 
computing, there were individuals who saw the need to interconnect in- 
formation and the way it was being delivered. 

“Visionaries see the whole view,” says MIT professor David Clark, 
who is also a senior research scientist at the school’s Laboratory for 

Computer Science. “They see computers as only one piece of the puzzle.” 

Typically, visionaries are not from a company’s core computer culture, he ex- 
plains. And just as typically, a company’s senior management finds these innova- 
tors elsewhere in the corporation or outside of it. Observes Clark: “Innovators 
are those individuals who are not entrenched doing things the old way.” 

To integrate their computing resources, IS professionals must have a vision of 
restructuring a business and, accordingly, the platforms on which to achieve their 
companies’ goals. Viewing integration as the one key platform, Computerworld 
Focus on Integration interviewed a number of systems innovators who dared 
change the systems status quo. 


visionarie 


BY HELEN PIKE 


INTEGRATION STAFF 


“IT FELT LIKE 1 HAD LANDED FROM 
Mars. Everyone was thinking decentralized,” 
remembers Elaine Bond when she set foot in 
her new job at Chase Manhattan Bank in 1981 
after 24 years with IBM. 

“At IBM, we had already gone through de- 
centralization and had been integrated. At 
Chase, though, integrated computing meant 
centralization, [which] was the furthest from 
anyone’s mind,” she says. 

Yet something had to be done, explains 
Bond, Chase’s senior vice-president for corpo- 
rate systems, because with different computing 
resources in 100 offices worldwide, “Chase 
still had gobs of interdependencies.” 

The challenge became how to make all those 
parts appear to be a whole without reconsoli- 
dating everything, Bond says. The solution was 
to network machines from Wang Laboratories, 
Digital Equipment Corp. and IBM into “a big 
distributed environment by interconnecting 
electronically all those computing nodes. 

“T understood technology from [the areas 
of] research, applied technology, sales and mar- 
keting, product development, operational and 
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internal use,” says Bond, 53, of her IBM years. 
“T’ve always been a manager of technical activi- 
ty and have always had a bias to look at this 
stuff from a business perspective.” 

Bond’s blueprint came from the telephone 
system. “It has a magical capability. You can 
get to any person anywhere in the world for as 
long and as fast and in any language on any sub- 
ject. The only agreement is that they have to 
want to talk with one another.” She likens data 
processing nodes to a phone company’s central 
offices. Both are placed around the globe, are 
interconnected and are transparent to the user. 

“When you begin putting power at the 
desktops with telecommunications, you begin 
to see what mainframe work you can get done 
on a PC,” she says about distributed process- 
ing. “Telecommunications is already an inte- 
grated system with all the different networks.” 


MICHAEL MISTROVICH, 46, OVER- 
sees an integrated information initiative aimed 
at dispensing better health care services at U.S. 


TERESA ZABALA/GAMMA LIAISON 


Department of Defense hospitals and clinics 
around the globe. 

It is called the Composite Health Care Sys- 
tem, and, according to Mistrovich, deputy as- 
sistant secretary of defense for health manage- 
ment systems, it will establish an integrated 
computer architecture to take the DOD beyond 
the year 2000. 

Mistrovich is talking about the range of data 
from outpatient/inpatient care, laboratory anal- 


A 


ysis, doctors’ analyses, radiology reports, phar- 
maceutical purchases and administration. Ac- 
cording to military classification, more than 
nine million people are eligible for DOD care, 
and many, under the proposed computing -)lat- 
form, will receive their care from 168 hospitals 
or more than 500 DOD-operated clinics 
worldwide. 

He envisions a “one-stop shopping” system, 
for example, where there will be no waiting for 
prescriptions to be filled because the necessary 
data will be automatically entered into the cen- 
tralized system from the examining rooms. No 
lost lab slips. No missing X-ray reports. Special 
diets at the touch of a keystroke. 

In essence, the system is a central patient da- 
tabase complete with multiple security and ac- 
cess controls. The DOD is using DEC equip- 
ment, along with twisted-pair and fiber-optic 
cabling for data transmission. 

The Composite Health Care System is sub- 
ject to congressional review, and testing has be- 
gun at 14 hospitals worldwide. 


IN 1980, A 36-YEAR-OLD BOB EVANS 
visited Xerox Corp. in California and got a 
chance to tour its famed Palo Alto Research 
Center. There he saw a demonstration of peer- 
to-peer networking that fit computing power 
to the needs of the organization instead of mak- 
ing the organization change its computing ar- 
chitecture. He also saw computer programs 
that used icon images. 

Evans was intrigued with what he saw but 
didn’t see an immediate way in which he could 
bring the new technology back to El Paso Nat- 
ural Gas in Texas where he was the vice-presi- 
dent of information systems and product ac- 
counting. 

Four years later, he did. 

Evans responded to a a corporate mandate to 
cut costs and deliver more computing by 
networking minicomputers from Wang Lab- 
oratories. The plan involved a risk — moving 
away from a mainframe environment and El 
Paso’s dominant supplier, IBM. 

“There was no other commercial role model 
at the time,” Evans says, and recalls asking him- 
self, “Can I run the whole company on a group 
of networked computers?” 

As an experiment, Evans took the largest 
mainframe application he had and put it on a 
mini. “It ran,” he says. And so did Evans — he 
was off and running with a plan to network 12 
minis, each one dedicated to an applications 
area. From an IS budget totaling $24 million in 
1984, Evans got his budget down to $16 mil- 
lion in 1988 through networking. 

Given the vagaries of the energy industry, 


June 5, 1989 Computerworld Focus on Integration 35 





an and day 


with lah 
eek Uvgeneste & 08'S 


Vy ipnth 


arion for 


uratay, 20 hovesder $5 | 
ae 





10 rerun 


Ty 


Wyse introduces the WY-150. They always 


said there would be such a terminal “someday”. It would have 
the flexibility and connectivity to operate in virtually any 
computing environment, while meeting the most exacting ergo- 
nomic requirements. And, it would deliver those advantages at 
an affordable price. 

“Someday” is here much sooner than expected. It’s called the 
Wyse WY-150, a breakthrough in terminal technology that will 
set price/performance standards for years to come: 

Bridging the worlds of 
ASCII, ANSI and 
PCs, the new 
WY-150 offers 


with a wide range of 

operating systems. Including ei n<5 a: 
UNIX/XENIX, MS-DOS, your favorite 
Concurrent DOS, PC-MOS, and NOW 10 options 
PICK. With a choice of three keyboards. 

And typical of Wyse, the WY-150 does it all with stylish design, 
at a price that’s also attractive. 

The WY-150 also sets new ergonomic standards. Its 78 Hz 
refresh rate eliminates any hint of flicker. Just as overscanning 
and a bezel that matches the soft, paper white phosphor erase 
distracting borders. (Amber and green phosphors are also 
available.) The oversize 10x16 cell makes each crisp character 
stand out vividly. 

The WY-150 is also part of SystemWyse. It links effortlessly 
with Wyse PCs and multi-user platforms to create uniquely 
integrated and cost-effective solutions. Everything is designed, 
manufactured, and tested by Wyse to work together. And 
it’s all backed by the service and support of the world’s leading 
independent terminal maker.* 

Only one question remains. Now that the terminal of the 
’90s is here, what are you waiting WY. 
for? Call for more information. I 800-GET- SE 


Wyse" is a registered trademark of oe SystemWyse and WY-150 are trademar'! 
Other trademarks/owners: UNIX/American Telephone & Tele; graph Concurrent DOS/Digit Cc 
PC-MOS/The Software Link, Inc.; PICK/Pick Systems; MS DOS . XENIX/Microsoft. *IDC 1988 U.S. Termina oi Cone SUS 
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the minis have allowed the $1.2 billion gas 
company to keep up with business changes 
more quickly, he adds. 

With a nimbler computing environment, no 
one would ever accuse Evans, who uses an Ap- 


ple Computer, Inc. Macintosh in his office, of 
being entrenched in his company’s computer 

g pany P 
culture. 


PHYLLIS GARDNER WAS LOOKING 
for new managerial challenges when she went 
to work as a kind of high-tech amicus curiae to 
the U.S. Department of Justice. 

Her plan for the department could be 
viewed as a form of integration justice brought 
to the information system that supports Uncle 
Sam — a system that in 1980 was still largely 
conducted on typewriters and with IBM mag 
cards. “A plan started to develop in my mind on 
how to synthesize all of it,” says Gardner, who 
was named director of the department’s Office 
of Management Programs. 

“The legal profession can really embrace 
technology,” she adds, referring to the docu- 
ment-intensive needs of lawyers, and in this 
particular case, of attorneys in the Civil Divi- 
sion of the Department of Justice. 

Local-area networks became the basis for 
Gardner’s strategy to put a workstation at the 
fingertips of every Justice Department lawyer. 
Under the plan, called Amicus after the Latin 
word for friend, users accessed information by 
modem from Lexis, the electronic law library, 
and from databases of agencies’ rules and regu- 


JAMES DEAN 


lations, court dates, legal files and briefings res- 
ident on the host mainframe. They were able to 
output their work on printers. 

Amicus grew to support 250 attorneys, han- 
dling upward of 50,000 civil cases. Between 
1983 and 1988, Amicus saved $21.2 million in 
attorneys’ services and $5.4 million in clerical 
work, according to Gardner. 

But Gardner, 42, is a modest manager when 
it comes to information systems, despite being 
recognized by American Management Systems, 


Inc. and Carnegie-Mellon University’s Gradu- 
ate School of Industrial Administration for her 
work at the Justice Department. She is now the 
executive director of Steptoe & Johnson, a law 
firm in the capital, which hired her to imple- 
ment a vision of high-tech efficiency. 


“THERE’S NEVER BEEN SO MANY 
very strong technology solutions and confusion 
over how to implement them,” observes Mark 
Teflian, technical planning and systems engi- 
neering vice-president for the Covia Partner- 
ship. The company has used computers and 
networks to grow from operating a simple air- 
line reservations system into being a worldwide 
travel distribution company, owned as a part- 
nership by six different airlines. 

“No one from a transaction processing 
world was moving in this direction of distribut- 
ed processing,” Teflian says about the move- 
ment from batch to interactive mode for Co- 
via’s Apollo reservation system. “Our need to 


TERESA ZABALA/GAMMA LIAISON 


38 Computerworld Focus on Integration June 5, 1989 





Heckuva way to run a network. 

At first, most networks are fast and efficient. 
But as more people crowd aboard, they push 
their networks beyond capacity Eventually, 


bottlenecks develop that make getting down to 
work a tough commute. 
HYPERchannel*DX takes a different route. 
It reeves congestion by building smooth 
connections between dissimilar networks. 
It easily exchanges data across different proto- 
cols and media, including Ethernet, TCP/IP 
and HYPERchannel. And HYPERchannel- 
DX leaves the door open for standards 
that aren't fully defined yet, like FDDI and 
OSL So your network grows instead of 


screeching to a halt. 
Call 1-800-338-0122 for information on 
HYPERchannel-DX products, consulting, and “* 


worldwide support. Why take a local when you 
2 
cae Tae CpNE Wy Network Systems. 
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ing a 10-year plan that calls for a three-level, 
peer-to-peer-based architecture that preserves 
old applications while allowing for the intro- 
duction of new ones across a workstation plat- 
form of IBM Personal System/2s using IBM’s 
Systems Network Architecture and LU6.2. 

An electrical engineering student in college, 
Teflian describes the exhaustive conversion 
plan as a “resystemization.” ¢ 


OUR INNOVATORS PEGGED the follow- 
ing technologies to propel integration: 

The IS function will take on an increasingly 
business-oriented character and will use AI 
workstations to get the job done. 

Multiple windows will push workstation 
technology. 

The power of new microprocessors will fur- 
ther bolster the windowing environment, al- 
lowing for access to multimedia. 

Object-oriented programming techniques 
will solve the software bottleneck at the appli- 
cation-code level. 

Software will emerge that will bridge world- 
integrate came from our need to distribute our wide E-mail messages from multiple vendors. 
data.” Digital imaging and optical disk storage will 

Teflian, 32, is halfway through implement- enhance document work. 
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AIRFLOW 


COMPANY 


MEANS COMPUTER ROOM 
AIR CONDITIONING. 


. From small, ceiling-mounted units to 30-ton 
mainframe chillers, and everything in between, Airflow 
Company has the ideal precision environmental control 
solution for you. 

Airflow Company 
295 Bailes Lane 

Frederick MD 21701-3136 
Tel: 301/695-6500 


Telex: 160998 AIRFLOW UT 
Facsimile: 301/695-4057 
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Onlyone product fits 
the definition of “application 
integration’ 


Application integration: we defined it before we 
designed it. Candle’s CL/SUPERSESSION® for MVS offers 
VTAM network customization and application integration 
by design. Every feature is there for a simple reason: 
to expand your network's scope by giving you greater 
flexibility and important value-added services. 

CL/SUPERSESSION makes it simple to customize 
applications across systems without modifying a single 
line of source code. \ts dynamic cut-and-paste facility 
lets you quickly combine information from multiple 
sources into a single display - or distribute information 
from one screen to a multitude of applications. So you 
can virtually eliminate duplicate data entry. 

CL/SUPERSESSION’s smooth application integration 
is just one of many productivity payoffs. Because its 
muiti-sessioning features exploit the latest advances in 
MVS and VTAM, an unlimited number of VITAM end users 
can have access to unlimited concurrent sessions. For 
additional power, CL/SUPERSESSION’s unique Dialog 
Manager helps you quickly customize complex network 
procedures. The once frustrating task of manual logon 
can now be fully automated. ..and tailored to each user. 


To improve network financial planning, CL/ 
SUPERSESSION’s Network Accounting Facility provides 
complete activity recording, including all network logons, 
session initiations/terminations, and traffic volumes for 
precise chargeback billing and usage auditing. And for 
at-a-glance monitoring of multiple sessions, our new 
windowing feature will let you view sessions side by 
side on a single screen. What's more, you'll never 
compromise on security. CL/SUPERSESSION interfaces 
with RACF, ACF2, and TOP SECRET. 

Application integration and network customization 
must be simple, secure, and streamlined for your shop 
to boost productivity. That's why there’s only one 
definition worth looking up: CL/SUPERSESSION for MVS. 
We'll be glad to spell out the details. Just call us today 
at (312) 954-3888 (in Illinois) or (800) 762-7608 


(outside Illinois). 
(Candle 


Copyright © 1989 Candle Corporation. All Rights Reserved. 


RACF is a trademark of IBM 
ACF2 and TOP SECRET are trademarks of Computer Associates International. Inc 
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BEHIND THE DRIVING FORCE of Dennis Connor, senior director of IS, and his staff, Greyhound Lines’ integration strategy moves ahead. 
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* Corporate accomplishments 


TO CUSTOMER 
SATISEAC TION 


BY STAN KOLODZIEJ 


INTEGRATION STAFF 


ROM DENNIS Connor’s office, you 
can see a lot of country. For miles, lines 
of darkly paved highway, very straight, 
cut across neatly furrowed farms. 
Above it all is plenty of sky. 

Connor is at the center of it all, literally. Situ- 


ated in West Des Moines, Iowa, Connor and 


Greyhound Lines, Inc. are at the very heart of America. And now 
Greyhound Lines wants to be at the heart of the transportation 
business again. 

The senior director of IS, Connor joined Greyhound Lines less 
than a year ago. He has become the choreographer of a number of 
computer networking moves that Greyhound is hoping will propel 
its bus transportation business back into the black. 

It’s a big job. Connor and his information systems team are now 
developing, revamping and integrating several networks and data- 
bases ranging from the crucial passenger reservations system to a 
system that tracks lost baggage. The company has ambitious plans 
to use the latest computer technology to streamline almost all as- 
pects of its business. 

The venerable 75-year-old bus company was synonymous with 
the freewheeling rise of postwar motoring across America. But in 
the past decade or so, Greyhound has often become equated more 
with decline and outmoded ways to travel. 

Losing much of its business to airlines, which cut their prices 
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IN 1931, THE MACK TRUCK CO. was asked 
to build a coach for Greyhound; the re- 
sult was a luxurious bus (above). Pas- 
sengers relaxed in mohair seats with 
horsehair stuffing, as side curtains kept 
out roadside dust and glaring sunlight. 
The Mack Bus was equipped with bul- 
let-style shock absorbers and a six-cylin- 
der engine for smooth riding. 


MOTORING 
GREYHOUND’S PASSENGER 
MILES, WHICH ARE THE YARD- 
STICK BY WHICH THE COMPA- 
NY MEASURES BUSINESS 
GROWTH, HAVE DECLINED 
SINCE THEIR HEYDAY IN 1980. 
BUT SINCE 1987, THEY APPEAR 
TO BE ON THE RISE AGAIN. THE 
FOLLOWING IS A BREAKDOWN 
OF PASSENGER MILES, WHICH 
INCLUDE BOTH GREYHOUND 
AND TRAILWAYS FIGURES: 

©1979 — 10.9 BILLION 
¢ 1980 — 11.2 BILLION 
©1981 — 10.4 BILLION 
© 1982 — 10.3 BILLION 
©1983— 9.0 BILLION 
©1984— 8.3 BILLION 
©1985 — 7.3 BILLION 
©1986 — 6.1 BILLION 
©1987 — 6.3 BILLION 
©1988 — 6.8 BILLION 
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following deregulation of the airline 
industry, Greyhound’s image also de- 
clined. Its bus terminals, located 
mostly in the center of U.S. cities, 
suffered during the period of general 
urban decay in the 1970s. Grey- 
hound buses, through a lack of strict 
maintenance schedules, also began to 
look shabby. 

Beginning in 1981, Greyhound 
suffered through six straight years of 
decreasing passenger miles (see box 
this page), which are the number of 
miles ridden by paying passengers 
and a yardstick by which Greyhound 
measures business growth. The gen- 
eral image was of an industry and a 
company in bad health. 

The first step toward Grey- 
hound’s recovery came in March 
1987. At that time, three investment 
partners, led by Dallas investor Fred 
G. Currey, purchased the troubled 
Greyhound Line division from its 
parent, Greyhound Corp., a holding 
company with interests in such areas 
as airline food catering, personal care 
products and a cruise ship line. Con- 
nor credits the new owners with 
pushing quickly for technological 
change at Greyhound Lines. 


That's the ticket 

The first target was the pivotal pas- 
senger ticketing system. At the time, 
Greyhound’s reservations system, 
which used IBM point-of-sale (POS) 
terminals, was too slow, taking min- 
utes to generate tickets while passen- 
gers often waited in long lines. 

The number of variables involved 
in bus reservations and pricing can be 
enormous. Bus passengers can get off 
at any number of towns between two 
major cities, they can board at a 
Greyhound feeder route or perhaps 
from another bus line, they can get 
off for a while then get back on and 
so on. The POS systems located at 
major bus terminals across the coun- 
try bogged down under these logisti- 
cal burdens, and business flagged. 

New muscle was brought in last 
year with the Gateway reservations 
system. The system has seeded about 
500 networked AT&T 6300 and 
6312 personal computers across the 
country at 152 Greyhound terminals. 

The turnaround brought about by 
Gateway has been dramatic, Connor 


says. Passenger tickets and schedules 
can now be generated four to five 
times faster than with the old POS 
system. It has also broken open the 
world of pricing levels. Connor 
claims that Greyhound’s reservations 
system is now capable of handling 
approximately 10 million combina- 
tions of fares and destinations. In 
contrast, the old POS system could 
only handle 107 combinations. 


By way of Dallas 

The firm’s Greycom network han- 
dles U.S. bus scheduling, linking all 
Greyhound dispatch offices through 
the Des Moines data center where an 
IBM 3081 is located. Channeled 
through the mainframe, on-line dis- 
patch data arrives at a computerized 
operating center in Dallas and enters 
a master schedule database. The Dal- 
las center is manned 24 hours a day 
and is the nerve center of Grey- 
hound’s bus movements. 

Greyhound measures the efficien- 
cy of its scheduling process by ana- 
lyzing the number of bus miles each 
passenger travels. Greyhound feels 
that by streamlining its route sched- 
ules, it can reduce unnecessary miles 
logged by its buses. 

To achieve this goa’, Connor is 
working with Andersen Consulting 
on a scheduling tool that will provide 
schedulers with “what-if” capabili- 
ties. The tool will eventually inter- 
face with the on-line master schedule 
database in Dallas. By this summer, 
Greyhound expects to install a net- 
work bridge that will automatically 
bring routing and fare data directly 
from its Gateway reservations sys- 
tem and its telephone information 
centers (TIC), bypassing the main- 
frame in Des Moines. 

Along with Greycom and Gate- 
way, the TICs, located in Omaha, 
Charlotte, N.C., and San Antonio, 
are a key part of Greyhound’s sys- 
tems strategy. Most of the centers 
use Tandem Computers, Inc. fault- 
tolerant machines; the San Antonio 
TIC is linked into the Tandem ma- 
chine in Omaha through a terminal. 
Operators at these locations can give 
those who dial a toll-free 800 number 
up-to-date information on Grey- 
hound prices and routes throughout 
North America. 
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“T’ve got 800 traders, all on one 
network. And we expect to 
add another 50 in the next 
year. I don’t even want to think 
about what would happen if 
that network goes down. 


I don’t just want reliability. 
I need a real fault tolerant 
Ethernet fiber network?’ 


@= CHIPCOM'S SOLUTION: 


ORnet’ fiber optic Ethernet system. 


Your network shouldn't be your company’s weakest link. 

At Chipcom, we make sure it isn't. Chipcom’s fault 
tolerant ORnet active star fiber optic Ethernet solution gives 
you reliability and diagnostic features found nowhere else. 

Like dual stars as well as dual star-to-star fiber links. 
So if a single star or link goes down, the backup star or link 
keeps communication up, automatically. 

And an inexpensive optional backup power supply that 
very cleverly operates as the primary power source. So that 
if a failure occurs, you can replace the power supply with- 
out replacing the star, and without missing a beat. There are 
even backup fans to keep everything cool. Including you. 

There’s also a full range of built-in diagnostics for 
at-a-glance monitoring of signal levels, local and remote jab- 
ber, bad data, traffic, collision warning, and backup status. 

So you'll never be in the dark again. 


Call Chipcom. We'll help you see the light about 
network fault tolerance. 


Cire & Om 


Chipcom Corporation, 195 Bear Hill Road, Waltham, MA02154 617-890-6844 x292 
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THE 1947 SILVERSIDES BUS (above) was 
made of sleek stainless steel and alumi- 
num and claimed a number of firsts — 
it was the first fully air-conditioned 
Greyhound bus and the first bus with a 
retractable entrance door and gear shift 
enclosed in the steering column. 


EASY RIDER 
WHO TYPICALLY RIDES A 
GREYHOUND BUS AND FOR 
WHAT REASON? GREYHOUND 
LISTS THE FOLLOWING AS THE 
CHARACTERISTICS OF THE 
TYPICAL GREYHOUND BUS PAS- 
SENGER: 
¢ SHE IS FEMALE. 
¢ SHEIS BETWEEN 16 AND 24 
YEARS OLD. 

¢ SHE HAS SOME COLLEGE 
EDUCATION. 

¢ SHE HAS NEVER BEEN 
MARRIED. 

¢ SHEIS TRAVELING ALONE. 

e SHEIS VISITING FRIENDS OR 
RELATIVES. 

¢ SHEIS FROM AN URBAN 
COMMUNITY. 


According to Connor, the master 
schedule database in Dallas will make 
a natural fit with the TICs to make 
sure that center operators have the 
latest route and pricing changes. 

Greycom, Gateway and the TICs 
will all be networked and interfaced 
one day, Connor says. The linking of 
TIC with Gateway, for example, will 
enable passengers to charge advance- 
purchase tickets with major credit 
cards. 

An integral part of the Greycom 
system is the Bus Parts Inventory 
Control System (BPICS), which will 
keep an eye on maintenance of Grey- 
hound buses. With Greyhound’s 
purchase of Trailways Lines, Inc. in 
July 1987, the number of Greyhound 
buses rose nearly 50%, and with the 
purchase of an additional 200 buses, 


IT'S ODD TO HEAR 75-year- 
old Greyhound Lines referred to 
as a young company, but it’s all in 
how you look at it. Doug Desch, 
manager of data communications 
at the bus company, says the new 
Greyhound is distancing itself 
from the old in several network- 
ing ways. 

The first distinction was con- 
solidating data communications 
activities under one roof, follow- 
ing the purchase of Greyhound 
Lines by an investor group in 
1987. 

“Data communications respon- 
sibility used to belong to the appli- 
cation group that owned the func- 


Greyhound’s fleet now tops 4,000. 

The BPICS system is centralized 
through the Des Moines 3081 (Con- 
nor is looking to replace it with an 
IBM 3090). But Connor has a bid out 
now to develop a distributed parts in- 
ventory system using Intel Corp. 
80386-based processors at the ga- 
rages connected to either a main- 
frame or AT&T 3B2 minicomputers 
running Unix. 

The current integration strategy 
might already be helping Greyhound 
turn the corner. In 1987 and espe- 
cially 1988, Greyhound, boosted 
somewhat by the Trailways acquisi- 
tion, posted its first gains in passen- 
ger miles since 1981. 

At Greyhound Lines, it appears 
much of the driving is in the hands of 
Connor and his department. * 


BILL GILLETTE /GAMMA LIAISON 


DESCH sees a networking distinction. 


tion being networked,” Desch recalls. “People would implement a data 
communications project, and then at a certain point they would call 
technical support people in for help.” 

Desch says that at the time of the purchase, his group acted basically 
as a service bureau for parent Greyhound Corp. Greyhound Lines was 
treated like any other division serviced by the centralized datacom func- 
tion. 

“The problem was there were so many people dabbling in network- 
ing without the proper technical expertise, and there were no proce- 
dures for making or requesting communications changes,” Desch ex- 

; plains. “We had to be called in a lot to straighten projects out.” 

Also part of the plan for the “new” Greyhound Lines is a big push 
toward network management systems, he says. The increase in net- 
works and the linking of those networks puts a premium on network 
troubleshooting and on keeping track of the increasing amount of net- 
work equipment, he explains. 


* SHE IS EMPLOYED FULL TIME. 
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Call For 


Directory 
Assistance 


The next time your corporate buying 
team needs assistance with a purchasing deci- 
sion, make sure you have the INFOMART Direc- 
tory handy. This free 60 page directory is your 
guide to everything INFOMART offers. 

When you visit INFOMART, you can see 
and evaluate the latest in computer hardware, 
software, telecommunications, networking, 
consulting and training, all in a single conve- 
nient location. And you can use our directory to 
preview the more than 90 companies waiting to 
meet your technology needs. 

Call for your free INFOMART Directory 
today and ask how our exclusive Executive 
Briefing Service can assist you even further by 
coordinating and expediting your entire visit to 


INFOMART. 
INFOMART 


Where the leaders in automation 
share their knowledge with you. 


1-800-232-1022 


INFOMART. 1950 Stemmons Freeway, Dallas, Texas 75207 
INFOMART is a registered servicemark of IFM Partnership. 
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Dallas, Texas 
March 1,1989 


Tim: The first time we met, you had 
an ambitious plan to completely auto- 
mate your scheduling and ticketing oper- 
ation. I was astonished at its complexity. 
You have 165,000 combinations of fares 
that a customer could ask for. 

Craig: Ticketing automation was part 
of our master plan to remake Greyhound 
from the ground up. You can see why. 

Dennis: Our old ticketing system 
wasn't good enough. We had trouble 
with volume and updating the point-of- 
sale terminals. Frequently the agents 
would have to thumb through thick man- 
uals to get fare and schedule data. 

Craig: It took three or more minutes 
to issue a ticket, which was not accept- 
able. You helped us design our ticketing 
solution based on AT&T WorkGroup Sys- 
tem computers. 

Tim: And today you have happier 
customers! 

Dennis: Ticketing is five times faster. 
Customers tell us they get faster service in 
bus stations than airports. These lines move. 

Craig: Since we can’t afford down- 
time, your top-to-bottom commitment to 
supporting the total solution sold us on 
AT&T. We saw you as a partner for com- 


Dennis: You were the only computer 
company with a nationwide service net- 
work and the willingness to respond to us 


on demand. 

Craig: We won't 
stop with passenger 
ticketing. Distributed 
computer network- 
ing is our leverage to 
improve package ex- 
press service in a 
major way. 

Dennis: We are 
tying our networks 
together. Whether 
it’s packages or peo- 
ple, it’s one screen. 

Tim: And the dis- 
tributed solution 
includes the bus 
scheduling system 
running on both 
your Tandem com- 
puter in Omaha and 
the IBM mainframe 
in Des Moines. 

Craig: The 
AT&T system is 
open. And it has 
growth capabilities, 
so that when we see 
an opportunity, we 


_The Greyhound 
Computer Solution: 


[ THE CHALLENGE } 


Create a cost-effective, reliable 
exe) ielce env liom ee caelet oar nema eceelel| 
ing solution for Greyhound nation 
aCe ele Ca slit ar (van CM Omer lh iere)s 
tation center 


Markee tino 


Ws OM. YO)e.c-4c0)0 ORO IU Lee lemmiace ice rary 
AT&T 6300 and 6312 WorkGroup 
Systems and Model 570 printers 
throughout the nationwide Grey 
hound agent system 


Ticketing is five times faster And the 
system isa key to the future integra 
tion of all Greyhound computer net 
works handling routing, fare 
changes, package express, mainte 
nance and data communications 


Learn more. Call your AT&T Account 
Executive, AT&T Authorized Re 
seller, or | 800 247-1212, Ext. 542 
Your Computing Systems 
RVG M Ce AWie) tel) ae 
Solutions Company 


can take it. I’m very proud of what we've 
done. As our motto says, “the bus is 
back.” 


IBM is a registered trademark of International Business Machines Corporation. Tandem is a registered trademark of Tandem Computers, | 


puter solutions, not a PC vendor. Anyone 
can sell PCs or minis. 
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°MS/DOS vs. OS/2 


eeceereeeeee eee eee 


OS/2 may 
have all 
the piz- 
zazz, but 
MS-DOS 
seems to 
have all 


the users. 


SHOULD | 


stay 
OR 


SHOULD 
I GOP 


ONVERTING FROM DOS to OS/2 is a 

very traumatic and expensive experience, 

and when faced with the task, inertia wins 
out,” says Rich Finkelstein, president of Performance 
Computing, Inc., a Chicago database consulting firm. 


Inertia is hardly the stuff of which 
great corporations are made. But the 
figures bear him out: Most informa- 
tion systems executives are staying 
with their current operating system 
mainstay, MS-DOS. 

The reason IS executives are not 
flocking to OS/2, with its promises 
of multivendor connectivity, multi- 
tasking, greater memory capacity and 
so on, is a lack of application soft- 
ware. The dearth of OS/2 applica- 
tion software relegates the new oper- 
ating system to more of a curiosity 


ZARLEY is a free-lance writer living in Rhine- 
lander, Wis. He has written for a variety of 
computer publications. 


than a viable alternative to MS-DOS. 

“People buy applications, not op- 
erating systems,” says Jonathan Yar- 
mis, an analyst with Gartner Group, 
Inc., a market research company in 
Stamford, Conn. “There are no busi- 
ness applications out there to make 
people switch to OS/2. And the or- 
ganizational and hardware costs nec- 
essary to migrate to OS/2 are ridicu- 
lous.” 

Despite IBM’s continuing efforts 
to breathe life into the operating sys- 
tem, which are said to include CS/2 
memory rebates and OS/2 applica- 
tion discounts, OS/2 sales have fallen 
well below projections. And accord- 
ing to recent reports in the press, of 


BETHANY GULLY 


BY CRAIG ZARLEY 
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haul modem? Gandalf's new Controller applications. 
LDM192 metro modem gets Our low cost still buys 
you there for much less. you the most advanced digital 
Besides the low price, the signal processing, plus auto- 
LDM192 cuts operating costs equalization for easy installa- 


too, running on 4-wire leased tion. A rackmount model is 
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the more than 200 software develop- 
ers claiming to have shipped OS/2 
products as of Jan. 1, about 44% have 
either delayed or abandoned their 
OS/2 development efforts. 

And while IBM’s Officevision 
products, the first true OS/2-based 
applications that take advantage of 
multiprocessing and large memory, 
have given a boost to OS/2, their full 
impact on the market will not be 
known for awhile. The products will 
not begin shipping until the fall, and 
their announcement does not guaran- 
tee a quick implementation. 


Happy medium 

But a middle ground is emerging be- 
tween the hype and the cynicism as 
IS managers plan how to inte- 
grate OS/2 into their organiza- 
tions. For starters, almost no 

one is rushing to upgrade sys- 

tem hardware to run OS/2 on 
individual workstations. 

Industry observers agree 
that users need at least a 16- 
MHz Intel Corp. 80386-based 
personal computer with 4M 
bytes of random-access memo- 
ry to run OS/2 at acceptable 
speeds. Even if applications 
software were available, the 
cost of upgrading thousands of 
PCs is prohibitive. 

Instead, the first OS/2 appli- 
cations will be server based. 
With OS/2 installed on local- 
area network servers, companies can 
take advantage of OS/2’s multitask- 
ing and its ability to address up to 
16M bytes of memory (as opposed to 
640K for MS-DOS) without incur- 
ring the expense of installing the op- 
erating system on individual work- 
stations. 

If OS/2 does supplant DOS in the 
business application arena, it will 
come on a case-by-case basis with en- 
tirely new systems developed rather 
than porting an existing DOS appli- 
cation to OS/2. 

OS/2’s missing pieces continue to 
blunt development efforts among 
both software vendors and in-house 
corporate development staffs. IBM 
and Microsoft’s OS/2 Presentation 
Manager, the object-oriented inter- 
face designed to match OS/2’s power 
with ease of use, is a prime example. 
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Presentation Manager wasn’t even 
included in OS/2 until last October 
when IBM released OS/2 Extended 
Edition 1.1. Furthermore, direct sup- 
port for Presentation Manager-based 
queries won’t be a part of OS/2 until 
this fall when IBM ships Extended 
Edition 1.2. 

“We'd buy OS/2 right now, no 
matter what the cost, if it offered a 
Presentation Manager interface and 
SQL queries to local and host data- 
bases,” says Ray Jordan, manager of 
consulting services in the corporate 
information services division at 


Pfizer, Inc., a pharmaceuticals firm in 
New York. 

Indeed, it is as an SQL database 
server that OS/2 seems poised to 


DOS is the boss 


DOS will hold a commanding lead over 


0S/2 in worldwide unit p Ao 


(Shipments in thousands) 


0S/2 DOS 
1987 25 8,228 


1990 800 =—-:11,5%6 


1993 = 4,500 ~=—-10,014 


PROJECTIONS BY INTER! AMINGHAM, MASS. 


make significant inroads. 

SQL allows users to access data 
from a variety of host systems with- 
out regard to where the specific data 
may reside and without knowing 
how to execute queries on the dispa- 
rate databases. Because corporate us- 
ers may need to sort through huge 
files on multiple databases simulta- 
neously, OS/2’s multitasking and ad- 
vanced memory addressing capabili- 
ties teamed with SQL make the new 
operating system an ideal candidate 
for future corporate database servers. 


Here to serve you 

IBM’s OS/2 Extended Edition 1.2 
will add server capabilities to OS/2’s 
Database Manager. In addition, the 
Ashton-Tate/Microsoft/Sybase SQL 
Server has just hit the market, joining 
Menlo Park, Calif.-based Gupta 


Technologies, Inc. and College Park, 
Md.-based XDB Systems, Inc., which 
are already selling database servers 
for DOS and OS/2. 

“If you want a combination of a 
graphical user interface and commu- 
nication to mainframes, then OS/2 is 
the answer,” says James Johnson, 
vice-president of business program 
strategy at The Equitable Insurance 
Co. in New York. 

Johnson is currently supervising 
an OS/2 application development ef- 
fort. While he declined to offer spe- 
cifics, he hints broadly that the proj- 
ect involves providing a common 
Presentation Manager interface to 
multiple, concurrent host database 
queries. 

“Just think of the increased 
capabilities that could offer 
large companies,” he says. For 
insurance companies, for ex- 
ample, a common interface to 
all databases would enable an 
adjustor to get a complete cli- 
ent history without having to 
use different command sets for 
each database in which infor- 
mation on the client resides. 
“The productivity gains would 
completely swamp any cost is- 
sues,” Johnson explains. 

OS/2’s missing pieces and a 
lack of third-party application 
software have done little to 
dampen Johnson’s enthusiasm 
for the operating system. He’s 

sticking to his timetable of having 
The Equitable’s first OS/2-based ap- 
plication up and running by the end 
of the year. 

While OS/2 is gaining greater ac- 
ceptance in large corporations, its in- 
troduction inches along on an appli- 
cation-by-application basis rather 
than sweeping aside an old standard 
for a new. And no prudent software 
developer is about to ignore the more 
than 20 million DOS machines as ev- 
idenced by the spate of DOS product 
offerings at the latest Comdex show. 

Still, there are those who maintain 
that OS/2 will be the future comput- 
ing standard. “OS/2 will triumph 
when people understand the capabili- 
ties of the operating system and pur- 
chase new machines for new applica- 
tions,” explains Performance 
Computing’s Finkelstein. + 
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These days, 


it's 


unite and conquer 


BY STAN KOLODZIEJ 
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N MICHIGAN, SEVERAL rival engineering firms meet, 
share engineering and computer-aided design data across 
their computer systems, then make a mutual bid on a produc- 
tion contract from one of the Big Three automakers. 


In Manhattan, a credit card owner keys 
some numbers into an automated teller machine 
(ATM) and updates his frequent-flier miles. He 
is pleased to see that the furniture he recently 
purchased with a credit card has added 5,000 
miles to his frequent-flier total. 

In Chicago, a traveler is handed the changed 
itinerary of her trip, including flight and train 
schedules and hotel reservations. It is not sev- 
eral days before her trip nor is she at a travel 
agency. She is at a United Airlines ticket booth 
at O’Hare, and she is ready to board her flight. 

These are just a few examples of how ad- 
vances in software and networking are making 
it easier and more practical for many companies 
to form strategic marketing and information 
technology alliances for mutual benefit. 

Such alliances are often market driven and 
mostly temporary, taking advantage of oppor- 
tunities that can be optimized only if both (or 
several) parties join forces. These are not 
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mergers, and they rarely involve one company 
acquiring another. But with an increase in such 
strategic alliances, there is reason to believe 
that outright mergers and acquisitions will be a 
natural next step, according to Bill Davidson, a 
professor in the Graduate School of Business at 
the University of Southern California. 

“There is a tendency to arrive at what I call 
code destiny,” he says. By code destiny, David- 
son is referring to the mutual-software coding 
and programming that meshes partners’ sys- 
tems, making disengagement more difficult. It 
means tying business destinies with network- 
ing and application destinies. This, Davidson 
argues, makes more likely the merger of com- 
panies that start out as strategic allies. 

Business opportunities, combined with eco- 
nomic factors, are making alliances more at- 
tractive. Instead of reinventing the systems 
wheel, alliance partners can leverage each oth- 
er’s technology for mutual benefit and synergy. 
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The arrangement between Citibank Visa 
and American Airlines is a classic example. 
American uses data from credit purchases made 
by Citibank Visa customers to grant them extra 
frequent-flier miles. Citibank Visa uses data 
from American’s Sabre network to help it in- 
crease its customer base. It would have been 
foolish for American or Citibank to set up sep- 
arate networks and marketing structures to 
combine the two industries. Leveraging each 
other’s network and software expertise turned 
out to be a better choice. 

Another example is Prodigy Services Co., a 
jetnt videotex venture between IBM and Sears, 
Roebuck and Co. For less than $10 a month, 
Prodigy subscribers with IBM Personal Com- 
puters or compatibles can access on-line home 
shopping and banking services from Sears. 

The increasing speed and use of computer 
networks, the speed with which data can be 
managed by such tools as relational databases 
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and the move to interchangeable network stan- 
dards have made the integration of separate 
corporate computer systems more practical. In 
turn, integration is opening the window to new 
cooperative marketing and product develop- 
ment opportunities among companies. 

Many of the organizations joining in such al- 
liances, in fact, may often be competitors. Usu- 
ally, such firms have decided that the possible 
exposure of business secrets to alliance part- 
ners is outweighed by the benefits of working 
together. Such a scenario is happening in Mich- 
igan among some rival engineering firms. 

In the aftermath of the automotive market 
slowdown a few years ago, the Big Three auto- 
makers have been busy cutting fat out of their 
internal operations. The result is that the Big 
Three — General Motors Corp., Ford Motor 
Co. and Chrysler Corp. — have now decided 
to job out much of their automotive design and 
engineering work to outside firms. 
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In this feeding frenzy, however, 
many small engineering outfits are 
unable to compete with larger engi- 
neering and consulting firms. Michi- 
gan’s Department of Commerce has 
stepped in to try to even the odds. 

The department’s Michigan Mod- 
ernization Service set up the Flint 
River Project in 1988, a cooperative 
of several small Michigan engineer- 
ing companies that have joined forces 
to do battle against their larger coun- 
terparts. 

Ordinarily, these engineering 
firms would be at each other’s throats 
competing in the high-risk engineer- 
ing environment. By joining togeth- 
er, however, they reduce those risks 
and benefit against larger engineer- 
ing firms. 


“By linking their design and pro- 
duction capacities,” explains John 
Cleveland, director of the service, 
“the [member] firms will be getting 
production efficiencies and an entry 
into more vertical [engineering] mar- 
kets they might not be able to handle 
separately. The association will give 
them large-company clout with 
small-company creativity.” 


Quick turnaround 

Initially, Cleveland says, the Flint 
River Project will exchange comput- 
er-aided designs (CAD), data and 
programming expertise to work on 
various projects for the Big Three 
automakers, defense contractors and 
other industries in Michigan. By 
pooling an inventory of engineering 


MORE REASON TO CCHARGE TTP? 


ADVANCES IN SOFTWARE and networking are bringing about 
some major changes in the credit card culture. 
Technology has made possible such marketing alliances as the Amer- 


ican Advantage program, which uses links between the Citibank Visa 
network and American Airlines’ Sabre reservations network to enable 
Citibank Visa card holders to tally extra frequent-flier miles. Even the 
purchase of furniture or food at certain restaurants will boost a card 
holder’s mileage under the Advantage alliance. 

However, “where we really see networks benefiting our business is 
not in marketing but in customer service,” says Bill Ahearn, a spokes- 
man for Citibank. Ahearn points to Citibank’s current arrangement 
with Federal Express to replace lost cards. Guaranteeing lost cards will 
be replaced within 24 hours, Citibank has established a network link be- 
tween its computers and the computers of Federal Express. Together, 
the computers track the creation and shipment of new cards to custom- 
ers through the Federal 
Express hub in Memphis. 

Look for advances in 
computer technology to 
make for some unusual 
alliances in the credit 
card industry. The Gene- 
sis project at American 
Express, for example, 
will employ expert sys- 
tems, relational databases 
and advanced networking 
to link together customer 
charge receipt data across 
the company’s mainframes and minicomputers and create in-depth per- 
sonality profiles of selected customers. 

American Express will then take the data and work with restaurants, 
hotels, fashion establishments and other businesses to create personal- 
ized itineraries for its customers before trips, making the most of the 


AMERICAN’S ADVANTAGE program offers fre- 
quent-flier miles to Citibank Visa users. 


customer’s tastes — and credit. 
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designs, project partners will be able 
to quickly turn around customized 
designs for potential clients. 

The cooperative already has beat- 
en out other large engineering firms 
for contracts. For example, Greece, 
Turkey and other allied countries 
have awarded the group contracts to 
replace aging parts for military vehi- 
cles. 

The designs and products that 
come out of the cooperative will stay 
within the group; profits will be 
shared by the companies that have ac- 
tually teamed for specific bids. 


Second chance 

Strategic alliances do not always in- 
volve companies coming together for 
the first time. Established alliances 
can also undergo profound changes 
as new opportunities arise from ad- 
vances in networking and other com- 
puter technologies. 

In Dallas, electronic data inter- 
change (EDI) is changing retail giant 
J. C. Penney Co.’s relationship with 
its suppliers. EDI networking has 
been used for several years by the re- 
tail clothing chain to streamline the 
movement of material and payments, 
and the company has upped the num- 
ber of suppliers on the network from 
250 to more than 600. 

Now J. C. Penney is experiment- 
ing with advanced color imaging sys- 
tems over EDI to help the company 
quickly turn around fashion designs 
and clothes manufacturing with sev- 
eral suppliers overseas. The alliance 
will get new clothes into the U.S. 
market faster, where they will be sold 
under the J. C. Penney label. 

USC’s Davidson sees more such 
strategic alliances — or “coprocess- 
ing clusters,” as he calls them — 
forming among U.S. businesses. 
There are going to be extensive net- 
works in every business, Davidson 
reasons, and the core element of ev- 
ery business strategy is going to be 
its corporate networking strategy. 

“Once you’ve decided what 
networking strategy you’re going 
with, you’ve also chosen who you’re 
going to do business with,” Davidson 
says. 

Take Galileo, a reservation system 
now being put in place by a consor- 
tium of 10 European and U.S. airline 
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She just discovered 


the difference in using 
IBM and DEC. 


None. 


Talk about ease of use, the Interlink Computer 
Sciences SNS/SNA Gateway™ Family of connectivity solu- 
tions is so transparent that IBM users tell us they literally 
forget they're accessing DEC nodes. 

In fact, whether you're on the IBM or DEC side, 
the environment is completely friendly and familiar. 

IBM and DEC users can push and pull informa- 
tion at high speed in either direction using their native 
commands and menus. You can read either system's 
directory, submit jobs, create or download a printout. 

You can use the fastest printers, peripherals and 
data processing across your Interlink joined IBM/DEC 
network. All without additional instruction. 


Build a seamless IBM/DEC network 

Now, your DEC-based applications can communi- 
cate directly with APPC/LU6.2-based applications via your 
IBM SNA network. 

With Interlink’s NetView interface, the entire 
IBM/DEC network can be controlled using NetView net- 
work management tools and commands from a single 
operator console. 

The Interlink gateway family is the first with a 
live, full screen terminal emulation product that can make 
3270 terminals look like VT terminals, and vice versa. 

Also included in the gateway is a data dictionary 
facility. To activate it, you simply take a few minutes 
to define the parameters of a typical record; the 
Interlink software will then automatically translate all 
similar records. 

All this opens up enormous possibilities. For 
example, a financial institution with offices in New York, 
Chicago and Los Angeles can seamlessly tie together their 


Imagine! You can 
access the mainframe without 
opening a manual. 


three DECnet networks over SNA to speed electronic 
funds transfer. 

The gateway also supports standard security 
interfaces-RACF, ACF2, TOP SECRET, VM/SECURE- 
as well as user-created security packages. 

Our clients already include nearly half of the 
Fortune 100 corporations who view our solutions as 
a strategic part of their business. 


Free demo disk 

To get a taste of what true IBM/DEC 
transparency is really like, write or call for a free IBM 
PC-compatible demo disk. (800) 422-3711. Interlink 
Computer Sciences, Inc., 47370 Fremont Boulevard, 
Fremont, CA 94538. 
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companies. It is an expensive system, 
costing more than $100 million to 
build, with enormous network and 
network management systems re- 
quirements, but the expenses will be 
spread across several companies. The 
consortium far transcends the ability 
of even large members, such as Brit- 
ish Airways, to create competitive in- 
dividual reservation systems. 


Enabler, enforcer 
Not only is technology an enabler, in 
certain cases it can also force compa- 
nies to work together, claims F. 
Warren McFarlan, professor at Har- 
vard University’s Graduate School of 
Business Administration. For airlines 
today, it is essential to have some 
controlling interest in a reservation 
system such as Galileo, with its ties 
to hotels, resorts, credit cards and 
other businesses. Not to be involved 
in such an integrated system can put 
an airline in a tenuous business posi- 
tion. 

McFarlan contends that one of the 
major reasons the ill-fated People’s 


Express discount airline went under 
was its inability to match American 
Airlines’ Sabre reservation system. 
American Airlines updated its system 
to enable it to price every airline seat 
independently. That, in turn, enabled 
American to discount those seats that 
competed directly with People’s Ex- 
press, undercutting People’s prices. 

The discount airline’s system was 
not nearly as developed, and it made a 
quick exit into bankruptcy court. If 
People’s Express had invested heavi- 
ly in its own integrated reservation 
system, it might have beaten Ameri- 
can at its own game. 

Even the computer industry, one 
of the most intensely intracompeti- 
tive businesses, is looking at the 
benefits of strategic alliances. 

For example, Cincom Systems, 
Inc., a software company in Cincin- 
nati, has created a separate division to 
help identify and create strategic 
marketing alliances with other com- 
puter companies. 

One of the most successful alli- 
ances Cincom has brought about, 


says Bill Dorsey, vice-president of 
Cincom’s Strategic Alliances divi- 
sion, is the CIM Alliance, a band of 
eight manufacturing and hardware 
vendors that exchanges technology, 
information and joins together on 
major manufacturing bids. 

Each CIM Alliance member, Dor- 
sey claims, brings something to the 
computer-integrated manufacturing 
(CIM) table that no other single 
member possesses. For example, Lit- 
ton Industries, Inc. brings with it in- 
tegrated shop-floor manufacturing; 
Integraph brings CAD; Systonetics, 
Inc. brings project management; and 
Cyborg Systems, Inc. offers human 
resources and payroll planning. 

Together, Dorsey says, the ven- 
dors can field the kind of complete 
CIM product and synergy lacking in 
even the largest computer manufac- 
turing firms. 

Today, because customers are 
more impatient and won’t wait while 
a vendor develops a new technology, 
vendors are looking for technical and 
marketing help through alliances. ¢ 
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* Financial planning 


BEATING ‘THE 


bug 


BLUES 


A GUY IN a pinstripe 
suit and wing tip shoes is 
in your office. He’s asking 
you about the three Cs: 
cost reduction, cost con- 
tainment and cost effec- 
tiveness. You cringe. You 


wince. You roll your eyes. 

Drawing up a budget isn’t what it 
used to be. At one time taken for 
granted, data processing operations 
have now become strategic informa- 
tion systems. What used to be a sim- 
ple matter of networking expendi- 
tures has evolved into a full-blown 
mandate for integration. 

It’s not uncommon for the words 
“strategic” and “integration” to give 
rise to anxiety at IS budget time, ob- 
serves Jerry Kanter, executive diiec- 
tor of the Center for Information 
Management at Babson College in 
Wellesley, Mass. “Strategic informa- 
tion is a nebulous concept.” 

But if an information system man- 
ager knows what new kinds of data 
the applications are supposed to pro- 
duce, Kanter says, or if he has alli- 
ances with senior managers who will 
support the IS budget as a means to 
achieve corporate goals, drafting a fi- 
nancial plan for integrating computer 
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resources won’t be a fearsome task. 

Does that mean the tried-and-true 
budget formulas will work under the 
integration mandate? Not necessar- 
ily. And that can be a plus. As one IS 
executive describes it, his company’s 
integration mandate made budget 
drafting more exciting because it 
prompted a whole new outlook. 

“Integrating applications and 
hardware requires a different ap- 
proach to how you fund things,” says 


Tom Cochrane, director of informa- 
tion systems architecture and tech- 
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nology for Scott Paper Co., a multi- 
national corporation that deals in 
coated paper and personal care and 
cleaning products. 

Over a two-year period, the Phila- 
delphia company went from the mi- 
croeconomics of annual expenses to 
the macroeconomics of technology, 
he explains. Scott Paper took an ap- 
proach based on individual economic 
models for each country in which it 
has a subsidiary. It tied its models to 
planned growth, utilization of tech- 
nology and business forecasts. 
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““We’re managing future costs in- 
stead of saying we’re going to cut 
5%,” Cochrane says. “We’ve been 
working on our technology for a 
number of years so that this route 
would be doable.” 

Scott Paper has a mix of IBM 
3090 mainframes and Personal Sys- 
tem/2s, Digital Equipment Corp. 
midrange computers and Hewlett- 
Packard Co. machines. For commu- 
nications, the company uses Ethernet 
in manufacturing, IBM’s Token- 
Ring network in the office and 
IBM’s Systems Network Architec- 
ture for wide-area networking. 

As part of the macro technology 
approach to integration, Scott Paper 
redefined the role of its large proces- 
sors to perform data and network 
management, its workstations to de- 
velop applications, its mid-range sys- 
tems to direct manufacturing. Also, 
to save money, Scott Paper is shifting 
to internally developed, software-de- 
fined networks instead of leased 
lines, he adds. 

Citing competitive reasons, Coch- 
rane declines to reveal the percentage 
of cost savings. Instead, he explains 
the budget goal of “achieving a 25% 
annual rate of the utilization of tech- 
nology and a manufacturing cost 
growth rate of 10% to 15%.” 


Customized where it counts 

Now that Scott identifies the hard- 
ware platforms by function, the firm 
is focusing on “pure custom-built ap- 
plications for sales and marketing,” 
Cochrane adds. “Our focus is on cus- 
tom development where we can get 
competitive advantage.” 

The name of Scott’s profit game is 
market share — either maintaining it 
or increasing it — so it’s easy to see 
why tailor-made applications are the 
way to win a greater portion. But in- 
stead of coming from a single source, 
data fed into tnese programs comes 
from a variety of platforms because 
of the buying patterns established 
years ago when each division pur- 
chased computers independently. 
Therefore, the budget grows in pro- 
portion to the amount and variety of 
data from the various divisions. 

Customization takes a large piece 
of the budget pie for almost any orga- 
nization. The difficult part of bud- 
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geting custom projects is that it is 
hard to figure just how large a piece 
of the budget they will take up. 
“Certainly growing [an] integra- 
tion project is taking up more of the 
MIS budget,” says Hal Lockhart, a 
senior consultant at Technology 
Concepts, Inc., a Bell Atlantic Corp. 
subsidiary in Sudbury, Mass. He esti- 
mates that an integration project 
could cost between 10% and 25% of 


PENNY-WISE, 


the overall conversion cost. 

“Tt’s tougher in the second round 
because the project becomes more 
involved with software develop- 
ment,” he says, referring to custom- 
ized applications. It is the first round 
that can be characterized as a cost 
saver because IS can see results in the 
first two years of an integration im- 
plementation, he adds. 

Indeed, the first-time integration 


PC-FOOLISH 


MANY EXECUTIVES VIEW integration as an expensive proposition, 
observes Marty Gruhn, vice-president of The Sierra Group, Inc., an in- 
formation systems research concern in Tempe, Ariz. 

“If a recession hits, it could put a damper on innovative purchases,” 
she explains. “IS executives will protect their mainframe investments 
but not their systems integration implementations. A halt will be put to 
purchases of PCs, LANs, file servers — all those innovative products 
and technologies associated with systems integration,” she adds. 

Gruhn bases her comments on regular monthly surveys of 150 top- 
level IS executives conducted by her company in cooperation with First 
Boston Corp., a New York investment bank. 

“When there’s a softness in their company’s core business, MIS is 
going to cut the string,” Gruhn explains about the scaling back of pur- 
chase plans by what she calls “the pinstripe MIS.” 

In recent surveys, Gruhn explains, these executives said they would 
drop personal computers and local-area networks from the short list if a 
recession hits because PCs are considered discretionary spending. Next 
to be curtailed, Gruhn says, are minicomputer purchases. 

“They are committed to keeping up with mainframe enhancements,’’ 
she emphasizes. And IS executives will continue to buy application de- 
velopment tools because they say getting rid of the backlog is very im- 


portant to them, she adds. 


Budget conscious 
IS executives are keeping a close watch on the economy 


April 1988 


18% of the Sierra Group's MIS 100 
Council expected to cut their budgets. 


16% expected a recession. 


April 1989 


38% expect to cut their budgets. 


66% expect a recession. 


INFORMATION GATHERED FROM SURVEYS OF THE 
SIERRA GROUP/FIRST BOSTON MIS EXECUTIVE COUNCIL 
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budget may be the easiest to nail 
down. Call in your first vendor and 
say, “Prove it.” Make vendors show 
you the cost benefits of their prod- 
ucts. Cost justification is vital, espe- 
cially if you’re in an extremely cut- 
throat industry — like shipping. 

David Beatty, IS director at 
Westwood Shipping Lines Co. in 
Seattle, will ship anything from an- 
tiques to boats to rocks. He was told 
to come up with an integrated plan 
that would tie in shipping agents in 
eight U.S. cities, Japan, Korea and 21 
European offices in which cargo is 
secured, bills are paid and messages 
are sent and received — and to do it 
at the lowest cost. 

Beatty budgeted for a gateway 
strategy that begins with a bridge be- 
tween Westwood Shipping’s IBM 
3090 and a 10Net Communications’ 
local-area network and then goes on 
to connect an IBM System/36 and a 
second 3090. The connection is 
made via a Trisystems Corp. 5250 
bridge. Westwood Shipping also has 
communications gateways to an asyn- 
chronous electronic mail system 
from Tymnet/McDonell Douglas 
Network Systems Co. and a Gamma 
Fax facsimile card for fax machines. 

Beatty estimates the gateway strat- 
egy allowed his firm to save 
$300,000 in its first year. “It elimi- 
nated a need for hardware redundan- 
cy,” he explains, listing the big ticket 
items of tape backup systems, main- 
frame connections, hard drives, laser 
printers and modems. 

The strategy fits neatly with 
Westwood Shipping’s integration 
definition: “We let people share data 
and try to avoid rekeying the same 
information,” Beatty explains. 

Redundancy isn’t restricted to 
hardware. It can also occur with data. 
Twice as much information doesn’t 
always equal twice as much return on 
investment. In fact, too much of the 
same data may lower profits. 


New heights of integration 

Imagine a construction site. The 
buildings are nearly ready, save for 
the elevators you are there to install. 
But the cages are missing. Or maybe 
this time it’s the floors. Manually in- 
putting elevator design data into an 
front-office order-entry application 
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RECESSION?! WHAT RECESSION? 


YOU'VE READ ABOUT Wall Street’s bulls and bears. 
You’ve also read about monetarists and supply-siders. 
Now, as you ready your integration budget, you can read about Old 


Wave and New Wave economics. 


The New Wavers see a “cheerier course for the economy,” says Dr. 
Edward Yardeni, chief economist for Prudential-Bache Securities in 
New York in his April 19 bulletin, “Money and Business Alert.” 

“Capacity is growing rapidly all around the world. As the supply side 
of the global economy expands, competition should intensify and should 


keep a lid on inflation,” he explains. 


Yardeni believes American as well as Japanese and European indus- 
trialists will boost their capital spending plans for the following reasons: 
¢ The free trade movement is gaining momentum. 
¢ Protectionism will spur plant construction abroad that, in turn, will 
also be an effort to counter volatile exchange rates. 
¢ Employers are substituting capital for labor to yield greater productiv- 


ity 


competition. 


¢ Corporate alliances will spread in an effort to counter brutal global 


© Small and smart computers will be bought in shorter periods of time 
because technological innovation is occurring more rapidly. 

Yardeni unabashedly admits, “I err on the side of upbeat.” 

Enter Dr. Walter Fackler of the Graduate School of Business at the 
University of Chicago. His is a more cautionary forecast about the fu- 


ture. 


“There’s a 50-50 chance of a recession by year end because the Fed- 
eral Reserve Board is excessively worried about a recession,” he states. 
In Fackler’s mind, the Fed is “too restrictive and could tip us into the 
ditch” by imposing higher interest rates. 

He sees the economy growing moderately, estimating the rate at be- 


tween 2.5% and 3%. 


Fackler, who’s been forecasting for the business school for 25 years, 


claims he’s been right for the last 11. 


“T’ve changed my mind since last December when I didn’t think we 
would have a recession,” he says, adding that forcasting shouldn’t be 


confused with predicting the future. 


Forecasting, Fackler emphasizes, merely narrows the range of proba- 


bilities. 


can cause that to happen. 

The solution? An integrated data- 
base. 

At Westinghouse Elevator Co. in 
Morristown, N.J., that meant coming 
with with an integration plan that 
eventually came to be based on IBM’s 
IMS, says Ed Hodgson, the compa- 
ny’s manager of computing and com- 
munications. Between five and seven 
years ago, Westinghouse Elevator 
started to migrate to IMS, a remote 
access database done in batch mode. 

Buying IMS was the easy part. But 
the firm “had to budget engineering 
and systems development people’s 
time to write the interfaces,” Hodg- 


son says. That wasn’t so easy. 

Hodgson has a $4.5 million bud- 
get that used to run a mostly-IBM 
shop. ““We work three years out and 
we try to keep everything plain vanil- 
la because [new and proprietary] can 
kill you faster,” he adds. And for 
good measure, Hodgson aims to jus- 
tify budget items as a manager re- 
sponding to user needs. 

His is advice worth heeding when 
pulling together the numbers for a 
budget that will satisfy corporate and 
the IS integration mandate. The eco- 
nomic times will tell just how far 
you'll have to go to have quantifiable 
answers for the three Cs. » 
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iY OPEN UP MORE 
/, RESOURCES FROM 
YOUR PC OR MAC. 


THE LAN 


cessing, remote applica- 
WORKPLACE” 


tions and SQL data base 
systems like ORACLE 
and SQL Server. 
THE RIGHT 
_BUSINESS DECISION. 

LAN WorkPlace is 
much more than TCP/IP 
It also runs AppleTalk, 
NETBIOS and Novell's 
IPX. Plus, it includes 
applications for file 
transfer as well as IBM 
3270 and DEC VT 220 
terminal emulation. All 
of which works to Safe- 
guard your current 
network investment. 

So, whether you're 
about to add PCs or 
Macs to a network, 
expand an existing net- 
work, or you need to 
interconnect different 


There's a simple, 
yet elegant way for you 
to access directly from 
your desktop, all the 
data and applications 
residing within every 
computer in your 
organization 

It's the LAN Work- 
Place from Excelan 

It's a unique net- 
working solution that 
gives PCs and Macs 
access to VAXs, IBM 
mainframes, and UNIX 
Workstations using 
TORIP 

And all this, while 
allowing users to work 
concurrently with 
NetWare, AppleShare, 
TOPS and LAN 







Manager. networks within your 
EVERYTHING organization, make the 
ON ONE SCREEN. 


right business decision, 
LAN WorkPlace works with whatever operating call Excetan. 

environment yau are most familiar with, including —3 _CALL 1-800-243-8526. 

MS Windows or DESQview for DOS and Multifinder To find out more about LAN WorkPlace, call us 


for the Apple Macintcsh. It allows youtorun multiple or write to Excelan, 2180 Fortune Drive, San Jose, 
network tasks on a single screen. California 95131. It 


And, because LAN WorkPlace is built on industry could be the key to < EXCELAN > 


standards you can take advantage of distributed pro- —_- your future growth. WE NETWORK NETWORKS. 
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NEARKE TWISI 


Unix machines: 
Favorite among 
the net set 
By Stan Kolodziej 


Unix workstations have been on a 
roll lately. Unix, despite two warring 
camps, provides the closest thing the 
computer industry has to a standard 
multitasking operating system that is 
optimized for networking. And Unix 
workstations, predominantly using 
Motorola and reduced instruction set 
computing (RISC) processors, make 
ideal network servers. 

No matter how 
you cut it, Unix 
workstations have 
been moving on 
all — distribution 
fronts, even into 
the retailing chan- 
nel. For further 
proof, consider 
the following examples: 
© Businessland, long a bastion of 
MS-DOS and IBM Personal Com- 
puters, lost long-time customer and 
high flier Compaq and then surprised 
the industry by signing Steve Jobs 
and Next, Inc. to a long-term distri- 
bution contract. Next machines are 
Unix machines, sporting speedy Mo- 


ay 


managing 


ripheral and “overpositioned.” Now 
IBM is scrambling to place the fast 
1860 chip into the heart of its Per- 
sonal System/2 line, which will be 
used as network servers on IBM lo- 
cal-area networks. 

¢ Sun Microsystems has deemed 
mainstream commercial customers 
ready for its Scalable Processor Ar- 
chitecture machines. In April, the 
workstation wunderkind aimed its 
sales force and several new Unix 
units at the desktop market and will 
provide links with other networks 
through its Network File System. 

@ IBM has declared that AIX, its 
Unix version for workstations, is as 
strategically important to the compa- 
ny as its OS/2 operating system is in 
the PC arena. IBM will use software 
tools to optimize AIX use in multi- 
vendor environments. 

¢ After years of downplaying Unix, 
DEC has let leak that it will intro- 
duce dedicated Unix workstations, 
aimed at the desktop, most likely this 
year. These machines will have links 
into Decnet. 

You get the picture. Workstations 
are making a concerted bid for your 
time and your money. But this time, 
don’t dismiss them as esoteric novel- 
ties, because they’re bringing a lot 
more to the table. 

In light of this, Businessland’s de- 
cision to carry Unix workstations is 
not so odd. In fact, it could be the 
next step for other commercial com- 
puter retailers. 


torola processors and Mach, a high- | 
powered Unix derivative licensed | 
from Carnegie-Mellon University. | 


IBM has declared that Mach will be 


an important network operating sys- | 
tem to tie its RISC-based RT work- | 


stations together. 


¢ In January, Intel did a complete | 
180-degree turn and introduced the | 
1860, a full-fledged RISC processor. | 
Only two months earlier, top Intel | 


executives were assuring analysts and 
reporters (including myself) that the 
RISC workstation market was pe- 
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| COMPAQ LEFT Businessland to the 
charms of Unix-based Next machines. 
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Know what the 
left and right 


hands are doing 
By Sarah B. Kaull 


Information sys- 

tems can _ help 

companies address 

the contemporary 

issues of quality, 

innovation, cus- 

tomer service and 

responsiveness. A 

new type of infor- 

mation system, the cross-functional 
system, can tie together the loosely 
connected parts of the business to 
form a coherent whole focused on a 
company’s goals. 

Examples of nonintegrated busi- 
ness functions abound. In the elec- 
tronics industry, high quality is an 
imperative for doing business. One 
firm spent two months frantically 
searching for a debilitating quality 
problem that caused returns to pile 
up and customers to seek other sup- 
pliers. It traced the problem to the 
purchasing department; a new clean- 
ing utensil, substituted by a supplier, 
was actually etching a sensitive part 
instead of gently cleaning it. 

In the banking industry, most in- 
stitutions still cannot assemble a 
complete picture of a customer’s re- 


| lationship with them because each 
| department functions independently. 
| High-tech firms have trouble build- 


ing a global product because different 


| countries have different accounting 
| systems that do not communicate. In 
} manufacturing firms, chasms still ex- 


ist between marketing, production 


| and purchasing; marketing sells what 


the customer needs, not what the 


| company has, because the functions 


continued on page 70 
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ACHIEVERS 


An order for 


open systems 
at MacDonald’s 


By Stan Kolodziej 


THE ISSUE 

To build an architecture that will 
keep pace with MacDonald’s aggres- 
sive business system plan. 


THE SOLUTION 

Plan an open systems and network- 
ing strategy that will enable Mac- 
Donald’s to lessen its reliance on in- 
dividual vendors and _ individual 
software programs. 


CARL F. DILL isn’t afraid to take 
chances. In 1983, when most people 
still thought open systems meant 
plugging iron into IBM machines, 
this vice-president of information 
services at MacDonald’s Corp. was 
already planning long-range network 
schemes that put a premium on stan- 
dards over proprietary solutions. 

In 1985, at a time when Unix was 
still considered an exotic and risky 
software venture within commercial 
computing, Dill, a seven-year veteran 
of the fast-food corporation, began 
using Unix as his networking soft- 
ware of choice. 


DOER'S PROFILE: CARL DILL 


Outside affiliations: Has helped the Second Harvest nationwide food bank 
operation computerize food distribution to 74 food banks. How he relaxes: He 
and his wife are “addicted” to golf and tennis. He likes to travel with his wife and 
two daughters. Last book read: Tom Peters’ Thriving on Chaos. “Tt points 
out how to take advantage of a more demanding world.” 


One early star in Dill’s push to 
open systems was the in-store pro- 
cessor (ISP), a networked Unix- 
based workstation that has been in- 
stalled in about 75% of the 1,700 or 
so MacDonald’s-owned restaurants 
nationwide. The ISP machines are 
AT&T workstations, with all soft- 
ware written in C. 

The computers help restaurant 
managers perform cash and inven- 
tory management, ordering and crew 
labor scheduling, but that’s only 
scratching the surface of possibili- 
ties, Dill claims. He calls ISP one of 


Networking ace drives toward excellence 


Bob O’Rourke can talk about network links 
with the same ease he can talk about golf links. 
Like his boss Carl Dill, O’Rourke, the director 
of systems architecture at MacDonald’s, is an 
avid golfer. And together, O’Rourke and Dill 
are setting a course for MacDonald’s systems 
architecture through the 1990s. 

“We have a pretty good understanding of 
what systems structure we want,” says 
O’Rourke, an 11-year veteran at MacDonald’s. 
“Now we’re trying to get the hardware plat- 


forms and critical applications in place.” One of those critical applica- 
tions O’Rourke is currently working on is a network that will tie Mac- 
Donald’s advertising people and distributors together. 
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the “big drivers” of future advances 
in store automation at MacDonald’s. 

During the life of the ISP project, 
Dill has gone through three genera- 
tions of hardware and vendors with- 
out having to change his base soft- 
ware investment. 

He claims that with ISP, restau- 
rant managers can save 30 to 40 
hours of paperwork a week and cut 
some big inventory costs. Mcre im- 
portantly, it keeps managers on the 
floor managing staff and serving cus- 
tomers instead of shuffling papers. “I 
like to think the company can now 
turn on a dime,” he explains. 

At a recent meeting on ISP for se- 
curities analysts, Dill says the initial 
response was an incredulous, “My 
God, they’re not just selling ham- 
burgers.” 

ISP is the first stage toward a 
smart data network that Dill sees 
linking MacDonald’s restaurants and 
regional offices with its Oak Brook, 
Ill., headquarters and, eventually, 
with MacDonald’s European loca- 
tions. 

Dill’s smart network, which he 
calls a “concept network,” will have 
an infrastructure of common service 
routines, and it will have software 
that is independent of screens and 

continued on page 70 


June 5, 1989 


PHOTOS: ROARK JOHNSON /GAMMA LIAISON 





Computerworld Perspectives 1989 


Strategic Information Management 
Executive Conference 


Strategy 


Productivity 
Profit 


June 20-21 New York City 





Buying 
Smart: 


Pacing Your 
Information Systems 
Portfolio 


Maintaining the competitive 
advantage requires managing 
the information systems 
effectively and efficiently. This 
track discusses which tech 
nologies will yield the most 
benefits and how to pace your 
investment. 

One of six session topics 
includes: 

Security: Protecting Your 


Critical Corporate 
Resources 


Donn Parker, Senior 
Management Systems 
Consultant, SR/ International 


Winning 
Strategies: 
Information Systems 
and the New 
Corporation 


The interaction between 
systems and structure requires a 
workable balance between 
strategic control and freedom of 
access. This track provides an 
opportunity to analyze just how 
your IS plan and corporate 
business plan interrelate 

One of six session topics 
includes 


Decentralization 
vs. Centralization 


Ron Brzezinski, Vice 
President, Information 
Systems, Quaker Oats Co. 

l 








fe ee es es ee es es ee ee a ee we we ae a a = 


Computerworld 
PERSPECTIVES 
1989 


‘Mandate 
For Change: 


Information Systems 
in the 1990’s 

Your information systems 
will reshape the way your 
company does business well 
into the next century. Looking 
ahead enhances your ability to 
maximize current technologies 
while planning for the future 

One of the six session topics 
includes 


The Customer As Partner 
John Fisher, Senior Vice 


President, Banc One Services 
Corporation 


Yes! I wantto attend Computerworld PERSPECTIVES 1989! 


O Please send me more information on Computerworld PERSPECTIVES 1989 


My business card is attached 





Computerworld PERSPECTIVES 1989 


O Enclosed isacheck or money order in the amount of $1500, payable to 


Please complete the information below or attach your business card. Our V.LP. Registra 
tion Service will confirm all arrangements regarding your conference registration and 


hotel accommodations 


Name 


Company - 
Address ——___ 

City i 

Telephone = 3 
Name of Executive Assistant 





Mail to: Leslie Price, © 0 Computerworld PERSPECTIVES 1989 een Framingham, MA 01701 


or call (508) 935-4565 or (508) 875-5000 Ext. 565 for further in 


Ormatvion 








¥ . 
HARVARD BUSINESS REVIEW 


Many companies need a new ap- 
proach to information technology 
decision making, one that blends the 


technical knowledge of the computer | 


experts with the vision of senior 
management. One way is to establish 
a task force that solicits input from 
top management and creates a set of 
principles to guide subsequent in- 
vestments in IT. The task force 
translates the language of corporate 
strategy into computerese. 

From “How executives can shape 
their companies’ information systems” 
by Thomas H. Davenport, Michael 
Hammer and Tauno J. Metsisto. 


from ¢ 


THE AMOS TUCK SCHOOL 
OF BUSINESS (DARTMOUTH) 


Managerial prestige — employing 
executives with an elite educational 
background, financial and boardroom 
| clout and political influence — may 


| be the key behind some firms’ ability | 


! to come through financial trouble. 
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Why? Because the public perception 
is that prestigious people are credi- 
ble, powerful, trustworthy, resource- 
ful individuals who can use these 
| traits to turn around a firm’s financial 
situation. In failing firms, there is a 
bailout by such “hot-shot” managers, 
lessening the prestige and credibility 
of the remaining management team. 
From “Top managerial prestige 
and organizational bankruptcy” by 
Richard A. D’Aveni. 
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UNIVERSITY OF CHICAGO 
SCHOOL OF BUSINESS 
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Compensation need not be linked di- 
rectly to output to motivate staff. 


of telecommunications” by Alfred L. 
| Thimm. 


Cf f 7 b 1 é 
THE WHARTON SCHOOL 


Organizations that are successful at 
} new business development employ 
| divisional CEOs whose behavior 
| promotes such entrepreneurship. 
| Throughout their divisions, these 
| CEOs inspire pervasive commitment 
; to new business development and 
build confidence in subordinates’ 
} ability to develop new businesses and 
| manage failure well. 

From “New business development: 

A challenge for transformational lead- 
| ership” by Ian MacMillan. 


Rather, workers should be judged | 


relative to one another. But there is a 
disadvantage to judging individuals 
on how they do when compared with 
others: A worker does well not only 
by making himself look good but also 
by making his rival look bad. (Re- 
member Dukakis and Bush?) One 
way to mitigate this problem is by 
setting up a structure in which rivalry 
exists only among those who need 
not cooperate. 

From “Enhancing productivity 
through compensation” by Edward P. 
Lazear. 
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CALIFORNIA 
MANAGEMENT REVIEW 


Winter 1989 


¢ 


The European Community has set | 


| the goal of a united Europe by 1992. 
The EC’s conviction is that united 
Europe’s survival as an economic and 

| scientific world power will depend 

| On its success in establishing a world- 

' class telecom industry. The EC 

| wants to replace separate analog and 

; digital transmission systems for voice 

' and data, respectively, with a single 

| integrated digital network that will 

j carry voice, data, text and images. 

| Key to this effort is ISDN. 

| From “Europe 1992 — Opportuni- 

\ ty or threat for U.S. business: The case 
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SLOAN 
MANAGEMENT REVIEW 
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| Picking the right people and foster- 
| ing their development in the right 
| way makes for better subordinates. 
| Here, “development” means using 
jobs and task assignments to test and 
strengthen junior managers’ weak- 
| nesses and prepare the best of them 
| to run the company. 
| From “Chutes and ladders: Grow- 
ing the general manager” by Thomas 
| V. Bonoma and Joseph C. Lawler. 
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CALIFORNIA 
MANAGEMENT REVIEW 


1989 
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Winter 


To sustain a competitive advantage, a 
| company needs to concentrate on its 
assets and skills. An asset is some- 
thing a business possesses, such as a 
brand name or retail location, that is 
superior to what the competition has. 
A skill is something a business does, 
such as advertising, that is better than 
what the competition is doing. 
From “Managing assets and skills: 
The key to a sustainable competitive 
advantage” by David A. Aaker. 
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Why is Computerworld 
the best read publication* 
among MIS executives 
in America? 


Because it’s the only weekly computer 
newspaper to offer complete coverage of every 
aspect of the information system. Can you afford 
to be last on the routing list for the news you need? 
Well now’s the time to order your own subscription 
to Computerworld. That way you'll stay abreast of 
all the latest news, products, people, developments, 
trends and issues — things professionals like you 
need to know to get ahead. And stay there. 

Don’t delay, order now. You'll get 51 
information packed issues. Plus special bonus 
sections of Computerworld Focus on Integration. 
You'll also get our special Spotlight section .. . featur- 
ing detailed head-to-head comparisons of the industry’s 
latest products. 


Use the postage paid subscription card bound 
into this issue and get your own subscription to 
Computerworld. 

* The Wall Street Journal (1987) - “Survey of the Information Processing 


ee 
* The Adams Co. (1988) - “Information Systems Management Study.” 
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CROSS SECTION 


Are you planning to install more PC LANs? Why? 


We asked the question above of IS professionals around the country. It seems the quest for connectivity is 
continuing, with a few detours here and there. Take a moment to compare their LAN plans to your own. 


“We're actually 
planning to buy 
fewer PC LANs 
because of a reduc- 
tion in overall 
staff.” 

RON MASON 

MIS DIRECTOR 
TEXAS CITY 
REFINING 

TEXAS CITY, TEXAS 


“We're budgeted 
to buy our first 
one, for the de- 
velopment group. 
We're sophisti- 
cated but not lead- 
ing edge. We like 
to know that it 
wo rks first. “ 
TIMOTHY KENNEY 
MANAGER OF 
OPERATIONS AND 
CLIENT SUPPORT 
SYSTEMETRICS / 
MCGRAW-HILL 
SANTA BARBARA, 
CALIF. 


CORNER OFFICE 
Continued from page 65 
do not talk to each other. 

In each of the above examples, the 
business challenges can be addressed 
by information systems that cross or- 
ganizational boundaries to link key 
parts of the business. How can IS ex- 
ecutives identify opportunities for 
these cross-functional systems? They 
can look for the following triggers: 
¢ Long, sequential processes with 
limited feedback. In many cases, 
there is a need for coherence and 
linkage. For example, many compa- 
nies have developed systems to con- 
nect the many steps of order process- 
ing and accounts receivable. 

e Intensive information transfer or 
exchange. These activities are a sub- 
stitute for a natural connection. 

© Multiple points of external contact. 
This invites inconsistency. Banks 
have responded to this problem with 
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“We're getting 
ready to install 
our first PC 

LAN to connect 
the machines in 
accounting and 
set up a depart- 
mental database. 
We want to 
eliminate 
sneakernet, 
which is the way 
we share data 
now.” 

LEON ALLEN 

MIS DIRECTOR 
NARDA 
MICROWAVE CORP. 
HAUPPAUGE, N.Y. 


“Yes. We’re put- 
ting PC LANs in 
more remote lo- 
cations to increase 
efficiency in 

those location and 
to get them con- 
nected.” 

ROBERT THRASHER 

1S MANAGER 
PACIFICORP 
FINANCIAL SERVICES 
PORTLAND, OREG. 


customer information databases. 
e Tight feedback loops. This is a 
sign of breaking up functions unnat- 
urally. Some firms are moving to in- 
tegrate dependent functions such as 
purchasing and quality assurance. 
e Ad hoc organizational structures 
such as task forces or coordinators. 
Companies should make these activi- 
ties regular, with systems providing 
the organizational framework. 
Identifying and implementing 
cross-functional systems is hard 
work. But the payoffs in terms of 
streamlining, simplification and 


| achievement of important business | 


goals can be tremendous. 


KAULL is the associate director of the Partnership 
for Research in Information Systems 
Management (PRISM), a joint venture of the 


Index Group, Inc. and Hammer & Co. 


| PRISM, in Cambridge, Mass., does research for 
| sponsors from Fortune 200 corporations. 


“Yes. We're al- 
most at 100% now 
[with worksta- 
tions]. They'll 
need to share 
data in a work 
group environ- 
ment. PC LANs 
are the technol- 
ogy to do that.” 
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“We're getting 
fewer PC LANs. 
We've estab- 
lished everything 
we need in terms 
of PC LANs.” 
RALPH WARREN 

MIS COORDINATOR 
BALMAR PRINTING & 
GRAPHICS, INC. 


DAVID HERSH 
MANAGER PSG 
SYSTEMS DEVELOP- 
MENT AND SERVICES 
AIR PRODUCTS & 
CHEMICALS, INC. 
ALLENTOWN, PA. 


ARLINGTON, VA. 


ACHIEVERS 

Continued from page 65 

that runs freely across applications 
and processors. 

‘“‘We want to protect the applica- 
tion from its environment,” Dill ex- 
plains. If he has his way, that envi- 
ronment will be completely open and 
integrated in applications, data, com- 
munications, hardware, software and 
IS human resources. The Integrated 
Services Digital Network, which will 


| integrate voice and data, is expected 


to be a part of the smart network in 
the 1990s, Dill says. 

But some things, Dill is certain, | 
will never change at MacDonald’s. 


| Every so often, for example, key 
| management people from MacDon- 
| ald’s top computer vendors still enter | 
| the company’s restaurants to get a 
| ground-level view of the operation. | 
| And they do it the old fashioned way: | 
| slinging burgers. 
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Your concerns concern us. Zhat’s why we’ve made 
available our bulletin board. You can contact us at 508-626- 
0165 about integration hassles, successes, failures, ideas. 
See you August 7 with more integration strategies. 
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ager/Larry Craven, Sales Assistants/Kathy Sullivant, Karol 
Lange, COMPUTERWORLD, 10400 West Higgins Road, 
Suite 300, Rosemont, IL 60018, (312) 827-4433 


NEW YORK: Regional Vice-President/Bernie Hocks- 
wender, District Managers/Fred Lo Sapio, Sales Assistants/ 
Linda Pipines, Patricia DeBiase, COMI RWORLD, Pa- 
ramus Plaza I, 140 Route 17 North, Paramus, NJ 07652 (201) 
967-1350 


LOS ANGELES: Regional Vice-President/Jan Harper, 
Southwestern Regional Manager/Carolyn Knox, Sales Assis- 
tant/Bev Raus, COMPUTERWORLD, 18008 Sky Park Cir- 
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DIRECT RESPONSE CARDS: 

East: Account Manager/Norma Tamburrino, Paramus Plaza 
1, 140 Ree. 17N, Paramus, NJ 07652 (201) 967-1350 


West: Account Executive/Jill Halbert, 10018 Skypark Cir- 
cle, Ste. 145, Irvine, CA 92714 (714) 250-0164 


IDG INTERNATIONAL MARKETING SERVICES: 
Managing Director/Frank Cutitta, COMPUTERWORLD, 
375 Cochituate Road, Box 9171, Framingham, MA 01701- 
9171 ($08) 879-0700 


West Coast Marketing Manager/Leslie Barner, 3350 West 
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On the road 


JUST DESERTS The day before Comdex/ 
Fall, I was behind the wheel of the last vehi- 
cle rented in Las Vegas having a conversation 
with a marcom guy from a computer compa- 
ny. Tooling around 2,000 acres of a national 
wildlife refuge in a GMC Suburban searching 
for red-tailed hawks and looking at limestone 
formations wasn’t a guarantee that work 
wouldn’t come up in the conversation. 

Even though Comdex is long past, the dis- 
cussion is worth recalling because the infor- 
mation industry is facing a revolution that will 
create a new data 
order. If you 
aren’t sure what 
“data order” 
means, but if, as 
a concept, it causes the kind of chills that 
“strategic systems” does, read on. 

This marketing bloke has a background in 
computer-aided design. He’s also hyped rio- 
torcycles at one point in his career, so he 
knows how to answer customer demands. He 
puts forth and believes it to be an imperative 
for economic survival that U.S. companies 
place the design work of engineers squarely in 
the center of their corporate data banks. 

Sales and marketing isn’t the be-all and 
end-all; it shouidn’t be the king of IS’s opera- 
tions, and it alone won’t lead a company (or a 
country) out of a deficit spiral and into profit- 
ability. This is the era of getting close to the 
customer. Putting technical talent near to the 
heart of what generates income will make 
companies more appealing to customers. 

And I agree with him. 

But I’m an inquisitive reporter, so I had to 
ask the questions: How is this rearrangement 
of data priorities going to go over with the 
traditional IS professional? Won’t there be a 
turf war between design and marketing over 
whose data gets top billing? Who’s going to 
manage it? Who’s going to mediate it? 

And then I wondered, why so many qres- 
tions? An obvious answer seems to be to inte- 
grate the technical and marketing databases. 

Revolutions affect everyone sooner or lat- 
er. Those IS executives who realize the larger 
business implications of this new data order 
are in the best position to integrate the oppos- 
ing sides before they dissolve into warring 
factions. Usually it’s best to affect the neces- 
sary changes rather than being effected by 
them. — By HELEN PIKE 
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» We knew it was bound to happen: 
ISDN servers. The first wave of them 
is expected to come from Europe. 
One boasts simultaneous access to 
voice and data 
for up to 100 us- 
ers at 64K bit/ 
sec., up to 20G 
bytes of storage and duplicate appli- 
cations on a digital optical disk. 


» Getting kind of crowded in the bot- 
tleneck? Researchers are looking to 
create a hall of mirrors in place of a 
bus to speed the transmission of data 
to the CPU. The result would be an 
optical computer. One using prisms, 
mirrors and lenses is currently under 
design at AT&T Bell Laboratories. 


» In the incredible shrinking comput- 
er department: Atari Corp. has un- 
veiled an IBM Personal Computer- 
compatible machine that is about the 
same size as a videocassette and 
weighs 1 Ib. The Portfolio comes with 
128K bytes of memory, expandable 
to 640K bytes. 

There are some differences, howev- 
er. The keyboard is a miniaturized 
version of the standard Qwerty key- 
board, and instead of disk drives, the 
Portfolio uses credit card-size pro- 
gram and memory cards. 
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Next wave 


When you stack up the Microcom HDMS 
Dial-up Network Management System, 
you rack up the benefits." 


* Easily Expandable. 


HDMS's high density design 
makes it easy to handle growth in 
your network. You can grow from 
one to six chassis, with 32 
modems per chassis, conserving 
critical computer-room space 


High Speed, 
Error-free 
Transmission. 


Dial-up speeds up to 38,400 bps 
are available, 100% error-free. 
keeping line charges at a 
minimum, and port availability at a 
maximum 


Complete 
System Control. 


Reports and monitors tell you 
who's using the network, when 
they're using it, and how well it's 
working — giving you complete 
control 


** Free Report. 
To find out how HDMS can 
help you manage your 
network more efficiently and 
effectively, just call for this 
free report, “How to Manage 
Your Dial-up Networks 


Call toll-free, 800-822-8224 today. 


* Sophisticated 
Security. 
Passthrough, Variable/Fixed Call- 
back, and Microcom's exclusive 
MNP Password Connection 
Security” help make your host 
virtually hacker-proof 


Multiple 
Host Access. 


Port grouping lets you assign 
multiple hosts to a single chassis 
or system, providing least-cost 
Call routing, space/cost savings 
and control of user access 


Compatible 
Modems. 


Integrated V.32, V.29FT, V.27, 
V.22bis, V.22, Bell 212A and Bell 
103 modems deliver up to MNP 
Class 9 with V.42 compatible 
error correction. Works with 


standard, popular modems 


Workstation 
Connectivity 
Worldwide 


[Vbicnocon 
500 River Ridge Drive, Norwood, MA 02062 617-551-1000 
Telex 710-336-7802 MICROCOM NWD / USA FAX: 617-551-1006 


Worldwide Distribution — International FAX: 617-551-1007 
Toll Free 800-822-8224 
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Codex offers T1 users 


something totally new 
and unexpected. 


giana 


Peace of mind. 

It’s unexpected, because ¢ 
even with the tremendous 
performance and econo- 
mies of T1 transmission, 
it’s only natyral to worry 
about the worst that can 
happen. Downtime, 
plain and simple. 

Now Codex helps 
alleviate this fear by 
offering the most 
resilient and reli- 
able T1 product 
on the market 
today. So the 
worst that 
can happen, 
can’t. 

Introduc- 
ing the Codex 
6290 Integrated 
Digital Exchange. 

By utilizing 


We understand that the 
lifeblood of your network 
flows through your T1 links. 
So the Codex 6290 employs 
a revolutionary high speed | 

packet technology, spe- 
cifically designed to 
keep even the most 
complex network up 
and running under 
critical conditions. 
So now you 
can get the bene- 
fits of both trad- 
itional packet 
switching 
and circuit 
switching | 
techniques. | 
Including 
high through- 
put and 
superior toll 


| 
| 


quality 
voice 
trans- 
mission. 
And of 
course the Codex 
6290 is backed by our 
worldwide customer 
support and service 
organization. 
J 


The Codex 6290 is just one | 
| 


Network i tesiliency — With an econom- 
ical comprek 2nsive redundancy scheme, 
self-diagnost.~ and self-healing capabilities, 
the Codex 6290 allows your system to imme- 
diately and automatically bounce back if it 
gets hit 


a totally new 

T1 technology, 
Codex can now 
offer you both 
incredible reliability and incred- 
ible savings (often exceeding 
30% in T1 line costs). 


Fast Packet Technology — With this 
revolutionary new technology, 
infor- 
mation is 
addressed,” 
so even if it 
encounters a 
failed T1 circuit 
a “packet” will 
automatically 
reroute to its final 
destination 


of many steps we're taking to 
improve digital network per- | 
formance. But what else | 
would you expect from | 
| 


"% 


the company with over 
Se a, 


25 years’ experience solving 
complex networking problems? 


Voice Compression = More Cost Savings — 
The Codex 6290 provides 4 to 1 voice compression, | 
so you get twice as much channel capacity without 
sacrificing 
voice quality 
That trans- 
lates into 
savings often 


For more information, call 
1-800-426-1212, Ext. 7202. 
In Europe, call 32-2-6608980. 
Or write Codex Corporation, 
Dept. 707-202, Maresfield 
Farm, 7 Blue Hill River Road, 
Canton, MA 02021-1097. 
And let us prove just how 
great your expectations can be. 


Networking 
Expertise - 
No matter how 
complex your 

TI network, the 
Codex 6290 can 
help it run more 
cost ef ficiently 
and reliably. And 
Codex will help 
you with com- 
plete design, 
installation, 
applications and 
training support 


COOCX 


® MOTOROLA 


The Networking Experts 


© 1987 Codex Corporation. Motorolaand ® are registered trademarks of Motorola, Inc. Codex isa registered trademark of Codex Corporation 
Sales offices in more than 40 countries worldwide. In Europe call 32-2-6608980, in Canada 416-793-5700, in the Far East 852-5-666706 (in Japan 81-3-5848101), in the Americas 617-364-2000. 








Why you should buy 
computers ease a ty gz 


ways that make a difference to your 


business: Performance. Reliability. 


fr Service. Value. 
Om a compar : That's not just our opinion. It’s the 


opinion of companies and individuals 


ee who have placed us among the four 
leading computer makers in the 
® world, with annual computer sales of 
over $10 billion. 


They know we make some of the 
fastest and most powerful scientific 
and business computers on earth. And 
that all Fujitsu computers have a repu- 
tation for quality and high reliability. 


In America, Fujitsu’s Series 2000™ 
PICK®-based family of products offers 
business professionals cost-effective 
solutions to their business needs. 
Ranging in capacity from the 18-user 
System 2100™ to the 160-user System 
2600™, the Series 5000 family of busi- 
ness computers lets you choose the 
proper system for your current needs, 
with a clear growth path for future 
expansion. 


Computers are our No. 1 business. 
But they’re not our only business. You 
may already know us for our fiber 
optic communication systems. Or PBX 
systems. Or facsimiles. Or cellular 
telephones. Or even for advanced 
semiconductors and electronic 
devices. 


They’re among the thousands of 
Fujitsu products that make us a $16 
billion high technology leader, with 
almost 100,000 emplov~*s and pro- 
jects in over 100 countnes worldwide. 


So if you're considering a computer 
system, we'll show you some very 
good reasons to consider Fujitsu. Write 
Fujitsu Microsystems of America, Inc., 
3025 Orchard Parkway, San Jose, CA 
95134. Or call 1-800-874-9927. 





Series 2000, System 2100 and ieee 
System 2600 are trademarks 
of Fujitsu Microsystems of FUJITSU 
America, Inc. PICK is a 

registered trademark of PICK RR ag 
Systems, Inc 


Japan’s No. 1 computez maker 
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The way most computers are used is an insult 


to their intelligence. 


Your brilliant computer may be dumber than you think. 

The sad fact is, while thousands of businesses have hooked up personal computers to mainframes, 
the majority of those computers are used as “dumb terminals,’ leaving a vast potential untapped. 

For MSA, the intelligent workstation is a promise that should be kept, which is why we are proud 
to introduce BrightView™ applications software. 

By harnessing the power of cooperative processing, BrightView enables the intelligent workstation 
to perform tasks previously restricted to the mainframe. This revolutionizes the efficiency of your entire com- 
puter system, meaning each component can now do what it does best, with valuable mainframe resources 
freed up for more appropriate tasks. 

What's more, MSA is the first company committed to delivering the most extensive line of SAA- 
compliant software in the industry, and BrightView is already in compliance with SAA’s most advanced com- 


ponent, Common User Access. It yields a friendly, consistent look and feel to workstations, helping maximize 
your investment in both personnel and hardware. =——— = 


Whatever your software applications needs are, it might be wise to call Robert = 
Carpenter at 404-239-2000. In fact, it’s really the only intelligent thing to do. SFE = 


The Software Company’ 
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